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New Kaiser Cars Unveiled With Lower Price Tags— 


The 1953 line of Kaiser cars—carrying price tags averaging $15.70 under the 1952 models—made their bow in dealership 
showrooms last week along with the Henry Js. Horsepower on the six-cylinder Kaiser has been stepped up from 115 to 120 and 
interior safety features have been improved, Kaiser-Frazer says. Although body styling of the new Kaisers remains essentially 
unchanged, emphasis has been given to the sweeping front-to-rear lines with the addition of chrome moldings. The new Man- 
hattan is pictured above. (See story and photos on page 74.) 








‘State of the Nation’s Economy: 


\ Up” 
N. Y. Times INpEx — Activity for 
week ended Oct. 4 increased to 174.5 


from 173.3 in preceding week. 
Figure for week ended Oct. 6, 1951, 
was 165.8. 

Bic Store Sates—Gained 5 per- 
cent in week ended Oct. 4, com- 
pared with like 1951 week, and 
rose 1 percent in the four weeks 
ended Oct. 4, compared with cor- 
responding period last year. 

Bank C.iearincs—For principal 
cities of the nation in week ended 
Oct. 8, rose 16.6 percent to $17,315,- 
523,000 from the $14,856,351,000 turn- 

over for the similar 1951 week, 
according to Dun & Bradstreet. 

Manuracturers’ Sates—Sales by 
nation’s manufacturers in August 
totaled $22,900,000,000, nearly $3,- 
000,000,000 over July levels and 
$400,000,000 above August, 1951. 

Business INveNTorIEs—Commerce 
Department estimates inventories 
at the end of August amounted to 
$68,600,000,000, about $600,000,000 
higher than in July. 


* * * 


Down 

Power Output—Electrical power 
production for week ended Sept. 27 
declined to 7,624,747,000 kilowatts 
from 7,724,664,000 in the preceding 
week. 

Business Famures—Rose during 
week ended Oct. 9, totaling 147, 
compared with 129 in preceding 
week and 126 in corresponding 
week last year. 
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‘| Hold-Price-Line Trend 


Unfolds as Dodge, K-F 
Cut Tags on Most ’53s 


5 Models Reduced, 2 Upped by Chrysler’s Division; 
All Kaisers Are Down, One Henry J Raised; 
Production Economies a Factor 


By Bernie Thomas 
Associate Editor 
BSERVERS believed last week 
that Chrysler Corp. and Kaiser- 
Frazer have probably mapped out 
the auto industry’s price trend for 
1953. 

Chrysler’s Dodge division an- 
nounced that prices on most of 
its 19538 cars will be the same, or 
reduced more than 5 percent be- 
low current models. K-F an- 
nounced average price cuts of 
$15.70 throughout its 1953 line, 
with the exception of one Henry 
J model which was boosted $22.52. 
(See story on page 74.) 


A press time Thursday, it was 


Over-Production, ‘Loading’ Among Pa. Parley Targets . . . 


Dealers Lash Factory ‘A buses’ 


By Fred Schwarz 
Staff Correspondent 
TLANTIC CITY, N. J.—The 
Pennsylvania Automotive Assn. 
urged aggressive opposition to 
“abuses new being perpetrated upon 
the automobile dealer by the manu- 
facturer,” in a resolution passed at 
its 32nd annual convention here. 

L. A. Bloom, Scranton Lincoln- 
Mercury dealer and outgoing 
PAA president, said: “Many deal- 
ers feel that if the treatment 
they have received during 1952 is 
an example of how the partner- 
ship is to work from here on in, 
it’s high time the manufacturer 
removes his false whiskers.” 


Contending that continuation of 
present factory practices would re- 
sult in bankruptcy for many deal- 
ers, the resolution stated that man- 
ufacturers are now geared to pro- 
duce two to three million more cars 


OPS Sends Out 
Modified Quiz 


By William Ullman 
Washington Correspondent 


ASHINGTON. — While NADA’s 

representations to the Bureau 
of the Budget did not bring about 
the expected withdrawal of the 
OPS questionnaire sent to 1,500 
dealers in connection with the Utah 
CPR 83 test case, they did succeed 
in producing a measurably modified 
form of interrogation, and a con- 

(See QUIZ, Page 74, Col, 3) 


per year than the market will read- 
ily absorb. 
oJ + * 

HESE cars, the declaration went 

on, will be sold to dealers at 
full factory profit, with the dealer 
expected to trade away part or all 
of his profit in order to maintain 
price-class position. 

The resolution cited such “ill-con- 
sidered factory policies and abuses” 
as: 
Loading of unwanted accesso- 





New-Car Sales Gaining 


ries; building of high-priced units 
out of proportion to less expen- 
sive models; appointment of more 
dealers in the face of decreased 
profit possibilities; forced liqui- 
dation of used cars, regardless of 
the dealer’s local experience; 
forced sinking of money into 
overexpanded facilities, and forc- 
ing of dealers to purchase manu- 
facturer publications, direct-mail 
(Continued on Page 73, Col. 2) 


Model Cleanup Problem Lessens but Profits 
For Dealers Are Lower 


By Sam Sampson 
Staff Writer 

[peers recent dealer thinking 

that new-car sales were sure 
to slack off considerably as the 
new-model season approached, re- 
ports received at Automotive News 
last week indicate that the oppo- 
site is true so far—current model 
sales figures are growing each 
week. 

Several dealers reported that 
their stocks. were actually low, 
and that they were asking the 
factory for more ’52 models. 


A Detroit dealer carrying a line, 
whose new models have not been 
scheduled for showing yet, said 
that sales have been highly satis- 
factory since the middle of Sep- 
tember, and that buying activity 


Production Heading for 1952 Peak 


IRODUCTION of cars and trucks 

moved upward again in U. S. 
Plants last week, and a new high 
level of operations for the year 
Seemed close at hand. 

With all the increase over the 
previous week coming from 
Chrysler Corp. schedules, the 
past week’s output performance 
resulted in the building of 105,- 
296 cars and 29,662 trucks—a to- 

_ tal of 134,958 vehicles, according 
_ to Automotive News estimates. 


The previous week’s production 


total of 129,219 units was made up 


of 100,001 cars and 29,218 trucks. 
Model 
Chrysler plants affected that ef- 
fort. 


changeover problems at 


* * * 


FURTHER increase in indus- 
try car and truck output ap- 





pears in the cards for this week, 
despite the fact that Hudson and 
Packard have started to change 
over to 1953 models. 

Packard’s near-term produc- 
tion will be below normal, while 
Hudson, which closed down last 


Wednesday, won’t be building 
cars again until Nov. 3. 
Meanwhile, however, Chrysler 


plants have been picking up pro- 
duction momentum, following 
changeovers, and operations at the 
corporation’s Detroit outlets should 
(Continued on Page 77, Col. 1) 


had increased during the last two 
weeks. 
* - = 

OME observers feel that dealer 

pessimism is based on profit 
margin per unit, rather than total 
unit sales. There are actually two 
market conditions now, they con- 
tend—one for the manufacturers 
which is decided by sales figures, 
and the other for dealers, which 
concerns both sales and profit per 
unit. 


“When most people talk about 
the ‘market,’” one dealer de- 
clared, “they talk about new-car 
registrations, actually. This mar- 
ket appears satisfactory. But I 
think the market the dealer faces 
is concerned primarily with the 
number of cars he can sell at 
full profit. I don’t think this mar- 
ket is so good.” 


He added that it was very im- 
portant that the manufacturers 
hold the price line on the ’53s, be- 
cause even at current prices, the 
“dealer market” was far from 
strong. In addition, he felt that 
any price hike at all would dis- 
courage the buying public, and 
whether it be $25 or $300, the raise 
in price would be very damaging, 
psychologically. 

= * + 
STATEMENT issued last week 
by the Federal Reserve Bank 
of Cleveland said that an upturn 
has now started in new-car sales. 
In comparing the present sales po- 
sition to that of a year ago, the 
bank said that the surge in buying 
(See SALES, Page 76, Col. 3) 


learned that the price on one Dodge 
model will be down more than 5 
percent; prices on four others will 
be slightly lower than in 1952; 
prices will be about the same on 
two, and up slightly on two others. 


The 1953 Dodge prices (at the 
factory) will range from $1,882 to 
$2,499. 

+ . * 
EE opinion is that price 
announcements on other 1953 
lines of cars will at least indicate 
a determination to hold the line at 
1952 levels. 


Whether there will be any great 
trend to price cutting is problem- 
atical. Chrysler is considered to 
have been in an advantageous 
position pricewise in the industry 
during postwar. 


However, there is every indica- 
tion that the industry’s long battle 
to arrest more than a decade of 
inflation in its price structure has 
been temporarily won. 

. a os 


RICES in the future will un- 

doubtedly reflect recognition of 
an upcoming battle for sales, and 
be in line with the auto industry’s 
tradition of sharing the benefits of 
lower production costs with its cus- 
tomers. 


The miracle of the temporary 
victory against inflation is that 
it has been gained without sacri- 
ficing product quality, and in the 
arena of a half-free, half-slave 
economy. 

Price controls over basic mate- 
rials make it difficult to get pro- 
duction costs down. 


However, the economy ax has 
been swinging away throughout the 
industry for many months. Some 
sizeable dents in production costs 
have been made by all makers, 
particularly the bigger ones. 

* * * 


Most of the savings realized 
have come from _ increased 
(Continued on Page 75, Col. 1) 


Top Cars 


New-car registrations for 
eight months, plus 6 states for 
September: 
1952 Pos. Make 
Chev. 

Ford 
Plym. 
Buick 
Pontiac 
Dodge 
Olds. 
Mercury 
Stude. 
Nash 
Chrysler 
DeSoto 
Cadillac 
Hudson 
Packard 
Kaiser 
Willys 
Henry J 
Lincoln 
Austin 
Brit. Ford 2,168—22 
Crosley 3,973—20 
Allstate 


Total All Makes 
2,731,226 3,687,989 
For further details see page 
64, today’s issue. 
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But NADA Renews Warning... 





IAM’s Dealer Drive 
Slowed to a Crawl 


By Ed Howard 
Staff Writer 

DEALER - ORGANIZATION 
drive—which has helped make 
the AF'L’s International Assn. of 
Machinists the nation’s fastest- 
growing major union—has slowed 

to a crawl, at least temporarily. 
In the last five dealership elec- 

tions certified by the National 
Labor Relations Board, the IAM 
has won only one and lost three. 
In the same period, the UAW- 
CIO has lost the only decision it 
contested. 

The IAM was defeated in two 
other elections, but won NLRB ap- 
proval of its appeals for new votes. 
In three of the remaining five ac- 


Auto Shows Set 
For Washington 
And Syracuse 


DETROIT. — Auto - show an- 
nouncements from dealer organiza- 
tions in Washington, D. C., and 
Syracuse last week raised to 20 
the number of dealer expositions 
scheduled so far. 

Dates are Feb. 21-March 1 for 
Washington, and Jan. 25-31 for 
Syracuse. 

Members of the Washington Au- 
tomotive Trade Assn. voted to hold 
their 24th show on recommendation 
of the show committee headed by 
Joseph B. Paul, Oldsmobile dealer. 
Other committee members include: 
Harry Martens jr., Calvert Motors 
(DeSoto-Plymouth); Philip P. Ma- 
loney, Lee D. Butler, Inc. (Ford), 
and Robert E. Phelps, Phelps-Rob- 
ert Corp (jobber). 

Dick Murphy, WATA managing 
director, said the decision was 
unanimous. Last year’s show drew 
an attendance of 130,000. 


Directors of the Syracuse Auto- 
mobile Dealers Assn. voted to fol- 
low last year’s highly successful 
show with another, again in Exhi- 
bition Hall of the new War Memo- 
rial Bldg., with last year’s “win- 
ning team” back in harness. 

Chairman again is Robert J. Pur- 
cell, president of Purcell White 
Truck Co., while Stuart C. Ballard 
is back in the post of managing 
director for the show. Ballard is 
SADA’s executive vice-president. 


The 1952 Syracuse show drew 
more than 36,000. 





Too Hot? 


The horsepower race is a bit com- 
plicated. Some makers are touchy 
about this, fearing unfavorable 
public reaction. Others are un- 
abashed. As a result, it is likely 
that on 1953 models some makers 
will deliver more horsepower than 
they advertise, and some may ad- 
vertise more than they deliver. 


On the unabashed side, Lincoln 

is out to cop the title with a 205- 
horsepower engine in its 1953 
models. This engine, by the way, 
also will power Ford’s big new 
F-9 truck, due in January. Lin- 
coln will have three of these cars 
entered in the stock car division 

of the Mexican Road Race, Nov. 

19-23. 

Chrysler had a version of its 
Firepower engine, which topped 200 
horsepower, ready for introduction 
last February, but held off due to 
unfavorable reaction to high speeds. 





Jos, W. Frazer Edgar Kaiser 


|tions reported by NLRB, 


withdrew petitions for elections. 
. ” + 


\ EANTIME, NADA's Employer- | 

Employe Relations Service, as | 
if cued by these reports, stepped in | 
last week with a renewed warning 


to dealers: 
“It can happen to you!” 
NADA cites the figures—Three 
years ago, union organization in 
seven cities. Today, a partial sur- 
vey already shows 251 cities in 
40 states. 


NADA adds: “The unions are 
just getting started.” 
Its advise: “Keep calm. Don’t 


race your motor.” 

But, NADA says, “Don’t be like 

the ostrich. 
* * * 

“T)\ON’T think, because you are a 

small dealer, effort will not 
be made by unions to organize 
your employes. Hundreds of small 
dealers are already unionized, in 
small towns as well as in metro- 
politan centers. 

“Union activity is not confined 
to any one area. Unions have a 
toe-hold toward organizing deal- 
erships in practically every state 
—and a stranglehold in some 
states.” 

NLRB reports indicate the wide- 
spread of union organizational 
drives. 

Included with returns from larg- 
er cities are reports from Malvern, 
Ark.; Bristol, Va.; Lake Charles, 
La., and Grand Junction, Colo. 

+ * * 


hae points out that; if dealers 
don’t want to lose partial con- 
trol of their businesses to unions, 
they must maintain topflight rela- 
tions with their employes. Recom- 
mended to forestall union activity 
are these points: 

1. Publish and maintain sound 
personnel policies. 

2. Pay competitive wages and 
benefits. 

3. Be sure each employe has a 
good boss. 

4. Dig out and settle all em- 
ploye grievances. 

5. Get rid of all incompetent 
men in your organization. 

6. Check carefully each new 
applicant. 

If, however, a union organizer 
is talking to your employes, calls 
on you, or if you are faced with an 
NLRB election, NADA has three 

(Continued on Page 76, Col. 1) 


Upcoming... but Unoffictal 


At the time, one state legislature 
had a bill before it to put speed 
governors on all cars. Latest word 
is that Chrysler will announce 180 
horsepower on its 1953 models. 


Cadillac isn’t talking yet about 
what its horsepower will be on 1953 
models, but a good guess is that it 
will announce an increase from its 
190 of last year. 


* * * 


°53 Studebakers 


In Paris, Designer Raymond 
Loewy last week predicted Stude- 
baker soon will present cars built 
under a “new formula” but de- 
clined to get specific. 

In American trade circles, the 
1953 Studebakers are understood 
to include two types of bodies for 
each model; that is, the customer 
will have a choice of a sporty or 
a@ more conservative body in each 
line. 

Also, it’s reported, the ’53 Stude- 
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Packing 'Em In at Dallas Show— 


Crowds like this were typical at the Southwestern Automobile Show of the Texas 
State Fair in Dallas, which has just completed a 16-day run. Attendance reached a 
record 2,400,000, according to estimates. Exhibits were housed in the 750-foot-long 
automobile building. An adjacent tent contained an antique-car display. 


* * * 


* * * 


2,400,000 Visitors Smash 
Record at Dallas Show 


By Charles Cates 
Staff Correspondent 

DALLAS.—The 36th Southwest- 
ern Automobile Show concluded its 
16-day run yesterday (Oct. 19) at 
the Texas State Fair with a new 
attendance record. 

The total of visitors to the 
1952 show was estimated at 2,- 
400,000. Attendance last year was 
placed at 2,300,000. 

Line displays packed the 750- 
foot-long automobile building, with 
factory exhibits supplementing the 
dealer-factory car showings. 

Most manufacturers were rep- 
resented with more elaborate ex- 

hibition “props” and showpieces 
than ever before, and, because of 
the regional nature of the Dal- 
las show, factory participation 
in operating expense of the deal- 
er-sponsored event was reported 
more extensive this year. 

Since its inception, the show has 
been sponsored by the Authorized 
New Car Dealers of Dallas, Inc. 
President of the association this 
year is W. W. Calhoun (Chevrolet), 
and manager of the show was J. N. 
Whitehurst, general manager of 

the dealer group. 

Features of the show included 
the initial bow of Chrysler’s $1,- 
000,000 “New Worlds in Engineer- 
ing”; Buick’s XP-300; Packard’s 
Pan American’ sports roadster; 


bakers will have rear doors that 
swing from the center post for 
the first time. 


« * * 
GM’s ‘Parade of Progress’ 
General Motors is putting its 


“Parade of Progress” (engineering 
of tomorrow) back on the road in 
revised form. Johnny Johnson, 
former GMC general sales man- 
ager, is being offered the opportun- 
ity to head the new verison—he put 
the first prewar “Parade” together. 
* * * 


New Frazer Tieup? 

Could it be that the Kaisers and 
Joseph W. Frazer will have a new 
tieup? 

Couple of weeks ago, Edgar 
Kaiser, president of Kaiser-Frazer, 
announced that K-F would test a 
new sports-car design with 1,000 
plastic bodies. 


Last week from Providence, 
R. L, came a story to the effect 
that plastic auto bodies will be a 
major product of the new firm of 
Glass Plastics International Corp., 
headed by Joseph W. Frazer. 

K-F reports that the plastic body 
job is still open. Glasspar in Los 
Angeles built the first plastic body 
to Howard Darrin’s K-F design, 
but K-F is still looking over bids 
on the 1,000-body job. 

« * . 


Odds and Ends 
Chevrolet and Buick, on their 
1953 models, are planning modifica- 
(See UPCOMING, Page 8, Col. 5) 





Chrysler’s K-310, and style shows 
by Chevrolet and Nash. 

Nash’s fashion show, with four 
daily performances, co-starred its 
50th anniversary models designed 
by Pinin Farina and high-fashion 
gowns by Dallas’ internationally 
known dress designer, Inge Wyn- 
and. 

The Chevrolet fashion show, 
with six performances daily, fea- 
tured costumes designed especial- 
ly for the Dallas event and was 
assembled by Saks Fifth Avenue. 


A sampling of trucks made by 
passenger-car manufacturers was 
included in the exhibits. GMC had 
a large display of a dozen of its 
trucks. 


NPA Okays Boost 
In Willys Output 
For Ist Quarter 


ILLYS-OVERLAND has NPA’s 

permission to produce 3,441 
cars in the first quarter of 1953 
over and above its original authori- 
zation, it was learned last week. 


The additional units were 
granted Willys on the basis of a 
“hardship” plea, and give the 
company a first-quarter produc- 
tion potential of 25,000 cars. 
Various other car makers also 
have such pleas pending at NPA, 
and industry observers are specu- 
lating on what disposition will be 
made of them in view of the Willys 
action. 


* * 
ASH, Hudson and K-F were 
especially disappointed with 
new production quotas assigned 
them. Hudson wants more mate- 
rials for production of its light-car, 
while Nash contends that its sales 


* 


(See WILLYS, Page 8, Col. 5) 


Milwaukee Chiefs Lay Show Plans— 


NUCDA to Press 
Fight on Curbs 


OPS Waste Assailed 
By Downing at Parley 


By Bob Finlay 
Managing Editor 
CLEVELAND.—Terming OP: 
regulation of used cars an unwar 
ranted waste of public funds an: 
needless red tape to the used-ca: 
dealer, James C. Downing, presi 
dent of the National Used Ca: 
Dealers Assn., asserted here last 
week that NUCDA will intensify it: 
efforts for suspension of ceilings. 


Downing told the annual conven 
tion of NUCDA that the averags 
used car is selling for 15 percent 
under ceiling prices and that 
market prices are going down. 


He predicted that the used-car 
business will be good in 1953, pro- 
vided that new-car production 
does not top 5,000,000 a year. Pro- 
duction higher than 5,000,000 a 
year, he said, would lead to ruin- 
ous discounting of new cars, 
which would make conditions 
rough for everyone in the trade. 

Danger in unrestricted auto pro- 
duction also was seen by Edwin G. 
Nourse, one of the nation’s leading 
economists and former chairman 

of President Truman’s Council of 
Economic Advisors. 

Nourse pointed out that, if ma- 
terials shortages cleared up, “it is 
easy to assume that automobile 

(Continued on Page 77, Col. 3) 





‘Clevite Corp.’ to Replace 


Cleveland Graphite 


CLEVELAND. — Directors of 
the Cleveland Graphite Bronze 
Co. have called a special meet- 
ing of shareholders for Nov. 18 
for the purpose of changing the 
name of the company to Clevite 
Corp., President James L. My- 
ers announced last week. 

The name “Clevite” has for 
many years been used as a 
trademark for certain of the 
company’s products. It is felt, 
Myers said, that the present 
name has become somewhat 
misleading, in view of the com- 
pany’s recent expansion into 
new fields, such as electronics. 

The unit, which produces orig- 
inal equipment bearings and 
bushings for the automotive and 
other industries, will be known 
as the Cleveland Graphite Bronze 
Division of Clevite Corp. 





Murchison Leaves 


NPA Legal Post 


WASHINGTON.—David C. 
Murchison, Washington attorney, 
has resigned his NPA job and has 
joined the Small Defense Plants 
Administration as associate general 
counsel. 

Murchison had been the attorney 
for NPA’s Motor Vehicle Division 
since January, 1951. Last summer, 
he led NPA’s opposition to Ford’s 
unsuccessful appeal for more ma- 
terials. 





¢ 





Discussing plans for the 1953 auto show in Milwaukee are (from left): Edward 
Wehe, general chairman of the show; J. G. Doyle; A. C. Hall, a director of NADA, 
and Wallace Rank, president of the Milwaukee Automobile Dealers Assn. The show, 
second postwar exposition to be held in Milwaukee, will be staged Feb. 7-13 in the 
auditorium. A total of 84,000 square feet of space will be devoted to exhibits, in- 


cluding foreign sports cars. 
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Even State Officials Get into the Act.. . 





U.S. Tax Agents Harass Dealers 


By L. H. Houck 

Staff Correspondent 
EFFERSON CITY, Mo.—A check 
with some 30 representative auto 
dealers in central and southern 
Illinois and eastern Missouri, dis- 
closes that most of them have been 
harassed during the past few 


LL dealers agree that the busi-| dealers who came into the business| months by representatives of the 


ness of retailing automobiles 
is due for considerable change as 
compared to what it has been for 
the last seven years. It is not go- 
ing to revert to what it was before 
the war either. A new era is being 
ushered in. Automobiles are built 
better now than before the war. 
There are more owners than before 
the war. Factory production facili- 
ties are greater than ever. 

So, more owners, cars lasting 
longer and greater production facil- 
ities mean only one thing—more 
vigorous competition for new-car 
sales than has ever been experi- 
enced in the past. 

To live and prosper under such 
competitive conditions a dealer 
must be a good planner and man- 
ager. He must know daily what 
the score is. He must have guide- 
posts to direct the course of his 
business ship. Guideposts change 
each day, each month, and each 
year. The changes are due to the 
rise and fall of economic pros- 
perity, both locally and national- 
ly. Change will be due, too, to the 
rise and fall of the popularity of 
the lines produced by the vari- 
ous manufacturers. The guide- 
posts will also change as the deal- 
er himself gains or loses favor 
with the public that he serves. 

The NADA Business Manage- 
ment Committee reports can be a 
great help in establishing guide- 
posts for any dealer who will fol- 
low them carefully. The advice com- 
ing from the members of this com- 


' mittee can mean, for some dealers, 


the difference between permanency 
and profit as against forced liqui- 
dation. These new guideposts are 
needed by old dealers, as well as by 


700 Dealers Set 
For Connecticut’s 


31st Convention 


HARTFORD, Conn.—Some _ 700 
members of the Connecticut Auto- 
motive Trades Assn. will gather 
here tomorrow (Oct. 21) in the 
Hotel Bond for their 31st annual 
convention, a one-day affair. 


The speakers list announced by 
Carl R. Lane, executive vice-presi- 
dent of CATA, includes: 


James J. Newman, vice-president 
and general manager, B. F. Good- 
rich Co.; Robert S. Armacost, 
NADA vice-president, Kansas City; 
Karl M. Richards, director of field 
services, Detroit; Henry A. Schal- 
ler, CATA president, New London; 
John J. Fitzgerald, labor relations 
counselor, Danbury, Conn.; James 
R. Johnson, CATA past president 
and chairman of the organization’s 
special insurance committee, Hart- 
ford, and Robert H. Stirling, gen- 
eral manager, Sloate Chevrolet Co., 
Inc., Hartford. 
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since the war. 


* * 
Analyze Yourself 


oo are many dealers whose 
advice and counsel is sought by 
their neighbors throughout the en- 
tire United States. But I know of 
no dealers who excel in understand- 
ing the principles of management 
and have the ability to report them 
more understandingly than L. M. 
Stewart (Chrysler), of St. Louis, 
and Ernest Burwell (Chevrolet), of 
Spartanburg, S. C., both of whom 
are members of this NADA com- 
mittee. 


The guideposts that this com- 
mittee furnishes are based on na- 
tional averages. They are broken 
down for dealers operating vari- 
ous sized contracts. It is neces- 
sary to remember that averages 
must be taken as averages. We 
must understand that the results 
of such averages are not conclu- 
Sive guideposts for every busi- 
ness. There is too much differ- 
ence between dealers handling 
various lines of new cars. There 
is too much difference in geo- 
graphic locations. It is always best 
to supplement these national av- 
erages by an analysis of your 
own business as compared with 
your competitors right in your lo- 
cal territory. 

Some local automobile dealer as- 
sociations provide for the gathering 
and distribution of information on 
dealer operations. Such a policy is 
to be encouraged and, as_ the 
months progress, more local asso- 
ciations will establish such service 
for their members. All dealers in 
this new era are going to need all 
the assistance they can gather to 
improve their chances for operat- 
ing profits. 

All of us can remember a time 
when many dealers were glad to 
break even on an operation basis. 
The profits came only by reason of 
their finance reserves or insurance 
commissions. This profit won’t be 
adequate in the future. Too many 
factors are cutting into the finance 
business, and in some states insur- 


ance commissions have ended. 
* od . 


No Subsidization 

EALERS now need to make a 

profit from each and every de- 

partment. No longer will it be safe 
to subsidize one department by the 
profits of another. The retail auto- 
mobile business is destined to go 
far. It will continue to be sound 
and provide profits for those who 
watch it carefully. Automobiles are 
needed more than ever before, and 
strong management in automobile 
retailing will be able to provide 
satisfactory profits even in bad 
times. 

There has been a growing num- 
ber of management consultants 
in this automobile trade that need 
national recognition. They oper- 
ate locally and personally serve 
the automobile dealers within 
their operation radius. Among 
such consultants, who provide 
such assistance to the complete 
satisfaction of their dealer cli- 
ents, are Norman R. Bernard, 
Citizens Bank Bldg., Pasadena, 
Calif., and William F. Zimmer- 
man, 599 5th Ave., Troy, N. Y. 
These consultants have access to 
established facts on comparable 
operations. Their services are not 
accounting or auditing, but rath- 
er analytical. Accounting errors 
and misrepresentation are elimi- 
nated from a dealer’s statement. 
Advice and counsel, of course, 
covers all departments of the 
business and points out any un- 
reasonable deviation so that cor- 
rective steps may be speedily 
taken. yo 
Automobile retailing was always 

a quick-acting business. It is going 
to change at a more rapid rate as 
we adjust ourselves from a seller’s 
to a buyer’s market. That is the 
reason that I recommend that deal- 
ers, both old and new, use the 
guideposts and the services avail- 
able. 


+. 


Internal Revenue Bureau. 


Dealers attribute the recent 
zealous activity to the recent in- 
vestigations and scandal in the 
income tax bureau. 

One dealer declared that any 
dealer who made any public criti- 
cism of the bureau or the Admin- 
istration, through a _ speech or 


newspaper mention, could bank on 


; being visited by a _ representative 
from the income tax bureau within 
two weeks. 

cd * * 
(= dealer reported that an 
agent dropped in, introduced 
himself and said: “What did you 
do with all that money you took 
under the counter when cars were 
hard to get?” 


The dealer said he told the agent 
that the burden of proof was on 
him and that he should find it for 
himself if he thought there was 
any unreported income. 

Another dealer reported an in- 
come tax representative ap- 
proached him with the avowed 
purpose of making a new inven- 





Elected to Lead Pa. Dealers— 


Here's the new executive board of the Pennsylvania Automotive Assn. Seated (from 
left) are Claude S. Klugh, Harrisburg, general manager; L. A. Bloom (Lincoln-Mercury), 
Scranton, outgoing president; Oscar M. Mohn (Buick), Lancaster, new president; A. W. 
Golden (Pontiac-Cadillac), Reading, treasurer, and C. E. Snyder (Hudson), York, secre- 


tary. Standing are John B. White (Ford), 


Philadelphia; C. V. Lee (Chevrolet), Union- 


town; J. V. Booth (Chevrolet), McKeesport; James Ladd (Dodge-Plymouth), Lebanon, 
and W. M. McCune (Ford), Kittanning, all vice-presidents. 





BILOXI, Miss.—‘‘Lean days are 
coming—we might as well look that 
situation straight in the face.” 

Charles J. Farrington, assistant 
to the president of the NADA, 
sounded this warning to 400 dele- 
gates attending the Mississippi 
Automobile Dealers Assn. con- 
vention here last week. 

“There'll be a lot of autos to 


sell; overproduction is coming,” 
cautioned Farrington, who calls 
himself the “dealers’ Washington 


errand boy.” 

NADA, he explained, has a long- 
range program with the twin ob- 
jectives of improving Government 
relations and improving dealer-fac- 
tory relations. 

“We're determined,” he _ con- 
tinued, “to take dealers out from 
under controls and to reduce the 
tax bill from essential automobiles. 
One-third of the cost of the auto 
goes to taxes.” 

The Mississippians heard H. R. 
Baukhage, radio news commenta- 
tor, at the opening session in a dis- 
cussion of presidential candidates 
and foreign policy. 

Victor J. Box of Corinth was 
elected president of the associa- 
tion, succeeding J. J. Harry, 
Gulfport. C. G. Henderson, Bald- 
win; C. H. Hawkins, Kosciusko, 
and A. B. Martin, Laurel, were 
named vice-presidents, and Bill 
Breed, Louisville, was _ elected 
secretary-treasurer. 

On the speakers rostrum for 
clinic sessions were Beverly Bris- 
coe, discussing auto insurance; 
Jack Lee, trucks; Bagby Hall, serv- 


Chicago to Press 


Sunday Closings 


CHICAGO.—More than 90 per- 
cent of the new-car dealers here 
will continue to remain closed on 
Sundays even during the period of 
new-model announcements, it was 
revealed last week by the Chicago 
Automotive Trade Assn. 

A spot check by CATA, it was 
stated, disclosed that “the general 
feeling is the same” as a year ago, 
and that dealers agreed they should 
not open their showrooms on Sun- 
day. 


‘Lean Days Ahead’ 


NADA’s Farrington Warns Mississippi Parley; 
Box Is Elected President 


ice; Kelly Hobbs, selling new and 
used cars, and L. B. Lary, business 
management, 

Profit-sharing plans, according 
to Lary, business manager for 
Hull-Dobbs Co., Memphis, is the 


secret of good business manage- 
ment. 


The MHull-Dobbs profit-sharing 
system, he said, includes a service 
manager on a salary plus 2 percent 
of overall profit. Parts depart- 
ments are on a basis of 40 percent 
of gross profits, with each em- 
ploye having a small salary, Lary 
said. All salesmen are on straight 
commission and must own and 
maintain their own cars. 


The program included a discus- 
sion of safety by M. R. Darlington, 
director of the Inter-Industry 
Highway Safety Committee. A talk 
on unionization was given by John 
O. Hofbauer, manager-director of 
the Louisiana Automobile Dealers 
Assn., and an address on “What’s 
Ahead for Dealers in ’53,” was pre- 
sented by William C. Herbert, edi- 
tor of Southern Automotive Jour- 
nal. 






tory of the parts department, 
declaring that the entire stock 
Should be reevaluated for taxa- 
tion purposes. 

This dealer said he would agree 
to it, provided the government 
would make the inventory in the 
presence of the parts manager and 
a representative from the factory, 
with the two being allowed one 
vote each against the government’s 
one vote as to the proper value of 
each part. 

The dealer told the income tax 
agent that he (the agent) was not 
qualified to take an inventory of a 
stock of complicated auto parts. 
The agent withdrew without taking 
any action. 

* * 

— tax agents are not the 

only officials who seem to be un- 
duly interested in the activities of 
auto dealers. In Missouri one dealer 
reported a state sales tax investiga- 
tor made a friendly call and de- 
clared the dealer had not charged 
himself with the sales tax on any 
parts used on his tow car for the 
past several years. 


Failing to find any parts 
charged to the tow car, the agent 
said that it was a small matter 
and that he would accept $12.50 a 
year and sign a receipt so the 
dealer would not be bothered 
again. 

The dealer paid him $25 rather 
than go to court or risk punitive 
action by the state department of 
revenue, which has broad powers 
in collecting sales tax. 

* * * 


DEALER in Southern Illinois 

said he received a telephone 
call from a representative of the 
OPS, asking him to bring a certain 
number of invoices and come to a 
meeting 50 miles away. The dealer 
dropped everything, got the ques- 
tioned invoices and sped away to 
see what dire fate was in store for 
him. 

When he arrived and the smoke 
was cleared away, it was discovered 
that one of his invoices listed a 
price on a car 34 cents higher than 
an invoice on the same deal a 
month before. The 34-cent over- 
charge, it was finally discovered, 
was a factory mistake and the 
dealer faithfully agreed to refund 
it to the purchaser. 

The dealer was out 100 miles of 
travel and three-quarters of a 
day’s time—and the 34 cents 

Several newspaper columnists 
have reported in recent months 
that the income tax department 
was intimidating the common citi- 
zen by running them through in- 
vestigations in large numbers, but 
so far there has been no mention 
of the singling out of any particu- 
lar business. Some large businesses 
are being audited by government 
agencies, notably the Kansas City 
Star, which has thrown open its 
books for 25 years back. 
* * * 


ANOTHER dealer reported that 
an income tax investigator told 
him that his expenses were too 
large, his inventory too high and 
that they would have to be reduced 
so that he would be required to 
pay the government more tax. 
Investigations by the income tax 
(Continued on Page 78, Col. 1) 


On the House . . . 


Wonder why some manufacturer doesn’t bring out a sports car with 
engine in the rear. Normally price isn’t a big factor in these special 
jobs, and introduction of a rear-engine model would give some clue to 


how such cars 


standard jobs in this country ... 


might someday be received as 
With so many 


managers in the past 15 years, NADA will find it 
tougher to line up good prospects for the managing 
director post, just vacated by Bob Deo... 

Most of the industry is in a dither on preview 
and announcement dates for 1953 models, due to 


scheduling 
strike. Some of 


troubles 
7em aren’t clearing dates, so the 


resulting from the_ steel 


result may be a few embarrassing conflicts .. . 
Paul Dexheimer (Ford) has been elected director 
of Kentucky association, succeeding M. L. Tucker, 


Wemhoft 
members. . 


killed in auto accident Sept. 15... 
Pittsburgh association has added eight new 
. Dave Wallace and Joe O’Malley were nostalgic at 


Chrysler division's model preview the other day in Detroit; it’s their 
last as active officials, since both retire next spring ... Dealers report: 
it’s a naked new car that doesn’t have a visor set in the trunk when 
delivered from the factory these days. - ' 





Pete Wemuorr, Editor, 
Automotive News 
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AUTOMOTIVE OUR PLATFORM: |. Fair and equitable contracts between manufacturers 
D ™ and dealers in motor vehicles, parts and accessories. § 2. A fair profit to 
£ the dealers on every used vehicle accepted in partial payment for a new 
A a car or truck. § 3. Every dollar of gasoline tax collected by state or federal 
t jovernments applied to the building and maintenance of a 
+ € 4. The elimination of government and bureaucratic controls over this 
a 15. A return to the precepts of independence and the rewards of 


industry. 
° applied energy and ability, which made America and gave more of her 
citizens more of the better things of life than anywhere else in the world. 


There's Only One Vote 
You Can Count On 


a have been more active in this pre-election 
campaign than we have ever seen them before. 

And that is a wonderful thing. 

We have received more messages on the election than 
ever before. 

Auto dealers have spearheaded a movement to get people 
to the polls. 

Their work, as well as that of other auto people, has taken 
various forms. 

But just don’t forget this: 

The messages you send out may convince people, and they 
may not. 

The people you carry to the polls may vote the way you 
wish they would vote, or they may vote opposite to that. 

There is only one vote you can be sure of. That is the 
vote you cast yourself. 

We trust we'll see you down there in line waiting to make 
the big choice. 


Political Goblins 


ae man is entitled to his own politics, and we respect 
that view. But we think a new low was hit when a Fed- 
eral Government executive warned 2,000 truckers attending 
the American Trucking Assns. convention in New York that 
they had better support the Democrats or the railroads 
would get them. 


John M. Redding, assistant postmaster general, referred 
to the “railroad-dominated Republicans” and warned that 
the program of expanding use of trucks for carrying the 
mail would suffer if the Republicans won. 


Seems to us that Redding not only misstated the facts, but 
came close to an outright attempt at coercion. 


Anyone who has followed the political campaigns knows 
that the Republican Party is no more dominated by the rail- 
roads than it is by the auto dealers, truckers, businessmen 
and millions of individuals who want a change in the na- 
tional Administration. 





Auto 
Forum 


“The woman’s work that is 
never done is most likely the 
work she asked her husband 
to do.”—FRANKLIN P. JoNEs. 

* . o 


Political Lethargy 


“All too often those, who com- 
plain about policies of govern- 
ment, have taken little or no 
interest in electing men to office 
whose views coincide with 
theirs.”—Charles F. Farrington, 
assistant to NADA president. 


* * * 


Studies Tax Book 


“When a dealer quotes you 
@ price on a new model car, 
mentally subtract about one- 
third of the price, and you'll 
have the amount you are 
actually being charged.”— 
Harvey Campbell, in The De- 
troiter. 

* * * 

“It’s all right to talk to 
yourself as long as you don’t 
listen.” — Dr. Murray Banks, 
psychologist. 


* * * 


Plus Saving Lives 


“Some analysts and business- 
men regard a vast highway 
building program as a guaran- 
tee against any severe economic 
slump within the next 20 years.” 
—Investor’s Reader. 

+ + * 

“Research is an organized 
method of finding out what 
you are going to do when you 
can’t go on doing what you 
are doing now.” —Cuar.Les F. 


KETTERING. 
* * * 


Simple Economics 


“When profits go down, it is 
not surprising that people re- 
fuse to invest and risk their 
money just to provide more 
taxes. And, without investors, 
no enterprise can exist for 
long.” — General Motors Lab 
Notes. 


* * * 


Whatcha Kickin’ About? 


“John Pira of New York, re- 
proaching the owner of an auto- 
mobile for charging in felony 
court that he had stolen it: 
‘Why, he has no complaint. I 
put a new top on this car and 
four white-wall tires.’” — New 
York Times. 


* * ® 


Alert 


“Unless automobile dealers 
begin now to prepare for the 
return of competitive selling, 
they are in for a very rude 
awakening.”—J. C. Doyle, Ford 
sales and advertising manager. 


* * * 


Free Enterprise Again 


“This whole remarkable 
story (purchase of the Cincin- 


* nati Enquirer by its employes) 


exemplifies the respect and in- 
terest of the American people 
in their press; also the vitality, 
loyalty and high ideals of 
those who work for it.”—Ebi- 
Tor & PUBLISHER. 

7 + * 


Return Visit 


“The boss —the customer — is 
back. He is looking at the goods 
with a critical eye. The customer 
is getting choosey again. From 
now on, we are going to find 
out the answer to the question 
—Are We Salesmen?’”—L. W. 


Pierson, assistant truck sales 
manager, International Har- 
vester. 


10 Years Ago... 







") AVERT 





zEeruL, CONS' DER ATE 
A OWERS: HOWEVER, 
wit? AND THe 


THIS 
PERATIWE 


‘| Was There 





JUNK THE JERK: 
THE HABITUALLY 
BAD DRIVERS , Wit 
ARE DEADLY MENACE S 
IN OLD AND NEW 
AUTOMOBILES - 


? 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 


used, if you so request. 





Recalls ’10 Tour 

In reading Automotive News, 
Sept. 29 issue, I noticed Mr. Rickey 
L. Furman is seeking information 
regarding the cup issued at the 
New York Herald-Atlanta Journal 
Good Road Tour. 

The cars left Atlanta on Feb. 6, 
1910. I drove an “Ohio” car built at 
Elmwood Station, Cincinnati, and 
owned by M. L. Thrower, of Atlan- 
ta. My car was number 55. I re- 
member Mr. Furman’s uncle very 
well but do not recall any trophy 
being issued. 

As I remember it, 83 cars left At- 
lanta with five finishing in front 
of the New York Herald Building, 
New York City. 

I broke a crankshaft in Gaffney, 
S. C., but drove the car on to Mar- 
tinville, Va. A new crankshaft was 
shipped me from the factory, and 
it was put in by two blacksmiths in 
a stable since there was no garage 
in that town. 

I am still in the automobile busi- 
ness in Tacoma and active on the 
sales force, and have been since 


The Big Story 


Ten days after editorial plea from Automotive News, Office of De- 
fense Transportation bares nationwide campaign to keep auto me- 
chanics on jobs in dealers’ shops and out of defense plants. ODT Boss 
Joseph Eastman calls them “essential transportation workers... 


absolutely essential to the winning of the war” . 


. . Production Re- 


quirement Plan for materials control labeled worse than first-come, 
first-served mess of early war days. Distribution snarl called serious 
threat to production of vital automotive spare parts . . . Government 
announces program for 80,000 tons of guayule rubber a year from 
Salinas (Calif.) plantings near maturity. 





—From the files of Automotive News. 


Address Editor, Automotive News, Detroit 26, Mich. 


March, 1915; with the exception of) 
two years overseas in World War I.” 
—Cat GutHrigr, Irwin-Jones Motor 
Co., Tacoma, Wash. 


* * * 


Home Office 


Can you give us a mailing ad- 
dress for Washmobile’s home office? 
—W. C. Rosewa.i, Rosewall Mtr. 
Co. (Ford), Heppner, Ore. 

Epitor’s Note: U. 8. Washmo- 


bile, 2350 W. 58th St., Chicago. 
: 2 @ é 


Jaguar Dealer : 
Will you print the name of a 

Jaguar distributor in New York 

City.—I.LuNois DEALER. 

Epitor’s Note: The Hoffman 
Motor Co., 487 Park Ave., New — 
York City. 

oe % 
Milburn Electric é 

We have just recently secured | 
an old Milburn Electric auto dating — 
way back, but are uncertain as to” 
when it was made and by whom.’ 
Perhaps you can supply us with! 
some information about this par-| 
ticular car and also some others. 

We have plans in the near future 
of securing some other relics and) 
would like to be able to have some! 
first-hand information. 

If there is any printed matter re- 
lating to the old cars that you may i 
be able to send to us, we would be 
more than very grateful to you for 
doing so. 

I'm not certain, but I think I can 
recall a list of photos being pub- 
lished, along with some pertinent 
information of all the cars ever 
made. If you know of this list and 
by whom it was published we 
would be even more appreciative. 
—Eppe Nevittz, Kornegay Motors, 
Inc., (Studebaker), Durham, N. C. 


arn me 














|... because, among other reasons, 


: Chevrolet enjoys the greatest owner loyalty 
| of any car in the low-price field! 
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Oct. 15 
(Prices continuing to decline. Sale 

very slow. Sold 54 units out of 101 
offerings.) 

BUICK - '50 Speciai 4-dr., $1,240; 
2-dr., $1,160", "49 RM 4-dr., $1,- 
960*. °'48 Special 2-dr., $810. 

CHEVROLET ‘51 SL Deluxe 4-dr., 
$1,485*. '50 SL Deluxe 2-dr., $1,175. 
’'49 FL Special 2-dr., $780; SL De- 
luxe conv., $930. 

CHRYSLER — '51 Windsor 4-dr., §$1,- 
725*. °50 NY Newport, $1,910 °47 
Windsor 4-dr., $675. ‘46 Windsor 
conv., $585. 

DeSOTO—'49 Custom 4-dr., $1,045". 

DODGE—’49 Wayfarer 2-dr., $915. ‘48 
Custom club coupe, $910*. ‘47 Cus- 
tom club coupe, $700, $680. ‘46 Cus- 
tom 4-dr., $550. 

FORD—’51 Custom (6) 4-dr., $1,300; 
2-dr., $1,335*, $1,215. °50 Custom 
(6) 2-dr., $1,040*, $950; Custom (8) 
2-dr., $1,170. ‘49 Deluxe (8) 2-dr., 
$815*, $760; 4-dr., $765. ‘48 Custom 
(8) 2-dr., $595*; 4-dr., $450. 

LINCOLN—’49 4-dr., $770. 

MERCURY — '51 4-dr., $1,640". °49 
4-dr., $930. ‘47 conv., $700. 

NASH — ’'51 Rambler station wagon, 
$1,285. '50 Statesman 4-dr., $950. 
"48 (600) 4-dr., $640. 

OLDSMOBILE—'48 (76) station wagon, 
$510; (78) 4-dr., $775*, ‘47 (78) 
4-dr., $650*; 2-dr., $650*. 

PLYMOUTH — '46 2-dr., $560; 4-dr., 
$405. 

PONTIAC — '50 Catalina, $1,685*; SL 


(8) 2-dr., $1,430, $1,360. 
STUDEBAKER -—~ '52 Commander (8) 
club coupe, $2,110*. °51 Commander 
(8) 4-dr., $1,355. °49 Champion 4-dr., 
$845. °47 Champion 4-dr., $500. 
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But Most Makers Still Are Cool to Revival .. . 


Clamor for National Show Grows 


Used-Car Bulletin from Detroit .. . 


Latest Auction Prices 


(Aptco Auto Auction. Sale every Wednesday.) 


Oct. 8 


(Prices slightly off, 
out of 93 offerings.) 


Sold 54 units 


BUICK—’'49 RM 4-dr., $1,160. '48 Spe- 
cial 4-dr., $460; RM 4-dr., $810. '47 
Super 4-dr., $530, $640 

CADILLAC—’'50 (62) 4-dr., $2,675*. 

CHEVROLET — '52 SL Deluxe 2-dr., 
$1,810*. ’50 Bel-Air, $1,450. '48 SM 
4-dr., $550; club coupe, $620. ‘47 FL 
aerosedan, $530. '46 FM 2-dr., $475. 

CHRYSLER—'49 NY 4-dr., $1,125*. 


DeSOTO—'52 Fire Dome (8) 4-dr., $2,- 
400*. '46 Deluxe club coupe, $500. 
DODGE—'48 Deluxe 4-dr., $490. ‘47 
Custom 4-dr., $600. 

FORD—'51 Deluxe (6) 2-dr., $1,195; 
Custom (8) 2-dr., $1,475; 4-dr., $1,- 
500*. ’50 Custom (8) 2-dr., $1,130; 


club coupe, $1,170. ‘49 Custom (8) 
2-dr., $895; Custom (6) 2-dr., $875. 
‘46 SD (8) 2-dr., $450; club coupe, 
$600. 
HUDSON—’47 Super (6) 4-dr., $330. 
MERCURY—’51 2-dr., $1,760*, $1,700; 
4-dr., $1,695. ‘47 4-dr., $500. 
NASH—’51 Rambler conv., $1,200. °49 


Statesman 2-dr., $800; 4-dr., $705. 

OLDSMOBILE—’51 (98) 4-dr., $2,120*. 
'48 (78) club coupe, $820*. °'47 (66) 
club coupe, $465. '46 (76) 4-dr., $570. 

PACKARD — '50 (200) 4-dr., $1,010*. 
'49 4-dr., $800. °48 4-dr., $680. 

PLYMOUTH—’51 Cranbrook 4-dr., $1,- 
310. ’'50 SD 4-dr., $1,080; Deluxe 
4-dr., $980. 

PONTIAC—’51 Chieftain (8) 4-dr., $1,- 
890*, $1,785. ‘50 Catalina, $1,690*. 
"48 SL (8) 2-dr., $715. 

STUDEBAKER — '50 Champion 4-dr., 
$925. '49 Commander 4-dr., $825. °’47 
%-ton pickup, $320. 


*Indicates automatic transmission or overdrive. 


Other Auction reports are on Pages 60-62 


Chrysler Division Elevates 
Appleman, 2 Sales Aides 


DETROIT.—Promotion of Roy H.|tives in the division’s sales organ- 


Appleman, 56, to the position of ex- 
ecutive assistant to the president 
of the Chrysler division was an- 


nounced last week by D. A. Wal- 


lace, president of 
the division. 
Appleman, for 
the last four 
years had served 
as assistant gen- 
eral sales man- 
ager of the divi- 
sion. A_ veteran 
of 38 years in the 
automobile indus- 
try, he has been 
: with Chrysler 
R.H. Appleman = Corp. since its 
formation in 1925. 
The advancement of two execu- 


Middle East Authority 


Is Economic Club Guest 


DETROIT.—Dr. Nasrollah Saif- 
pour Fatemi, former advisor to the 
Iranian delegation before the Unit- 
ed Nations Security Council, will 
speak on “How the Present Situa- 
tion in Iran and the Middle East 
Affects the United States” at a 
meeting today (Oct. 20) of the 
Economic Club of Detroit. 

At the club’s meeting Oct. 27, 
Vice-Adm. Arthur D. Struble, U. S. 
naval representative to the UN’s 
military staff committee, will speak 
on “The Navy and the Korean 
War.” 





ization was announced by Joseph 





C. F. Sylvester 


Cc. R. Curtan 


A. O'Malley, general sales manager. 

Chester F. Sylvester, 39, formerly 
regional manager at Cincinnati and 
Detroit, becomes assistant general 
sales manager, succeeding Apple- 
man. 

Cornelius R. Curtan, 36, former 
regional manager at Atlanta and a 
sales executive on the Chrysler di- 
vision staff since last May, becomes 
assistant sales manager of the di- 
vision. 


Sunnen on Latin Tour 


ST. LOUIS.— Joseph Sunnen, 
president of Sunnen Products Co., 
is touring Central and South 
America to study market condi- 
tions. He is accompanied by Wil- 
liam C. Martinez, manager 
Sunnen Export Sales. The Sunnen 
company manufactures automotive 
engine - rebuilding equipment and 
industrial honing equipment. 





of 


By Bernie Thomas 
Associate Editor 

I ESPITE overwhelming dealer 

support for such an exhibit, 
there is as yet little enthusiasm 
among factory sales officials for 
reviving the manufacturers’ na- 
tional automobile show, AUTOMOTIVE 
News has learned. 

However, dealers have reason 
for a ray of hope. Those factory 
sales officials who do favor show 
revival represent a strong mi- 
nority, and they are plugging for 
such action as soon as possible. 
Moreover, they feel certain that 
their ranks will grow as the in- 
dustry treads further into com- 
petitive sales conditions. Meanwhile, 
this minority of factory officials 
feel the industry is missing out on 
a good public relations bet by not 
getting ready for a show now. 

* + + 

. emphasis on a postwar auto 

show, they contend, should be 
placed on a public relations basis, 
rather than on sales. They think a 
national show should be revived as 
soon as possible to serve as the 
kickoff for dealer shows at the 
local level. (Already 20 cities have 
set dealer shows for 1953.) 

On the other side of the fence 
are the majority of factory sales 
officials who feel that the grow- 
ing number of automobile shows 
at the city and state level have 
tended to make a national show 
less important, 

One of those sales chiefs said 
that car makers have been queried 
every year since the end of World 
War II on whether they would like 
to participate in another national 
show. 

” a * 

—— only ones,” he said, “who 

have left the door open for 
possible participation have been 
those with something really new to 
offer in their upcoming models. The 
standpats have always been op- 
posed, and some makers have been 
on both sides of the question over 
the years. 

“I doubt if there will ever be 
united industry support for an- 
other national show, especially if 
Detroit was to be selected as the 
site.” 

Most of those sales officials, who 
are opposed to another national 
show, express even firmer opposi- 
tion when Detroit is suggested as 
the possible site. Nearly all of them 
think New York City would be a 
better place. 

They feel that, because Detroit 
is the motor city of the world, De- 
toriters are “too close to the for- 
est” to be expected to generate 
real interest in a national show. 

+ * * 

N THE other hand, they rate 

New York City as being a 
mecca for tourists who are always 
looking for places to go. 

A sales chief at one of the in- 
dependent firms says he is reluc- 
tant to predict that there will 
“never” be a revival of national 
automobile shows, only because he 
likes to keep the word “never” out 
of his vocabulary. 

He is of the opinion that the 





National Ford Dealer Council Meets— 


Sessions of the annual meeting of the National Ford Dealer Council were held for the first time this fall at Fair Lane, the 
estate of the late Henry Ford. Assembled on the grounds outside the building where Mr. Ford had his workshop are the 18 
dealers from all over the nation who comprise the council, L. D. Crusoe, general manager of Ford division, and L. W. Smead, 
general sales manager. Front row from left: Ralph Hirschberg, Chicago; C. F. McClure, St. Louis; A. C. Baltes, Forest Lake, 


Minn.; R. T. Andress, Shreveport, 


la.; S. J. 


Reynolds, Syracuse, 


N. Y.; Crusoe; G. M. Holtsinger, Tampa, 


Fla.; Smead; 


J. Ralph Mason, Kokomo, Ind., and Neuman C. Petty, Salt Lake City. Rear row from left: H. M. Skaggs, Dodge City, Kans.; 
E. A. Kinsel, Beaumont, Tex.; R. G. Danner, Vero Beach, Fla.; Harold W. Brown, Naugatuck, Conn.; Charles A. Cronin, Cincinnati; 
Raymond A. Pankopf, Pittsburgh; E. L. Hicks, Charlotte, N. C.; W. G. Stoddard, Spokane; Peter Van Otten, Tooele, Utah; and 


J. E. Clune, Traverse City, Michigan. 








trend to local shows is a healthy 
one. Local dealer shows, he adds, 
give more prospective buyers in 
more areas an opportunity to 
compare cars at first hand. 


position Detroit’s city fa- 


thers. 
They point out that Detroit wil 


are 


| probably have a convention hall o 


the size necessary for such a show 


Those who strongly favor hold- by 1955. Construction on this proj 


ing another national automobile 
show think that the opposing forces 


ect is expected to get under wa) 


learly next year on a large tract 


attach too much importance to/|0f land along Detroit's river front 


sales and attendance factors. 


They think a national automobile 
show should be launched in con- 
junction with a “National Automo- 
bile Week,” pointing out that the 
newspaper, magazine, radio and 
television coverage that might re- 
sult would be publicity of the type 
that no auto maker could buy. 

* * > 


SHOW proponent says: 
4 “If sales should get in the 
doldrums, there will be another na- 
tional automobile show, and the 
whole industry will want it held 
three months from yesterday.” 
And another proponent says: 

“I strongly favor another nation- 
al exhibit, and I don’t care wheth- 
er we hold it in Detroit or New 
York, just so we hold one. 

* * * 


“@ THINK we need another na- 

tional show because we are on 
the brink of one of the toughest 
competitive periods in history, and 
no effort should be spared that 
will generate all the interest pos- 
sible in automobiles.” 

Outside the auto industry, the 
strongest proponents of holding 
another national automobile ex- 


Oddly enough, auto makers 
themselves have contributed mors 
than $3,000,000 for the construction 
costs. Total cost of the building is 
estimated at $8,500,000, and 90 per- 
cent of that money has already 
been raised. The City of Detroit is 
contributing an equal amount of 
money for the project in the form 
of property. 

Cash contributions of $1,000,000, 
$900,000 and $600,000 have poured 

in from General Motors, Ford 
Motor and Chrysler Corp., respec- 
tively. Other auto makers have 
swelled the funds with at least 
$500,000 more. 

Moreover, the building architects 
have been working with a commit- 
tee of the auto industry to make 
sure the hall meets their needs. 

All of the auto company dona- 
tions have been listed for tax pur- 
poses, it is believed, as donations 
to a project that is planned for 
trade use. 

Detroit’s city fathers hope that 
this “trade use” takes in the possi- 
bility of a national auto show—in 
Detroit, of course. Perhaps with all 
the trimmings of a “Mardi Gras” 
that would attract international at- 
tention. 








Old Lincoin Plant Rolls Out Last Car— 
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Marking the end of an era—32 years of car production at the Detroit Lincoln plant 
at W. Warren and Livernois, Benson Ford (right), general manager of Lincoln-Mercury, 
watches the last Lincoln go down the plant's assembly line. All Lincolns and Mercurys 
for the Detroit area now are being produced at the division's new assembly plant at 
Wayne, Mich. Lincolns had been made at the W. Warrent plant since 1920—the first 
two years by Lincoln Motor Car Co. and the last 30 by Ford Motor Co. Henry and 
Edsel Ford purchased the plant from Henry M. Leland in 1922. Since then, nearly 
500,000 Lincolns have been built there. At the wheel is Joseph Furnari, and in the 
center is Sofus Winther, foreman of the body shop on the final-assembly line. Winther 


has worked for Lincoln for 30 years. 


MONTGOMERY, Ala.—Emphasis 
will be placed on customer rela- 
tions at the annual convention of 
the Automobile Dealers Assn. of 
Alabama at Biloxi, Miss., Oct. 26-28. 


The convention program, as an- 
nounced by President W. M. Turner 
of Selma, Ala., includes several 
speeches devoted to increasing 
dealer consciousness of the need 
for improved public relations. 

Executive Vice-President Frank 
R. Broadway pointed out that 
much consideration has been 
given to recounting at the con- 

vention the association - backed 

progress made in the public rela- 
tions field. 

Alabama new-car dealers who are 
making automobiles available for 
driver training in public schools 
will be recognized in a special pre- 
sentation of certificates at the an- 
nual banquet Oct. 27. W. F. Huf- 
stader, vice-president in charge of 
distribution for General Motors, 
will make the presentations. 

At the same session, a dealer to 


| be chosen as “Mr. Alabama Auto- 


mobile Dealer of 1952” will be in- 
troduced by J. Ed Livingston, chief 
justice of the State Supreme Court, 
who is chairman of the jury mak- 
ing the selection. 

One feature will be a two-way 
dealer discussion. Scheduled to 
take part are I. C. Pendarvis, who 
operates two Dodge - Plymouth 


Customer Relations Eyed 


Alabama Dealers, Convening Sunday in Biloxi, 
To Place Emphasis on Problem 






dealerships — Penn Motor Co., 
Tampa, Fla., and Mobile - Penn 
Motor Co., Mobile, Ala.—and Don 
Maring, of Maring Motor Co. 
(Ford), Birmingham, Ala. Pen- 
darvis will talk on “Here’s Why” 
and Maring on “Here’s How.” 

Other speakers for the conven- 
tion will be J. Lance Rumble, gen- 
eral manager of the retail-truck 
branch of General Motors of Can- 
ada; Fred Smith, vice-president of 
William Powell Co., Cincinnati: 
Joseph F. Leopold, of Dallas, man- 
agement and public relations con- 
sultant; Edward McFaul, of Chi- 
cago, nationally known lecturer, 
and Charles J. Farrington, assistant 
to the president of NADA. 


Adams to Head 
Ft. Wayne Show 


FORT WAYNE, Ind.—Robert |) 
Adams, account executive for W'!- 
lis S. Martin Co., will serve ‘s 
manager of the Northeastern In«i- 
ana Auto Show, scheduled for F: ! 
18-22 at the Allen County Wir 
Memorial Coliseum here. 

Oscar S. Yost (Chrysler-Ply »- 
outh), chairman of the Fort Wa: xe 
Auto Trade Assn., said headqii -r- 
ters for show activities has ft °n 
established at 2010 Lincoln Tow °F. 
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MONEY CAN'T BUY ASSET OF COMMERCIAL CREDIT FINAN- 
CING, SAYS DEALER—Mr. Buddy Ne Smith, owner of Ne Smith 


Motors, Cochran, Ga., says, ““My long-time connection with COMMERCIAL 
CREDIT convinces me that a business relationship with a really good finance 
company is an asset no amount of money can buy. The dealer’s security and 
profit rest upon your ability to get back the money tied up in car financing— 
that’s why I particularly appreciate your fine collection service. Rest assured 
that I will utilize the service that has been so satisfactory in the past.” 
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COMMERCIAL CREDIT PLAN USED FOR 30 YEARS—Myers Motor 


Company, Inc., Norristown, Pa., has used the CoMMeERCIAL CrepiT PLan for 
so long that Mr. Roy W. Marberger, President, does not recall how finan- 
cing was handled previously. Mr. Marberger feels that ComMERCIAL CrepIT’s 
extensive national advertising helps build his business by familiarizing 
customers with the Plan and all its advantages. He says, “The fact that we 
have used it for over thirty years is proof enough that we are more than satis- 
fied with the CoMMERCIAL CREDIT PLAN.” 





YEAR AFTER YEAR—-Commercial Credit financing 
is complete, competent, dependable 








COMMERCIAL CREDIT DOES ITS LEVEL BEST TO HELP 
DEALERS—The many advantages of the Commercial 
Crepit PLAN are praised by many dealers as being the key 
to more profitable operation. COMMERCIAL CREDIT offers you 
a complete financing package—from factory drive-away, 
wholesale and demonstrator plans down to the last detail of 
retail financing, collection and prospect follow-up. Cus- 
tomers benefit, too, through Automatic Car Insurance. Life 
Insurance, Hospitalization, Bail Bond and Nationwide 
Service through more than 300 offices. 





THE DEALER'S 
STAKE IN 
TIME 

SELLING 





ASK TO SEE THIS STUDY—This interesting study ana- 
lyzes the time-sales market, shows how the COMMERCIAL 
Crepir PLan may help you keep profits when new car 
deliveries are down. Write, wire or phone your nearest 
CommerciaL Crepit office, and a representative will be 
glad to show it to you at no obligation. 





COMMERCIAL 
CREDIT 
CORPORATION 


A subsidiary of Commercial Credit Company, Baltimore 
.- + Capital and Surplus over $125,000,000 . . . offices 
in principal cities of the United States and Canada. 
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TUCSON, Ariz.—Continued sup- 
port of factory-dealer cooperation 
through concerted action and coun- 
cils was pledged in a _ resolution 
adopted by the Arizona Automobile 
Dealers Assn. at its annual con- 
vention here last week. 


Another resolution called for 
providing transportation for vot- 
ers on election and registration 
days. The association already has 
distributed 100,000 pamphlets 
stressing the importance of indi- 
vidual participation in govern- 
ment, 

Clint Steinhoff, manager of the 








Do they know you carry them? Do 
they know what kind you sell... how 
good-looking ... long-lasting ... how 
quick and easy to install? You may 
be missing a lot of business. 


Nearly 13 million sets of auto seat 
covers were sold in the U.S. last year. 


Did you get your share? 


Bolta has developed a group of proven 
display and sales aids that take a lot of 
the guessing out of selling. We can tell 


QUILTED 





Factory Councils Stressed 


Arizona Dealers Call for Renewed Cooperation; 
Group Elects Burns President 





association, reported that 180 of 
the 200 dealers in the state are 
now members of the group, “and 
only two major dealers have not 
signed up yet.” He said that in the 
last year three dealers have failed, 
15 transferred and four died. 

The association elected C. W. 
Burns, of Phoenix, as its new 
president to succeed C. P. Stephens 
jr., also of Phoenix. O. B. Curtis, 
of Flagstaff, is the new vice-presi- 
dent, and Joseph Mauzy, of Bisbee, 
is secretary-treasurer. 

Much attention at this year’s 
meeting was centered on the need 


Why should any car owners 
buy seat covers from you? 


mouth water. 


show you all the Bolta-Quilt displays, | 
sales aids and merchandising help avail- 
able to you FREE, and it will give you 
plenty of ideas on how to use these things 
to best effect. Fill in the coupon today 


(BOLTA-QUILT) 


THE NAME THAT TELLS THE BEST FROM THE REST 





you success stories that will make your 


Send for the Quilted Boltaflex (Bolta- 
Quilt) Seat Cover Profit Planner. It will | 


customers’ seat cover business. 


for better employe-employer rela- 
tions and the future of the auto- 
mobile trade in Arizona. 

Stephens urged dealers to pro- 
tect their annual investment in 
payrolls “because an employe is 
just as essential to the success 
of the business as the customer.” 
He said: 

“The employe is the usual public 
contact, and unless he has an in- 
terest in the company’s activities, 


those contacts with the public 
might reflect harmfully on the 
company.” 


He urged more selective hiring, 
training of personnel and a closer 
check of supervisory personnel to 
insure promotion of good employe 
relations, efficiency and interest. 


Burns forecast a “good, competi-| houses in order and prepare sales 
tive year ahead” and emphasized] programs.” He said that the three 
that dealers should “put their| problems facing dealers in the 
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Note the steering “wheel” on 
this 1895 Kane-Pennington Vic- 
toria. 
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HERE’S 
WHAT YOU GET 










BOLTA, Bex 118, Lawrence, Mass. 


I want to increase the sale of ! 
seat covers trimmed with quilted | 
Boltaflex. Please send me your 
Seat Cover Profit Planner by ! 
return mail. i 
Name. i 
WI ii asap sientecaacbeainetcnagesicaaiy ; 
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coming year were the threat of 
organized labor activity, Govern- 
ment restrictions through OPS, and 
organized company resistance to 
dealer insurance activities. 

While dealers have no objec- 
tions to organized labor as such, 
Burns declared, “labor interfer- 
ence with company activity would 
be resisted because exploitation 
of employes by labor will not be 
tolerated. 

Government restrictions have 
failed in their announced purpose 
of stabilization and should be abol- 
ished, he said. Anticipated objec- 
tions of insurance company repre- 
sentatives to dealer insurance 
would be fought, Burns asserted. 

“Limiting legislation, preventing 
dealer insurance writing, would be 
‘class legislation’ and unwarranted 
as dealers hold no monopoly,” he 
stated. . 

J. Saxton Lloyd, president of 
NADA, who spoke at the conven- 
tion, was named “honorary citizen 
of the Old Pueblo” by Mayor Fred 
Emery. Lloyd approved the Ari- 
zona group’s action in promoting 
the use of the state’s gas-tax funds 
for new highway construction. 

Harry W. Anderson, vice-presi- 
dent of personnel for General Mo- 
tors, Detroit, also emphasized the 
importance of employe relations 
and outlined advantages of the 
long-term employment contract. 
Plans for NADA’s national con- 
vention in San Francisco next year 
were discussed at the regional 
meeting, conducted by Hanford 
Crockett, 12th regional vice-presi- 
dent, Berkeley, Calif. 


Willys 
(Continued from Page 2) 


performance merits it a better pro- 
duction deal. 

Willys will now be permitted 
to make about 25,000 cars in the 
first three months of next year, 
providing it takes advantage of 
carryover privileges on materials 
that were allocated to it for this 
year, but not used. 

So far this year, Willys has av- 
eraged the production of slightly 
more than 13,000 cars per quarter. 
In the current quarter, it is build- 
ing cars at a somewhat better rate. 

a s e 


T IS understood that all the ma- 

terial involved in Willys addi- 
tional 3,441 units are supposed to 
be devoted to making the com- 
pany’s new hardtop convertible— 
ve Eagle, now reported in produc- 
tion. 


Meanwhile, Willys has an- 
nounced that it is shooting for 
the production of 17,000 cars and 
trucks this month, a total which 
would mean a 23-year production 
record for the company. 

At the same time, Willys claimed 
fifth place on the auto industry’s 
production ladder, behind General 
Motors, Chrysler, Ford and Stude- 
baker. Willys is rated third in ex- 
port volume. 

George W. Ritter, Willys execu- 
tive vice-president, said that Willys 
sales should top $300,000,000 in 1952. 
In the 16 years since reorganiza- 
tion, he added, Willys has _ in- 
creased its working capital from 
$10,000,000 to $65,000,000. 


* 
Upcoming 
(Continued from Page 2) 
tions on their torque convertors 
that motorists will like .. . 

J. D. Ball is retiring Nov. 1 as 
Ford’s manager of product sales 
to devote his full time to the Ball 
Health Clinic, now run by his 
ailing father in Excelesior 
Springs, Mo. ... 

To achieve more headroom, one 
maker has leveled off the bulge on 
the front seat cushion, giving the 
effect it would have after 20,900 
miles of use... 

Floyd Odlum, president of Atias 
Corp., hints K-F is working on 
new proposals for possible merger 
of Atlas and Consolidated Vulice 
with the Willow Run firm .. . 

Optional “chrome packages” will 
get a bigger play on the :953 
models; they'll cover such items 45 
door strips, hardtop effects, et< 
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... land flowing with milk and honey 


e There is more than beauty and tranquility in this picture. 
You are looking at the heart of the biggest automotive 


market in America, the Country-Side* market. 


e Country-Side families, farm and non-farm own more than 
half of the nation’s cars, well over a third of the trucks and 
just about all the tractors. No wonder the majority of auto- 


motive dealers are located in Country-Side market towns. 


e We cover the Country-Side market as no one else can, for 
we editorially serve Country-Side families, farm and non- 


farm, as no one else does. 


e To help you reach and sell the farm families of the 
Country-Side market we built the largest, most successful 


farm magazine in America—FARM JOURNAL. 


e To meet the non-farm interests of Country-Side families we 
developed the only dual appeal magazine which majors in the 


non-farm side of the Country-Side market— PATHFINDER. 


e Like the people of the Country-Side market, farm and 
non-farm, PATHFINDER and FARM JOURNAL belong side-by- 
side. Now you can buy them that way—a 4-million package 
buy at a package price—the Country-Side Unit—a powerful 


approach to America’s biggest automotive market. 


*The 19 million families, more than 
half the people of America, who live 
in trade centers of less than 10,000 
population, in crossroads villages, down 


country lanes and on farms. 


Farm Journal, Inc. 


Washington Square, 
Phila, 5, Pa. 
GRAHAM PATTERSON, Publisher 
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ms their mechanics to check the radi- 

ators of all cars that come in for 
— | service, no matter what reason the 
/ |car comes in for. 

If the mechanic runs his finger 
along the inside of the radiator 
fill opening and comes up with a 
finger full of foreign matter, it is 
said, he has paved the way for a 
| thorough cleaning and flushing of 
the cooling system before installing 
| antifreeze. 






But Auto Dealers Must Scramble for Business .. . 


Winter Changeover Season On 


yo is about here again, and|ever for what has been getting | bring his car directly into the shop. 

motorists are getting ready | bigger and bigger business. It should be driven home to the 

for it. . 2 2 motorist that this is the only place 

HERE are a lot of extra profits| Where his cooling system can be 

ee eee tied in with winter ajaves properly checked and, if necessary, 
creased sales of antifreeze, radi- e 











ator hose, batteries, chains and It's the extra services, say trade | TePaired. . * » * °* 
, is experts, that pile up the percent- surtive New ¢ 
all the other automotive items | age points on a dealer’s service 1. is plenty of revenue to; ; | gd THE liquid showing = - 
that go hand in hand with cold | absorption performance chart. be derived from repairing cool- “Pm interested in your king- nozzle of the radiator is oily, 
th They say each dealer should |ing systems, it is advised, even if| size models.” eas the customer reportedly should be 
oe make it his goal to see that as |80me of the work has to be farmed ca warned that such a condition may 
But it appears that the fran- few motorists as possible drain |0Ut to a local radiator shop. clogged or leaky cooling system | be caused by a cracked engine 
chised dealer will have to be on! ¢heir own radiators and put in It is generally considered to be | ©29 soon result in unnecessary block, worn water jackets or over- 
his toes. Plenty of others, espe-| their own antifreeze this season. | the easiest kind of service to sell | 2ntifreeze costs and high repair | lubrication of the water pump. 
cially gasoline station operators,| They urge the dealer to make it| because the average motorist | bills later. The customer should then be told 


will be out looking harder than| really attractive for the motorist to| doesn’t have to be told that a Dealers are urged to instruct|that rust and oil combined for a 
5 heat-retaining blanket inside a cool- 
ing system which can lead to seri- 
ous engine damage. 

Most motorists are said to be 
under the impression that engine 
temperatures are indicated on 
their temperature gauges. 

Not so, say the experts. 

| The customer should be tipped 
| off, they add, that what he sees 


| _ tt 

. cee on the temperature gauge only de- 
ry ae s f notes the temperature of the cool- 
; ee ; ant, and that some spots in the 
aa engine are actually subjected to 
“ “a temperatures as high as 4,000 de- 

a grees. 
eer g He should be told also, it is 
. 7 added, that an inefficient cooling 
Pe system leads to knocking, loss of 
pe * b\ é power, scored cylinders, scuffed 


pistons, damage to cylinder blocks 
and heads, burned valves and a 
multitude of other mechanical ills. 


Auto Ad Council 


UCR Lane ie AGL Poverae Cooup 


NEW CASTLE, Ind.—R. E. Con- 
ley, president of the Automotive 
Advertisers Council, has announced 
the appointment of two new mem- 
; bers to the council’s industrywide 
Time and again I've fallen for undercoats boasting individual 7 ’ : program committee. 


features that are supposed to be terrific. I’ve bitten tor the last time. Well, now | The new members are C. H. Le- 
Fevre, advertising manager of 


know Martin-Senour Undercoats beat ‘em all! Why? Because they're balanced : . 7 . Sealed Power Corp., Muskegon, 
; ee Mich., and R. K. McConnell, adver- 
They give you the five features thot mean a first-class paint job. , ' ' tising manager of the service divi- 


sion of Federal-Mogul, Detroit. Le- 
; } , Fevre is a vice-president of the 
Filling quulities are excellent. Martin-Senour Under- , ; council. 

The industrywide advertising 
program, whose mottos are “Get It 


You get perfect adhesion to bare metcl or ald finish. 


coats dry a heck of a lot faster and moke sanding 


tar easier. What's more, you get the best a - i Slicers —om from Your Jobber” and “Care Will 
, * : * ee Save Your Car,” was begun in the 
color holdout. Add all this up and you see ‘ ea Fr igi, , fall of 1949. It now has enrolled 


more than 1,400 jobbers and 225 
manufacturers in the U. S. and 
Canada in the interest of promot- 
ing more business for manufactur- 
ers, jobbers and retailers in the 
automotive service industry. 


Other members of the sponsoring 
committee are: 


S. R. Robinson, chairman and ad- 


what | mean when | say Martin-Senour gives the car 


refinisher balanced-formula primer surfacers 


All Martin-Senour Undercoats Give - . m |vertising manager of the Grey- 
“ ; Rock division of Raybestos-Man- 
You These 5 Balanced-Formula Benefits pe hattan, Inc, Manheim, Pa.; Ira 
1. Maximum Adhesion 2. Excellent Filling Properties ie i” ee artes meee F ara 
3. Fastest Drying 4. Easiest Sanding 5. Best Color Holdout _ advertising manager of United Mo- 
tor Services Division of General 

Ste tcey primer surfacers contain no resistance to cracking, finest adhesive : Motors Corp., Detroit. 
graphite. They have unexcelled resistance qualities. Available in agitator drums. . ; Also, W. A. Kirkpatrick, man- 
to moisture and humidity, highest rating on Ss " ager of advertising and sales pro- 


motion of Wilkening Mfg. Co., 
Philadelphia; C. C. Tapscott, vice- 
president of McQuay-Morris Mfg 
Co., St. Louis, who is vice-chairman 
of the committee, and Conley, ad- 
vertising and merchandising direc- 


worked with," says Gene Struble, Gene's i 
Aute Bedy Works, Haskell, M. J. y . ee * Hollingshead Corp., 


“We use all three types of Martin-Senour Undercoats in out” x _— 
shop. That way we know we're getting a base for the : 
coat that is tough and durable. You can tell by the ~ “ N anf eldt H eads 


fill, dry and hold out that you're putting on rea 
for the finish coat, protection that works from t World Bestos 
NEW CASTLE, Ind.—William 


Nanfeldt, chief engineer, has suc- 
ceeded Donald H. Spicer as gen- 
eral manager of World Bestos, sub- 
sidiary of Firestone. Spicer re- 
signed to take a position with 
American Bosch Co., Springfiel«, 
Mass. 
In other changes announced t/ 
outh Quarry Street, World Bestos, William F. Rogs* 
26206 » Chicago &, Illinois becomes general sales manag’ °, 
stepping up from manager of *:- 
Zo F2. ‘ . placement sales, while Richard 4. 
Sac OLY CCK AEG EPEG .. Aon only positive contre! from Factory to Finisher Riley assumes new management 
functions to go with his post >f 
comptroller. 


6252—Light Gray 6255—Dark Gray 6256—Red Oxide 


“Mertia-Senour Undercoats are the best I've ever 
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WHY IN THE WORLD DO HOLIDAY READERS 
DRIVE TWICE AS FAR AS AVERAGE ? 


The answer’s obvious, but important: people who 
read Holiday are in a holiday mood, a travel mood. 
They are the kind of people who travel so frequently 
that Holiday magazine—America’s playground in 
print—is a regular source of inspiration and guidance 
to them. 

Now comes the 64-dollar question: where in the 
world can you reach the most receptive audience to 
automotive advertising? The answer’s also obvious 
and important: only in Holiday! 

For in Holiday you reach a MASS-CLASS audi- 
ence of more than 850,000 of the nation’s most 
mobile-minded families... families who not only drive 
twice as far as average, but who buy three times as 
many replacement tires as average . . . families who 
own a grand total of more than 1,100,000 autos! 


What’s more, it costs less than a penny to reach 
one Holiday family with a full-page, full-color adver- 
tisement. Why not plan today to make Holiday a 
regular on your advertising schedule? Join the 48 
automotive advertisers who are currently selling their 
products in the magazine which sells automobile 
travel best — Holiday. 


A CURTIS PUBLICATION 


an en 


a: i es LLL OL ee 
Sa ia sneer renee ET 


HOLIDAY, 


HOLIDAY means Pleasure and Pleasure means Business! | 


Holiday supports the “Care 
Will Save Your Car’ campaign. 
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They Didn't Sell It; They Bought It— 

Now what would dealers want with a fire engine? In this case, they would like to 
keep the old fire truck around for sentimental reasons. The 1915-model was pur- 
chased recently by the Laramie (Wyo.) Automobile Dealers Assn. from the American 


LaFrance firm. The dealers say they will keep it in operating condition for use in 
parades and other festive affairs. The firm took the truck from the city as a tradein 


on a modern fire engine. 
Nash Assigns Ky. Deal Harmon: Motor Co., Marion, Ky., 
have received a Nash franchise, it 


Johnnie R. Marvel and Victor B. is announced by R. C. Mackey, as- 
Harmon, owners of Marvel and|sistant zone manager, St. Louis. 
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NOW is the time to 


CASH-IN with the... 
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NEW “BEAR” S60 
GIVES YOU: 


V Positive Accuracy With 
Photo-electric cell 
process! 


Vv Faster, Easier speration 
with New tmproved 
sighting and position 
controls ! 







Nationally advertised in the 








Lead THEM Right from 
to Lamps 


New and Used-Car Dealers May Get Together . . . 
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Case for Georgia Title Law 


Eprror’s Note: We’ve been puz- 
zled for some time as to opposi- 
tion of the new-car dealers 
association in Georgia to a title 
law, since in most states new-car 
dealers have been the sponsors 
of such laws. Lack of a title 
law in Georgia has caused some 
problems in other areas. Recently 
dealer association bulletins from 
various states warned against 
cars with Georgia titles, pointing 
out that a vast operation in 
counterfeit auto registrations 
from Georgia had been un- 
covered. 

In view of this, AUTOMOTIVE 
News asked its Atlanta corre- 
spondent to get statements from 
new and used-car dealers in 
Georgia on the subject: 


By Frances Satterfield 
Staff Correspondent 
TLANTA.— Once again, as the 
1953 Georgia legislature meets 
in January, an effort will be made 


to pass a bill requiring automobile 


BS 


i 









Bring the Headlight Tester to any 
Car that's being Repaired 


_ Exclusive NEW HOT spoT 
- Eliminates All Guesswork! 


and truck owners 
have a title to their vehicles. 

In the past, organized used-car 
dealers have supported a title 
law while the organized new-car 
dealers have opposed it, although 
individually some new-car dealers 
have favored it. 

This time there is some hope that 
new-car dealers will also support 
the measure since the Georgia Au- 
tomobile Dealers Assn. is polling its 
members on the issue. 

* a * 

OME new-car dealers as well as 

used-car dealers contend that a 
title law is for the protection of 
all, since the fact that car registra- 
tion is so simple now makes 
Georgia a dumping ground for 
stolen cars from other states. 

Bernard C. Johnson, chairman 
of the public affairs committee of 

the Georgia new-car dealers asso- 
ciation which is charged with 
carrying out the will of the group 





er ON THE TRACK’ 


to making EXTRA PROFITS 










as 
















nt tester 


YW Assures Pin-point Testing and Aiming 
; V Does Job Close Up To Car or Truck 


WV Saves Space — Eliminates the need for 
wasting the floor space required by 


wall charts or screens 


ates 
‘Ce ECKING V Eliminates Human Error 


V Speeds Up Testing Service 
W saves Time— Move the Tester instead 


e of the Car 


V' Use any time, any place, anywhere 
WV Available in Track or Portable Models 


See your “BEAR” Jobber for complete details or write for the FREE Bulletin "560". 


BEAR MFG. CO., Dept. A-14, Rock Island, Illinois. 


in Georgia to|on the question, cast some doub 


on this view. 

He pointed out, however, that 
no stand has been taken at this 
time and that his committee in- 
tends to poll each member of the 
association before the legislature 
meets. 

“If the division is very close,’ 
he said, “I don’t think we would 
take any action as an association 
If a decided majority is opposed to 
it, it will be our duty to carry out 
their wishes.” 

* . * 

OM DOWNING who is president 

of the Atlanta Used Car Dealers 
Assn., feels that there are many 
reasons why Georgia should have 
a title law, and he and his members 
are already working for its pass- 
age. 

“We are mainly for it to protect 
the people of Georgia from buying 
stolen or mortgaged cars,” he said. 
He cited as an example the Gordon 
Mitchell trial last year at which 120 
witnesses testified they had bought 
cars which he had stolen. 


“Of that number, 15 were deal- 
ers,” he said, “and the others 
were citizens with no recourse. 

They lost their money.” 

Downing pointed out that 37 
states have title laws, and ex- 
pressed the belief that the longer 
Georgia delays, the greater will be 
the loss to the public. “Racketeers 
and thieves will come to Georgia 
in increasing numbers,” he said, 
adding that few people realized that 
70 percent of all trading in used 
cars was among individuals, not 
dealers. “They have no protection 
against buying unreported mort- 
gaged or stolen cars.” 

€ * * 

“MHE title law will facilitate and 

improve tracing, identifying, 
and recovering stolen, abandoned, 
or embezzled vehicles, and will help 
peace officers throughout the state 
in the furtherance of their duties,” 
he continued. “The Greater Atlanta 
Traffic Association, for instance, 
favors it because it will save lives. 

“When a man steals a car he be- 
comes a traffic hazard. He drives 
at killing speed, particularly if he 
thinks he is being chased.” 

Downing said that no one 

would buy even a $50 piece of 

property without a title, and he 
felt it should not be any different 
with car owners. 

He listed the following organiza- 
tions which are in favor of a title 
law: Peace Officers Assn., used car 
dealers, FBI, National Auto Theft 
Bureau, State Department of Pub- 
lic Safety, Georgia Safety Council. 
Police Court Judges, County Grand 
Jurors, “and all the banks, finance 
companies, insurance companies, in- 
surance agents, and many others.” 

“I feel this year we have an ex- 
cellent chance of getting the law 
passed,” Downing added. 


* * n 


OHNSON said that it was his 

understanding that the new-car 
dealers association’s first consider- 
ation has been of the public. 

“I’ve never heard of any move- 
ment by the public for protection 
by such a law. All new-car dealers 
who sell used cars guarantee pro- 
tection. There are also many fine 
used car dealers who guarantee 
protection.” 


e 2 . 

OHNSON said that he could not 

think of many dealers who have 
bought stolen cars, and that as far 
as the law goes, he did not think 
it was any guarantee that stolen 
cars would not be bought in the 
future. He said that FBI figures 
did not seem to indicate that states 
with title laws have any fewer 
stolen cars. 

He indicated that if dealers use 
good judgment in buying used cars 
that there was little need “for a 
law to protect a few people against 
crooks.” 

“Since few new-car_ dealer- 
have experienced stolen car losse- 
and their customers haven’ 
started any movement for th 
law, up to now we haven't fe! 
any need for it,” Johnson said. 
“If we felt that it was in te 
best interest of the public we wo1 id 
be in favor of it.” 

Johnson pointed out that it fas 
been estimated that it would cost 
the public in Georgia one million 
dollars a year. 


> 
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“Easy does it!”—says Jinx Falkenburg. “This 
wonderful Hillman Minx is easy on your 
purse to buy...It’s easy on your budget to 
run...It’s easy on your eyes to look at. And 
it’s easy on you to drive and park!” 





rs) 


ROOTES MOTORS, INC. 













ROOTES MOTORS (Canada) LTD. 





Jinx Falkenburg’s show, “New York Close-up” (N.B.C.) is typical of the many big- 
time radio programs that are helping dealers promote the HILLMAN MINX from 
coast to coast. And this high-powered radio effort is in addition to the hardest- 


hitting newspaper and magazine campaign yet—the exciting “Car-Miles” campaign: 


More Car-Miles Per Dollar! 


+ More car per dollar when you buy! 
*k More miles per dollar when you drive! 


To Hillman Minx dealers it means 


*k More dollar profits for you when they buy! 
*k More satisfied customers when they drive! 


remember: Rootes Motors’ products include the Hillman Minx, Sunbeam- 
Talbot, Humber Hawk, Rover, Land Rover; Commer and Karrier Trucks 








Write, wire or call us for details about 
a profitable dealer franchise. This 
includes the extra-profit Overseas Delivery Plan. 


505 Park Avenue, New York 22,N.Y. «© 403 North Foothill Road, Beverly Hills, California 
42-14 21st Street, Long Island City, N. Y. 


2019 Eglinton Avenue East, Scarboro, P.O., Canada 
Stores Building, Montreal Airport, Dorval, P.Q., Canada 
1736 East Hastings Street, Vancouver, B.C., Canada 
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er against Senator William E, Jen- 


AUTOMOTIVE WASHINGTON ner. 


Here are the Senate seats which 
Republican campaign officials say 


Control of Senate is Up ticr° Per 


Connecticut — Senator Purtell 





(who holds the McMahon seat un- 


For Grabs in Election til Nov. 4) against Senator William 


onye Michigan—Rep. Charles E. Potter 
By William Ullman against Senator Blair Moody. 


Washington Correspondent M land—R. J. Gl Beall 
. . ° aryland—hep. ° enn ea 
r ~~ 82nd Congress, which expires at the end of this year, | against George P. Mahoney. 


is Democratic-controlled in both branches, but it has} wyoming—Gov. Frank A. Bar- 

the closest party divisions of any Congress in 20 years with|rett against Senator Joseph C. 
only one exception. O'Mahoney. 

The Senate now is 49 to 47, although throughout the 1952} New Mexico—Patrick J. Hurley 





session it was 50 to 46. Sena- . ane against Senator Dennis Chavez. 
° r Ss » 6 
tor Brien McMahon of Con-|son against Senator Harry P. Cain. ‘Bafflegab’ Talked Up 





necticut, a Democrat, died in 
July and a Republican, William A. 
Maxwell Honored for 50-Year Career— Purtell, was named to succeed him. 


Robert D. Maxwell (second from right), board chairman of Robert D. Maxwell Co., Re Son Republicans ‘ae ae 


San Diego, was honored recently for 50 years of service to the automotive industry, : 

of which the last 30 years have been with Buick. A testimonial, in the form of a "Tl amas tae Ce decide 
scroll, was presented to Maxwell at a meeting in San Diego attended by Buick| .ontrol of the Senate in the 83rd 
dealers. The award was made by J. B. Nash, of Chicago, assistant general sales man- Congress 

ager of Buick. Present with Nash were Robert J. Kelly (left), of Los Angeles, Buick zone In five. the Democrats claim they 
managers, and George H. Ruhe (right), of San Francisco, regional manager. are leading in the battle to defeat 


Republican incumbents. The five 


Mane oer di | “PRAFFLEGAB,” a word coined by 
against Senator Milton Smith, assistant general 
Zales N. Ecton. counsel of the U. S. Chamber of 
Massachusetts Commerce, to express his dismay 
—Rep. John F,|°Ver bureaucratic babble in Wash- 
Kennedy against ington, seems to be headed for 
Senator Lodge. posterity in Webster’s New Inter- 
Missouri — W. national Dictionary. At least, it is 
Stuart Symington being considered, according to As- 
against Senator sistant Editor Charles Sleeth. 
James P. Kem. Smith invented the term at the 
7 conclusion of a maddening day 





Wondering how new-car and truck production and sales are making out? AUTOMO- are: Indiana Gov 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the William Uliman ee . * 3 s 
automotive industry, every week throughout the year. Washington—Rep. Henry M. Jack- Henry F. Schrick- trying to explain OPS regulations 


to a colleague. 
“I decided we needed a new and 
catchy word to describe the utter 


| N TH E E | R ST § M 0 N T H § 0 F | - A 2 incomprehensibility, ambiguity, ver- 
bosity and complexity of Govern- 


ment regulations,” said Smith, all 
of which makes it appear that he 
himself was fairly well on the way 
toward bafflegab. 

TH So he set to work, he says, with 








a broken pencil, a dictionary and 
a thesaurus. First, he scribbled 
down “legalfusion,” “legalprate,” 
“gabalia” and “ burobabble.” Then 
“babble,” “gab,” “prate” and “baf- 
ling.” Still weary and ill at ease, 
he suddenly struck one mighty 
chord—“bafflegab.” 

That was last May, but things 
moved fast. 

Bafflegab was a word that sang 
and danced. It hoofed its way 
across the nation’s news circuits 
and even did a soft-shoe on the edi- 
torial pages. Smith was solemnly 
awarded a plaque commemorating 
‘ his invention by Mike DiSalle, then 
OPS boss, in response to a proposal 
by the Bellingham (Wash.) Herald. 

And now that h’‘s brainchild is 
on its way toward Webster’s, Smith 
is a happy man. 

“Tt’ll be fun looking myself up 
in the dictionary,” he says. 


Goods for Small Plants 

PA Administrator Richard Mc- 

Donald last week announced 
that the small-business hardship 
program would be continued for 
the fourth quarter of 1952 in order 
to help any firms which qualify for 
such assistance. 

The third-quarter criteria set 
up for obtaining additional allot- 
ments of controlled materials 
from the hardship account will 
prevail during the current quar- 
ter, he said. 

Requests for assistance from the 
account were at an extremely low 
level during the third quarter, Mc- 
Donald reported. 


He said that relatively few small- 
business hardship cases were ex- 
pected during the fourth quarter 
after NPA’s industry divisions fin- 
ished processing applications for 
supplemental allotments of con- 


trolled materials under other forms 
of relief provided by the agency. 
o * * 


NPA Divisions Shuf fled 


EORGANIZATION of two NPA 
divisions was announced last 
week by Bennett Chapple jr., as- 
sistant administrator for metals 
and minerals. 
1 a Source Media Records The salvage division was abol- 





in the United States among Evening Newspapers in 





ished while the tin, lead and zinc 
division was combined with the 


70°, of the Nation's purchasing power is concentrated among upper-half families. No miscellaneous metals and minerals 
matter what you sell, these Able-To-Buy families will buy most of it. The greater propor- Salar ne Deccan, Gundona tune 
tion of the Daily News circulation, more than any other Chicago dail aper, is ed the tin, lead and zine division 

Y a y = _ se of the War Production Board dur- 
concentrated among upper-half families. You can reach them more effectively and more ing World War II. 


Edward Greb, former head of the 
salvage division, was made a pro- 
gram executive in the new setup. 


economically through the Daily News than in any other Chicago daily newspaper. 


* a * 
CHICAGO DAILY NEWS one we “OPS eh 
IGHE WOODS, OPS chief, said 
last week that he hoped to 
FOR 77 YEARS CHICAGO'S HOME NEWSPAPER establish local price _Stabilization 
JOHN S. KNIGHT, Publisher boards in about 40 cities sometime 
DAILY NEWS PLAZA: CHICAGO 6, ILLINOIS in November. He said he would be 


guided by their recommendations 
on price matters of national im- 
(Continued on Page 71, Col. 1) 


NEW YORK OFFICE: SAN FRANCISCO OFFICE: DETROIT OFFICE: LOS ANGELES OFFICE: 
9 Rockefeller Plaza Story, Brooks & Finley, 703 Market St. Free Press Building Story, Brooks & Finley, 165! Cosmo St. 
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| 
| castings. A new rotary type lawn 
;}mower motor to be introduced i: 
;the near future will be made en 
|tirely of die castings. Such a thin; 
would have been unheard of a fev 
|years ago. Every major part or 
| these new engines will be die cast 


Use of Die Castings 


Expected to Mount [prem vce, no theca 





FOB FACTORY 








Nash Traveling ‘Radio Station'— 


Nash recently delivered a 1952 Statesman to the safety division of Darling Freight, 
Inc. The car will be driven 1,000 miles a week in checking on the safe operation of 
Darling trucks on highways. Complete radio-telephone equipment in the rear enables 
the safety inspector to communicate with any Darling line truck, the company’s offices 
or any listed telephone number in the United States and Canada. Shown with the 
new cor in Detroit are (from left): Tony Sausone, Detroit manager for Darling; Jack 
Maltby, vice-president in charge of Darling sales; Warren Sterken, in charge of the 
Darling safety division; Dan Darling, Darling vice-president; N. F. Lawler, Nash direc- 
tor of advertising and sales promotion, and H. J. Commes, traffic manager for Nash- 


Kelvinator Corp. z aie 


Emrick Chevrolet Promotes Wright 


John Caskie Wright has been ap- | president. Wright, who has been in 
pointed general manager of Emrick |the retail automobile business for 
Chevrolet Sales Corp., Richmond, |27 years, had supervised Emrick’s 
Va., according to C. W. Appich,| used-car department since 1949. 


Eprror’s Note: This is another article in a series on an engineer’s 
conception of the car of tomorrow. 


ip porn; predict a much larger use of die castings in 
the cars of the future than are being used today. During 
recent years, it has been pointed out, the number of applica- 
tions for die castings has increased phenomenally. Recently, 
several prominent car manufacturers began specifying die 
castings for the garnish? — eaert ~ 
molding for windows. Another outboard motors. Some 40 years 
new application for large die} ago, Evinrude, a leading manu- 
castings is the transmission hous-| facturer of outboard motors, was 
ing. This is a large die casting, per-| building a single cylinder engine 
haps the largest in use today in an| with an aluminum crankcase and 
automobile with the exception of| a cast iron cylinder. Where would 
inner door frames. The latter appli-| the outboard industry be today if 
cation, it is reported, has been dis-| j¢ didn’t die cast everything, it is 
continued temporarily. | argued. 


The future for die castings in Another example is today’s lawn- 
an automobile may be evaluated | mower. Until recently, lawnmower 
by looking back at the history of | producers used relatively few die 


AMAZING RADIO-ACTIVE TRACER TESTS PROVE — 


Mobiloils 


NEW 
Wear-Fighting Actio 





WHY SELL LESS THAN 


Powerfu 








Use of radio-active 

piston rings makes 

it possible—for the 
first time—to measure 
engine wear with truly 

scientific accuracy. 


New Super-Detergent Formula Means Longer 
Engine Life — Fewer Repairs! 


It’s true—proved by radio-active tracers from 
the Oak Ridge atomic pile! Mobiloil’s new 
combination of ingredients can stretch the life 
of car engines—can drastically reduce engine 
wear during the periods when most wear occurs 
... during starts and warm-ups, and stop-go 
driving. Less engine wear means less spent on 
repairs, improved oil economy, too! 


Here’s how we prove it...Radio-active piston 
rings are installed in test engines. ‘‘Hot’’ metal 
particles, scuffed off the rings into the motor 
oil, are then measured by Geiger counter. The 
result proves Mobiloil with new super-detergent 
formula provides new wear-fighting action —for 
top performance, peak operating economy! 


THE 


Worlds Largest-Selling Motor Oil 


SOCONY-VACUUM OIL CO., INc., and Affiliates: MAGNOLIA PETROLEUM COMPANY, GENERAL PETROLEUM CORPORATION 





machines have been designed 
that would be capable of die cast- 
ing an automobile engine. Such en- 
gines may not be available for five 
years, say automotive engineers, 
but they are definitely coming. 


There are still a number of ob- 
stacles standing ahead of die cast 
automobile engines. It is under- 
stood that a die casting machine 
having sufficient capacity is now 
being built and experimental en- 
gine castings will soon be made. 


Another large die casting ma- 
chine, it is understood, has been de- 
signed but has not yet been built. 
Automobile engineers are watching 
these developments very closely. 


The problem of developing an al- 
ley that can be die cast and also 
brazed has not yet been solved. 
There are, of course, other unre- 
solved problems but definite prog- 
ress has recently been reported. 

Over the long term, the outlook 
for lightweight aluminum die cast- 
ings is highly promising. Cast iron 
castings have become steadily more 
expensive while light metal casting 
prices have been consistently re- 
duced. Since 1941 the cost per pound 
of gray iron castings has increased 
from about four cents per pound 
to about 14 or 15 cents. Even large 
automotive production foundries 
pay nearly this much per pound 
for heavy, gray iron cylinder blocks. 

Today, die castings cost in the 
neighborhood of 45 cents per 
pound. However, the lightness of 
the metal as well as lower machin- 
ing cost operates in favor of die 
castings so that from a finished 
cost standpoint they are getting 
closer to gray iron castings. The 
machining cost of die castings is 
often less than half that of gray 
iron castings. 

Don’t sell die castings short, say 
informed auto engineers. They’re 
coming fast and will have a prom- 
inent place in tomorrow’s motor 


cars. 
7 * * 


Close-Tolerance Strip 


Offered by Silver Co. 


FLUSHING, N. Y.—American Sil- 
ver Co. now offers to automotive 
manufacturers stainless-steel strip 
rolled to close-precision tolerances 
and ultra-thin gauges. 

Stainless steels are custom-rolled 
by American Silver in strip up to 
eight inches wide and down to .0005 
and even plus-or-minus .0001 of an 
| inch. 
| * * * 


‘Indestructible’ Plastic 


PASSAIC, N. J.—New York Belt- 
ing and Packing Co. here has 
issued a booklet describing its “In- 
destructible” plastic, which is avail- 
able as pipe moldings, extrusions 
or fabrications. 


Sales Leaders 
Recognized by 


Jewish Appeal 


NEW YORK. — A trio of Big 
Three vice-presidents—W. F. Huf- 
stader, of General Motors; Abram 
vanderZee, of Chrysler, and Walker 
A. Williams, of Ford—received hu- 
manitarian awards last week at the 
annual dinner meeting of the new- 
ear dealers division of the United 
Jewish Appeal. 

UJA was kicking off a million- 
dollar drive for funds from New 
York’s automotive industry. 

Speaker was Dr. Frank Kingdon, 
newspaper columnist, author and 
former radio commentator, who has 
made a series of survey trips to 
Israel. General chairman was Irv 
ing Rogers, of Rogers Motor Co 
and David Spielman, of Spielma: 
Motor Sales, was toastmaster. 

Others included Samuel C. Dret- 
zin, of Surrey Motors Corp., honor- 
ary chairman; James H. Nadler, «' 
James H. Nadler, Inc., advisor, 
chairman; Harold Perfit, of Harper 
Motors, head of last year’s driv’; 
Henry Caplan, of Henry Capla", 
Inc., associate chairman, and Hari¥y 
Golden, of Magna Products, auto- 
motive industry coordinator. 











Whether selling Is easy 
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Neweprint Color 


will sell more cars for you in Chicago! | 












Cars in color outsell 
those in black 


Sell more cars in color 
with Tribune newsprint color 


As one of the auto industry’s primary markets, 
Chicago merits and rewards special attention. To build 
sales at the retail level here there is no medium that 
can match the record of the Chicago Tribune. And no 
other promotion can match the immediate volume 
response delivered by pages in Chicago Tribune 
newsprint color. 

Full page, full color advertising in the Tribune will 
put across the story of your models faster and more 
effectively to the people who buy the bulk of the new 
cars. It gets more attention, hits with more impact 
and starts more buying action. 

Your Chicago dealers know the power of Tribune 
newsprint color. They have seen it work for other 
sales organizations. They would like to see it work for 
them. They know cars in color are tops in sales. They 
know advertising in color is tops for selling. They 
know no other medium gets the response from their 
customers which the Tribune gets. 

Important in today’s market, color increases in 
importance as selling gets tough. Ask your Tribune 
representative how Chicago Tribune newsprint color 
can sell more of your cars and improve your compet- 
itive position in Chicago. Call W. E. Bates, Penobscot 
Building, Detroit. WOodward 2-8422. 
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.. + He found 1,024. (pre-election 
suggestion to Dr. Gallup). 





coffee cups and old cigaret butts, 
saved for the purpose. 





Or... if one wants to be really t |. “Oh,” exclaims the boss, “work 
“on the ball” he might follow the Tt bo! this morning, . 
i 2 ; : | “Mmmmm : is it morning al- 

aLeeaniaet of bakes & Howes TT, REN DELIGHT el Chey ready, sir?” ... “Great Scott, hoo 
| (advertising agency) and a devoted | eo ea «(CHIC * we | here all night?” ... “No... not 
|follower of Britains’ Stephen Pot-| ¢, Se didi nmenbiiatninmetn  < a nes eS em i ‘ jall night eo there anyway I can 
|ter, founder, master and author of | aaa ‘ get in tomorrow, sir? ... Just in 


Gamesmanship ‘(how to win at 
| games “without actually cheating”). 


lin Business Without Really Trying 
gives advice to aspiring young 
| junior executives ... (any male in 
jan office who sits down). Behind 
Shepherd Mead’s prophetic sug- 
gestions to his hero, young Pierre- 
pont Finch, embryonic “big shot,” 
lies the experience of every suc- 
cessful advertising man and that 


i CHICKEN | we curcKEen * 
g DeLiGnT, ”" DELIGHT t 


Mead’s new book How to Succeed | § @ 











Sartor Sells Units to Florida Firm— 





case.” 
That anecdote is reminiscent of 
Jimmie Simpson who, I am told 


| worked for Armour & Co. before 
| he became the first office boy that 


Marshall Field ever hired, unsight 
and unseen. Old P. D. Armour used 
to drop in on Saturday morning. . 

very early ...and he always found 
a lad in a bright colored sweater, 
very busy at a desk in the other- 
wise deserted office. “There’s a lad 


| baredal young man or woman of every ambitious lad in every These units were recently sold to a concern in the city by Sartor Motors (Willys), 8023/ who will go places,” thought the 
who ever edited or wrote for 4/ (ther line of business. Seriously, |N. Federal Hwy., Fort Lauderdale, Fla. great meat packer... and... he 

high school or college paper feelS/the most important thing is that; | __ 7 onl i as e __| did. 

deep down that he or she is des-|Shepherd Mead has happily “put | ¢*@ctly what anyone else is doing|“Goin’ out, Finch?” .. . “Yes sir  s *& 

tined for the advertising business. - If you have a special knack,/. . . don’t trust that survey at all.|Qne of Many 


If, dominated by the old fash- | weakness in what, to this writer, is| forget it . . . ‘Be an all round man/ Think I'll get out and ring some) 5. Marshall Field advertised 


joned ideals of honesty and ac- |the most vital business in this aaa a ability and you will a ‘ ‘tee ae for an office boy, Jimmie joined 
curacy, one might follow the rapidly changing world. ; a ; aa “ae a 7 ee a long line of boys outside the old 
ss His next problem is to free his But . .. on Finch’s Saturday man's door. Instead of taking the 


example of the late Mark Sulli- | 
van who, before he wrote an 
article on the vanishing buffalo, 
spent three months finding out 
how many buffalo then survived 


mind for high-level thinking, which 
requires an escape from office rou- 
tine. At 9:30 a.m., he says to the 
boss... “Oh... J. B. anything you 
want from me before I take off?” 


off, when the boss drops in to 
pick up his golf clubs, Finch gets 
there a half hour before, rolls up 
his sleeves, tousles his hair, lit- 
ters his desk with empty paper 





tail end of the line, Jimmie slipped 
out and sent a telegram to Mr. 
Field, reading “The office boy you 
want is the red headed boy at the 
end of the line.” 

James Simpson became presi- 
dent of Marshall Field & Co. He 
had ideas and used them. 

In every large advertising agency 
there are always two factions, says 


Few products have ever won the over- 

. * ok | Mead. The trick is to stick around 
whelming approval accorded the Bendix li & Menten Bene Gall ene oan 
Starter Drive. In automotive vehicles of all |determine which side is going to 

: * . . win. If a new man in the agency 

’ ionar ; 
ty hed in the anaes field, a y seems to be favored by the opposi- 
engines and aircraft, in fact wherever tion give him a chance to 

more than eighty-five million | reform . . . If he doesn’t, quickly 
ren oer =e A ony ; introduce the gentle art of “back- 
Bendix Drives have established an unrivaled stabbing, relieved by apple polish- 
record for dependable performance. Per- 
haps even more remarkable is the fact that 


| ing.” 
in most installations manufacturers have 


Be Selective 
IS first advice to the tyro is to 
“choose the right company .. . 


the finger” on the most bi 
big enough so that nobody ne 


Bendix’ 
STARTER DRIVE 





Once you get your foot in the 
door, Mead recommends a merry 
ruthlessness. Cultivate the boss’s 
hobbies . . . then someday in the 


paid less for the Bendix Drive than for elevator, fire your opening gun. 

other types. This unique combination of a . —-r a, - .., the 

‘ ittle evils are whelping” ... 

Re RMANGE dependable performance and low cost is “Whelping, Finch” . . . Don't tell 
' made possible by Bendix exclusive design me you’re a mongoose man. (Ac- 


# cording to my desk Funk & Wag- 
nalls, the mongoose is an Ichneu- 
mon of India, able to kill venomous 


snakes with safety to itself.) 
* * * 


features. For example, the Bendix Starter 
Bar Drive requires no actuating linkage and 


te PROVEN the solenoid may be placed in any con- 


venient position. Result—starting motor Retort Proper 


ee ; can be mounted more easily and in more |" ARE you too, sir? We are a rare 
ac eos ; Bendix Drive has fewer breed aren’t we? ... Tell me, 
ba positions. Also the Bend do you’ favor snake meat or kip- 







pers?” 

The really brilliant apple polisher 
is not above adopting the old man’s 
school, especially if he has spent a 
few days at Old Ivy State Teacher’s 
Normal. On the Monday after Old 
Ivy’s disastrous defeat by a tradi- 
tional rival he sidles up to the old 
man . “Sorry, sir, not myself 
today. Rarely touch a drop, but I 
did belt off one strong one yester- 
day. Those damn Chipmonks.” 
“Chipmonks” ... (his nostrils begin 
to quiver) ... “Oh... beg pardon, 
sir. You can’t be expected to know. 
The old school took quite a drub- 
bing Saturday . . . Old Ivy.” 

“Old Ivy? You’re not an Old 
Ivy man... Huh?” 

“wanem, ir... One Ivy... Sa” 

“Well, by God, Finch . . . Old Ivy, 
by God we'll get the damned Chip- 
monks next year, won’t we?” 

“We did it in ’27 and we'll do it 
again if we ever get “Ozymanowsky 
off the sick list.” 

John Crosby, who writes the 
syndicated column on radio and 
television, got a kick out of that 
book. He knows all of the adver- 
tising “Pooh-Bahs” and how they 
function mentally ...and..,. 
writes sympathetically. 

P.S. The advertising business is 
passing through the “Days of Fort; 
Nine.” Sutter’s Gold is trickling 
through the turnstiles Lola 
Montez has stripped down to Ger- 
tie’s Red Hot Garter . , . The boys 
at Poker Flat and on the Comstock 
are betting bags of gold dust on 
which one of the fleas will beat the 
other flea to the new Eldorado. . 
‘ yet ... the advertising men who 
still think New York is the Gol- 
conda ... are slowly waking up to 
the fact that the Golden West... 
with its 224 percent increase in in 
dustrial and agricultural prosperit; 
in the last decade, is still complain- 
ing that the Pony Express doesn’: 
deliver the mail fast enough. 

Young man... and young woma" 
. .. Go West and grow up with the 
greatest market .. . Virtually un- 
touched . On the face of the 
earth. 


parts and needs no adjustments. If you 
want true economy, plus performance 
. proven by over 85,000,000 installations, be 
WEA: : sure to specify Bendix Starter Drives. Your 
je inquiry will receive immediate attention. 


*REG. U.S. PAT. OFF. 


ECLIPSE MACHINE DIVISION of 


Sr 


AVIATION CORPORATION 
ELMIRA, NEW YORK 
Export Sales: Bendix International Division, 72 Filth Avenue, New York 11, N. Y. 
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IN ALL TYPES OF 
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© King Features Syndicate 


Can you name these famous bearded men? 


Their names are household words. 


One was a famous Supreme Court jurist. Another 
helped to open the West with his rifle. The third was the 
eighteenth President of the United States. You’ve seen 
their faces in school books and magazines. One even has 
his portrait on U.S. currency. 


Yet did you recognize Charles Evans Hughes? 
Buffalo Bill Cody? Ulysses S. Grant? Or did you only 
know the bewhiskered and bewildered gentleman on 
the right? 

He’s Der Captain, of course! And he sports that 
famous foliage only in the comics! 


Every week, twenty million people follow the Kat- 
zenjammers in PUCK, the only national comic weekly. 
Along with Popeye and Olive Oyl, Maggie and Jiggs, 
Dagwood and Blondie, they’re famous names to all 
America! 


Yes—PUCK’s personalities are famous—and so are 
PUCK’S many advertisers. For instance ... Dial Soap 


has been 4 years in PUCK! Wildroot Cream Oil — 
9 years in PUCK! Colgate Dental Cream —20 years in 
PUCK! All top sellers in their field! 


Is yours a mass-consumption product, too? PUCK 
can help you meet the narrowing profit margin in 
today’s market—help give you higher volume sales at 
lower advertising cost. See PUCK’s presentation, 
“Money-Markets and Media” and get the whole story. 


Ask for a showing today. 





The Only NATIONAL Comic Weekly —A Hearst Publication 
63 Vesey St., N. Y., Hearst Bldg., Chicago, 1207 Hearst Bldg., San Francisco 


21 


AUTOMOTIVE NEWS, OCTOBER 20, 1952 


PACKARDS 


Packard is really rolling with its 
advanced contour styling and 
prestige value at medium-car cost! 
Sales opportunities are better than ever 
under Packard’s new expansion program. 
Join the Packard Parade to Profit! 





REAT THINGS are happening at Packard, 
G where 1953’s most exciting line of new 
cars is about to be announced with all-out 
promotion help to dealers. 


@ This year has already brought many 
Packard dealers their best postwar business. 
Packard’s advanced contour styling has 
caught the eyes of motorists everywhere, 
and its prestige value at medium-car cost is 


setting a new buying trend! 


@ Used Packards, too, are in greater 
demand. Latest records in the Official Used 
Car Guide of the N.A.D.A. show ’51 Packards 
bringing up to hundreds of dollars more than 
other cars of comparable original cost. 





@ And Packard’s new price policy cover- 
ing the medium-price group has expanded 
the market over 60% for Packard dealers! 


@ If you are interested in getting ahead 
with the company that’s going ahead full 
speed, get information about franchises avail- 
able under Packard’s new expansion pro- 
gram. Write, wire or phone collect: F. J. 
WALTERS, Vice Pres. and Gen’l. Sales Mgr., 
PACKARD MOTOR CAR COMPANY, 
1580 E. Grand Blvd., Detroit 32, Michigan. 
Telephone WAlnut 1-5600. 


PACKARD 


ASK THE MAN WHO OWNS ONE 
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On The March! 



















Keep Nour Lye On PACKARD 
The Franchise With A Future! 












“A 


Reports from Various Areas .. . 
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Auto Market Page 


Hartford 


New-car sales continue to de- 
cline in Connecticut as used-car 
dealers report near-stagnation in 


their business, especially for late- | 


model used cars. 

Carl R. Lane, executive vice-pres- 
ident of the Connecticut Automo- 
tive Trades Assn., told AUTOMOTIVE 
News that new-car sales in this 
state decreased from 52,622 during 
the first eight months of last year 
to 39,754 in the like 1952 period. 


Meanwhile, one of the state’s 
largest independent used-car deal- 
ers quite bluntly described his 
business as “lousy all around, as 
far as I’m concerned, and I 
know that’s true of practically 
every other used-car dealer I 
know.” 


Another interesting aspect of the 





























The VASSAR...a Luxury Set 
in Finest Top-Grain Leathers 


This graceful set comes in eight matched 
pieces, to serve a Lady from a week-end visit 
to a cross-country tour. Smartly styled in 
choice of four fine leathers. Rich Rayon Satin 


linings with generous shirred pockets. 


some brass locks. Wide 2% inch leather 
bindings. Sturdy construction. Colors: Smooth 
Suntan or Ginger Cowhide...Brown Alligator- 
. . Antique White Rawhide. 


grain Cowhide . 


Dealer’s Lis 
No Item Cost Incl. 
750 14” TrainCase $27.50 $ 
752 21” Weekend 27.50 
756 24” Weekend 31.50 
753 26” Pullman 37.50 
754 18” Hat & Shoe 39.50 
755 21” Wardrobe 41.50 
757 29” Fortnighter 59.50 1 
758 29” Pullman 42.50 





Top and Sides 
Reinforced to “Take” 
Travel Shocks 





**Man's-Size"’ 
LIFE-TIME handles 


Matched Luggage for 


in Fine Top-Grain Cowhide 


Auto dealers coast-to-coast are sellin 


gage for extra profit and added service to their cus- 


tomers. Here are four ruggedly built, 


Contempo's lower prices. Wide diagonal bands of 
leather, double-stitched, reinforce top and sides, pro- 
tecting against travel shocks. Overlapping steel center 
frame gives added strength, makes bags dustproof. Neat 


tan lining, large pocket. Brass locks. 
tags included. 


. 252 Two-suiter 
Size: 24x 18 x 7/2" 


,;used-car business is the strong 
rumor from inforced sources that 
numerous postwar used-car dealers 
are over-extended on bank credits 
and that many of them have barely 
}enough credit or cash to add even 
one or two low-priced vehicles to 
their inventories. This is in contrast 
to the oldtime, long-established new 
and used car dealers, who seem 
to be enjoying good business be- 
cause of their reputations for re- 
liability. 

Many of this area’s industrial 
defense workers are selling their 
late model used cars to obtain 
funds for down payments on 
homes, especially since credit re- 
strictions have been lifted. If suc- 
cessful in peddling their late 
model vehicles, these persons 
usually buy old-model cars, “any- 


| thing just so long as it runs,” ac- 
| cording to one dealer. 

| After a definite summer slump, 
|the industrial employment situa- 
|tion here has brightened and may 
portend increased car sales in all 
price ranges. New government con- 
| tracts in a large electrical products 
| factory here, for example, have in- 
creased from four to five and one- 
half days that the factory now is 
| working in comparison with recent 
months, plus enough overtime hours 
to place its regular and newly hired 
employes in comfortable income 
brackets. 

Another favorable factor com- 
mon to this time of year is the 
trend to trade old or worn out ve- 
hicles for better, newer cars in an 
effort to avoid the cold-weather 
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750 





iE} E 


Gold-plated INITIALS 
with each case 
sent Loose... 
Easy to 


Hand- Attach 


t Price 
Fed. Tax 


51.00 
51.00 
57.00 
70.00 
75.00 
79.00 
05.00 . 
81.00 No. 755 
with 4 Hangers 





No. 258 Short Trip 
Size: 18x13. x5%" 


Men 


g Contempo Lug- 


practical bags at fj Style Ne 








Leather luggage 





io eet check) i 
1 (© (Ship Open Account. Bank references attached) i 


Color 


No. 250 Companion 
Size: 21 x 14 «x 7” 
No. 251 One-suiter 
Size: 24x 18 «5%," 


ie eee Saeed — on ee ee ee ee 6 oe oe eee ee ao 


j CONTEMPO Luggage Co. 170 Fifth Ave.,N.¥.C. 10,1 
{ Please ship the following numbers. 1 


C1 (Ship C. 0. D) ! 


Quantity Dealer's Cost] 


COLORS: Smooth Suntan or Ginger Cowhide. 

Style N D bf List Price | 
yle No. Item ealer’s Cost inc. Fed. Tax 
252 24” 2-Suiter $31.50 $62.00 
251 24” 1-Suiter 30.00 59.00 III i cacinsiiiseitiiteeilioete i cainitssiucicienn State.....su] 
259 21” Companion 26.50 52.00 | 
258 18" Overnight 23,50 6.00 ORR nnn nn 





Dodge Honors 8 of Dealer's Salesmen— 


Matt Reese (right), Memphis district manager of Dodge, presents certificates and 
pins to eight salesman from R. J. Young Motor Co., Inc., 1331 S. Broad St., New 
Orleans. The salesmen represent the largest group of Dodge 400 Club members from 
any one dealership in that area. Receiving the awards are (from left); John Stuber, 
sales manager; Joseph Calallaro, George Wedmeyer, Walter Gonzales, John Polizzi, 
John Elstrott, J. Walton Sherrouse and Joe Levy. 


troubles of the New England win- | August, when 7,294 cars were sold. 


ters.—(Thomas Marks.) 
+ * * 


San Antonio 
For the first time in five months, | 


sales of new motor vehicles in 
Bexar County (San Antonio), re- 
covering from the _ steel strike, 


showed an increase in September. 

Sales for the month totaled 

1,035 units, compared with 689 for 
August. The September figure in- 
cluded 868 cars, compared with 
543 the previous month, and 167 
commercial vehicles. 

Chevrolet led in new-car sales 
with 202, as against 146 Fords and 
68 Buicks. Among individual firms, 
Smith Motor Sales (Chevrolet) 
headed the list with 75 new cars 
sold. Milam Chevrolet Co. sold 72, 
and San Antonio Buick Co. sold 68. 

In the commercial-vehicle field, 
Chevrolet led with 47 units, Ford 
was next with 37, and International 
Harvester and White had 13 each. 
—(J. H. Reed.) 

7: 


x * 


Manhattan, Kans. 

September new-car sales in Riley 
County (Manhattan), Kans., topped 
those of August, according to the 
County treasurer's office. Sixty-five 
new units were sold in September, 
compared with 51 in August. 

Sales by make were: Ford, 17; 
Chevrolet, 15; Plymouth, 5; Pon- 
tiac, 5; Mercury, 3; Buick, 3; 
Cadillac, 2; Chrysler, 2; Packard, 
2; Oldsmobile, 2; Studebaker, 2; 
Dodge, 1; DeSoto, 1; Hudson, 1; 
Lincoln, 1; Willys, 1; Crosley, 1, 
and Henry J, 1. 

Used-car sales in September, at 
231, exceeded those of August by 
only two units. 

Truck sales slumped slightly in 
September to 10, compared with 
August’s tally of 12. Sales by make: 
Chevrolet, 6; GMC, 2; Ford, 1, and 
International Harvester, 1. 

Used-truck sales in September | 
totaled 32, compared with 34 in 
August.—(George M. Hunholz.) 

* * * 


Columbus, O. 

New-vehicle registrations in Co- 
lumbus, O., for the second 15 days 
of September showed an increase | 
in total sales as compared with the | 
earlier 15-day period. According to 
a report from the Columbus Auto- | 
mobile Dealers Assn., 753 passenger 
cars were titled during the latter | 
period as against 558 during the | 
first part of the month. 

Total new-car sales for the month 
were 1,311, well above the 902 reg- 
istered for August but 174 cars few- 
er than the same month a year! 
ago. 

New-truck sales for the month 
totaled 154, or 29 more than titled | 
during August. In the second half, | 
83 new trucks were sold as com- 
pared with 71 in the first 15 days | 
of September. 

By makes, the new cars regis- 
tered in September included: 

Buick, 100; Cadillac, 31; Chevro- 
let, 239; Chrysler, 38; DeSoto, 23; 
Dodge, 65; Ford, 246; Henry J, 5; 
Hillman, 1; Hudson, 26; Jaguar, 2; 
Kaiser, 5; Lincoln, 9; MG, 3; Mer- 
cury, 48; Morris, 3; Nash, 39; Olds- 
mobile, 73; Packard, 23; Plymouth, 
194; Pontiac, 88; Studebaker, 40, 
and Willys, 6.—(Bert Strang.) 

+ ~ * 





Detroit 
New-car sales in Wayne County 
for September totaled 10,551, ac- 
cording to a report of the Detroit 
Auto Dealers Assn. The figure 


THE DALLAS 


Used-car sales, however, fell off 


|a bit during the month, the report 
|showed. September sales were to- 


(Continued on Page 59, Col. 1) 


CALL IT 





.tt’S AN appealing 
advantage of 
NEWS 


e Nothing under the sun’s so stim- 
ulating to romance as the mesmefiz- 
ing influence of a full moon. 


. .. and nothing in North Texas is 
as enhancing to a sales story as the 
impelling influence of The Dallas 
News. The News’ way with North 
Texans is urgent. Conveyed to ad- 
vertising, it quickens acceptance 
and rouses sales activity. 


e@ When you're courting sales in 
North Texas, nothing’s so stimulat- 
ing as this potent influence of The 
News—upon a larger circulation in 


| a larger, 72-county market. You've 


a right to anticipate a greater return 
from your advertising in The Dallas 
Morning News. 
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marked an appreciable gain over! CRESMER & WOODWARD INC. REPRESENTATIV®S 








a 


** we.” 


nd 
Dw 
>m 
er, 
zi, 


Ss 
m- 
iz- 


; 1S 
-he 
las 
‘th 


id- 


ice 














Supreme Court Bars 


To Bypass Interest Limitation 


ATTLE ROCK, Ark.—The Ar- 
kansas Supreme Court has ruled 
that the proposed “Modern Con- 
sumer-Credit Amendment” to the 

ate constitution cannot be placed 

the ballot for the Nov. 4 elec- 
tion because the title is “mislead- 
ing.” 

The proposed amendment fol- 
lowed a Supreme Court ruling last 
spring, in which certain service 
charges by loan companies handling 
installment paper were held to be 
usurious. The court issued a warn- 
ing at that time that any imposi- 
tion of total interest and service 
charges above 10 percent on time- 
payment loans would be construed 
as a violation of the constitutional 
prohibition of interest above that 
figure. 

The opinion specifically classi- 
fied service charges for collection 
of loan payments as a part of the 
total cost of handling the loan, 
to be included with interest. 


Following the earlier court rul- 
ing, the Arkansas Automobile Deal- 
ers Assn. led a statewide movement 
to seek a method of offsetting the 
adverse ruling, and was joined in 
the movement by the Arkansas 
Butane dealers, Arkansas hard- 
ware dealers and Arkansas furni- 
ture dealers associations, 


The group held a statewide meet- 
ing at Little Rock, formed the 
Arkansas Consumer Finance Assn. 
and made plans for circulation of 
petitions to initiate an amendment 
to the state constitution which 
would bypass the court ruling by 
authorizing the legislature to de- 
clare specifically which charges on 
loan payments are to be classified 
as interest. 

Petitions containing more than 
50,000 signatures of qualified vot- 
ers were filed with Secretary of 
State C. G. Hall early in July, 
asking for inclusion of the pro- 
posed amendment on the fall bal- 
lot. 

Then four Little Rock residents 
filed a petition asking the Supreme 
Court to prohibit the secretary of 
state from placing the proposal on 
the ballot. 

The court’s latest ruling declares 


NASCAR Urges 
Campaign to Cut 


Racing Hazards 


DAYTONA BEACH, Fila—In a 
move to improve safety conditions 
on auto-race speedways, E. G. 
(Cannonball) Baker, commissioner 
for the National Assn. for Stock 
Car Auto Racing, invited members 
of the contest boards of major rac- 
ing associations to a joint session 
in Philadelphia last week. 

“There are many ways that auto 
racing can be made a lot safer for 
both contestants and spectators and 
yet take none of the thrill out of 
the sport,” Baker declared, “I be- 
lieve that with the cooperation of 
all racing associations, we can 
achieve that goal.” 

Baker issued invitations to the 
American Automobile Assn., the In- 
ternational Motors Contest Assn., 
the Sports Car Club of America, 
the American Race Drivers Assn., 
the Central States Racing Assn. 
and the American Motorcycle Assn. 


Ford Is Offering 
Tinted Glass 


DEARBORN. — Tinted safety 
glass, which lets the “seeing light” 
in, cuts down heat and glare, and 
improves visibility, is now avail- 
able on all 1952 Ford Crestline and 
custom-line models. Known as 
“I-Rest” safety glass, it is evenly 
tinted in a light green color. 

Advantages, according to L. W. 
Smead, Ford division general sales 
manager, are: Protection of the 
driver’s eyes from glare of sun, sky, 
snow, water or oncoming head- 
lights. 

By reducing ultra-violet and 
infra-red rays coming into the car, 
the new glass also cuts down un- 
wanted heat and reduces bleaching 
or fading of upholstery. Glare re- 
duction also improves visibility of 
distant objects. The new glass is 
factory-installed at extra cost. 
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Ark. Credit Vote Blocked 





Proposed Amendment 


that the ballot title contains “sugar- 
coated language in the hope of 
subtly winning the voter’s approv- 
|al,” and says that the purpose of 
| the proposed amendment is to le- 
galize loan - company _ service 
charges and credit-price differen- 
tials that previously have been re- 
garded as usurious. 


“The voter, after reading this 
ballot title, could not be blamed 
for supposing that the measure 
would tend to restrict charges 
other than interest, when as a 
matter of fact, its purpose is 
quite the contrary,” the court 
opinion said. 


The opinion also said that use of 


Metin 


OF SMOOTH, SURE 
STOPS! 


THE 


FINEST POWER BRAKING SYSTEMS 


More than two and a half million installations have made 
Hydrovac the undisputed leader in the field of power braking. 
And now Bendix Products offers Air-Pak, an air-hydraulic unit 
similar in design and principle to the Hydrovac. Air-Pak 
changes air pressure into hydraulic pressure by means of two 
direct connected pistons, thus combining all the well proven 
advantages of hydraulic brake action with an air brake system. 


Products of twenty-five years of practical braking experience, 
these outstanding power braking systems offer faster, more 
positive and better controlled braking. And in both the vacuum 
and the air actuated units, brakes can be applied instantly by 
foot power alone—a safety factor of tremendous importance. 


Remember, regardless of size of vehicle or whether your 
preference is for vacuum or air brakes, for the industry's finest 
power braking systems be sure to specify Bendix* Hydrovac* or 


Bendix Air-Pak. 


BENDIX - tivisions SOUTH BEND 


Export Saies: Bendix International Division, 72 Fifth 
Ave., New York 11, N.Y. « Canadian Sales: Bendix- 
Eclipse of Canada, Lid., Windsor, Ontario, Canada 
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Detroit Dealers Aid Gridders— 

Members of the Wayne University (Detroit) football squad look on as Head Coach 
Lou Zarza (center) accepts a $2,500 check from John J. Hettche, Detroit Ford dealer, for 
renewal of the John J. Hettche Student Activity Awards for Athletics. Standing are 
(from left): Jim Johnston, Dick White, Walter Romanski, Leo Parnagian, John Rondo, 
Joe Trepiak, Zarza, Roger Craig, Carl Andrews, Mario Caruso, Dick Lisabeth and 
Hettche. Sitting: Frank Bennett, Roger Parmentier, Al Gnesda, Jerry Sauve and 
Dick Brown. 


the word “modern” in the proposed ) dissenting opinion, said that he op- 
ballot title is misleading and is “a| poses the amendment personally, 
form of salesmanship.” but thought the voters should be 


Chief Justice Griffin Smith, in a] given an opportunity to vote on it. 
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PREG. v. 5. PAT. OFF. 
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|Michigan Roads 


Get Atomic Aid 
In Unique Study 


LANSING, Mich.—The atom is 
going to work on Michigan high- 
way problems. 

State Highway Commissioner 
Charles M. Ziegler said his depart- 
ment’s Michigan State college lab- 
oratory will use nuclear isotopes to 
study concrete durability, highway 
paint durability, structural steel 
corrosion, causes of concrete road 
surface failures, and improved ice 
control. 

“Through the tests,” said Zieg- 
ler, “we hope to find out if these 
radioactive materials can be used 
successfully in everyday testing op- 
erations at a great savings of time 
and money, and at the same time 
provide more accurate results for 
the building of better highways.” 
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Roundup from State Capitals .. . 


oLegisla lion Affecting Anke Sndustry 


By Bethune Jones 


Legislative Correspondent 


a ae legislative and administrative attention 
being given to highway safety problems is reflected in 
developments of automotive significance reported from state 
capitals. Connecticut’s State Legislative Council, for ex- 
ample, will recommend the enactment next year of a highway 


safety program including® 


compulsory periodic inspec- 
tion of motor vehicles, peri- 
odic reexamination of drivers and 
expansion of the State Police high- 
way patrol. 

Another proposal of the interim 
study group would put issuance of 
driver’s licenses on a _ two-year 
basis, with expirations falling on 
the birthdates of the drivers. 

The South Dakota Legislative 
Council’s highway committee has 





recommended the 
1953 enactment of 
a driver’s license 
law and a com- 
panion motorists’ 
financial respon- 
sibility law. 

The committee 
also called for 
laws to require 
all new motor ve- 
hicles to have 
directional turn 
signals; to pro- 





WE’RE ALWAYS ADDING TO OUR 
LINE BEZAUSE AS THE LEADERS 
IN OvR FIELO TIRE MANUFACTURERS 
TURN TO SCHRADER WITH THEI2 
PROBLEMS AND THE SOLUTION 
USUALLY MEANS SOME 


NEW SCHRADER 


WE'VE S0T EVERYTHINS 


YOu NEE? To 


REG. U S PaT OFF 








| hibit “tailgating,” or traveling too 
| close to the preceding vehicle, and 
to require trucks and trailers to 


have rear-wheel flaps or fenders. 


Gov. Dan Thornton, in a prece- 
dent-setting move, declared a 
formal state of emergency in Colo- 
rado and called for a mobilization 
of all law-enforcement officers and 
State departments to combat a 
mounting highway death toll. 

He demanded the assessment of 
maximum penalties against traffic- 
law violators, “including jail 
sentences, where justified in cases 
of flagrant violations.” 

+ + + 


Accent on Watchfulness 


— emergency order 
directed the State Motor Ve- 
hicle Division to keep a close check 
on drivers involved in accidents, 
and also called for special emphasis 
on establishing safety roadblocks 








throughout the state and a concen- 
tration on truck inspection. 


Proposed legislation to require 
Statewide inspection of passenger 
cars in Illinois is being studied by 
the State Legislative Council. 
Trucks already are required to 
undergo such inspections. 


New Jersey motor-vehicle in- 
spection stations now are enforc- 
ing new headlight requirements, 
calling for a higher setting of 
bright beams. William J. Dear- 
den, acting director of the State 
Motor Vehicle Department, said 
the new headlight standards 
were aimed at “giving cars as 
much driving light as possible 
without dangerous glare to ap- 
proaching motorists.” 

California legislation to limit 
judgments in highway accident 
cases was proposed to the Assem- 
bly’s interim committee on the 
judiciary during a recent hearing 
at which it was charged that 
awards were excessive and were 
causing insurance rates to go out 
of line. 

Suggesting that the principle of 
the State workmen’s compensation 
law be extended to motor-vehicle 
accident cases, Assemblyman 
George D. Collins jr., San Francisco 
Democrat, declared that  settle- 
ments should be made without re- 


... ou made us the only 
tire valve manufacturer 
with a fall line! 


YOU'RE RIGHT, AN? 
THAT'S WHY WE LOOK TO 


SCHRADER NOT ONLY FOR 





TIRE VALVES BUT ALL 
RELATED ITEMS ANP 


SERVICE. 
Nn 


NOT ONLY DOES SCHRADER. 
MAKE A COMPLETE LINE OF TIRE 
VALVES ANP THE IMMEDIATELY 
RELATED ITEMS, BUT WE MAKE 
EVERYTHING CONNECTED WITH 
PROPER SERVICING 


FIRST NAME 
FOR ORIGINAL EQUIPMENT AND REPLACEMENT 


'M AWARE OF 
THE FACT THAT 
SCHRADER 
SUPPLIES OUR JA. 
REPLACEMENT fe 
> » PARTS... & 


NOT ONLY THAT 6UT 
WE MAKE GAUGES, 


QUILK-ACTING 
COUPLERS, Aiz 


h CHUCKS,,, ALL TYPES 





OF AlR SERVICE 
ACCESSORIES. 


Schrader business is built on the basis of com- 
plete service to the tire industry. That’s why we 
must maintain a complete line—you require it 
of us! We want to help you make your tires give 
better service and last longer. That’s why 
Schrader offers you the largest and most experi- 
enced research and manufacturing facilities. 


Is the solution to your tire valve problem an- 


other new Schrader product? 


A. SCHRADER’S SON, 470 VANDERBILT AVE., BROOKLYN 17, N. Y. 
Division of Scovill Manufacturing Company, Incorporated 


IN TIRE VALVES 





Aids Dimes Drive— 


S. A. Skillman, Studebaker tri-state re 
gional manager in Pittsburgh, has been 
named campaign chairman for the Alle 
gheny County March of Dimes drive. 
Skillman (standing) discusses plans with 
Judge Harry M. Montgomery, chairman of 
the Allegheny County chapter of the Na- 
tional Foundation for Infantile Paralysis. 


gard to negligence and urged that 
a State commission, instead of 
juries, adjudicate claims. 

* * * 


Insurance Rates Upheld 


N OPINION handed down by 

the Massachusetts Supreme 
Judicial Court held that the 1952 
compulsory motor-vehicle liability 
insurance rates, as fixed by the 
state insurance commissioner, were 
neither excessive nor inadequate. 
Rejected by the court were peti- 
tions of 63 insurance companies for 
higher rates and a petition by Rep. 
Harold W. Canavan, of Revere, for 
lower rates. 

A bill calling for a statewide 
referendum in 1954 on a proposal to 
repeal the Massachusetts compul- 
sory-insurance law already has 
been filed for consideration by the 
1953 legislature. Similar proposals 
have been defeated in the past. 

Toll roads still hold the spot- 
light in highway financing and 
construction developments. Penn- 
sylvania’s State Turnpike Com- 
mission cleared the way for a 
construction start this year on its 
33-mile Delaware River extension 
with the sale of a $65,000,000 
revenue-bond issue. 

To run from the turnpike’s pres- 
ent eastern terminus at King of 
Prussia to a point on the Delaware 
River about half a mile south of 
Edgely, the extension will connect 
with a projected bridge and link 
to the New Jersey Turnpike. 

Meanwhile, the New Jersey Turn- 
pike Authority asked its bond- 
holders to approve a new $20,000,- 
000 revenue-bond issue to finance 
turnpike improvements and exten- 
sions, including links to the Penn- 
sylvania Turnpike and the New 
York Thruway. 

* 


x ® 


Another Bond Proposal 
Ts New Jersey State Highway 
Authority, a new agency set up 
this year within the State Highway 
Department, is campaigning vigor- 
ously to obtain public approval at 
the November election of a refer- 
endum proposal to place the State’s 
credit behind a $285,000,000 revenue- 
bond issue to finance completion of 
the 180-mile Garden State Parkway 
as a toll facility. 

West Virginia’s State Turn- 
pike Commission, at this writing, 
is taking steps to obtain addi- 
tional legal and _ engineering 
information as to the means by 
which it might comply with an 
order by Gov. Okey L. Patteson 
directing it to build the State’s 
projected new toll highway as a 
multiple-lane divided turnpike, 
instead of a two-lane facility. 

Patteson’s order was based on an 
attorney general’s ruling that con- 
struction of a two-lane highway, as 
the commission had intended, 
would violate the State’s turnpike 
enabling act. 

Possibility of new legal snarls 
faced the Ohio Turnpike Commis- 
sion as the result of action taken 
by a small group of toll-road op- 
ponents seeking to have the U. S. 
Supreme Court upset the Ohio Su- 
preme Court’s validation of the 
State turnpike enabling act. Mean- 
while, construction has started on 
a 241-mile cross-state superhigh- 
way. 

Surveyors are at work in Maine 
estimating the location and costs 
of a projected 60-mile extension of 
the Maine Turnpike to Augusta by 

(Continued on Page 69, Col. 1) 
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Service and Used-Car Reconditioning 


A Regular Monthly Section for Those Who Maintain America’s Motor Vehicles 





Great Need Seen for ATAM Study . 





Search for Shop Costs 


[OW that we are approaching a 
period where many dealers feel 


was not getting back even the cost 
of writing it on over 43 percent of 


ministrative salary is charged to 
the shop. 





Backshop 


-++ by Jack Weed 
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and general manager, Tennessee 
Automotive Assn., and T. E. Han- 
ika, manager, Indianapolis Auto- 
mobile Trade Assn., and will be 
known as the Service Department 
Study Committee. 

It will be the task of this com- 
mittee to obtain actual dealer 
records, on a confidential basis, 
of present practices in charging 
expenses to and crediting earn- 
ings of the service department, 
exclusive of parts sales. 

This means the obtaining of cus- 
tomer labor returns, sales of oil 
and grease from the lubricating de- 
partment; other incomes such as 
are derived from the wrecker 
truck, salvage sales, and profits 
on work that is let out to other 
shops, and other incomes in rela- 
tion to the total overhead, includ- 
ing both fixed and variable 
expenses. 

+ s z 

— is great need for such a 

study. Recently one of the 
larger factories made a review of 
its flat-rate prices and found that 
sufficient time had not been allo- 
cated in the flat-rate structure to 
cover putting of the car in the stall, 
taking it out and the time it took 
to obtain the tools and parts neces- 
sary to do the required work. 

After allowing for these items 
it was found advisable to increase 
the flat-rate prices about 20 per- 
cent. Another large company au- 
tomatically adds 16% percent to 
their time studies to take care of 
these incidental expenses. 

Another factor that shows the 
need for such a study is the diffi- 
culty found at present in determin- 
ing the cost of writing a service 
order. In one shop, when just the 
fixed non-productive expense plus 
the cost of the forms was used in 
determining this cost, it was found 
that the cost of writing a service 
order was slightly in excess of $1.50. 
But when the fixed and variable 
overhead of the department was 


know what his actual shop ex- 

pense is. 

He must know if he is charging 
all of the items of expense to his 
shop that legitimately belong there 
or, on the other hand, if he is 
charging his shop with costs that 
should be borne by the new or used- 
car departments. 

* * * 

NTIL a dealer knows his over- 

head, it seems practically im- 
possible for him to know how to 
correct conditions in his service 
operation to the extent that he 
could obtain an 80 percent absorp- 
tion percentage, which is generally 
felt essential to profitable opera- 
tion. 

In approaching its study of 
shop costs and profits, the ATAM 
committee points out that it has 
already noted that many dealers 
devote a great deal of personal 
time to service customers, han- 
dling labor problems, making ad- 
justments, acting in supervisory 
and other activities, yet no ad- 





Lining ‘Em Up— 


items is another common error. 


According to the committee, be- 
cause profits from new-car sales 
and some other sources are going 
up, greater attention has been 
given to these profitable depart- 
ments, while increasing shop losses 
have been constantly absorbed. 

No general effort has been 
made to expose the service de- 
partment to the light of scrutiny 
to learn the various percentages 
of cost which would result in a 
self-supporting operation. 

No one seems to know whether 
customer hourly rates are too low 
or whether any particular phase of 
the service department costs are 
too high. There is simply no rule 
of thumb to go by. 

* Es * 
[= WILL be the purpose of this 
survey to glean whatever facts 
are available and if weaknesses or 
shortcomings are exposed, such in- 
formation will be submitted to the 
(Continued on Page 29, Col. 1) 


St. Louis, was the first accredited 
soothsayer to give me this uplift 
and he spoke to us at the fifth 
annual convention of the Truck 
Body & Equipment Assn. meeting 
in St. Louis. The other was G. 
Sidney Houston, business econo- 
mist for the First Bank Stock 
Corp., of Minneapolis, who gazed 
in his crystal ball—and also for- 
tified his remarks with some ba- 
sic figures—at the 39th annual 
convention of the South Dakota 
Automobile Dealers Assn., where 
I “sang for my dinner” on Sept. 
22. 

Neither of these experienced fig- 
ure jugglers even hinted that auto- 
mobile sales were going to return 
to the rosy state that has existed 
since the resumption of postwar 
production until the present time. 
In fact, both of them were careful 
to point out that, despite our great 
growth in population, and the num- 
ber of new families that will come 
into being, the dealers of this in- 
dustry will still have to get out and 
sell the trucks and cars that is 
their established allotment. 

*~ * 


” 

Wailing Wall 
A= neither of these prophesiers 

of business trends held out any 
encouragement for long _ profits. 
They both seemed to indicate that 
from now on out, due mainly to in- 
creased productive capacities and 
a leveling out of the worth of the 
dollar, dealers would have to trade 
and look to each department of 
their business for part of the profit 
that makes the whole dealership a 
profitable operation. 

Which makes me feel that now 
is none too soon for many dealers, 
who have been drifting along 
sweetly and contentedly on an up- 
stream current, to make it a prac- 
tice to get back of that “wailing 
wall” in their business and see 
what goes on. They should go back 
there with the eyes of the custom- 
if they were 


self into his office and works up a 

“special” that’ will put that equip- 
ment back to work and gets the 
promotion announcing the deal in 
the mail as fast as possible. 

He finds it easier and more ef- 
fective to get his shop force on the 
ball this way than to keep contin- 
ually having to sell them on selling 
the services that will keep his 
equipment busy. 

+ + * 


Maldistribution 

T’S A sad comment on the abil- 

ity of his service manager and 
service salesmen that he has to do 

this, but he admits to it, and I’ll 
make no comment. 

At this South Dakota dealers 
“hassle,” however, I did run into 
something that took me traveling 
for several weeks hack in the days 
immediately following the resump- 
tion of heavy postwar production 
—and that is the complaints of the 
dealers in the small towns on mal- 
distribution. 

This time it is hitting them 
particularly bad, since used-car 
dealers with low overheads are 
now able to go to auctions where 
some of the volume boys are 
“sluffing” and, for as little as 
50 over, pick up new cars at less 
than the new-car dealers can lay 
them down in their own home 
towns. The used-car boys drive 
them to the small towns, add a 

hundred dollars’ profit to the 
price they pay and not only un- 
dersell the dealer in that make 
of car in his own backyard, but 
in many cases are able to show 
more new cars on their lots than 
the franchised dealer gets in 
months. 

A number of dealers in South 
Dakota told me this was happening 
to them, and I have the case of 
two dealers in one small Tennessee 
town who declare the same thing 
is happening to them. 

So despite what some of the fac- 
tory sales heads may say, it isn’t so 


ler in mind and see, 
the proud owner of a new automo- 
bile, that they would feel happy 
about driving into their shop for 






Instructions on proper headlight-aiming procedure have been dispatched to all Gen- 
eral Motors dealerships as part of a nationwide campaign to cut accidents. Shown is 
a mechanic checking the beam pattern of a car's lamps on a screen located 25 feet 
in front of the car. The screen and the car should rest on a fairly level garage floor. 


spotty or isolated that it should be 
ignored. 
Despite this “knife in the back,” 
most of the dealers in the small 
(Cc jontinued | on | Page 28, Col. 1) 


taken into account, the cost of 
writing a service order ballooned 
to over $3 per repair order. 

* ” os 

















ON THE basis of a $1.50 cost of 








By Bernie Thomas 
Associate Editor 

OVEMBER will be “Aim Your 

Lights” month at General Mo- 
tors dealerships throughout the 
country. GM dealers have been 
pledged to check the lights of every 
car that comes into their place of 
business during the month. 

It is hoped that dealers in other 
lines will join in and that the 
program will be continued on 
some basis into the future, since 


the risk of death in an accident 
is said to be tripled at night. 


writing the order, this dealer] Lamp-aiming machines wore also available for this job. 


General Motors Launches ‘Ai 


soon, there will be legislation forth- 
coming to make motoring an al- 


GM’s “Aim Your Lights” cam-| most unbearable activity. They don’t | 


paign is one that reflects the auto 
industry’s increasing concern for 
the safety of its customers, and 
concern for itself as a thriving seg- 
ment of the nation’s economy. 

+ * * 
pNDvustRy people are convinced 


that, unless the operation of 
motor vehicles is made more safe 


think there is time for such things | 
as better roads that will eliminate 
headlight glare. 

GM’s “Aim Lights” promotion 





Service Highlights 


Tips on Welding Page 65 
New Products ................Page 36 





| 


They should check that shop 


has been inspired by the Assn. | 
of Motor Vehicle Administrators. | 
They are the people who have | 
the assignment of approving or 
disapproving the equipment in- 
stalled on all cars. 

The motor vehicle chiefs have 
told auto makers in no uncertain 
terms that, in their opinion, one of 
the major causes of night accidents 
is the glare of on-coming head- 
lamps. 

It is no secret that most of the 


m Lights’ Month 


auto accidents, which result in fa- 
talities, occur after sundown. 
OTOR 


* * * 
\ vehicle administrators 
+ insist that the number of fatal 
accidents could be appreciably low- 
ered, if the headlamps on all cars 
were in proper aim. For example, 
road tests prove that a headlight 
only one degree out of focus throws 
a beam that is five feet too high 
at a distance of 300 feet. 

Since being alerted to the light 

(Continued on Page 32, Col. 1) 
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Backshop .. . 


(Continued from Page 27) 





by Jack Weed 








towns I talked with during the 
meeting were crying for more new 
cars and light trucks. They say 
they are being starved to death and 
are losing profitable deals to the 
used-car boys and to volume deals 
in the larger cities. 

I got quite a bang talking to 
these South Dakota dealers for an- 
other reason. Ten out of 14 sell 
tractors and farm machinery, as 
well as cars and trucks, and say 
the two lines work beautifully to- 
gether. I got that percentage by 
quizzing 14 dealers in one “hos- 


like us newsmen, one could get a 
good view of the layout 
. * * 


The Worm Turns 


HARVESTER and Goodyear put 
on their most excellent lunches, 
complete with “grand opry,” while 
GMC really went to town with its 
dinner dance—you kinda felt out of 
place without “soup and fish.” 
Putting the steam behind their 
selling organizations upset the 
schedules of Ford, Dodge and 
GMC. A regional managers meet- 
ing at home office kept Ford’s 
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and Bill Schumacher, W. K. Perk- 
ins, dour Sam Houston et al of 
Harvester, however, were here early 
and stayed late. In fact, now I am 
not so happy that Red Pierson of 
Harvester came at all. For years 
now I have been able to take the 
opposite on any baseball or foot- 
ball game with Red and collect. 
But the worm has turned and 
now he has me shelling his money 
back to him—he took the Yanks 
in the last game. When the Bums 
filled the bases in the eighth and 
couldn’t get those two needed runs 
across, I knew that either my luck 
had run out or Red had had an- 


other lease on life. 
* 7 * 


He Gets Only Fatter 





pitality room” one day. One of the 
dealers not only had two widely 
different car lines in the same 
small town of less than 5,000 pop- 
ulation, but had a different farm 
machinery line hooked up with 


each car line. 
o 


Kimbrough and his gang from 
getting here until Thursday. 
Dodge’s Bill Woolsey and Al Nute 
didn’t get down to man the 
Dodge “Oyster bar” until late 
Tuesday, and GMC’s Roger Kyes 
and his gang had to fly down 
from Lake Placid where they had 
been attending a GM “wassle” in 
order to host their fine party. 

Nev Bauman and his White gang, 




















Fine Idea 
ESTER A. OLSON, Bison Motor 
Co. (Ford), Great Falls, Mont., 
is chairman of a committee of the 
Montana Automobile Dealers Assn., 
that is trying to do something 
about safety in its area. Every 
month they mail a bulletin to each 
of their members suggesting a new 
“thought for the month.” 

The August bulletin suggested 
checking the lights of all cars that 
come into every dealership, and 
checking both beams in the head- 
lamps. The September bulletin sug- 
gested a Safety Lane where they 
could check the lights, horn, steer- 
ing, windshield wipers and brakes 
on every car that comes in. 

I think that this is mighty fine 
promotion, and if Les can get 
even one out of every four deal- 
ers to do these things, the dealers 
in that area won’t have any bad 
customer relations to worry 
about. And they’ll also increase 
the number of items per repair 
order and increase shop profits 
doing it, too. 

Don Teetor, chairman of the 
J. O. C. of the “biggest show in 
the industry”—the ASI show, com- 
ing up at Atlantic City next De- 
cember—is already beating the 
drums to get more top executives 
of the exhibitors to be in their 
booths at the show. He points out 
that most wholesalers attend the 
show to exchange ideas with the 
top management of their supplier 
accounts, and it is due them that 
the top management boys stick on 
the job to talk with the customers. 
That seems to make sense to me. 

* 
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The E in Carey 
D® I get my ears pinned back 

at the ATA shindig by my old 
friend and fishing host, Walter F. 
CarEy, for leaving the E out of 
his name in two successive squibs 
I had on him in my column. Not 
only did Walt give me a bad time 
about that missing E, just because 
Tony DeLorenzo of GM public re- 
lations put him on the grid for it, 
but he also made me eat crow over 
another remark I made. I said that 
his Michigan Trucking Convention 
was the kind of meeting I liked to 
report since there were no business 
sessions. There weren’t the day I 
was there, but Walt swears that 
there was a series of business ses- 
sions on Friday before I got to Tra- 
verse City and on Saturday after 
the day on which I attended every- 
thing. 

That’s just like Walt’s fishing 
deals—they were biting the day 
before he takes you out and they 
are sure to bite the day after— 
but on that day, well it’s a nice 
boat ride. 

The ATA big show was just as 
much an extravaganza this year as 
always. The hotels were crowded, 
the entertainment of the finest and 
the food and other hospitality the 
most lavish. 

Firestone returned to its Chicago 
“hit show” with a buffet supper 
this year. The Waldorf gave room 
enough to spread the “vituals” out 
so that, even though there was a 
crowd of some 2,300 truckers, their 
wives and other hungry mortals 





puysuc relations at this big truck 

show is breaking big time. Im- 
agine my surprise to run into Slim 
Barnard of the L. A. Examiner, 
Floyd Freel of the L. A. Mirror, 
Tom Dunigan of the L. A. Times, 
Floyd Maxwell, chairman of the 
L. A. newspaper association; Herb 
Wilson of the Chicago Herald 
American and Hal Foust of the 
Chicago Trib, covering the trucking 
newsbeat. Seems that the ATA will 
















they had better come down and s« 
what made the wheels go round 

Slim is the only one, to my 
knowledge, that knew what this 
show was all about. To the rest 
it is all new and wonderful, but 
Pll bet they don’t have any trou- 
ble filing a story every day for 
their home sheets. There was 
something going on at this shin- 
dig every minute of every day— 
and unfortunately, unless you 
have an unusually sound consti- 
tution, every night. It sure wears 
you down; that is nearly every- 
body but me and I get fatter 
on it. 

O, well. That’s one toughie out of 
the way. ASI is coming up, how 
ever, and I’m still not in the clear 
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Sports Cars in Store— 


Twelve autos were recently displayed 
by Sports Cars, Ltd., in the Sterling Lind- 
ner Davis department store in Cleveland. 
One was in the main show window, nine 
were on the main floor, one was on the 
second floor and one was on the third, 
according to Stan Blumenthal, of the deal- 
ership. E. James Foote, British vice-consul, 
cut the ribbon to open the exhibit. 


DeTamble’s Check Helps 


Ford-Legion Ball Club 


F. J. DeTamble, president of Twin 
City Motor Co. (Ford), Winston- 
Salem, N. C., recently presented a 
check to J. A. Jones jr., local Amer- 
ican Legion post commander, to 
help defray season expenses of the 
post’s junior baseball team. 

The Winston-Salem team won the 
district title this year. The program 
is co-sponsored nationally by Ford 
and the American Legion. 














show in Los Angeles next year and 
in Chicago the year after and these 
newshawks felt that, with all the 
agitation on trucks and good roads, 
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For specific information on 
the use of MoPar Chrysler- 
Engineered batteries inquire 
about application chart from 
any Plymouth, Dodge, De- 
Soto or Chrysler dealer. 
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Great Need Seen for ATAM Study . . . 


Search for Actual Service Costs 


(Continued from Page 27) 


planning committee of NADA for 
its use and the benefit of the trade. 


A continuation of service-depart- 
ment losses carries nothing but 
trouble for the dealer, his employes 
nd the public, according to the 
committee, while a correction of 
he problem could result in the 
lowing benefits: 


1. Improve the quality of service- 
department personnel. Dealers 
would then feel freer to invest in 
factory and other training pro- 
grams for their personnel. 

2. Minimize personnel turnover. 

3. Result in better service. 

4. Improve the employer’s posi- 
tion in highly competitive labor 

markets. 

5. Increase vocational mechanics’ 
training courses in high schools and 
other institutions. 

6. Improve working conditions. 
7. Improve public goodwill by 
minimizing the bickering of man- 

agement struggling to defend an 
already small income. 


8. Be the bulwark against labor 
unrest and trouble. 
* * * 


= ADDITION to the above eight 
points outlined by the Auto 
Trade Manager’s Assn.’s committee, 


Thompson Issues Folder 


On Fuel Booster Pumps 


CLEVELAND.—Thompson Prod- 
ucts, Inc., has published a folder 
describing its new double-end fuel 
booster pumps. 


These pumps were originally de- 
signed to meet special problems in 
jet plane construction, but Thomp- 
son believes they can be adapted 
to general applications in industry 
as a whole. 

The folder details the purpose, 
performance, construction, features 
and specifications of the pumps. 
Copies may be obtained by writing 
Thompson Products, Inc., Accesso- 
ries Division, 23555 Euclid Ave., 
Cleveland 17, and asking for “Book- 
let AD-152.” 


it might be well to add that a 
knowledge of the real costs of run- 
ning the service shop might be so 
shocking to many dealers that they 
would substitute better manage- 
ment for the inept guessing that 
has been prevailing in far too many 
shops. 

Just as the flat rate is looked 
upon as an excuse for the lack 
of good management in many 
quarters, just knowing the true 
costs of the service department 
will not rectify the lack of good 
management that has allowed so 
many service departments to op- 
erate at a loss. 


Now that service department and 
customer labor-sales profits are not 
only desirable but essential to a 
balanced operation, dealers should 
know if they are selling at least 
90 percent of the mechanic’s time 
they are paying for, if they are 
getting a full profit from every 
stall in their shop, and if they are 
selling the needed services that will 
switch those repair orders that are 


Nash 10-Point Award for Enyart— 








Enyart Motor Sales (Nash), Rochester, Ind., recently received the Nash 10-Point 
Select Dealer award. Shown at the presentation of the 10-Point plaque are from left: 
P. A. McKeown, Chicago assistant zone manager; F. J. Jelinek, district manager, and 
Emerson and Earl Enyart, owners of the dealership. 





now “loss leaders” to repair orders 
that show a profit as they go 
through the shop. 

In most cases increasing the 
number of items per repair order 
from the 1.44 that the Wolf Na- 
tional Survey now shows, to two 
or more will change a _ red-ink 
operation into a black-ink deal, or 


Use always-dependable 
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BATTERIES 
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Approximately one out of every two 
vehicles in use today will require a new 
battery this winter. So get ready now 
for this multi-million dollar battery sea- 
son by stocking and featuring MOPAR 
batteries. 

MoPar batteries are engineered espe- 
cially for Plymouth, Dodge, De Soto and 
Chrysler cars and Dodge “Job-Rated” 
trucks by the same men who designed 
and built these vehicles. They’re scien- 
tifically constructed to maintain plus 
power over maximum periods of time, 
at minimum cost. And their positive per- 
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formance is assured by constant produc- 
tion checks, careful laboratory and 
pre-shipment inspections and factory- 
fresh delivery. 

There’s a wide range of dependable, long- 
lasting MoParR batteries for every car 
and truck need—from 80 amp.-hrs. to 
135 amp.-hrs. capacity. Estimate your 
battery needs for the coming busy sea- 
son now .. . and place your order early. 
You can get MoPar batteries from any 
Plymouth, Dodge, De Soto or Chrysler 
dealer and from many general service 
and repair shops. 


at least put the dealer in a com- 
fortable position on his ratio of 
service gross to gross burden. 


No ’53 License Tags 
For Wisconsin Cars 


MADISON, Wis.—A million Wis- 
consin drivers will carry their pres- 
ent license plates for another year, 
the State Emergency Board has 
ruled. 

The board, headed by Gov. Wal- 
ter Kohler, decided that Wisconsin 
should waive issuance of 1953 plates 
because of the steel shortage. A 
saving of $370,000 in manufacture 
and postage costs for the plates 
will accrue to the state, the board 
was told. 

Motorists will again be issued in- 
serts for their current plates, as 
was done several years ago when 
the same expedient was used. 





DO YOU 
WANT THE FINEST, 
MOST COMPLETE 


DEALER 
FORMS 


In America Today? 


NEW CAR PURCHASE ORDERS. 
FAIR APPRAISAL SHEETS. 
“LET'S TRADE" PROPOSALS. 
SALESMAN'S DAILY REPORTS. 


“MY DAILY WORK" POCKET 
SIZE, PROSPECT & OWNER 
BOOK. 
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w EVERY FORM HAS BEEN PROVEN 
SIN SUCCESSFUL DEALERSHIPS BE- 
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USED CAR ORDERS "50-50." 
USED CAR ORDERS "AS-IS." 


O 
O 
(C] USED CAR MASTER CONTROL 
O 
O 


RECORD SYSTEM. 


SALESMAN'S USED CAR 
STOCK REPORT SHEETS. 


ESTIMATE OF NECESSARY 
REPAIRS FOR WRECKS OR 
MAJOR REPAIRS. 
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take AUTOMOTIVE, for example... 


Chevrolet, Dodge, Ford, Nash, Willys, Sealed Power and Auto-Lite use Quick. Here’s why: 


Quick readers earn more (median family income, Over half the cars owned by Quick families are 

$5,262) than readers of Life Look, Post or Collier’s. 1950 or later models. 64% of the Quick families bought 
their cars new. 

84% of Quick families own cars. And 23% of the 


Quick delivers a responsive car-buying market at tha J 


car-owning families have more than one automobile. _ lowest cost-per-thousand ($1.90) in the major weekly field! 
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GARDNER COWLES 
EDITOR 


Quick puts the world 
in your hand 


Circulation: 
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Safer Night Driving Is Goal... 


GM Dealers Launch 
‘Aim Lights’ Month 


(Continued from Page 27) 


situation, factories have checked , 
headlight aiming activity all over 
the nation. They reportedly found 
that nothing is being done to cor- | 
rect improperly aimed headlights. | 
That is said to be true at deal- 
erships which have made a post- 
war investment in light checking 
equipment. Factories say their 
surveys discovered that most of 
this equipment at dealerships has 








been merely gathering dust. 

GM. has asked all its dealers to 
spare no effort in November in 
carrying out a national program to 
make car owners more conscious 
of the importance of properly 
aimed headlights. 

+ * * 
4 te program is being promoted 
strictly on its merits—as insur- 
ance for the industry’s future and 
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a means of earning public good- 
will. 

There is, industry people agree, 
little chance to realize appreci- 
able service profits in checking 
lights. 

However, it is contended that 
dealers can at least break even 
from the standpoint of money on 
such work, and that the real prof- 
its of such a venture measure high 
in goodwill and in additional serv- 
ice department traffic. 

For proof that the average deal- 
er can use all the goodwill he can 
get, factories point to the NADA 
survey on the subject. 

* o * 


M HAS asked all its dealers to 
set up means to check head- 
lights properly starting Nov. 1, un- 
less they already have such facili- 
ties. Instructions on how to do the 


ry" 


a 


@ Casite makes any oil a faster oil . . . speeds it to the 


vital tight spots of a new engine . . . spreads it where it’s 


needed when it’s needed—not risky seconds later. 


Even finest oil is ““cold”’ and slow when the engine is 


first started. It needs help for the first few minutes, dur- 


ing the warm-up period, when most engine wear occurs. 


Casite gives it that needed help, gets it around to bear- 


ings, valves, pistons and other moving parts. 


Casite makes any oil a faster oil. Independent lab- 


oratory tests show Casite speeds the flow of No. 20 oil 


CASITE DIVISION, HASTINGS MANUFACTURING CO., HASTINGS, MICH. 


ae 
* - 


Casite cleans the engine, too. A pint 
through the air-intake, or in the gasoline, 
assures better and smoother engine per- 


formance. 








24% at 100°F., 42% at zero. This means oil is more fluid 
in cold motors, yet has the proper body in warm motors, 
so the engine gets ample lubrication at any temperature. 


And Casite gives your customers an added service in 


... Protects new engines 
from the start! 





More Long Weekends Urged 


WASHINGTON.—The National Assn. of Travel Organizations is 
urging the introduction into state legislatures of bills to schedule 
many of the major holidays on Monday in order to take advantage 
of long week-ends. 

Among changes proposed by the committee are these: Presidents’ 
day, third Monday in February, combining the birthdays of Wash- 
ington, Lincoln and Jefferson; Memorial day, last Monday in May; 
Independence day, first Monday in July; Veterans day, first Monday 
in August, combining V-J, V-E and Armistice days; Columbus day, 
second Monday in October, and Thanksgiving day, fourth Monday | 
in November. 

Stressing that no change in religious holidays is sought, the | 
association says that mid-week holidays do not allow time for | 
extended outings and often results in a serious absenteeism on days | 
following in many industrial plants. 





operations involved have already , headlamp counter display, window 
been distributed. | Posters and newspaper mats. 

For the typical GM dealer, par- To those dealers who do not 
ticipation in the program will also! have satisfactory equipment to 
involve direct-mail pieces, a small| aim lights, a diagram of a sim- 

= a ple headlight aiming screen is 
being made available. This screen, 
it is said, can be made inexpen- 
sively. 


GM’s Guide Lamp division has 
put up the money for a slide film. 
300 copies of which are being used 
in zone meetings all over the U. S 
Those responsible for the program 
are determined that the films will 
see maximum use. 

* + . 


NOFFICIALLY, the word has 

gone out to zone service per- 
sonnel that there is no reason why 
the “Aim Your Lights” program 
should not be a successful one. 


Unofficially, too, the factories 
themselves are willing to accept 
some of the blame for so many 
headlights on cars being in im- 
proper aim. Inspection on the as- 
sembly line in this matter appar- 
ently leaves something to be de- 
sired. Statistics show that man) 
new cars fail light tests at inspec- 
tion stations. 


However, a multitude of things 
can happen after a car is on the 
road to get its headlights out of 
aim—a dented fender, broken 
springs, etc. 

General opinion is that there are 
few cars on the road whose light 
aim couldn’t be improved. With 
millions of vehicles on the high- 
way, it can easily be seen that a 
tremendous service job waits to be 
done in this field. 

x . = 


war automobile lighting sys 
+"4. tems are also inadequate be- 
cause voltage systems are not op- 
erating ‘for maximum output and 
efficiency. 

For example, a 32-candlepower 
bulb is designed to burn 6.1 volts 
If the voltage varies, a sacrifice is 
made either in the amount of light 
coming out of the bulb or in the 
life of the bulb. 


During the past several years 
there have been times when few 
repair and replacement materials 
were available. As a result, it is 
believed, millions of vehicles are 
being operated today with light- 
ing that has deteriorated to the 
point where it is a public menace. 
Statistics proved beyond doubt 
that by far the greatest number of 
|accidents occur after sundown. It 
| appears obvious, say safety authori- 


| 


winter weather, when starting is a problem. Casite re- |ties, that a large number of these 


tards congealing of oil, lets the engine turn over and go, 


even in sub-zero temperatures. 


Add Casite to every crankcase... for easier engine 


break-in of new cars... for guaranteed quick starting in 


all cars, in coldest weather. 


Casite, Drout, Hastings Piston Rings, Spark Plugs, Oil Filters 





Casite gets rid of gum and goo, frees 
sticking valves and rings, lets the power 
zoom through. It's the quickest, easiest 
tune-up you've ever sold. 








Continued use of Casite keeps the engine 
fully protected, cuts startup wear to a 
minimum, keeps the engine keen, clean, 
free-running and powerful. 


Casite gets oil into hydraulic valve lifters 
quicker, helps the lifters function smoothly 
all the time. 


| accidents—and the resulting deaths 
and injuries—could be avoided if 
only drivers would take the pre- 
caution of keeping their lighting 
systems in proper repair. 
7 o > 

OWEVER,, it is realized that the 

average vehicle owner is only 
human and often neglects having 
work done on his car of the type 
that strikes him as being even 
more important than lighting. 


Then, too, light deterioration is 





| someone points out to the driver 
the importance of good lighting 


likely to be a gradual process, and 
for that reason completely escape 
Our- Las the attention of owners. 
| It is GM’s feeling that unless 
iy 


... GUARANTEES QUICK STARTING IN COLDEST WEATHER OY Double-Uc 


in relation to the safety of him- 
| self, his family and others, he 
| will continue to neglect having 
| necessary work done. 

| Each year new and better light- 
jing has been given to those whe 
buy the auto industry’s products 
Engineers work constantly to im 
prove new lighting systems. 

But it is no secret that most 
engineers feel that much remains 
to be done in the field of moto: 
vehicle lighting. 

Meanwhile, of course, the indus 
try must do the best it can wit! 
what it has—and that seems to b« 
one of the inspiration’s behinc 
GM’s “Aim Your Lights” program 
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Lawsuits Affecting Dealers ... 


Court D 


By Leo T. Parker 

Attorney at Law 
\/ERY peculiarly a recent jury 
* rendered a damage judgment 
favor of an injured 


1e higher court approved the ver- 

ct, although it is doubtful that 

ny experienced driver would have 
een injured under similar circum- 
stances. 

For example, in Gorcezynski v. 
Public Service, 68 Atl. (2d) 631, 
it was shown that one Dolly was 
operating her automobile on a 
learner’s permit. Hence, she was 
quite inexperienced in driving an 
automobile. 

The testimony showed that a bus 
traveling in the same direction 
passed Dolly’s automobile and 
stopped at a corner to discharge 
a passenger. Dolly’s automobile ran 
into the stopped bus causing severe 
injuries to Dolly and three other 
passengers in her automobile. Suit 
was filed against the bus company 
for heavy damages. 

During the trial Dolly testified 
that the only reason she collided 
with the rear of the bus was that, 
after passing her automobile, the 
bus made a sharp right turn 
front of her car without any notice 


or warning. Dolly’s three passen- | 


gers collaborated this testimony. 
* * EJ 


Presumption 


HILE it may be assumed with | 


considerable certainty that if 
Dolly had been an experienced au- 
tomobile driver she would have 
anticipated that the reason the 
driver of the bus turned sharply 
toward the curb was to take on or 
discharge a passenger, nevertheless 


the jury decided that the accident | 


resulted from the bus driver’s neg- 
ligence in turning in front of inex- 
perienced Dolly’s automobile. 

The jury held the bus company 
liable in damages to Dolly and her 
injured passengers. The higher 


court approved the jury’s verdict, | 


and said: 

“The verdict of a jury will not 
be set aside unless the verdict 
clearly evinces that it is the re- 
sult of mistake, partiality, preju- 


False Ads Laid 


To 2 Visor Firms 
WASHINGTON.—Charging false 


and misleading advertising, the) 
Federal Trade Commission last 
week issued a complaint against 
Visionade Visor Co. Inc., and 


Henry I. Sobel and Albert Roth- 
gart, co-partners, trading as Filter- 
zone Auto Vision Co., 641 Lexing- 
ton Ave., Brooklyn, N. Y. 

According to the complaint, the 
respondents are engaged in the 
manufacture and sale of automobile 
sun visors. 

The complaint cites seven repre- 
sentations as false and deceptive, 
including assertions that the 
Visionade visors fit most automo- 
biles, that they are made of a 
material called Plyotron not avail- 
able to other makers of visors, that 


these visors filter the infrared rays | 


of the sun, and that they have been 
approved by motor-vehicle bureaus 
of various states. 


Careful, Pop! 
Dealers’ Tiny Cars Teach 


Tots the Ropes 


PHOENIX, Ariz.—Laxity at the 
wheel can soon be expected to earn 
Phoenix fathers a stinging rebuke 
from Junior, aged 6. Red-faced 
Papa can blame the Phoenix New 
Car Dealers Assn. 

Members have donated 12 minia- 
ture cars, at a cost of $1,200, for 
use in two Phoenix grade schools. 
Youngsters from kindergarten 
through third grade are learning 
the rules of driving safety on a 
playground drivers’ course marked 
into 
with traffic signals. 


Instruction is supervised by the | 


Phoenix Police Department. 


N. H. Zoning Plea Filed 
Clarence E. Brouillet and Rich- 
ard A. Hooper have petitioned the 
Concord (N. H.) Zoning Board for 
authority to open a new and used- 

car salesroom at 84 S. Main St. 


inexperi- | 
ced driver of an automobile and | 


in 


lanes and blocks—complete 


ecisions 


dice or passion. A careful consid- 
eration of the testimony leads to 
the conclusion that there was 
ample competent evidence to sup- 
port the verdict of the jury.” 

Apparently the lesson taught by 


‘New Dodge Lab 
Set for Calif. 


SAN LEANDRO, Calif.— One of 
the most complete production con- 
trol metallurgical laboratories in 
the nation will be established by 
the Chrysler Corp. at its Dodge 
plant here to insure and improve 
the quality of airplane propellers 
which will be manufactured there, 
it was announced last week. Wil- 
liam C. Newberg, president of 
Dodge, said that the new laboratory 
will be under the direction of Vol- 
ney F. Landry, resident engineer 
at the plant, and A. T. Hanson, 
metallurgist. 











Inc., Chicago. 
















Charles R. Waller (seated), Presi- 
dent, and Harry Hollywood, Gen- 
eral Manager, Western Ave. Sales 


this decision is: Automobile drivers 
| should consider all drivers of auto- 
mobiles as being inexperienced and 
inefficient, until they prove them- 
selves otherwise. This is a good 
rule for drivers to follow in order 
to avoid liability for collisions and 


accidents. 
. * * 


|No Warranty 


oo a higher court held 
that if a contract contains a 
| Clause that the seller of an automo- 
|bile gives no “warranty expressed 
or implied” he is not liable to the 
buyer although the old model auto- 
mobile is represented to be a later 
| model. 


For illustrations, in Waterproof- 
ing Co. v. Murdock Acceptance Co., 
}104 N. E. (2d) 486, it was shown a 
buyer and seller of an automobile 
signed a contract which contained 
a clause that it was a 1945 model, 
when in fact it was a 1941 model. 

In subsequent litigation, the high- 
er court held that the seller was 
not liable on a warranty that the 
automobile was a 1945 model be- 
cause the contract contained an- 
other clause to the effect that the 
seller would not be liable on any 
warranty, whether expressed or im- 
| plied. 


* 
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mm over 2,000 service customers a month 


“We have chosen complete ARO lubrication equip- 

ment because of its speed and efficiency demanded in 

handling over 2,000 service customers a month!’—says 

Charles R. Waller, President, Western Ave. Sales Inc., 
- largest Buick dealer in Chicago and the Mid-West. 





Kiefers' Staff Ready for School— 


A new educational program for employes of City Chevrolet Co., 101-113 W. Mount 
Royal Ave., Baltimore, was introduced recently with the registration of 15 of the 75 
employes in night courses at the University of Baltimore. Louis and Jack Kiefer, presi- 
dent and vice-president of the firm, are offering employes with one year or more of 
service a night-school course without cost to the employe. Courses include accounting, 
sales, sales management, executive training, time and motion studies, and business 
management. Fourteen of the 15 enrolled in this first semester are (seated, from left): 
Charles Cramblitt, service salesman; Patricia Spedden, assistant bookkeeper; Dolores 
Bremer, bookkeeper; Isabelle Tucker, telephone operator, and Ray Linder, service sales- 
man. Standing are: Darden Cox, office manager and accountant; Lawrence Fowler, new 
and used-car salesman; Henry Koenig, parts and accessories manager; T. Edward 
Middleton, insurance agent; John G. Kiefer, general manager; Paul Spiegel, service 
salesman; Ivan Bryant, assistant service manager; Charles Zeller, truck service manager, 
and Adam Jabionski, used-car manager. Also enrolled, but not in the picture, is Bruce 
King, new and used-car salesman. 


{4 
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Note the combination of ARO overhead reels, wall 
cabinet units and portable drains . . . outstanding eye- 
appeal plus features to save time, improve service and 
increase lube profits! See your ARO Jobber. 


The Aro Equipment Corporation, Bryan, Ohio. 


ARO Equipment of Canada, Ltd., Toronto, Ont. 


Whe Leader! 
=e LUBE EQUIPMENT 


Also... AIR TOOLS ...HYDRAULIC EQUIPMENT... 


AIRCRAFT PRODUCTS ... GREASE FITTINGS 











talk about 


POWER STEERING ? 





N MATTER how sensational some new engineering improvements may be—or what they 
are—auto ads can’t sell cars in quantity unless they concentrate on the people who can 

afford the latest. For first and foremost, it takes buying power to steer a customer into an auto 
showroom. 

In fact, 66% of all cars are bought by family groups earning $3,000 to $10,000 a year. 

Where does an advertiser find these people concentrated? See for yourself: 


Percentage of Circulation in $3,000 to $10,000 Group: 


CE sasesissstissisviciniontis 72% 
BE iilacditceaketinccchgsmpbsniniinnitin 69% 
The Saturday Evening Post....68% 
Look (Biweekly).................. 69% 


Source: Stewart, Dougall Qualitative Survey 


Note: This year Collier’s readers will buy over 800 million dollars’ worth of cars. And they'll 
spend millions for repairs and service, too. 


It’s all because it’s just such people who are attracted by Collier’s vigorous editorial program 
—a journalism that is discussed, debated —and quoted more in newspapers—than any other 
weekly. 


Is there any kind of power more important to you than the buying power auto ads get in 
Collier’s? 
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Collier's Makes Things Happen 
in the Car Service Field, Too 


Three times a year, spring, summer and fall, Collier’s publishes a two-page 
feature on “Preventive Service,” stressing the importance of keeping cars in 


shape for top performance. 


Result: Collier’s readers are repair-minded ; spent millions of dollars last year 







€ for parts and accessories alone. 


The next such “Preventive Service” spread will appear in the October 25 issue. 


Collier's 
National Coverage 


Collier's | 


Makes Things Happen 











RED GRANGE 
/ Could 4 

Make the Varsity 
Today/ 


MOM ASOUT 


MAN on the MOON 
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The Crowell-Collier Publishing Company, Detroit Office: 
General Motors Building, Detroit 2, Michigan 








terial. The new signs and cards carry the 
same logos as are being used in the 
national ads, which appear in consumer 
and trade publications. Homer Lange, ad 
manager of DeVilbiss, said the sign was 
selected because of its versatility and 
adaptability. 


SHOWROOM 


HOUR: 
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NEW PRODUCTS 


and counter cards as identification ma-| hours. The all-plastic units are 12 inches | 








| neck of the lamp in a tight weatherproof |” 


| seal which withstands the highest heat 
land the most adverse weather conditions, | 


claims the firm. 


wide by 14 inches high, and are supplied 
with a chrome frame-and-stand of either | 


the pedestal or clamp type in various | 
heights. The firm is located at 13821 | 
Elmira Ave., Detroit 27. 

. s&s © | 





nolds, Dayton, O., offers this scheduling 





FOR DEALER SALES—DeVilbiss Co., To- 


ledo, manufacturers of spray - painting 
equipment, in urging distributors and job- 
bers to tie in with the company's national 
advertising, is now supplying them with 
a new Plastilux fluorescent sign, decals 


It’s Easy to 








KEEPING UP WITH TIMES—Shaw & 
Slavsky, Inc., has announced the develop- 
ment of two new, changeable copy signs 
designed to display showroom and service 


LAMP HOLDER — A weatherproof lamp 


holder has been perfected by Stonco 
Electric Products Co., Kenilworth, N. J. 
Called Stonco cushion-seal holder, the 


unit makes use of a high temperature, 


SPEEDS SERVICE JOBS—Reynolds & Rey- 


De- 
signed to enable service manager to route 
work through shop easier and more effici- 
ently and plan mechanics’ time more pro- 
ductively. When overtime work is assigned, 
the pointer is moved into a red field to 
show the number of overtime hours sold. 


attachment for repair-order racks. 


silicon rubber cushion-seal that hugs the 








Make COLORS 





with DITZLER’S exact-weight Color-Mixing Service 


© POSITIVE AGITATION 
® VISIBLE MEASURING 
© SIMPLE OPERATION 
® ACCURATE COLORS 



















DITZLER’S POWER AGITATION MAKES 
STIRRING MORE THOROUGH AND CONVENIENT 


@ Stirring a quart of base color may not be difficult when 







Almost any color... any time... any amount! 


a BE RIGHT when you make automotive paints for 
refinishing, mix colors the accurate Ditzler way! 


@ Ditzler has perfected a Color Mixing Service that is 
outstanding for accuracy, simplicity and thoroughness, 
because it combines exact measurement with positive 
agitation, 


@ Included in this service are a Formula Book con- 
taining more than 3,200 formulas for lacquers and 
enamels; a scale which permits pouring and weighing 
at eye level; agitating and pouring lids; a power stirring 





unit; and a supply of Mixing Lacquers and Enamels. 


@ No particular skill is required to get accurate colors 
with this equipment. You can duplicate factory-standard 
colors quickly and easily. This service is especially desir- 
able for large shops whose work is so heavy that waiting 
for colors not usually stocked would delay schedules; and 
for out-of-the-way shops where factory-standard colors 
are not speedily available. 





done by hand. But agitating a gallon in this manner is not 
very convenient and the result often unsatisfactory. To provide 
more positive agitation Ditzler has developed a small power 
unit so arranged that a series of one-gallon cans may 
agitated at one time. Each can is equipped with two-bladed 
paddles that can save many valuable hours. Spouts and 
paddles are easy to clean. These agitators can be tailored to 
a shop’s need. They are available at comparatively low cost 
in 6-, 13-, 20- and 27-can sizes. 


Measurement by Weight is Simplest and Most Accurate 


of making colors is so accurate that you can measure color 
DITZLER COLOR DIVISION, Pittsburgh Plate Glass Company, 





DITZLER- 


PAINTS « 
mae e sm ee & 


BRUSHES - 
GLAS S&S 


CHEMICALS « 
ae ee. 


GLASS -« 


PLASTICS 
COMPAN Y 





@ Measuring color by weight, pioneered and perfected by Ditzler, is not only more 
simple but also is far more accurate than the volume method in which the amount of 
color added to a mix is measured by a depth gauge or other device. The Ditzler method 


to 1-4000ths of a gallon. 
Detroit 4, Michigan 





FOR CLEANING PARTS — Pennsylvania 
Refining Co., 2696 Lisbon Rd., Cleveland 
4, is offering a new product for cleaning 
auto parts. It is called Gumout 'n Basket 
and comes in a four-gallon pail which 
includes a dipping basket. The firm says 
that the projecting handles of the basket 
make it possible to immerse and drain 
parts without touching the cleaning 
solvent. 





PURPLE MAGIC —Choldun Mfg., New 
Haven, Conn., offers Purple Magic, a 
concentrated car shampoo containing 
“Vegamin™ wax. It will clean and shine 
cars, trucks and buses in one operation, 
the company says. The compound does 
not remove wax but instead adds wax to 
lacquer and chrome finishes as recom- 
mended by car manufacturers, according 
to Choldun. 





BEARING SET—l. & S. Bearing Co., 
Oklahoma City, makes this wheel-bearing 
and grease-seal kit, which consists of 12 
packaged sets, each complete with all 
bearings and grease retainers necessary 
to service one wheel, the firm states. De- 
signed to fit most Ford and Chevrolet 
products. 





FOR COLDER CLIMATES—This Folc- 
Away winter front will fit all 1941-52 
carsswith splash pan, and can be closed 
securély for extremely cold weather or left 
partly open for moderately cold temperc- 
tures, according to Parker Products, 1207 
Harmon Place, Minneapolis. 

(Continued on Page 37, Col. 1) 
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New Products 


(Continued from Page 36) 





FUEL ANTI-FREEZE — A new four-ounce 
package of Drout, a fuel system anti- 
freeze, has been announced by Casite 
division, Hastings Mfg. Co., Hastings, 
Mich. A. E. Johnson, president, said that 
the company has found the smaller pack- 
age more convenient to motorists ‘‘be- 
cause it can be slipped into the glove 
compartment and is conveniently nearby 
when the temperature drops." 





MAREMONT MUFFLER—A four-ply as- 
bestos-wrapped muffler—designed especi- 
ally for high compression engines—is 
now ready for distribution, according to 
Howard Wolfson, president of Maremont 
Automotive Products, 75 E. Wacker Dr., 
Chicago. The new muffler is said to be 
the only one now available that has three 
steel plys spun together and permanently 
interlocked with the end caps. Thus, the 
asbestos wrapping, laid between sheets 
of metal, is fully enclosed and offers the 
most positive protection obtainable, the 
company states. 


— 


ee 


GLOBE SINGLE POST—Manufacture of 
the single-post Frame-Kontact hoist type 
as part of its regular line has been an- 
nounced by Globe Hoist, Philadelphia. 
This hoist is a@ companion type to the 
Globe two-post Frame-Kontact design. In 
the single-post design, the two contact 
members are linked by a 11'-inch-thick 
cross piece to which the single power ram 
is bolted. Lifting capacity, as in the two- 
post type, is 8,000 pounds. Lifting stroke 
is 7OY inches. 


* * * 


Vermiculite-Sand Concrete 


Offered for Sales Floors 

The laying of salesroom floors 
with vermiculite-sand concrete is 
recommended by Zonolite Co., of 





Chicago, manufacturer of the new 


| semi-lightweight concrete. Zonolite 


says that the new composition 
gives concrete floors the resiliency 
of oak. 

A spongy, granular material, ver- 
miculite has long been used as an 
insulating agent in floor construc- 
tion. It is a slow conductor of heat. 
Sand concrete is used for toughness | 
and durability. | 





Corp., 6323 Avondale Ave., Chicago 31, 


ELECTRIC TACHOMETER — Sun Electric 
has announced a new electric tachometer 





gtARI ng 
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Mogul 


which it claims enables substantial 
and oil savings. The device helps to pre- 


| vent engine overspeeding, lugging, heat- 
| ing and premature wear on engine parts, 
| according to the maker. 









“dee. 
frost 


4 Mode m U.S.A. by 
| The LAS-STIK mtg Co 
HAMATOM, OFO 


toh frost 18 sons. } 
To remove thin ice, make | 









CATALOG Mo, OF-3 


POSONOUS WHEN CONSUMED INTERNALIT 


JACK FROST ITEM—tas-Stik Mfg., Ham- 
ilton, O., offers a liquid spray designed 
to remove frost coatings from auto wind- 
shields and windows. Dee-Frost is put up 
in an unbreakable plastic squeeze flask, 
made to fit the hand and to be kept in 


Protect Your Work... 


Use Federal-Mogul Exchange 


Insert Connecting Rod Service! 


The rods need attention, when you’re doing engine 
bearing work. Put a new bearing into an out-of- 
round rod, and the bearing soon goes out of round... 
and fails! It hasn’t a chance to give the mileage that’s 
built into it. Just one-thousandth extra is all it takes 


FEDERAL-MOGUL SERVICE 


(Division of Federal-Mogu! Corporation) 
DETROIT 13, MICHIGAN 


gas|the glove compartment, 





bearing requirements 


answer is in this box! 


the firm states. 
It also is put up in one-gallon containers, 
furnished with a dispenser. 





MANIFOLDING SYSTEM — Hunter Mfg. 
Co., 1550 E. 17th St., Cleveland 14, is 
offering the model UH47 gasoline heater 
for either diesel or gas-powered trucks 
and tractor cabs. The company said that 
the heater has been greatly improved by 
a new and highly efficient manifolding 
system. The new manifold permits exhaust- 
ing of combustion gases at any point de- 
sired within a radius of 12 feet from the 
heater, as compared with a previous limit 
of 30 inches. Thus gases may be ex- 
hausted to the outside of the vehicic at 
either side, top, bottom, front or rear. The 
new manifold permits efficient operation 
of the heater without use of the exhaust 
cap, claims Hunter. 





DIAGNOSING TIRES — Concentricity of 
automobile tires and wheels without re- 
moving them from the vehicle is easily 
and accurately determined by a new port- 
able gauge, according to its inventor, Fred 
Gracia, 125 W. Main St., Santa Maria, 
Calif. The machine diagnoses causes for 
excessive vibration and tire pounding and 
the degree of throwout is noted, claims 
the inventor. 

(Continued on Page 38, Col. 1) 








to put the rod into the dangerous class. Don’t take a 
chance on that invisible thousandth! Use Federal- 
Mogul exchange insert connecting rod service. Get 
reconditioned rods with truly round bores, and pro- 
tect your work. Ask your Federal-Mogul jobber! 


Engine Bearings « (Main, 
Connecting Rod and Cam- 
shaft) @ Bushings « Con- 


necting Rod Service— 


Exchange Insert Rods, Re- 


Whatever the engine 


may be, the right 


babbitted Rods « Connect- 
ing Rod Bolts and Nuts « 
V-Seam Piston Pin Bushings 


@ Shims and Shim Stock 
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inders on V-8 cars instead of from one| ' formance; provides extra lubrication of 

side of the block only. The company says valves, cylinder walls, pistons and rings, 
ew ro u cts the unit fits all standard-size motor-block and reduces engine wear. . 

openings for heater hose, heat indicator * s es 





and other block connections. 
(Continued from Page 37) * . * 

The power supply to portable electric 
equipment is kept constant, thus cutting 
waste of production time, according to 


Arrow-Hart & Hegeman Electric Co., Hart- 
ford, Conn. 


UPPER CYLINDER LUBRICANT 
Improves Power and Performanct 


GASOLINE aDDITIVE 
SIVES Exrma LUBRICATION | 





TOUPPER CrLiMmDER PARTS 
aan 


ia Led ee ee Le 





EXHAUST EXTENSION—Wilson Co., 959 
Commonwealth Ave., Boston 15, has an-| FOR UPPER CYLINDER—A new gasoline 
nounced it is marketing an exhaust ex-| additive, formulated to give extra lubri- 
tension which features two electrically-| cation to upper cylinder parts, has been 
illuminated reflectors. The extension fits} announced by Hastings Mfg., Hastings, 
HEAT BOOSTER — Everhot Products Co.,| %!! cars and can be connected either to| Mich. Caslube is being marketed as a 





2001 W. Carroll Ave., Chicago 12, is offer- the taillight or brake light wires. The| partner of Casite, also an oil additive. 


FOR SHOPS—This interlocking wiring 3 . ‘ 
device is designed to prevent accidental | ing a hot-water heater booster which it| bulbs are replaceable, according to the According to A. E. Johnson, president of 


disconnects in automotive repair shops.! claims draws water from around all cyl- | company. , the firm, Caslube improves power and per- 








FIRE FIGHTER—This handy-size extin- 
guisher, providing pushbutton fire pro- 
tection for autos, is being introduced by 
Pyrene Mfg., 560 Belmont St., Newark, 
N. J. It fits easily into the glove com- 


partment and is said to be effective 
against flammable-liquid and electrical 
fires as well as ordinary blazes. 



















None but a true concentric carburetor can produce the constant fuel flow 


needed for smooth engine performance during fast stops and starts and during é 
5 DIRECTIONAL SWITCH—This Pathfinder 

sharp turns. The Holley Centri+ Flo, a true concentric carburetor, is now cll-amaaiinn auth % tlh by tate tone 

in use on many of the nation’s most outstanding automobiles. Mfg., 2909 Indiana, Chicago. Designed | 


for installation on the steering post of any 
car, it is actuated for either right or left 


True concentric carburetor design requires the location of the main jets _ signals by movement of the built-in 
and power valve in the center and bottom of the float chamber. Also the float cia 
chamber itself must be centrally located. By keeping the discharge 


point centrally located, there is always an adequate fuel level regardless 
of the angle of the engine. 


The Centri+ Flo prevents percolation because of its fully insulated fuel bowl. 
THE HOLLEY The Centri- Flo is the Holley model 1901. It is designed for 


C 2 N fy Pa 5 7 LO engines of 110 to 180 H.P. 
CARBURETOR 













a ee 

TACHOMETER — Fox Valley Instrument | 
Co., Ingleside, Ill., is marketing a new 

auto-engine tachometer which it says is : 


ignition-actuated and requires only two 
connections. Any engine can be checked 
FOR MORE THAN with the device, states the firm, and it can 


HALF A CENTURY : r : 9 il . : ; > for either six or 12-volt opera- 
ORIGINAL EQUIPMENT , 
THE AUTOMOTIVE 


(Continued on Page 39, Col. 1) 





LEADING car 
dealers know the 
value of Stemac 
Service Emblems; 
know these quality die cast name plates pay 
dividends in service volume, increased good- 
will and free advertising. 





Write Today for free typical sample and de- 
tails on how Stemac Service Emblems build 
service volume. « 


~ STEMAC CO. . 


1281 So. Cherokee © Denver, Colo. 
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New Products | 





(Continued from Page 38) 





THE ELEMENTS — Cenco 


ENEMY OF 
plastic no-frost windshield protector is a 
plastic sheet with sewn-on cloth edge. A 
product of Central States Paper & Bag, 
St. Louis, the protector can be kept in a 
car's glove compartment for use when the 
auto is parked. It fits all cars, and is put 
of in just a few seconds with nothing to 
tie or adjust, the car doors holding it 
firmly in place, the firm states. 








WIRE CONNECTORS—Van Cleef Bros., 
Inc., 7800 Woodlawn Ave., Chicago, has 
added wire connectors to its line. They 
are available in four standard sizes and | 
are made of phenolic material. The new | 
connectors are U. L. listed and are excel-| 


lent against shorts, grounding and vibra- 
tion, according to Van Cleef. 








aad 


a 


CaP PTT a tail 


AUTO CLEANER—Puliman Sales Corp., 
31 Allerton, Boston 19, offers this Auto- 
Vac. It is 272 inches high and 16 inches 
in diameter. Dirt container has a capacity 
of 1% bushels, the manufacturer states. 








VAPOR DEGREASER—The Drum Mgjor, | 
made by Currier Co., 710 73rd Ave., Oak- | 
land, Calif., uses a standard replaceable | 
55-gallon steel drum. Thermostatic con- | 
trols automatically maintain correct vapor 
level. No water connections are required. 








Installation merely requires plugging in| 
to a 220-volt, 60-cycle a. c. power source, | 
the firm states. 





RATCHET KITS—Two ratchet repair kits 
for B-51 (%-inch Square Drive} and S-51 
(Y2-inch Square Drive) ‘‘superratchets” 
have been announced by J. H. Williams 
Co., 400 Vulcan St., Buffalo. In addition 


to a complete assortment of replacement 
ports, each repair kit contains one spe- 
cial spanner wrench. This wrench fits the 
retaining ring (gland), the only part re- 
quiring a tool for assembly or disassem- 
bly. Printed instructions are included in 
each kit, says the company. 
* * + 





CONNECTING TOOL—Squire-Cogswell, 
4140 Kedzie Ave., Chicago, announces 
a tool that speeds application of its hose 
connection. The company says that sav- 
ings in time and labor costs by this 
method amount to as much as 75 percent 
over the old method. 


FOR 


@ Just as the steeplejack has all the 
confidence in the world in his safety 
belt, your customers can count on 
Stabilized Quaker State Quadrolube 
for complete protection of transmis- 
sions and differentials. 
production is overlooked to make it 
the finest gear lubricant on the mar- 
ket. Special refining techniques build 


and corrosion. 
No detail in 





into Stabilized Quaker State Quad- 
rolube a stubborn resistance to pres- 
sure, heat and cold... an amazing 
ability to withstand moisture, rust 


You can count on better business 
if you give your customers the extra 
protection of complete Quaker State 
lubrication service. 





LOCKING CAP—Hollywood starlet Terry 


duHaime demonstrates the fishtail rear 
lamp gas lock that has been announced 
103 


Avenue C, Brooklyn, N. Y. The new lock, 


by Security Hardware Mfg. Co., 


that fits all Cadillacs, is an exact replica 
of the original pushbutton reflector and 
can be replaced by simply removing the 


screws, says the company. 
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ADDITION TO LINE—Associated Equip- 
ment Co., 5147 Natural Bridge Ave., St. 
Lovis 15, has announced an addition to 
its line of booster cables. The No. 4 cable 
is made of a special acid-resistant rubber 
jacket and is equipped with extra-heavy 
3/32" the 
company. Each boxed 


metal clamps, according to 


set contains two 


eight-foot cables and two clamps. 
(Continued on Page 42, Col. 1) 


Meo. 
QUADROLUBE 


SAE 90 


A COMPLETE LINE OF 
FINEST QUALITY LUBRICANTS 


© Quaker State Super Quadrolube 
© Quaker State Super Quadrolube X-SCL 
e Quaker State Viscous Lubricant 


e@ Quaker State Wheel Bearing Lubricant 


e Quaker State EXPP2 Lubricant 

e Quaker State Universal Joint Lubricant 
e Quaker State Waterproof Lubricant 

e Quaker State Quadrolube 


@ Quaker State Quadromatic Automatic 


Transmission Fluid Type A 











Mr. Qports 


Bill Stern, the nation’s top sports announcer, is a 
red hot Nash fan. Wherever he broadcasts, you'll 
see him on the “‘Nash team”, driving a Rambler to 
all the big football events. 








”~ Mr. Speed 


Herschel Buchanan, IMCA champion for two 
straight years, drives a Nash Ambassador exclu- 
sively. His top winning record gives Nash the un- 
beatable testimonial—PROOF OF PERFORMANCE! 





Mr. Hell-Driver 


Lucky Lee Lott, who defies death for a living, dem- 
onstrates Nash ruggedness to hundreds of thousands. 
His amazing, car-torturing stunts prove nothing can 
take it like Airflyte Construction. 





Pie 


bake. 


Slamming Sammy Snead and Lloyd Mangrum, who 
have won all the major titles in golf between them, 
drive Nash Airflytes on the “tournament trail”. 
Everywhere they play, thousands of spectators 





The Mezers. Golf 








Mr. Outdoore 


Ed Zern writes the rib-tickling Nash ads read by 
millions. Add the Nash exhibits at sports shows, the 
Nash hunting and fishing films and you have the 
greatest drive ever aimed at sportsmen. 


is 


swarm to see them—and they see them rolling up 
to luxurious country clubs in their Nash Golden 
Airflytes. They, and many more stars of sports and 
the entertainment field, are strong Nash enthusiasts. 








Yes, every Nash dealer has a big “outside 
sales force” of famous and influential 
people who lend their prestige to keep Nash 


in the public eye. 


It’s that extra effort that Nash puts out to 
give Nash dealers real support—on the 
firing line. You see it at the state, county 
and local fairs—at the big sportsmen’s 
shows—the interesting Nash exhibits that 
gather the crowds, Wherever a big event 
takes place, it’s ten to one there’s powerful 


Nash promotion going on. 


And all this is on top of the great Nash 
advertising program . . . advertising that’s 
working night and day in the nation’s top 
magazines, the locally powerful newspapers, 
the famous and well-loved Nash billboards 
—advertising that reaches over three-quarters 


of all American families every month. 


When you put this tremendous power 

behind the most talked of, most admired car 
in years—the Golden Airflyte—it’s easy to 
see why Nash registrations for the first 

seven months of 1952, compared to the same 
period in 1951, show a relative gain 42.7% 


greater than the industry average ! 


Migs America 


Meet Neva Jane Langley, Miss 
America for 1953. During the 
next year she'll be promoting 
Nash all over the country— 
helping Nash dealers right in 
their own communities, 





Nash Motors, Division Nash-Kelvinator Corporation, Detroit 32, Mich. 
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of vacuum in white lettering on black | 
background and O to 7 pounds in red|@ 
e WwW ir 9 ul C t Ss lettering on black background. | s 
+ . * | Ee 
(Continued from Page 39) 
| cleaning jobs too tough for ordinary wash | 
| deck equipment, the firm stated. | 
* * * 
“EES 
ees cee 
Rea, 
WALUES 
S | ADHESIVES AND SEALERS—Red-I-Brand 
FP is the newest line of seven adhesives and 
MG TIRE COVER—Chadco, Inc., 3037 
sealers announced by Carborundum Co.,| _. . es 5 
D ‘ Riverside Dr., Los Angeles, distributes this 
Niagora Falls, N. Y. The seven products all-metal tire cover. It is designed to 
are weatherstrip adhesive, trim cement,| eliminate coiling and sun-cracking, the 
& &. £ | caulking putty, auto glass sealer, auto-| firm says. 
ATTENTION GETTER—These dealership | POOY rae tes ——— oo or oe 
; font it A  wkal | solvent for Red-I!-Metal. 
FOR HEAVY CLEANING — Speedylec- signs _ ure name, which is visible day Fs i 
. he : 7 ‘ ; and night. Is easily lettered on any clear | { 
tric Hydrajet is built by Livingstone Engi- FUEL PUMP TESTER — This vacuum and plastic strip, and fits into slot of instant- The back pages of every issue of AUTO- 
aserian, 100 Grove $i., Wercester, Mass fuel pump tester is a product of Harvey . f . i |MOTIVE NEWS contain the WANT AD 
aornree “g 7 ‘| E. Hanson Co., Paw Paw, Mich. It has | start light, according to Philadelphia Elec-| section. Others are profiting from AUTO- 





It's for making short work of heavy! three-color dial, calibrated for 30 inches! trical & Mfg. | MOTIVE NEWS WANT ADS! Are you? 
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REMOTE STARTER SWITCH—This switch 


| eliminates the need of second man when 
making compression, fuel pump, gener- 
| ator, starter and electrical tests, according 
| to Harvey E. Hanson Co., Paw Paw, Mich. 
SL ee ae | Can be used on any auto having solenoid 
parency that won't dim starter switch, the firm adds. 


Lema CMm Ry CTE 


SO MOOK MU MUTI hS Used-Car Finance 
Cm MC Maul eri ks Biggest Item in 


CRSA ts ° 
Canadian Loans 


OTTAWA.—According to reports § 
| received from the 118 sales-finance 
eh Ld Ce and acceptance companies operat- 
lenear «lentia aor ing in Canada, financing of used 

g Je | cars formed the largest business in 
Ue | consumers’ goods sales financed in 


Made by makers of famous 
Scotch” Brand Tapes 





| 1951. 
Why sel No removal problems! Re | Used cars were financed to the 
y se | less than the coating reactivates original | extent of $141,488,000, or 30 percent 
best? Only Corogard offers RRC | of the total paper purchased by the 
= companies, and 16 percent higher 
you so many sure-fire SOTO CT than the 1950 volume of $122,318,000. 
| In contrast, new-car financing ac- 
sales features plus free a snieelie dure |counted for’ 24 percent of total 


| financing of such companies in 1951 
and decreased 14 percent in volume 
from $132,408,000 in 1950 to $113,- 
660,000 in 1951, according to Cana- 
dian government sources here. 


| Moreover, balances outstanding 
j}at the end of 1951 on new-car 
| financing amounted to $80,717,000, a 
|decrease of 14 percent from the 
| $94,321,000 owing at the end of 1950. 
| Balances outstanding on used cars 
| increased 9 percent from $73,445,000 
at the end of 1950 to $80,359,000 at 
the end of 1951, while the amount 
outstanding on other consumer 
goods was $24,416,000 or 29 percent 
below 1950. 

Financing of commercial and in- 
dustrial goods by these companies, 
including new and used trucks, 
buses and farm tractors, continued 
to increase in 1951, forming a 
higher proportion of total financing 
than in any previous year. 

Such vehicles were financed for 
$167,744,000 in 1951, accounting for 
| 36 percent of all financing and rep- 
resenting an increase of 35 percent 
over the $125,918,000 reported in 
1950. Financing of new commercial 
vehicles advanced 34 percent and 
used commercial vehicles 54 per- 
cent. 

Balances outstanding on commer- 
cial vehicles at the end of 1951 
were $64,281,000 on new commercial 
vehicles and $31,062,000 on used 
vehicles. These figures represent a 
gain of 40 percent and 55 percent, 
respectively. 


merchandising materials 
and sales aids. 


Get the facts on the 
nation’s number one 
chrome coating. Ask your 
3M distributor about 
COROGARD or write us 
for complete details. 





New Post for Hirshauer 


| 
| 
MINNESOTA MINING AND MANUFACTURING COMPANY | uses diinatielitek Gia Glei Siemes 


ADHESIVES AND COATINGS DIVISION ° 411 Piquette Ave., Detroit 2, Michigan ee and general man- 
he A 5 
General Sales Office: St. Pau! 6, Minn., Export Office: 270 Park Ave., New York 17, N. Y. ae oe Krause Chevro 


in Annapolis, Md. 


MAKERS OF **SCOTCH” BRANO PRESSURE-SENSITIVE ADHESIVE TAPES © “§$COTCH" BRAND SOUND RECORDING TAPE © **SCOTCHLITE’® BRAND Hirshauer, former Baltimore: man- 
ae Sire ager for Chevrolet, was with that 
REFLECTIVE SHEETINGS @*'3M"" ABRASIVE PAPER AND CLOTH @**3M"" ADHESIVES AND COATINGS @''3M"" ROOFING GRANULES e*°3M"" CHEMICALS division for 22 years 
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Road Program Stepped 


\ EXICO CITY.— Road building 

and reconditioning in Mexico 
is gaining momentum, thanks to 
the increasing yield from the Fed- 
eral gasoline tax. The levy, shared 
by national and state governments, 
is all applied to highway improve- 
ments. 

Last year revenue from gasoline 
reached a new high of $16,100,000, 
according to the Ministry of Fi- 
nance, and a higher take is ex- 
pected for this year. In 1935, the 
ministry pointed out, gasoline taxes 
totaled only $2,500,000. 


°51 Output Is 54,232 


'MHE Nacional Financiera, S. A., 

the Mexican Government’s fis- 
cal agency, reported that assembly 
plants in the country produced 54,- 
232 vehicles last year, including 
28,315 automobiles and 25,917 trucks. 


The figure points up the tre- 
mendous growth of the auto in- 
dustry in Mexico in the past year. 
During the six years 1946-51, the 
country produced a total of only 
69,908 automobiles and 74,730 
trucks. In addition, 27,781 cars 
and 35,017 trucks were imported 
during that period. 


However, vehicle export has been 
dropping since 1949, when 1,017 
autos and trucks were shipped 


Mack Head Says 





Auto News from Mexico 


Auto Production Soars in Year 





Carrier Choice 


Must Be Free 


NEWARK.—Truck transportation 
is here to stay, and the public must 
be permitted to choose which form 
of transportation it wants, accord- 
ing to E. D. Bransome, president 
of Mack Trucks, Inc. 


“The public, if permitted, and I 
use the word permitted advisedly, 
is going to determine which form 
of transport it wants, and you are 
the medium through which it will 
make such determination,” he told 
traffic experts at the Newark traf- 
fic club. 


“You will make the determina- 
tion if some law does not tell you 
that if you ship to a certain point 
you must do it by truck, or to an- 
other by rail or to another by 
plane, regardless of which is the 
best way,” Bransome said. 


He said trucks offer advantages 
on both long and short hauls which 
will likely force “the building of 
bigger and better roads to accom- 
modate the traffic required by in- 
dustry.” 


Bransome said he did not believe 
growth of truck transport had hurt 
railroads, nor had growth of trans- 
oceanic air transport hurt steam- 
ship travel. He urged transporta- 
tion unity in order for better serv- 
ice to be provided. 


Back Talk 
Aching Sacroiliacs Laid 


To Auto Riding 


PHILADELPHIA. — Automobiles 
are one of the biggest reasons that 
three-quarters of all Americans 
over 40 have an aching sacroiliac, 
according to Dr. H. E. Weiser, 
president of the Texas Chiropractic 
College. 


He told a meeting of the Penn- 
sylvania Chiropractic Society that 
soft and luxurious American living 
is basically to blame. 


Automobiles, he explained, cut 
down on the average  person’s 
amount of exercise and walking. 
Soft mattresses, overstuffed living- 
room chairs and faulty auto seats 
are other contributing factors, he 
said. 








Buffalo Dealers’ Group 


Lists 2 New Firms 


Two new members have been 
accepted by the Buffalo Automo- 
bile Dealers Assn. 


They are Cosentino Motors 
(Packard), 3119 Genesee St., Cheek- 
towaga, owned by Patrick A, Cos- 
entino, and Lenz Automobiles 
(British cars), 111 W. Mohawk S&t., | 
Buffalo, owned by George J. Lenz. | 
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Up as Gas Take Climbs; 





trend. 





| 
abroad. In 1950 the figure sunk to 
319, and last year only 52 units 
were exported. 


Tourist Travel Booms 


creasing steadily, reports the Mexi- | tion said. 


mated that the figure this year will 
be at least 90,000. 

According to the Mexican Tour- 
ist Assn., the number of tourists 
crossing into and around this 
country via bus is also on the up- 


The association at present is 
| stressing the fact that a tourist 
|can now be transported from vir- 
jtually any travel agency in the 
= = © |U. S. to border points, where con- 
|nections can be made with Mexi- 
4 |can-operated services. First-class 
N OTOR travel to Mexico from |buses run to all tourist attraction 
+Yi the U. S. and Canada is in- | spots in this country, the associa- 








can Automobile Assn. AMT points to Mexico’s expand-| Award for Nash Dealer— 


The club estimates that at least | ing network of trunk highways and 
270,000 tourists will visit Mexico | local roads, availability of fuels and 


by car this year, a record high. Last | lubricants, 


138 autos entered Mexico. It is esti- | tions to U. S. tourists. 


Al's Nash Sales and Service, Middletown, Conn., recently received the Nash 10-Point 


improved hotels and | Select Dealer award. Shown at the presentation of the bronze 10-Point plaque are 
year, the association said, some 85,- | restaurants, and scenery as invita- | (from left): A. E. Tracy, assistant Boston zone manager; F. H. Marr, Boston zone man- 


‘ager; A. M. Bucionis, owner of the dealership, and W. B. Scott, district manager. 





Friction improve my busin 





Fighting Friction is big business for car 
dealers, according to this Alemite salesman. 
Frankly, I was skeptical; but being a sales- 
man myself I always like to hear another 
fellow’s “pitch.” So, I finally agreed to let 
him set up a meeting and prove it. We all 
settled back to see some real “blue-sky” sell- 
ing — or so we thought. 


—ypis case 1S typical f 
ee 


One more example of how dealers all over 

the country are “cashing-in” on the Alemite “Magnet Plan.” 

Making their Service and Parts Department pay as much as 84% of their 
overhead with Alemite “Magnet Plan” features. Want the 

facts? Call your Alemite distributor. Or mail this coupon now! 


ALEMITE & = | 


He put Friction on our team—but good! He 
showed us the best movie on car dealer serv- 
ice business we’d ever seen. Shot straight to 
the heart of our biggest problem: keeping 
customers coming in—and coming back—for 
lubrication, parts and other services in our 
shop. To my surprise, my entire organiza- 
tion was “sold”— and so was I! 


A PRODUCT OF 


Name 






ess...! Prove it! 





He did prove it! The “Magnet Plan” pulls 
’em in—and keeps pulling ’em in. Customer 
return is up 22%, service volume increased 
in all departments. We sell more of every- 
thing since adopting this Plan —lubrication, 
car washes, parts, polishing jobs—the works. 
And Alemite national advertising works 
hard for me right in my own community. 


ACT NOW! JUDGE FOR YOURSELF! —_ 


See how the Alemite “Magnet Plan” can help you cover your fixed over- 
head—improve your trading position. No obligation. Mail coupon today! 


Alemite, Dept.C-102 1826 Diversey Parkway, Chicago 14, Illinois 
CT] Send us complete information on the “Magnet Plan” 


Cc We would like to arrange a showing of your Hollywood movie 
“It’s The Come-BACK That Counts! “’ 


Zone 0 
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Drivers Complain of Inconvenience .. . 
LT 


Texas Inspection Law Faces Ax 


fact that Shivers has repeated on) 


AUSTIN, Tex.—Compulsory au-;races. Several incumbents were 
tomobile inspection is almost cer-| beaten because they had voted for 
tain to be repealed in Texas when | it. 
the Legislature convenes in Jan-| The law was passed mainly to cut 
uary. | down on Texas’ rising traffic toll, a 

Gov. Allan Shivers has predicted | - - — 
that there will be a footrace among | 
the 181 legislators to see which one | 
can toss a repeal bill on his desk | 
first. Legislators, nearly to the man, | 
are against the inspection law, 
passed in the 1951 session. 

Shivers indicated during his cam- 
paign for reelection that he fa- 
vored repeal or amendment of the 
law if, after a fair trial, it proved 
unworkable. 

Legislators apparently are un- 
willing to wait. Enforcement of 
the new law was originally sched- 
uled for last spring, but, because 
of technicalities, enforcement was 
postponed until September. 

If the law is repealed as soon as 
the Legislature meets, it will have 
had only four months’ trial. 

The inspection law was a major 
campaign issue in most legislative 


Dodge Manual 


Truck Equipment Guide 


Planned for ’53 
| DETROIT. A completely new 


Equipment Manual is being com- 


providing special bodies and truck 


of truck sales. 

The manual will feature perma- 
nently bound pages, an index of 
products cross-indexed by names of 
manufacturers, and classified or- 
ganization of material. The pub- 
lisher’s address is Ross Roy, Inc., 
2751 E. Jefferson Ave., Detroit 7. 


| and larger Dodge Truck Special | 


piled for 1953 to assist dealers in| 


many occasions. 

Nevertheless, it has  incon- 
venienced the motorists and they 
don’t like it. 

A lot of uncomplimentary things 
have been said about other aspects 
of inspection—lack of uniformity in 
inspection standards, alleged disre- 
gard of what is supposed to be in- 
spected, the $1 cost of inspection, 
and reported efforts by some in- 
spection stations to take advan- 
tage of the new business. It has 
been mainly the _ inconvenience, 


| however, that has led to the law’s 


equipment, it was announced last} 
week by W. S. Woolsey, director | 


unpopularity. 

Another important facet in the 
legislative field is the possibility 
of an increase in the State gaso- 
line tax. 

This possibility is presented by 
the fact that the State budget now 
exceeds $500,000,000—which isn’t 
enough in the light of a demand 
for higher salaries for teachers and 
State employes, and a_hospital- 











Complete as illustrated. i 
Engine adapter at 


slight extra charge 









NO. 838 —- KRW’S NEW “4-ARMED MECHANIC’ 
A rugged double-duty stand that lets one mechanic work 
on an engine while another services an axle, differential, 
transmission, etc. at the same time on the other side of 
the stand ! Each adapter turns and locks in any of 8 
different positions independently of the other. Price 
includes portable stand and Universal Adapter (shown 
above with differential carrier mounted on it). If you 
do much rear axle work, be sure to include rear axle 
attachment in your order ! 


Prices F.O.B. Arcade, N. Y., 


ey 


“Ford V-8 





WORLD'S LARGEST MANUFACTURER OF GARAGE TOOLS AND EQUIPMENT 








NO. 835 MOTOR STAND 
Allows mechanic to turn and lock the work in any of 8 
different positions. Time studies prove that this No. 835 
KRW Motor Stand cuts labor costs 20-50% over any 
Ideal for installing flywheels, clutches, 
transmissions, crankcases etc. on engine—all jobs that 
must be held in perfect alignment during assembly. Both 
these stands are portable, take little floor space, and 
quickly pay for themselves in labor savings. 


other make. 





subject to change without notice. Order from Dept. 67 


Be sure to specify the 
engine adapters you want. 
Every 
requires a different adap- 
ter. KRW makes engine 
adapters for all make 
cars. All simple in design 
and low in cost. 


AUTOMOTIVE NEWS, OCTOBER 20, 1952 








Olds Job Applicants Undergo Tests— 


With signs of a manpower pinch appearing in auto plants, Oldsmobile is taking 


| new steps in hiring employes to see that they are properly placed. Applicants are 


being screened by psychological tests for manual dexterity under the direction of Mrs. 
Mary L. de Wolfe (above), of the company's salaried personnel section in Lansing. The 
tests play an important part in selecting new employes, according to J. F. Wolfram, 
Oldsmobile general manager. ‘They give profiles of potential employes in terms of 
ability of interest in a particular kind of work and of personality suited to the job,” 


least $100,000,000 a year more 

ought to be spent on maintenance 
and expansion of the State’s 

roads. 

Consideration of the gasoline tax 
as a bigger source of revenue will 
be enforced on the legislators by 
the litigation which currently ties 
up millions of dollars earned by a 
levy on natural gas. Texas has nei- 
ther a sales nor an income tax. 


building program that is likely to 
run out of funds. 
Highway interests say that at 





Syracuse Dealers 
Briefed on City’s 
Sales Tax Rules 


SYRACUSE, N. Y. — Abraham 
Goldberg, director of the Syracuse 
sales tax bureau, has clarified sev- 
eral points involving sale and ex- 
change of new and used cars. 
Goldberg said some new-car deal- 
ers were illegally allowing a city 
sales tax exemption on the cost of 

| transporting a car from factory to 
| dealer. Goldberg said only one new- 
car price item is exempt from the 
sales tax. the federal excise tax— 
and then only if it is separately 

| stated in the bill of sale. 

Sales tax must also be paid on 
the sale of cars between two indi- 
viduals, he said. The seller must 
collect the tax from the purchaser 
and report it to the tax bureau 
within 15 days, Goldberg said. 

If two individuals exchange cars 
with no cash transaction, two taxes 
are due—one on each car. The tax 

|is based on the reasonable market 
value of each car. 
| | On sales to out-of-town buyers, 
the sales tax applies if the pur- 
| chaser or anyone representing the 
purchaser picks it up. It does not 
apply if the dealer delivers the car. 
| Goldberg said his office had re- 
| ceived reports of used-car dealers 
delivering automobiles just over the 
city line, in the case of some out- 
{ of-town buyers. He said the attor- 
onsite ney general’s office has ruled that 
— is willful evasion of the sales 
ax. 


Detroit Firm Adds 
Pump Sales Outlet 


DETROIT. Machinery and 
Equipment Exchange, Inc., has 
taken over distribution and service 
of Wayne Pump products in the 
Detroit area, according to A. M. 
Egrin, president of the Detroit 
sales firm. 

Egrin said all personnel of the 
factory branch formerly operated 
at 1475 W. Grand Blvd. by Wayne 
Pump Co., Inc., Fort Wayne, Ind., 
had been transferred to the Ma- 
chinery and Equipment offices at 
3400 W. Fort St. M. J. Vierling, for- 
merly general sales manager of the 
Wayne branch, will direct the op- 
eration. 

Among Wayne products added to 
the Detroit firm’s line are gasoline 
pumps, hose reels, hydraulic hoists 
and air compressors. 


Thayer Expands 

Ralph Thayer Chevrolet, Inc., 
Bowling Green, O., has purchased 
a lot adjoining its plant at 280 S. 
Main St., for new-truck and used- 
car display. The company said its 
main building will be remodeled 
and departments rearranged. Ashel 
G. Bryan has been named office 
manager. 
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Complete as illustrated 





i Engine adapter at 
slight extra charge. 
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Curios Boost Business 


Antique Display in Missouri Dealer’s Windows 
Brings Resort Visitors into Shop 


EXCELSIOR SPRINGS, Mo.— 
Sarl Stanberry (Dodge-Plymouth), 
,uto dealer who also has sold Jack- 
sons, Krits, Coles, Allens, Maxwells, 
Chalmers, Fords, Chevrolets and 
Buicks, has fixed up a display of 
museum pieces in his salesroom 
ind finds that it’s paying off. 

Stanberry started hanging up rel- 
ics in the front windows less than 
a year ago, and now there is a 
considerable display of interesting 
mementoes of bygone eras. 

A cap-and-ball musket that was 
dug up on the Civil War battle- 
field at Lexington, Mo., is on 
display with a number of other 
old guns. An ox-yoke hangs in 
front, and there is an ancient 
sausage grinder the likes of 





Gunning for Trade— 


Earl Stanberry (Dodge-Plymouth), of Ex- 
celsior Springs, Mo., exhibits a Civil War 
musket retrieved from the Lexington (Mo.) 
battleground. The musket is part of a 


trove of antiques and collector's items 
Stanberry displays in his windows. He 
finds that passer-by interest in the memo- 
rabilia results ie increased service calls. 


which no one hereabouts had ever 
seen before. 

Excelsior Springs has a large ho- 
tel and resort population with time 
on its hands—visitors who are at- 
tracted by the town’s famous min- 
eral waters and baths. Hundreds of 


U.S. Consumption 


Of New Rubber 
Rises in Month 


NEW YORK.—New rubber con- 
sumption during August increased 
1.57 percent to 92,564 long tons from 
the 91,130 long tons consumed in 
July, according to the monthly re- 
port of the Rubber Manufacturers | 
Assn., Inc. 

Consumption of natural rubber 
during August was down 0.69 per- 
cent to 32,488 long tons from the 
32,714 long tons used during July. 
Use of synthetic rubber amounted 
to 60,076 long tons, an increase of 
2.84 percent from the previous 
months’ total of 58,416 long tons. 

Consumption of reclaimed rubber 
by the industry was estimated at 
20,253 long tons, 9.84 percent above 
the 18,439 long tons used during 
July. 


‘Pulls Up’ at 96 


Driver 54 Years Decides 


It’s Time to Retire 

NEWBURYPORT, Mass.—Charles 
L. Davis, 96, with only one accident 
on his record after 54 years of auto- 
mobile driving, has decided that it 
might be “overdriving” his luck to 
continue. 

So Davis, oldest licensed driver in 
the Bay State, turned in his cards 
to the Registry of Motor Vehicles 
on Sept. 17—the day he arrived at 
the 96th milestone. Davis’ first car 
back in 1898 was a Stanley Steamer. 

Rudolph M. King, registrar of 
motor vehicles, has written Davis 
a letter complimenting him on his 
nigh-spotless record. In Davis’ one 
accident, the other driver was 
found at fault. 


these persons stop by to visit with 
Stanberry and look over the 
curios. 

While this has had little effect 
on new-car sales, Stanberry said 
it has increased service business. 


His two service cars are getting an | 


Tex. Truckers Get 
8 Pct. Rate Boost 


AUSTIN, Tex.—The Texas Rail- 
road Commission has_ granted 
freight-rate increases to both rail- 
road and motor carriers. 


The truckers received a boost of 
8 percent, and the railroads were 
allowed their request for 15 percent, 
which will substitute for one of 6 
percent approved last year. 

The truck firms were also grant- 
ed permission to raise minimum 
charges from $1.40 to $1.50, effec- 
tive Oct. 1. The companies had 
asked for a 10 percent overall hike 
and a minimum of $1.64. 


|increased number of calls to hotels 
|}and cottages for start jobs. Each 
|service car carries batteries, and 
jthe sale of batteries has been in- 
| creased. 

The tire business also has re- 


| ceived an important boost from the | 


curio displays, since strangers in 
town who have paused to examine 
the antiques remember Stanberry’s 


i/name. The washing and _lubrica- 
tion departments have benefited, 
too. 


“I doubt that this plan would 
work as well in a busy place 
where people didn’t have the 
time to browse around,” Stan- 
berry said, “but it’s working bet- 
ter here every day.” 


Stanberry said the curios had 
cost him almost nothing, since 
most of them had been brought in 
by customers. Just the other day, 
he related, a farmer who had 
bought an old farmstead came in 
and told him that there were doz- 
ens of curios there he could have 
by simply coming after them. 

“Many people like these old 
things but have no place to put 





them,” Stanberry said. “When they 
learn someone will display them so 
other people can see them, they 
bring them in.” 





‘Return of Deposits 
‘Denied in Test 


Case in Sydney 
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out from under by canceling,” Berk 
explained. In a country which de- 
| pends largely upon imports for its 
| automobiles, cancellation is no light 
| blow to dealers, who must pay for 
| shipping costs and duty. 

The Supreme Court based its de- 





SYDNEY.—An Austrialian deal-| cision for Berk on the inviolability 


jership has been upheld by the|of the original contracts signed 


|Supreme Court of New South 
|viduals who sought 
| deposits placed on cars. 

The verdict of the full court was 
delivered in favor of Ira L. & A. C. 
Berk Proprietary, Ltd., after Berk 
appealed a decision of the District 
Court under which Berk would 
|have had to refund 50-pound de- 
posits to the two plaintiffs. 

The Supreme Court’s decision is 
deemed of great importance to the 
Australian market at the present 
time, in view of the fact that the 
postwar car demand has. been 
largely satisfied, according to Berk. 

During the shortage period, it 
was said, individuals placed multi- 
ple orders and took delivery of all 
the vehicles offered them because 
they could resell them immediately 
at substantial profit. 

“When market conditions 
changed and supply exceeded de- 
mand, many of them tried to get 














In the wide selection of voucher systems, payroll 
checks, or “3 to page” Reynoco Bank Checks you 
will find a check to fit all your needs. These checks 
are imprinted from stock designs to give you the 
economy of mass production and the prestige ap- 
pearance and efficiency of specially designed checks. 


All Reynoco Checks are printed on an exclusive 
pantagraph to protect against duplication and im- 


,..there is an economical 
REYNOCO BANK CHECK “made to order” for you! 


printed to give prominence to your firm name, 


Write today for illustrated booklet containing 
complete information on economical Reynoco Bank Checks! 


Reynolds & Reynolds produce 
several hundred sales aids and 
operating systems that build 
and protect your profits. 





The Reynolds & Reynolds Company 
Celina, Obio 


Name 
Firm Name 
Address 


City. 


aetna, 


|with Berk by Arthur T. Barnett 


Wales in litigation with two indi-| and George E. Morrison, plaintiffs 
return of of the original suit. 
| . 


‘Taxi Meter Trips 
‘High Flaggers’ 


CHICAGO.—Among new gadgets 
attracting interest at the annual 
convention and exposition of the 
American Taxicab Assn. here was 
a meter alarm which sounds when 
the driver fails to register a fare. 

It was said to be a form of pro- 
tection to cab companies against 
drivers who don’t flip on the meter 
at the start of a trip or who turns 
a before completion of the trip. 
trip. 





This two wheeled gyro car was made to 
order for a Russian Count by the Wolseley 
Company of England. It was designed 

to travel over the narrow paths of an 
estate. Equilibrium was maintained by 

a large gyro under the front seats. 


—from the 'Horseless Carriage” by L.T.C. Rolt 


Kiwanians Pick Dealer 
W. A. Smith sr., Punta Gorda 
(Fla.) dealer, has been elected 


president of the Punta Gorda Ki- 
wanis Club. 























Please send illustrated booklet on "'Reynoco Bank Checks.”’ 


State 
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He Solves Service, Used-Car Headaches... 





Dealer’s Value to Public Cited 


PHILADELPHIA.—Is the auto- 
mobile dealer’s only reason for ex- 
istence the distribution of cars at 
a profit to himself and the big 
factories? 

One dealer doesn’t think so. He 
is M. H. Bury, president of Wilkie- 
Buick, Philadelphia. 

“It was that way in the begin- 
ning,” Bury conceded. “Fifty years 
ago, automobile makers were pio- 
neers whose capital was limited, 
and their product lacked popular 
acceptance. They needed someone 
to go out and sell that product. 

“But it is different now. Auto- 
mobiles could just as easily be 
sold by department stores today 
—if that was all there was to it. 

“The two primary factors that 
justify the existence of an automo- 
bile dealer are the necessity of 
disposing of the motorist’s old car, 
and rendering service on the new 
car which that motorist purchases.” 

Bury said the used car presented 
a peculiar problem to its owner 
because it was an article that, “un- 
like an old sewing machine or 


radio, couldn’t be moved into the 
attic to collect dust. And, of greater 
importance, it represented too great 
an investment to be discarded.” 
In the early days, Bury related, 
the new-car dealer sold this old 
car for his customer’s account 
sometimes at a ridiculously low 
price. Then, as time went on, the 


dealer set aside an ever-increasing | 
portion of his facilities to recon- | 
| ice, 


dition it, display it and sell it. 

Bury illustrated the steps of 
this evolution: “The dealer cre- 
ated a market, frequently rebuilt 
the car, applied sound merchan- 
dising methods and then, instead 
of pocketing the increase in price 
that he was able to secure, he 
passed that increase along to the 
original owner in the form of a 
higher allowance.” 

Bury said the dealer often used 
to make overallowances out of his 
gross profit beyond the true value 
of the old car. Before World War 
II, he pointed out, it wasn’t unusual 
for an owner to move from a one- 


|year-old car to a new model for} 


| said. 
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a total outlay of $200 to $350. | 

“The used car was the principal | 
problem that confronted manufac- | 
turers, and the dealer was the final | 
solution to that problem,” Bury 
“Many exponents of substi- 
tute methods for handling the situ- 
ation have tried their methods— 
and failed.” 

Then there is the matter of serv- 
Bury called attention to all 
the hazards a car is exposed to, | 
and concluded: “The servicing de- 
mands of motorists are greater 
than those of any other class.” 


Bury admitted that “horse trad- 
ers” have often smeared the deal- 
er’s repute, so that dealers at large 
are often tagged shysters, profiteers 
and parasites. 

“By and large,” said Bury, “the 
dealer is none of these. For the 
most part, he is a reputable busi- 
nessman and a civic-minded cit- 
izen who contributes a worthy 
service to the community.” 

Bury summed up his answer to 











Reo's Sherer Hails Contest Winners— 
Winners in the Reo national used-truck sales contest are congratulated by Joseph 


|S. Sherer jr., Reo president. From left are Don Thatcher, Lansing; |. E. Murray, St. 


Paul; E. W. Heckman, Denver; Earl Beyerle, Atlanta, and Sherer. The four men won a 


week's vacation, with expenses paid, at various northern Michigan resorts. 


the question, “Why is an automo- 
bile dealer?” in these words: 

“He buys your car, sometimes for 
much more than its true value; he 
supplies your new car in good 
times and bad, and frequently ad- 
vances the money to pay for it; 
and, for the life of that car, he 
endeavors to keep it running well 





KEY TO CUSTOMER SATISFACTION 


Precision-made DeVilbiss products—Spray Equipment, Exhaust 


Systems, Air Compressors and Hose—simplify refinishing prob- 


lems and insure professional results. With them you can turn out 


factory-quality finishes and build greater customer satisfaction. 


Over-all auto refinishing with DeVilbiss equipment is just o 





ue eee 


ne of the highly profitable spray-appearance services. 


You'll profit from all 7 
of these spray-appearance services 





1. Over-all vehicle refinishing 
2. Vehicle touch-up jobs 


3. Spraying chrome protective 
material 


4. Spraying underbody coatings 


5. Spraying upholstery recondi- 
tioners 


6. Spraying waxes 
7. Spraying flock coatings 


Every one of these 7 spray-appear- 
ance services is a money-maker. It 


simply doesn’t pay to try and get 
along with makeshift, inadequate 
equipment to handle these services 
when the cost of equipping your 
shop with DeVilbiss spray equip- 
ment is so amazingly low. 

You'll reap the benefits for years to 
come. Records prove appearance 
services can easily account for one- 
third of service department volume. 


Your local DeVilbiss Jobber or 
branch office will gladly give you 
detailed information or, if you pre- 
fer, write us direct. 


A New Serwice! 






RESUILT EXCHANGE UNIT 
-, DEVILBISS . 
iting Foctory sents 





Now—exchange worn-out 
guns, bare compressors for 
guaranteed factory-rebuilt 
units! Saves delay. Nomi- 
nal charge. 


THE DEVILBISS COMPANY, Toledo, Ohio —Windsor, Ontario + London, England « Santa Clara, Calif.— Branch Offices in Principal Cities 





Air Compressors Spray Guns 


Hose and Connections 





il 


Spray Booths 


FOR BETTER SERVICE, BUY 


DeEVILBISS 








and to keep its owner satisfied 


with it.” 


Petroleum Men 
Told to Expect 


Smaller Cars 


KANSAS CITY.—R. J. S. Piggott, 
president of the American Society 
of Mechanical Engineers, told a 
meeting of petroleum industry en- 
gineers here to expect that cars in 
the future will be smaller and more 
economical to operate. 

The trend to such cars, he said, 
is being pushed by high taxes, 
crowded highways and lack of 
parking facilities. 

Piggott was critical of auto mak- 
ers because, he said, they now use 
more than 1% tons of steel to 
build a vehicle to “haul 1.3 pas- 
sengers.” 

He referred to today’s car as a 
“massive product, packed with 
waste horsepower and _ weight.” 
However, he emphasized that final 
blame rests with the public for in- 
sisting on “excessive speed, snappy 
acceleration and lots of trim and 
gadgets.” 

“Makers should take some of the 
chrome off the outside,” said Pig- 
gott, “and put more of it on the 
piston rings, where it will do some 
good.” 


N. Y. Tax Relief 


Denied Truckers 


NEW YORK.—A suit questioning 
the constitutionality of New York 
City’s motor-vehicle use tax, as it 
applies to the imposition of a $10 
annual levy on trucks engaged in 
interstate commerce, has been dis- 
missed by State Supreme Court 
Justice Carroll G. Walter. 

The action was brought by five 
trucking firms, which sought an in- 
junction on the grounds that they 
were victims of discrimination 
since their vehicles were used pri- 
marily for transporting shipments 
from one state to another. 

“I think it is entirely clear,” Jus- 
tice Walter wrote in rejecting the 
petition, “that the tax is a tax on 
the use of the stieets of the city. 
It does not in any way discrimi- 
nate against interstate commerce, 
and there is no evidence that it 
constitutes an unreasonable burden 
upon interstate commerce.” 

The plaintiffs were McLean 
Trucking Co.; Forst Trucking Co., 
Inc.; Connecticut Motor Lines, Inc.; 
Middle Atlantic Transportation Co., 
Inc., and Central New York 
Freightways, Inc. 


Warmup 


Pontiac Uses De-Icer Rivet 


On Sun Visors 


NEW YORK.—A metal fastener 
originally developed to help keep 
ice off airplanes is now going to 
keep the sun out of motorists’ eyes, 
according to B. F. Goodrich Co. 

Called Rivnut, it’s a rivet devel- 
oped by Goodrich and long used for 
fastening inflatable de-icers to air- 
plane wings because it can be ex- 
panded to form a tight. seal. 

Now Pontiac engineers have 
found these rivets the answer to 
making a leakproof connection for 
two light metals and will use them 
to fasten sun visors on 1953 models, 
Goodrich reported. An extra virtue 
is that the metal fasteners can be 
installed after enameling or paint- 
ing, it was said. 
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By M. L. Schwartz 
Staff Correspondent 

OTTAWA.—Sales of new motor 
vehicles continued an upward trend | 
in August for the fourth consecu- | 
tive month, the Canadian Govern- 
ment has reported. As compared 
with August, 1951, volume increased | 
24 percent to stand at 26,823 ve- | 
hicles. 

The month’s new-car sales were 
26 percent above last year, with 
a total of 18,275. New commercial 
vehicles came up 19 percent to 
8,548. 

All the provinces showed gains, 
the Government reported, with Al- 
berta and Saskatchewan leading 
the field percentagewise. Saskatch- 
ewan dealers sold 2,958 units for a 


Herlong F eatured 
On Convention 


Program for Va. 


RICHMOND, Va.—Rep. A. S. 
Herlong jr., Florida Democrat, who 
sponsored the Herlong amendment 
restoring the full margin of profit 
to auto dealers, will be a speaker 
at the convention here of the Auto- 
motive Trade Assn. of Virginia 
Oct. 27-29. 

Registration applications of dele- 
gates are running 40 percent ahead 
of those received last year at the 
same time, according to association 
officials. 

Other than Rep. Herlong, the 
tentative speakers’ list includes 
leaders from both within and with- 
out the industry. 

Karl Richards, field representa- 
tive of the Automobile Manufac- 
turers Assn., will give predictions 
on production of ’53 models. Joseph 
E. Bayne, general sales manager 
of Lincoln-Mercury, also will ap- 
pear. 

Ewing Stumm, director of Na- 
tional Cash Registers’ sales-train- 
ing department in Dayton, O., will 
speak on “What’s Wrong With 
Selling?” Arthur N. Motley, of New 
York, publisher of Parade, Sunday 
newspaper supplement, will present 
a collateral talk on how the auto- 
mobile business can get its share | 
of the public’s dollar. 

Another speaker will be Aubrey 
H. Ward, of Clemson College, S. C. 





Transport Parley 
Lists Speakers | 


NEW YORK.—Former Undersec- 
retary of the Army Karl R. Bendet- 
sen heads the list of leaders in 
military transportation scheduled | 
to address the seventh annual con- 
vention of the National Defense | 
Transportation Assn. to be held 
here Oct. 26-29, it is announced by 
L. W. Byrne, of the New York Port 
Authority and chairman of the pro- 
gram committee. Bendetsen will | 
speak on “Transportation Pre-| 
paredness.” 

Other speakers will be Maj.-Gen. 
Frank A. Heileman, Army chief of | 
transportation; Brig.-Gen. John P. 
Doyle, Air Force director of trans- | 
portation, and Rear-Adm. George | 
R. Cooper, assistant chief of naval 
operations (logistics). | 

In addition, the convention will 
hear Kenneth L. Vore, head of the | 
military traffic service which han- | 
dles transportation policy for all | 
three of the armed forces, who will 
discuss “The Role of Traffic Man- 
agement in Transportation Pre- 
paredness,” and Navy Capt. W. J. 
Boundy, “Warehousing and Storage 
in Transit.” 


2nd Canadian Office 


Opened by Markel 
RICHMOND, Va.—Markel Serv- | 


ice, Inc., has broadened its inter- | 
national insurance services for | 
truck and bus operators by open- 
ing an office in Montreal, it is an- 
nounced by Lewis Markel, presi- 
dent. The Montreal office is the 
second in Canada, the first having 
been set up in Toronto in 1951. 
Albert L. Smith has been named 
manager of the Montreal office. 
Smith formerly was with the On- | 
tario Highway Department as ve- 
hicle inspector and investigator. 





Canada Sales Still Grow 


New Vehicles Gain in August for Fourth Month; 
Every Province Shares Boom 


|gain of 61 percent over last year, | i 
|}and Alberta dealers sold 3,271 units 


|Columbia, 36 percent; Prince Ed- 
| ward 


| Manitoba, 14 percent, and Quebec, 





47 








for a gain of nearly 60 percent. 
Percentage gains elsewhere were: 
Newfoundland, 43 percent; British 


Island, 26 percent, New 
Brunswick, 20 percent; Nova Sco- 
tia, 17 percent; Ontario, 15 percent; 





6 percent. 
Government figures confirmed ss 
dealers’ reports that demand for ~~ - 


credit facilities was rising. Used- 
car purchasers led the field in 
asking for credit, the report | 
showed. However, fewer credit 
requests were made in August | the Chrysler medal of merit. The award is given to dealers with outstanding records 
than in other months. | in sales, workmanship and customer service. Hall was guest of honor at a meeting of 
Over the period of a year, new | the Wisconsin Automobile Old Timers the following day. Formal presentation of the 
vehicles increased by 17 percent in | Chrysler award was made by George C. Steger, regional manager in Milwaukee. 
number for August, the report Pictured are Steger (holding the plaque); Thomas F. Roach, district manager, and Hall. 
showed, and by 40 percent in dol- | 7 ‘ ‘ 
lar value. Figures showed that 9,524 | Percent, with 3,762 units carrying 
passenger cars were financed dur- | P@per. 
ing the month, a 35 percent gain| Financed sales of used vehicles 
over August of last year, and new|showed a gain of 28 percent in 
commercial vehicles dropped 12!number during the month, the re- 


Chrysler Medal of Merit to Wis. Dealer— 


L. H. Hall, president of L. H. Hall Motor (Chrysler-Plymouth), 530 Washington St., 





port continued. Used-car financing 
took a 33.4 percent jump, while 
used commercial vehicles came in 
for a 9 percent increase in num- 
ber of units financed. 
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| Wausau, Wis., who has been in the auto business since 1906, recently was presented | 


Insurance Rates 


Upheld in Mass. 


BOSTON. — The Massachusetts 
supreme judicial court has ap- 
proved 1952 automobile compulsory 
insurance rates. 

The decision went against 63 in- 
surance companies, which said the 
rates were too low, and against 
the petition of Rep. Harold A. 
Canavan, .of Revere, who claimed 
they were too high. 

The court ruled for State Insur- 
ance Commissioner Dennis Sullivan 
by holding: “We are of the opinion 
that the statute imposes upon the 
commissioner the duty of fixing a 
rate that lies somewhere between 
|the lowest rate that is not confis- 
|catory and the highest rate that is 
| not excessive or -extortionate.” 

The decision pointed out that the 
fixing of rates was largely a mat- 
ter of judgment on the part of the 
commissioner. “Our inquiry here is 
whether the order of the commis- 
sioner was without reasonable sup- 
port,” the justices wrote. “We can- 
not say that it was.” 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you? 











William Bell and James C. Rule 
have served as chairman and vice- 
chairman, respectively, of the auto- 
mobile division of the 1953 United 
Front charity drive in Portland, 
Ore. 

Bell is vice-president and Rule 
assistant vice-president of 
“cover” automobile row for the 
bank. 


* * 


McCullough Heads Shop 


Harold J. McCullough has been 
appointed general service manager 
for Hubach & Parkinson (Dodge- 
Plymouth), Oregon City, Ore. 


+ * * 


Buick-Pontiac-GMC Deal 


Is Launched in Alberta 


Charles Sartoris, former lum- 
ber- mill operator, has opened 
Blairmore Motors, Ltd., at Blair- 
more, Alta., to handle Buick and 
Pontiac cars, GMC trucks and 
Imperial Oil products. Fred S. 
Radford is managing the busi- 
ness. 

The firm’s cinder-block build- 


for BOTH 


voltages... 


the | 
Portland First National Bank. They | 
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ing includes showroom and parts 
department with walls finished in 
birch veneer, and a modern serv- 


ice department. The basement 
will be a heated storage space ac- 
commodating 35 cars. An adjoin- 
ing used-car lot is planned. 

+ * * 


Ford Council Delegates 


Elected for D. C. Area 


Ford dealers in the Washington 
sales district have elected William 
E. Voyce jr., of Brooklyn Motors, 
Inc., Baltimore, and Vaughan H. 
Huse, of Universal Motors, Inc., 
Annapolis, Md., as delegates to the 
Ford dealers’ council of the south- 
east region. 


Voyce and Huse represented 107 
Washington-area dealers at a re- 
gional meeting in Philadelphia. 

+ + ” 
Change for Kilpatrick 

A, E. Kilpatrick, former owner 
of Kilpatrick Buick at Camas, 
Wash., and prior to that manager 
of Columbia Chevrolet, of Van- 
couver, Wash., is new general man- 
ager of Woodson Motor Co. (Cadil- 


lac-Chevrolet), of Newport, Ore., 
and also the Woodson Chevrolet 
| dealership at Toledo, Ore. 


* * * 





| Baltimore DeSoto Deal 
|Purchased by Rennix 


William Rennix has purchased 
Highlandtown Auto Co. (DeSoto- 
eee Baltimore. Rennix also 
|is president of Glendale Motors. He 


was a Chrysler factory represen- | 


tative before entering the Balti- 
| more retail business in 1946. 
Edward J. Leonard is sales man- 
ager of Highlandtown; Floyd New- 
lan, service manager; Harry A. 


Wills, parts manager, and Paul T. 


Beyer, comptroller. 
+ + * 


Hudson Appoints Top Dollar 


Springfield (Ill.) Dealer 


Top Dollar Motor Sales has been 
appointed Hudson dealer for 
Springfield, Ill., it is announced by 
Mitchell Brown, owner. Frank Ren- 
fro is general manager, and Carter 


Van Nattan is sales manager. 
* * * 


Dallas Chevrolet Dealer 


Invades Rental Field 

Earl Hayes Rents Cars and 
Trucks, a new _ enterprise, has 
opened in suburban Oak Cliff, sub- 








Flying Dealer— 


Randall Leopold, head of Leopold Chev- 


rolet, Lewiston, Pa., has been named 
regional vice-president of the Air Force 
Assn., supervising activities in Pennsyl- 
vania, New York and New Jersey. He is 
shown (left) during a recent conference 
with Gen. Hoyt S. Vandenberg, Air Force 
chief of staff. 


urb of Dallas. Construction will 
start soon, president Earl Hayes 
said, on a permanent 422-foot, two- 
story building on Industrial Blvd. 


Other officers are L. O. Taylor, 
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...With test equipment in advance of the times 


Here is an exceptional opportunity offered by SUN to every service 
an opportunity to prepare and modernize—in advance—for 
new and revolutionary developments in the automotive industry. 
is the newly engineered SuN Master Motor 
Tester and Accessory Group for completely and accurately testing 
both 6 and 12 volt automotive engines. Each of these new units has 
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possible, with this new SUN Equipment, to modernize your testing 
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-.information on the Modernization Plan. 


_~ Sum Equipment is also available for fleet and military use—in 6-12-24 volt units. 


LECTRIC CORPORATI 


IN Technical Training Schools in 16 cities. Night and Day Courses. 


6327 AVONDALE AVENUE 
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vice-president, and W. J. Helm, 
secretary-treasurer. Both are also 
associated with Earl Hayes Chev- 
rolet Co. 

* + 2 
Wentworth Tours Europe, 


Visits Nash Designer 


Charles W. Wentworth sr., of 
Wentworth & Irwin, Inc. (Nash 
and GMC), of Portland, Ore., has 
returned from a four-month tour 
of the British Isles and the Con- 
tinent. While in Italy, he visited 
the Turin plant of Pinin Farina, 
noted custom-auto designer and 
builder, who designed the 1952 
Nash. 


* * . 


Myron Motors Builds 


Myron Motors’ (DeSoto-Plym- 
outh), of Baker, Ore., soon will be 
housed in a 70-by-100-foot building 
now under construction at Second 
and Washington Sts. 

a o 


* 


Studebaker Deal Sold 


J. E. Kinnebrew and Roy L. 
Duffy, who for seven years operat- 
ed the Kinnebrew-Duffy Studebak- 
er dealership at Longview, Wash., 
have sold the business to Frank P. 
Newnam, formerly in the automo- 
bile business at Sunnyside, Wash. 
Kinnebrew and Duffy retain owner- 
ship in the property. 

* 7 > 


Baltimore Appointment 


Ralph B. Smith has been ap- 
pointed new-car sales manager of 
Chrysler - Plymouth Auto Clinic, 


Baltimore. 
* s * 


Hadden Elected President 


| Of Dodge Dealer Group 


Bud Hadden, since 1947 a Dodge- 
Plymouth dealer at Pleasantville, 
N. J., has been elected on ercag 
of the South Jer- * 
sey Dodge Deal- , 
ers Assn. to fill 
the unexpired 
term of the late 
B. R. Downer. 

Hadden, for- 
merly vice-presi- 
dent of the or- 
ganization, has 
been associated 
with Dodge deal- 
ers in the Phila- 
|delphia and sou- 





Bud Hadden 


thern New Jersey areas since 1924, 
and served as a Dodge special rep- 





resentative at Philadelphia, 
1940 to 1945. 


from 


* * * 


Livie Buys Farm as Site 


For Employe Recreation 


Six hundred employes and 
friends of Baltimore Motor Sales 
| Co. were guests at a bull roast 
recently at the farm of Bruce 
Livie, president. 

The event was held to mark 
Livie’s purchase of the farm as 
a recreational spot for employes 
| of his firm. The day’s program 
included a roast beef feast and 
athletics for young and old. 

The farmhouse and buildings 
are being renovated for use by 


the firm’s employes. 
* x * 


Roberts Holds Key Role 


At Republican Session 


John Roberts, Lancaster (N. H.) 
dealer, was chairman of the reso- 
lutions committee for the Republi- 
can state convention held in Con- 
cord. Roberts was a key figure in 
the drawing up of the GOP state 
platform. 

* * * 
Smith Now Dealer 

Arthur E. Smith, who has sold 
cars in South Bend and Misha- 
waka, Ind., for the past five years, 
has bought the Studebaker dealer- 
ship at Frankfort, Ind., now known 
as the Art Smith Motors. 


* * * 


2 Marysville (Kans.) Dealers 


Put at Helm of Civic Groups 
Frank Boss, of Anderson-Boss 





Motor Co. (Ford), Marysville, 
Kans., has been elected president 
of the Marysville Community 


Chest board. 

W. A. Muchow, of Muchow- 
Richter Implement Co., Inc. (In- 
ternational trucks), also in Marys- 
ville, has been elected president of 
the Marysville Kiwanis Club for 


1953. 


* + 


Thornton Elevated 
Lou Thornton, with Sunshine Mo- 
tors, Inc., since the Willys distribu- 
torship was formed, has been pro- 
(Continued on Page 49, Col. 1) 
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(Continued from Page 48) 


noted from sales manager to man- 
ger of the St. Petersburg branch, 
.ecording to General Manager 
Thomas Slade, Jacksonville, Fa. 
Sunshine serves 40 dealerships in 
“lorida and south Georgia. 

> * ° 


Ala. Packard Deal Sold 


McCormack Brothers, longtime 
Packard dealership in Birmingham, 
Ala., has sold its business to Pen- 
ton-Coker Motor Co., which will 


operate in the same location. 
* * . 


Kans. Firm Incorporates 


Ken Wenger, part owner of Witt- 
mer Motors, Sabetha, Kans., an- 
nounces that, following incorpora- 
tion, the name of the firm has been 
changed to Nemaha Motor and Im- 
plement Co., Inc. The firm handles 
Studebaker cars and International 


Harvester farm machinery. 
is = os 


Merchants Elect Allen 


John A. Allen, president of Troy 
Autos, Inc., Troy, N. C., has been 
elected vice-president of the Troy 
Merchants Assn. 


Poor Takes Navy Cruise 


Thomas W. Poor, Hudson dealer 
at Olathe, Kans., is one of nine 
business and professional men of 
Kansas City and vicinity who were 
chosen to spend two weeks aboard 
a battleship as a guest of the Navy. 
The group was flown by Navy 
plane to Norfolk, Va., and there 
began the cruise through the Pan- 
ama Canal to Long Beach, Calif. 

2 * . 


New Flagpole at Monrovia 


Old Glory waves high o’er Mon- 
rovia, Calif., these days now that 
McDonald & O’Boyle (Oldsmobile- 
Chevrolet) has finished putting up 
a 60-foot flagpole in front of its 
main showroom on W. Huntington 
Dr., reports Dick Burt, general 
sales manager. ‘ 


* 
UcCallister Heads Up Sales 


At Cadillac’s N. Y. Branch 


William C. McCallister is new 
sales manager of Cadillac’s New 
York branch, succeeding Loraine 
M. Wood, who has retired after 
21 years with the firm. 

McCallister, who joined Cadil- 
lac in 1938, became sales man- 
ager of the Oldsmobile depart- 
ment of the joint Cadillac-Olds- 
mobile Detroit factory branch in 
1948. In February, 1952, shortly 
after the branches were split, he 
went to the New York branch as 
assistant to Wood. 


Fire Hits Florida Firm 


Probable serious damage to the 
$300,000 inventory of Florida Motor 
Service, Inc., Jacksonville, Fla., was 
minimized when two employes, re- 
turning for their parked car less 
than an hour after the firm closed 
for the weekend, saw and reported 
a second-floor blaze, according to 
Guy B. Dodd, owner. | 

os * 


Wittschen Plant Opens 


Wittschen Motors (Morris, MG 
and Austin), Charleston, S. C., has 
opened its enlarged plant at 662- 
664 King St. 

* 


Falkenburg Buick 


Falkenburg Buick Co.,_Inc.,| 
Hazlehurst, Miss., has been granted 
a charter of incorporation, listing | 
capital stock of $51,000. | 

2 


Kaiser Dealer Appointed 


Southern Shores Motor Co., 2201 | 
14th St., Gulfport, Miss., has an- 
nounced its appointment as dealer 
for Henry J and Kaiser automo- 
biles. The company has opened a 
body and paint shop at 3301 25th 
Ave., with W. A. Goolsby as man- 
ager. Lawrence Knight is manager 
of Southern Shores. 

: i 2 | 


Rodewald Service Takes 
Wis. Buick Franchise 


Rodewald Auto Service, former 
DeSoto-Plymouth dealership at She- 
boygan, Wis., has taken a Buick 
franchise for the community. The 
dealership is owned by Milton O. 
Rodewald. 

In an advertisement in the She- 
boygan Press, the company said 
that its stock of DeSoto-Plymouth 





parts would be maintained, and 
that tools and equipment would be 
available for servicing all makes of 


cars. 
* * * 


Gratzes Buy Out Spinos 


Ernie Gratz has announced Gratz 
Brothers’ purchase of Spino Broth- 
ers (Studebaker), 13th and Reed 
Sts., Philadelphia. 


* * * 


James K. Dempsey, former claim 
manager in Buffalo, takes over the 
Rochester branch, and former New 
York claim manager Earle L, Well- 
ington will manage the Albany 
branch. Dempsey and Wellington 
have both been with the firm since 
1937. 


* * As 


Pa. Firm Still Improving 

Facilities at Chevrolet Co., Beav- 
ertown, Pa., have been improved for 
the second time in six months by 
erection of a one-story body and 
paint shop, 48 by 30 feet. Dealer 
L. J. Yetter earlier had constructed 





a building addition and improved 
his service department. 
> > * 


Lorimer Heads Sales 


Neil W. Lorimer, of the sales 
staff of Puddicombe Motors, Ltd., 
Toronto, has been appointed sales 
manager. The dealership, at 1543 
W. Bloor St., handles Meteors, Lin- 


colns and Mercurys. 
+ * * 


Sutliff Adds Space 


Sutliff Chevrolet Co., Harrisburg, 
Pa., has added 1,200 square feet of 
space at the rear of the grease pits. 
The extra space is being used by 
the lubrication department for stor- 
age. 

« * * 


Named Sales Head 


Robert Gunn jr. has been named 
sales manager at Gunn Pontiac, 
Inc., Pittsburgh, succeeding Wil- 


liam Harrison. 
* . cd 


Article Honors Anthony 


As Coast Auto Pioneer 


Earle C. Anthony, president of a 
California Packard distributorship 
bearing his name, was the builder 
of “the first horseless carriage to 
travel the streets of Los Angeles,” 
according to an article in Scroll, 








Southeastern Delegates to Ford Council— 


Pictured with C. R. Beacham (right), sales manager of Ford's southeast region, are 
the three delegates who will represent approximately 1,000 Ford dealers in all or 
part of 12 southeastern states on the 1952-53 national Ford dealer council. From left 
are George M. Holtsinger, of Holtsinger Motor Co., Tampa, Fla.; Earnest L. Hicks, of 
Pettit Motor Co., Charlotte, N. C., and R. G. Danner, of Dick Danner Ford, Inc., Vero 
Beach, Fla, They were named at the regional dealer council meeting recently in 
Philadelphia. 





magazine of Phi Delta Theta fra-|he built an electric runabout. The 
ternity. magazine says Anthony now is “the 
The article traces Anthony’s ca-|senior member of the motor-car 
reer from 1897, when while a stu-| industry in southern California.” 
dent at Los Angeles high school (Continued on Page 50, Col, 3) 
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The effect of advertising is cumulative — it’s consistent 
advertising that really pays off! So the Pennsylvania Grade 
Crude Oil Association has advertised consistently for 29 
years in leading general and farm magazines to give you the 
maximum help to sell more 100% Pure Pennsylvania Oil. 


To make this advertising work effectively for you, remind 
each customer that he can protect the power he bought 
with a brand of 100% Pure Pennsylvania Oil— made from 
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MOTOR OIL 


For your protection, only oils made from 100% Pure Pennsylvania Grade Crude 
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it’s the first grade! 
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old...of growing gracefully into middle age...it 






deserves a first-grade motor oil! That, of course, 
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crude oil ever found anywhere. No matter what the 
climate or driving conditions, you'll get first-grade 
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many experienced, happy motorists... /msist om 100° 






Pure Pennsylvania for top protection at all times 


KEEP te power you bought 






BUY A BRAND OF 100% PURE 


RAY LIT 


toh ke) ae) | Se 


>» 


a re eS 
*& 100°. PURE @ 





Ni, OIL. 


OIL . 
. CO ASS POC hs 
(See 


022 0 5 4 OT POMMST names GRAB CONDE Om ESSEC eR 
‘Vent ARE GERES TERED 46 POUR OrreE 












Dealer 


Doings 


(Continued from Page 49) 


Gearhart Buys into Deal 


J. L. Gearhart has purchased an 
interest in Pomdale Buick Co., 
Pompano Beach, Fla. Gearhart 
bought out the interest formerly 
held by George A. Scheigert, There 
will be no changes of personnel or 
policies, it was announced. 

* + * 


Daniel Brothers Split Up 


To Run 2 Buick Deals 


Richard DeVoe Daniels has dis- 
posed of his interest in Daniels 
Buick, Inc., 3415 N. High St., Co- 
lumbus, O., to his brother, Robert 
A. Daniels, who was his partner in 
the concern. 

At the same time, Richard Dan- 
iels announced plans to take over 
the Buick dealership in Canton, O. 

* s s 


Two Get Lions Posts 


Two Chevrolet dealers have been 
appointed deputy district governors 
of the Harrisburg (Pa.) Lions club 
for 1952-53 term. They are May- 









— 


: nnn 


nard R. Keller, of Marysville, and 
Leon K. Wagner, of Newville, who 
also is president of the Newville 
Businessmen’s Assn. 

* + * 


Ranch-Style Building 


Paul Willison Motors has opened 
a new ranch-style showroom and 
service building at O’Connor Drive 
and St. Clair Ave., Toronto. 

* * * 


Pa. Deal Enlarges 


Seventh Street Motor Co. (Mer- 
cury), McKee’s Rocks, Pa., has en- 
larged its stockroom and changed 
the outdoor sign. The dealership 
also announced it will build a body 
shop separate from the repair shop. 

+ * + 


Feeser Takes New Post 


Felix Feeser, formerly manager 
of Strickland Lincoln-Mercury Co., 
Inc., Kokomo, Ind., has taken a 
sales position with Courtright Mo- 
tors on Washington St. Feeser 


managed the Strickland dealership 


—— 


R-M Super Flash- 

ita une Ome 

in * Gray 
or Dark Gray. 


for two years. Courtright Motors 
formerly was Downtown Motors, 
Inc. 

* + * 


Staub Adds 2-Story Shop 


Staub Chevrolet Sales, New Ox- 
ford, Pa., recently opened a new 
two-story body and paint shop, built 
of cement blocks. The structure 
adds more than 1,000 square feet to 
facilities of the dealership. 


* + * 
New Leasing Firm 
Piedmont Fleet Leasing, Inc., 


Winston-Salem, N. C., has been or- 
ganized with capital stock of $100,- 
000 to operate an automobile leas- 
ing service. Principals are E. L. 
Frazier, Chris Blackwell and V. W. 
Jarvis, all of Winston-Salem. 


‘Chips’ Flying 
Philadelphia Sons Follow 


Dad in Dealerships 


“Chips off the old block”—that 
is true of a number of sons who 
have followed in their fathers’ foot- 
steps by going into the automobile 
business in Philadelphia. 


Some of the younger generation 
carrying on are William T. Plach- 
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Excellent workability and fast drying helps 
keep refinishing operations moving. 


|son, Swenson Ford, and John 


ter, of Plachter Cadillac-Oldsmo- 
bile Co., which was founded by the 
father, and Jack Bradley, of Jack 
Bradley DeSoto, also taking up his 


| father’s career. 


Other sons taking part in the au- 


|tomobile business are Edward J. 


Ronan jr., Ronan Motors; William 
T. Jones jr., Jones Chrysler; Jack 
and Joe Jardel, Burholme Motors; 
Jack Fisher, J. Jack Fisher Co. 
(Nash); Raymond and Alvin oe] 
Fassitt jr.. Foss-Hughes Co. 


* * * 


Murphy Elected to Head 


Wash. County Group 

Les Murphy, head of Murphy 
Motors, Everett, Wash., has been 
elected president of the Snohomish 
County Automobile Dealers Assn. 


He is a brother of Cliff Murphy, 


|}owner of Murphy Oldsmobile Co., 
|Los Angeles. 


Another brother, 
George, is the head of a Chevrolet 
dealership in Los Angeles, and in 
addition has two operations in 
Honolulu. 

* * * 


Fire Damage Repaired 


The display room, office and re- 
pair department of Stamm-Ray- 
mond, Inc. (Plymouth - Dodge), 











Only light, easy sanding required. (Many 
experienced refinishing men are referring 


to this amazing undercoat as the ““Lazy man’s 


primer surfacer.”’) 


The excellent filling and holdout of R-M 
Super Flash-Sand keeps final coats on the 


surface where they belong. A full, glossy 


finish is assured. 


f 


Rinsneo-Mason Co. 
5935 MILFORD AVE., DETROIT 10, MICH. 


1244 N. LEMON ST., ANAHEIM, CALIF. 


Reduces two parts of thinner to one part 
of Flash-Sand. Ask your R-M jobber. 





IN CANADA: STANDARD PAINT & VARNISH CO., LTD., WINDSOR, ONTARIO 


Manufacturers of passenger and commercial car lacquers, enamels, primer:, 
surfacers, tinting colors, thinners, removers, rubbing compounds, etc 





Crowley, La., which were heavily 
damaged by fire, now have been 
repaired, according to A. E. Ray- 
mond jr., manager. 

* * * 


New England Hudson Group 


Elects Novo President 


A. L. Novo, Concord (N. H.) 
Hudson dealer, was elected presi- 
dent of the New Hampshire and 
Vermont Hudson Dealers Assn. at a 
dinner and gathering in Manches- 
ter, N. H. 

L. E. Whitten, of Manchester, 
presided at the meeting. Philip 
Smith, of Newmarket, was named 
secretary of the organization, and 
James Shelton, of Portsmouth, 
treasurer. James Doyle, Boston zone 
manager, described Hudson’s new 


small car. 
* * * 


Fire Wrecks Miss. Deal 


A fire destroyed four used auto- 
mobiles, a new truck and the en- 
tire building of Dennis Motor Co. 
(Dodge-Plymouth), New Augusta, 
Miss. The firm is owned by 
George Dennis jr. 

* * cod 


Cortes, Kef Motors 


Join Kentucky Assn. 


Two new members have been 
added to the Kentucky Automobile 
Dealers Assn. They are Bud Cortes, 
Inc. (Ford), St. Matthews, and Kef 
Motors (Hudson), Louisville. 

* + . 


Andrews Chevrolet 


Andrews Chevrolet, Inc., Boone, 
N. C., has been chartered with au- 
thorized capital stock of $150,000. 
Principals are G. R. Andrews, Kate 


Andrews and Dale Andrews. 
x * * 


Harry Thomas Motors 


Harry Thomas Motors, Toledo, 
has been incorporated by Charlotte 
Gearhart, Leland L. Lord and John 
F. Jones. 

* = ” 


Blanchard Renominated 


Carl Blanchard, proprietor of 
Farmington Motor Co. (Ford), 
Farmington, N. H., was renominat- 
ed as Republican candidate for the 
state legislature in the recent pri- 


mary election. 
* * * 


Landay Nash Fills Post 


R. A. Johnson, formerly with the 
Baltimore office of Universal C.LT. 
Credit Corp., has been appointed 
sales manager of Landay Nash 
Sales, Inc., Baltimore, according to 
Vice-President Morris J. Landay. 

*~ 


* * 


McCarty Nash Opens 


McCarty Nash Co., headed by 
Laster McCarty, has opened for 
business in Jonesboro, Ark., occupy- 
ing the building formerly used by 


Terrell Motors. 
7 > - 


Ohio Firm Ups Shields 


New-truck and fleet sales man- 
ager of Norwood Auto Sales (Ford), 
Cincinnati, is C. Kenneth Shields, a 
northern Kentucky native. Nor- 
wood’s general sales manager, 
Charles Horton, announced Shields’ 
promotion after two years with the 
firm. 

eo 2 + 


New Partnership Is Set Up 


At Riegel After 38 Years 


Riegel Bros., Inc. (Dodge-Plym- 
outh), of Spokane, a distributor 
since 1914, has been purchased by 
a new partnership, Dee R. Riegel 
announces. The transaction report- 
edly involved $500,000. 

The reorganization was occa- 
sioned by the retirement from the 
old enterprise of Richard Riegel, 

(Continued on Page 51, Col. 1) 
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resident, who will set up a dealer- 
nip of his own. 

The new partner of Dee Riegel is 
fred C. Becker, who has been in 
he automobile business about 20 
vears and has a Dodge-Plymouth 
ealership in Walla Walla, Wash. 
The Spokane firm now is known as 
Riegel-Becker Motors. 


Paper Magnets 
Spitzer Motor’s Display 


Draws Viewers 


Spitzer Motor Sales (Ford), Eigh- 
teenth St. and Avenue of the Amer- 
icas, N. Y., has put on a display of 
designs and portraits of television 
program settings created by stu- 
dents of the Jamesine Franklin 
School of Professional Arts. 

Features of the exhibit, part of 
the firm’s continuing public serv- 
ice program, were 10 advertising 
miniatures constructed for use in 
conjunction with program titles. 

Using “forced perspective,” the 
paper and cardboard miniatures 
stopped customers of the dealer- 
ship’s windows to inspect the un- 
usual illusion of depth and reality. 
The portraits hang on the walls of 
the showroom. 

* * * 
Denver Dealers Present 


Trophy to Speed Champ 

A trophy donated by Chrysler 
dealers of the Denver area was 
presented to Billy Vukovich, 33, 
of Fresno, Calif., who kept his 
J. C. Agajanian Special in front 
all the way in the American Au- 
tomobile Assn.’s national cham- 
pionship 100-mile race at Denver’s 
Centennial dirt track. 

Vukovich drove the same car 
that won the Indianapolis Speed- 
way race last Memorial Day. His 
elapsed time for the 100 miles was 
1:08.91, a track record. 


Jacobs Remodels Home 


Jacobs Motor Co. (Hudson), Al- 
toona, Pa., has completed a mod- 
ernization program which includes 
a renovated parts department, serv- 
ice department, and howrem. 

* 


Buick Deal Adds Outlet 


Claire Conway, who was associ- 
ated with Daniels Buick in Colum- 
bus, O., will be secretary-treasurer 
of Dick Daniels Buick, Inc., of Can- 
ton, O., which has taken over Dick 
Frazier Buick, Inc., in that city. 

* 


Amarillo Sports Car Co. 


Amarillo Sports Car Co. (Jaguar), 
Amarillo, Tex., has been opened by 
Ralph White and Taylor Mays. The 
dealership will carry a complete 
line of cars, full parts department 
and trained mechanics. 

* 


Delaware Dealers Elect 
5 Additional Members 


New members elected to the 
Delaware Automobile Dealers 
Assn. at its annual convention at 
ReHoboth Beach were Colonial 
Chevrolet Co.; Kutner - Nash; 
Standard Motors, Inc., and Stat 
Motor Sales, Inc., all of Wilming- 


ton, and William H. Porter, Inc., 


of Newark. 

New associate members are 
Smith Motor Sales and Thomp- 
son Used Cars, both of Wilming- 
ton. 

Standard sells Crosleys, Jaguars, 
MG’s, Austins, Morris Minors and 
other foreign makes. Stat, with 
two used-car locations, now has a 
Studebaker franchise. 

* * * 
Black Wins Election 


Harry F. Black, vice-president of 
Brand Chevrolet, Inc., Waynesboro, 
Va., was the successful candidate 
for councilman-at-large in the re- 
cent Waynesboro election. 

oa 7 os 


Four Sons of McGahey 


Operate Florida Deals 


Four sons of T. B. McGahey, 
founder of the Chrysler-Plymouth 
distributorship bearing his name at 
Miami, Fla, are now active in 
Chrysler Corp. dealerships in the 
Miami area. 

Bob is president and Tom secre- 
tary-treasurer of T. B. McGahey 
Co. operates Miami Beach 
Motors (Chrysler-Plymouth), while 





Ben C., former president of the 
Miami Automobile Dealers Assn., 
recently took over John Jones, Inc. 
(Dodge-Plymouth). 

The elder McGahey is building a 
home at 575 Melalueca Lane, Bay | 
Point, for which a $50,000 building 
permit has been issued. 

* * * 


Crudgington Gives 2 Cars 


To Amarillo Civic Program 


As a sponsor of the Welcome 
Wagon program, Bob Crudgington, 
Amarillo (Tex.) dealer, recently 
presented the keys of two new 
Studebakers to workers who will 
serve Amarillo as official hostesses 


next year. 
* * * 


Nash Grand Rapids Firm 


Is Purchased by Lewis 


Nash Grand Rapids Co., of Grand 
Rapids, Mich., has been renamed 
Cy Lewis Nash, Inc., after being 
purchased by Cyril G. Lewis, pres- 
ident and general manager since 
Apr. 1. A. Hubble Loomis, former 











mand. 
TOWN SENS 


S 


“Now when we tell a customer 
his car isn’t ready yet, he can hit 
the ceiling without hurting him- 
self.” 


owner, has returned to duty as an 
Air Force colonel. 

Lewis was a partner in a Nash 
dealership in Flint four years be- 
fore coming to Grand Rapids. Mrs. 
Lewis has been appointed vice- 
president and secretary of the new 
organization; Arthur P. Boynton, 
of Detroit, director, and Edgar W. 
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Hoffman, treasurer and office man- 
ager. 

Harold Loomis, brother of the 
former owner, will continue as new- 
car sales manager. Others remain- 
ing are Dudley Scoby, used-car 
manager; George Akey, service 
manager, and Jack Truckle, parts 
manager. The dealership’s head- 
quarters are at 41 Sheldon, S. E. 


* * x 


Norwood Ups Shields 

Promotion of C. Kenneth Shields 
to assistant general sales manager 
in charge of truck and fleet sales 
at Norwood Auto Sales (Ford), 
5050 Montgomery Rd., Norwood, O., 
has been announced by Charles 
Horton, general sales manager. 
Shields has been with Norwood 
since October, 1950. 

+ + * 


Ford Deal Progresses 


Al Long, Inc. (Ford), Detroit, has 
opened new showrooms at 13200 Jo- 
seph Campau Ave. Grand opening 
festivities lasted from 9 a.m. to 
9 p.m. 

* * a 


Johnson Heads Sales 


A. T. Johnson has been appointed 
new-car sales manager for Frontier 
Pontiac, Inc., Fort Worth. 






FLASH-A-CALL 
STATA) 


heat ee aed?) 


100% to 200% Absorption 


We will personally discuss 
with you the problems of 
your shop, the corrective 
measures that must be 
taken. Train your entire 
shop personnel, guarantee 
to increase your customer 
paid labor sales or you owe 
us nothing. As manufac- 
turers, we offer you direct, 
equipment designed for 
this purpose alone, oe 
the highest known standar 

of quality, in two complete 
packages, for the large 
dealer or smaller service 
department. Our program 
meets and goes beyond the 
requirements of all major 
factories, Write us today 
and we will arrange an ap- 
pointment with a man that 
will not waste your time. 


FLASH-A-CALL 
SERVICE CONTROL SYSTEM 


1112 South Wabash Avenve, 
Dept. AN-25, Chicago 5, Ill. 








Everytime you get a car on the lift... 


(1) you have an opportunity to see what it needs... (2) you have 
an opportunity to sell TBA items. 


There’s nothing like Marfak for bringing in lubrication customers. 
It’s a top-satisfaction builder. It’s easy to demonstrate its superior 
qualities. And once car owners have had Marfak jobs... they want 
repeats. They feel the difference — quieter, smoother riding, easier 
handling, greater protection. Marfak is tough — specially made to resist 
jar-out, squeeze-out and wash-out. It clings to vital chassis points. 

That “cushiony” feeling lasts longer. 


MILLIONS of car owners know Marfak. Continuous national advertis- 


ing keeps telling them and selling them. Talk to a Texaco representative. 


See how the Marfak sign can mean more business for you, 


Na 


& 
Fax offers you area 


The Texas Company 


dy- made market ! 


TEWACO 
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| Highways & Safety... 


| By Ed Janicki 
; Staff Writer 

@|L.LEVEN Detroit-area auto deal- 
ers went to lunch the other 
day. One of them made a brief 
speech. He said: “Gentlemen, we 
need more money to keep up our 
safety campaign. 
The result: 
There is $500 in 
the pot for con- 
- tinuance of one 
of the most re- 
Moser Gets Award for Safety Work— mashable  ontety 


Leslie Sprunger (left) and Palmer Moser (center), of Moser Motor Sales, Berne, Ind.,| programs in the 














receive a framed certificate from Joseph Dilorenzo, educational consultant of the | nation — “Safety 
Chicago Motor Club, for cooperation in the school driver-training program. by the Block.’ 
ae Joe _ Scudiere, 
Studebaker deal- 
Conn. Gets Award a ae mcm 
Connecticut has received the Na-;was 61.3 for every 1,000 persons,|East Side, has . 


been active for many years in De- 
troit safety drives, concentrating 
on community projects especially. 
And he _ gets cooperation from 


tional Safety Council’s award for 
the lowest violent-death rate in the 
country last year. Although the 
national average violent-death rate 


Connecticut’s was 41.2. The state 
had 847 such deaths, from all types 
of accidents, in 1951. 
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October Award Cites 
Detroit ’s Scudiere 


everyone, including Detroit’s mayor 
and common council. 

For his tireless efforts in saving 
children’s lives and reducing acci- 
dents, Scudiere is selected AUTOMO- 
tive News’ “Safety-Minded Dealer 
of the Month” for October 


* * = 
Campaign Spreads 
Y WAS Scudiere who conceived 
the “Safety by the Block” move 
ment, which sprouted from a small 
east side activity into a citywide 
organization known as the Traffic 
Safety Council. 

The program is _ principally 
aimed at cutting down on the 
number of pedestrian fatalities— 
particularly among’ children— 
which occur in residential areas. 
It is also designed to curb traf- 
fic accidents at residential inter- 





sections which are not stop 


streets. 


Scudiere’s campaign has received 
the backing of police, Traffic 
Court and the Traffic Safety Assn 
of Detroit, and has been publicized 
by television, radio and newspapers 

Safety by the block means just 
that—each block is responsible for 
the safety of its children, and suc- 
cess of the campaign depends upon 
the people in the area. 

o & s 


2,200 Blocks Covered 


CUDIERE introduced the cam- 

paign last summer with the aid 
of Sgt. Vincent Olshove, of the De- 
troit police safety department. Dur- 
ing the first few weeks, some 2,200 
blocks on an east side area were 
blanketed with 3,000 safety posters. 
90,000 leaflets, stencils on sidewalks, 
and other literature asking coop- 
eration of residents and drivers in 
the safety objective. Block captains 
were recruited to distribute mate- 
rial to parents, and the council 
contacted the local PTA to enlist 
its support and publicize the pro- 
gram at schools and playgrounds 

Residents were asked to park 
their cars in driveways and to stop 
children from using the driveways 
as runways for bicycles. Drivers 
were urged to keep well below the 
speed limit in areas where cars are 
parked. 

Scudiere, who believes in the wis- 
dom of good public relations for 
businessmen, feels that the safety 
campaign has had a really bene- 
ficial effect. He told Avtomortive 


News: 
* * . 


Residents Hail Dealer 


a. of our main points in the 

program is reducing speed in 
residential areas, for it is here 
where speed control is particular- 
ly essential, since children are apt 
to stray carelessly into the street 
while playing.” 

It was pointed out that 60 per- 
cent of the children injured in traf- 
fic are hit playing near their 
homes, while 27 percent of all auto 
accidents are at residential inter- 
sections. 

Scudiere’s program has rapidly 
established itself as a “working 
council, not a talking council.” It 
has gone over so successfully that 
there is hardly a day when Scu- 
diere doesn’t receive letters from 
people asking how they could 
help in the campaign. 

One mother of six children said 
she thought it was the best and big- 
gest thing that has ever been done 
to protect children. Many traffic au- 
thorities agree with her. The moth- 
er is now working as a block cap- 


tain. 
* * 


H & S Shorts 


The Alaska highway, a legacy of 
war, is beginning to pay off in 
peacetime, according to the Cana- 
dian Good Roads Assn. With traf- 
fic in the first four months up 50 
percent over the previous year, 
there is every indication that this 
highway will be the busiest in the 
10 years since it was built as a 
| strategic military road. 

* * . 

Traffic fatalities in Wisconsin 
at the end of the first four 
| months were 45 percent higher 

in 1952 than 1951. At the end of 
the first eight months, fatalities 
were 15 percent higher in 1952, 
compared with last year, it is 
reported. 


* * x 


A two-year survey by the Min- 
|nesota Highway Department and 
|the State Department of Education 
jreveals that boys and girls who 
|receive public school driving in- 
struction have far fewer accidents 
than those who do not participate 
in such classes. 





| Cost of ?51 Road Deaths 
| Put at $8 Billion 


At the rate of $95,000 each, the 
| 37,500 traffic fatalities last year 
| cost the nation approximately $8 
billion, with drivers responsible 
for 45 percent of this amount, 
Richard Bennett, traffic consult- 
ant to the National Assn. of 
Automotive Mutual Insurance 
Cos., said last week. 

Bennett’s statistics further re- 
vealed that for every vehicle 
fatality there are 35 non-fatal 
injuries and 225 accidents in- 
volving only property damage. 
| Last year’s cost of deaths, he 
said, rose $5,000 per accident. 
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Memos to Dealers 


By Bob Finlay 





UST received a letter from an 
#J insurance company asking for 
recommendations “among your 
friends or associates” of men who 
are looking for opportunities with- 
out limit in sales and sales man- 
igement. 

The insurance companies have 
done a remarkable job in elevating 
the standing of their salesmen, and 
this has paid off in sales efficiency. 

This always stimulates thinking 
on the opportunities that the auto 
industry offers in attracting top 
men to their sales ranks. 

Some dealers, of course, 


ing sales staffs. 


ing staffs. 


pleasure aspects. 
our present way of life. 
| Obviously, all 
recog- 





nized this many years ago, and 


LO] a 7 .V Ree. 
GROWING 
INDUSTRY 


CREATES MORE 
BUYING POWER 
FOR 
NEWS READERS 





$20,800,000 EXPANSION 
OF CHEVROLET AT BUFFALO 


Sell the NEWS READERS and you 
sell the whole Buffalo Market 
-over 1,400,000 people 


The Second Largest Market in New York State 


| BUFFALO EVENING NEWS 


EDWARD H. BUTLER KELLY-SMITH CO. 
Editor and Publisher National Representatives 


WESTERN NEW YORK’'S GREAT NEWSPAPER 





Reduce Corporate Taxes 


on the Warehouse “Diet” 


Remember, when your inventory goes 
down-—so do your taxes! That’s another 
good reason for shipping your wares by 
American Airlines Airfreight. No worries 
about fast delivery on reorders, too! 


For further information, wire us collect— 
American Airlines, Cargo Sales Division, 
100 Park Ave., New York 17, N.Y. 











they have done a fine job in build- 
But the demand in 
the postwar years has not been 
;}conductive to building strong sell- 


As a result, studies have shown 
that automotive salesmanship does 
not hold much attraction for bright 
young men coming out of colleges. 

Yet the opportunities in auto 

selling are great. The product has 
appeal from both necessity and 
It is keyed to 


dealers would 
profit from broad industry-wide ef- 
forts to make auto salesmanship 











more attractive. Yet individual 
dealers need not wait for that. They 
can set their own standards high, 
offer compensation in keeping with 
the standards, and let their com- 
munities know their policies. 


There is always the problems of 
ups and downs in auto production, 
yet a dealership sells many things. 
Flexibility of operations on new 
and used cars and service would 
keep the salesmen on their toes. 

Although, as the future looks 
now, they will have their hands 
full with new cars. 

* * * 


Always the Salesman 


PEAKING of flexible salesmen, 

we know one sales manager 
who just can’t stop selling any- 
thing he likes. He happened to 
come across a vitamin and food- 
supplement package made from 
alfalfa, water cress, parsley and 
whatnot, so now he has sold the 
idea to the whole sales staff. 


He claims the sales staff is much 
peppier now. 

“Go ahead and laugh,” he said 
in a hurt manner, “but sales have 
gone up fast since those jokers 
started taking the stuff.” 


He can’t kid us, though. We're 
still sticking to fortified yeast 
tablets. 


A Natural 


AREMONT AUTOMOTIVE 
PRODUCTS claims that one 
out of three cars that come into 
a service shop needs a new muffler. 


Children’s Safety 
Sets Theme for 


Chevrolet Drive 


DETROIT. — Safety for school 
children is linked with the proper 
maintenance of automobiles in the 
autumn phase of Chevrolet’s con- 
tinuing program of Safe-T-Way 
service. 


Nearly all of the nation’s 7,000 
Chevrolet dealers are displaying 
posters depicting school children 
waiting for a motorist to pass an 
intersection. The posters state that 
“Safety Is Your Responsibility,” and 
urge automobile owners to get the 
10-point safety check. 

The same theme is being used 
also by Chevrolet in a direct-mail 
brochure prepared for several mil- 
lion Chevrolet owners. 

Under the Safe-T-Way program, 
a free checkup is given to every 
car taken into the service depart- 
ment of a participating Chevrolet 
dealer. Corrections needed to bring 
the car up to proper safety stand- 
ards are called to the attention of 
the owner. 

Service facilities of Chevrolet 
dealers have been used to an in- 
creased extent by dealers’ custom- 
ers in the last two months, accord- 
ing to reports relayed to the com- 
pany. 

“Much of this gain in car serv- 
icing is attributable to the Safe-T- 
Way program,” said E. L. Harrig, 
manager of the service department 
of Chevrolet. 

Plans have been completed for a 
new set of Safe-T-Way promotional 
materials, including posters, wall 
hangers, service-department ban- 
ners and direct-mail pieces to be 
issued to dealers for November use. 


Ad Police 


Scranton Assn. Helps Form | 
Board of Review 

SCRANTON, Pa.— The Scranton 
Automobile Dealers Assn. has 
joined with other trade groups 
here to form the Scranton Adver- 
tising Board of Review. 

The board will seek to maintain 
and increase public cenfidence in 
advertising and selling. An adver- 
tising code will be prepared and 
submitted to advertisers and adver- 
tising media: Advertisers who vio- 
late the code will be asked to make 
corrections. 


Thompson Builds Plant 

FRUITPORT, Mich. — Thompson 
Products, Inc., Cleveland, is build- 
ing a $2,000,000 plant here to make 
ball-jeint front-wheel suspension 
units for Lincoln cars. Production 
with 150 employes is expected to 
start next July. Another 150 work- 
ers will be added in the succeeding 
three years, according to company 
officials. 


* * * 





Syracuse Debut— 


Ronald H. Birchler (left), president of}an owl and the caption: 


Packard Syracuse, Inc., a new Packard 
dealership at 1344-50 S. Salina St., Syra- 
cuse, is congratulated by Mark Page, zone 
manager. The new firm held open house 
recently at its remodeled building. Rich- 
ard Taber is vice-president; Robert F. 
Ruder, secretary-treasurer, and Henry 
Gottschal, service manager. 


That’s the basis of Maremont’s sell- 
’em-at-the-lift campaign. 

It takes only 30 seconds to show 
the customer the need for a pur- 
chase which he will want to make 
for his own safety, according to 
Howard Wolfson, Maremont presi- 
dent. 


Good Friends 


* . 


‘jare human beings, 





53 
ologies creeping into our school 
books, it is high time that glow- 
ing tribute was paid to these 
patient men and women who in- 
struct our young. 


“Let’s remember that teachers 
not machines. 
Let’s give them the support and 
confidence they so richly deserve. 
Let’s attend PTA meetings and 
contribute something more than 
children. This community is for- 
tunate in having such fine schools 
and outstanding educators. We ap- 
plaud their work and their good 
American achievements.” 
* + * 


Time to Change 


N ALBANY, 16 car and truck 

dealers here joined in sponsoring 
a cooperative newspaper ad aimed 
at attracting winter change-over 
service business. 


The big ad carried a sketch of 
“Wise Up 
For Winter.” 

Copy read: “Why take a chance 
on a costly freeze-up? Drive in 
now to these qualified auto and 
truck service dealers for a com- 
plete winter change-over.” 


Participating dealers were: Air- 
way Motors, Autocar Sales & Serv- 
ice, Berkshire Motor Car, Brock- 
way Motor, Capitol Buick, Don Al- 
len Chevrolet, Hakes & Le Bour- 
veau, Hudson of Albany, Interna- 
tional Harvester, Jarrett Motors, 
Livermore Chevrolet, Packard Al- 
bany Sales, Reo Motors, Schuyler 
Auto, John D. Wendell, Inc., and 
White Motor. 


Wants ‘Mopes’ Mopped Up 
BOSTON.—A “road-mope” drive 
is urged in’ Massachusetts to do 
away with motorists who obstruct 


ORK of the school teacher was 
applauded by Miller Motors, 
Binghamton, N. Y., in an institu- 
tional newspaper ad which was 


captioned: “A Tribute to Our] traffic by creeping along at 20 
School Teachers.” miles per hour. Philip C. Thibo- 
Copy read: “Today, as no time| deau, general manager of the 


before in history, the school teach- 
er is recognized as the builder of 
tomorrow’s America. 

“With juvenile delinquency in- 
creasing apace, and foreign ide- 


Automobile Legal Assn., says 
such drivers have been the source 
of “too many accidents.” He has 
asked police and registry officials 
to crack down, 


OTs 


everything FOR 
SAFE LUBRICATION 





Pennzoil—accepted from coast to coast as the sign of 
quality motor oil—offers you a ready market for the com- 
plete line of Pennzoil products. 

Pennzoil quality satisfies the most exacting customer, 
answers every lubrication need. It means a fast-selling, 
low-investment “one-brand” lubrication inventory. And 
proved Pennzoil merchandising programs, together with 
consistent nationwide advertising, create extra profit op- 
portunities by developing new customers—steady customers. 

Don’t miss these profits! Get the facts from your near- 
est Pennzoil distributor or write us for his name today. 


THE PENNZOIL COMPANY > OIL CITY, PA. 










aa 


CHICAGO.—The idea that Amer- 
ica’s economic might and high liv- 
ing standards spring only from an 
abundance of natural _ resources 
drew scornful treatment last week 
from William O’Neil, president of 
General Tire & Rubber Co. 

The “natural resources myth” 
was battered by O’Neil in a talk 
to the Purchasing Agents Assn. of 
Chicago. 

“It was the auto industry’s 
need for tremendous quantities 
of special alloys,” he said, “that 
brought the realization of our 
lack of tin, zinc, nickel and a 
whole alphabet of strange metals 
of foreign origin.” 

O’Neil pointed out that every raw 
material found in North America, 
and many more, have “been walked 
over for centuries by the coolies, 
peons and peasants unfortunate 
enough to live under different eco- 
nomic systems from ours.” 


He credited purchasing execu- 
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Resources ‘Myth’ Hit 


Auto Industry Showed Up Materials Shortages, 
General Tire President Says 
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tives with a great part in American 
progress. 

“American private enterprise 
combed the world for things we 
lacked to create our 20th century 
standard of living,” he said. “You 
specialists in purchasing found the 
stuff in Brazil, Malaya, Portugal or 
wherever, and got here before we 
learned how to pronounce it.” 


O'Neil said America has the 
“best profit-sharing system ever 
devised.” His explanation: “In 
this country, there are at least 
five million employes of corpora- 
tions with listed stocks who are 
shareholders in the business they 
work for. 

“Under our private enterprise 
system, the dealer and the hun- 
dreds of thousands he employs get 
a share of the profit on the product. 
It doesn’t begin and end with the 
prime manufacturer. 

“Under our system, factory 
profits are plowed back into tools, 
research, machinery for lower-cost 
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“COMPANY «+ DEPT. AA, PHILADELPHIA 34, PA. 


the 
sees 


| production. They have to be- 
|}competition of new models 
to that.” 

The tire executive compared 
the American economy with that 
of Europe, which he _ termed 
“largely hereditary” with “few | 
who rise above the type of work, | 
or position, of their fathers.” | 

“In England,” O'Neill said, “the | 
butler wants his grandson to be a} 
butler. Their union has carried out | 


this tradition so you can’t promote} 
a man.” 

O’Neil called American “know- 
how” the formula that makes 


American private enterprise work, 
“more important than any natural 
resource this country has.” 








She Shows 'Em— 
: Mrs. Dorothy Phillips 
Inland Steel Ups Capacity by Fred Vinal, general manager of Hum- 


EAST CHICAGO, Ind.—The first | phrey (DeSoto-Plymouth), 
step in an expansion program de- Fla., for her accomplishment in 
signed to lift the steelmaking ca- 
pacity of Inland Steel Co. by 20 
percent was completed when one of firm's sales department in deliveries of 
four new open-hearth furnaces was} new cars during a recent month. Mrs. 
put into production at the com- 
pany’s Indiana Harbor works here. 
These four new open hearths, of 
250-ton capacity each, will bring to 
40 the total of steelmaking fur- 
naces at the Inland plant. 


is congratulated 


Motors, Inc. 


| Tampa, 
| leading the seven male members of the 


Phillips has been selling cars for Hum- 
phrey Motors for about a year. 


The AUTOMOTIVE NEWS ALMANAC is 
a year-long friend. Use it often for statis- 
tics, buyer information and personnel data. 
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Legislation which would require 
compulsory driver-training courses 
in every high school in the state 
has been recommended by a sub- 
committee of the New Hampshire 
Legislative Council. 

The council also received a rec- 
ommendation for the imposition of 
fines against jaywalkers and the 
levying of progressively increasing 
fines against repeaters in major 
traffic-violation cases. 


A proposal by Simon Shelton, 
deputy insurance commissioner, for 
the establishment of a “Supreme 
Court of the Road” was turned 


down. 
* 7 


Cleveland Hears Plan 
To Tax All Vehicles 


An annual City tax of $5 on all 
noncommercial cars, and a $10 tax 
on all trucks, buses, taxis and all 
noncommercial vehicles weighing 
over 3,500 pounds, is being pro- 
posed in Cleveland by Councilman 
Jean M. Capers. 


* ® * 


Bay State OK’s 
Gas-Tax Hike 
To Aid Roads 


Highway construction, gasoline 
taxes and truck regulation were 
major concerns of the Massachu- 
setts Legislature in its 1952 session, 
now adjourned. 


Figuring in total budget appro- 
priations of $292 million and bond 
issues of $430 million were: 

1. A $200 million bond issue to 
continue the highway construction 
program, 

2. An increase of seven-tenths of 
a cent in the State gasoline tax, 
from 4.3 to 5 cents a gallon, to 
finance the highway bonds. 

3. Creation of a Massachusetts 
Turnpike Authority to build an 
east-west toll road, with private 
financing estimated at $150 million 
to $200 million. 

Among other actions, the law- 
makers raised the maximum legal 
load limit on trucks from 50,000 to 
60,000 pounds, falling in line with 
31 other states which already per- 





| mitted 60,000-pound loads, or great- 
ler. 


They also established a 75-cent- 
an-hour minimum wage, bringing 
the State wage floor into line with 
the Federal law, and added $2 mil- 
lion to funds for construction of 


|new piers in East Boston at a total 


| cost of $7 million. 


The back pages of every issue of AUTO- 








| MOTIVE NEWS contain the WANT AD 


| Section. 


Others are profiting from AUTO- 


| MOTIVE NEWS WANT ADS! Are you? 








SENSATIONAL 
SUCCESS ~* 
LAST WINTER + 


NOW—at no extra cost—in a 
handsome, serviceable, clear plastic 
bag. Shoo-Fog is the wonder cloth 
that prevents Fog, Mist, Steam from 
forming on windshields and win- 
dows. A quick-sale item, priced to 
sell at 39c. One dozen cloths come 
six on each side of an eye-catching 
display card. Order now—from your 


jobber. 
LAS-STIK MANUFACTURING CO. 
HAMILTON, OHIO 


.1. SHOO-FOG 
3 CLOTH 


Made by the maker of the origina! 
wax-treated auto polishing cloth 
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On the Financial Front . . 





Dividend Tax Gouge 


Threatens Business 


By George Deery 
Financial Editor 

“AJO THINKING American, aware 

of the necessary expenses of 
our Federal Government, can ob- 
ject to paying his reasonable share 
of those costs in income taxes,” 
Thomas Roy Jones, president of 
Daystrom, Inc., stated in the cur- 
rent issue of the Exchange, pub- 
lished by the New York Stock Ex- 
change. 

Jones was leading up to the 
point that there’s a limit and 
danger to overtaxing dividends, 
and that it’s time to call a halt. 
“Like a mistreated horse,” he 


Mason Optimistic 
On Outlook for 
Cars, Appliances 


Nash-Kelvinator earnings for the 
fiscal year ended Sept. 30 will be 
measurably aided by fourth-quarter 
results despite a shutdown for sev- 
eral weeks of both Nash and Kelv- 
inator production because of the 
steel strike, according to George W. 
Mason, president. The corporation 
had previously reported net earn- 
ings of $8,744,829, or $2.01 per share, 
for the nine months ended June 30. 

In a letter accompanying the cor- 
poration’s 46th consecutive quarter- 
ly dividend check, Mason said the 
management views the coming 
fiscal year with greater optimism 
than has been possible for some 
time. 


This confidence is based upon the 
enthusiastic public acceptance of 
the latest Nash models and gradual 
improvement for several months in 
the inventory position of the house- 
hold appliance industry, he stated. 


Approximately 1,000 men are now 
engaged in initial manufacture of 
parts for the R-2800 Pratt & Whit- 
ney airplane engine, which is to be 
manufactured in the corporation’s 
four main plants at Kenosha, Wis.; 
Milwaukee; Grand Rapids, Mich., 
and Detroit, the letter said. Assem- 
bly and testing of these engines is 
to begin at Kenosha during the 
quarter which has just started. 


Associates Makes 
$30 Million Loan 
By Debentures 


Associates Investment Co. has 
sold $30,000,000 in 3% percent de- 
bentures to an underwriting group 
headed by Goldman, Sachs & Co. 
and Merrill Lynch, Pierce, Fenner 
& Beane. Proceeds will be used to 
reduce short-term notes and in- 
crease the company’s general funds. 


The issue has the benefit of a 
sinking fund that provides for re- 


tirement of 10 percent of the de-| 


bentures March 1, 
1962 at par. 

They can be redeemed otherwise 
at prices scaled from 101 initially 
to 100 after Sept. 1, 1957. 


1958, through 


Gar Wood Pays 
Brings Dividends Up to Date 


For 5 Quarters 


A dividend of $2.81% per share 
on outstanding preferred stock has 
been declared by Gar Wood Indus- 
tries. This represents four quar- 
terly dividends which were in ar- 
rears, and the current quarterly 
dividend. The dividend is payable 
Nov. 15 to stockholders of record 
on Nov. 3. 

The action was in accordance 
with the company’s annual report 
of Jan. 22, 1952, in which E. F. 
Fisher, president, stated that such 
a dividend would be taken as soon 
as the financial condition of the 
company permitted. 

A leading manufacturer of truck 
equipment and road-building and 
earth-moving machinery, the firm 
says it anticipates sales of over 
$53,000,000 for its fiscal year ending 
Oct. 31, 1952, as compared with 
$39,186,356 for the 1951 fiscal year. 


More than 100,000 persons read AUTO- 
MOTIVE NEWS every week! 


says, “we all seem to have been 
more and more conditioned to the 
Government’s excessive spending 
rate, and to the accompanying sky- 
rocketing tax bills.” 
* * * 

RGING a more militant atti- 

tude, he said that stockholders 
should become more articulate and 
that “they can wield a lot of influ- 
ence if they work together.” 

If there is any doubt on the 
need of their pulling together and 
not being like the mistreated 
horse “who finally accepts his 
beating quietly,” Jones snaps the 
whip with some supporting proof 
that stings. 

A stockholder’s potential dividend 
of $1,000 could be reduced to as 
little as $67.20 by Federal taxes. 
The corporation, he explained, pays 
$520 in normal and surtax corpora- 
tion income taxes on net income of 
$1,000, leaving $480. However, the 





ant 





The sensational WIX Merchandiser Cabinet is the power- 
ful sales magnet that PULLS filter service profits to 
Dealers. Everything needed to make fast, frequent sales is 
right at the fingertips! Included are: a lively stock of 
WIX Replacement Cartridges with the great new filtrant 
WIXITE, the patented WIX Dirtector to show the true 
condition of the oil, Identification Chart, Price List and 


a shel 


latter amount is reduced $144 fur- 
ther by excess profit taxes. 
* * * 


oe remaining $336, if distrib- 
uted as a dividend to share- 
owners, is cut from 20 to 80 percent 
more by the personal income taxes 
of the shareowner receiving the 
dividend. 

“So, starting with the original 
$1,000 your company could have 
given you as earnings, you end 
up with from $268.80 to as little 
as $67.20,” Jones pointed out, “de- 
pending on the shareowner’s in- 
come tax bracket.” 

Not a new warning, but one 
which can’t be driven home too 
much where it will do the most 
good is Jones’ tip that “as com- 
panies grow, and industries grow, 
they must be able to borrow money. 

7 . * 


“(\NE of the most important 
ways of getting this money is 
to sell its stock on the open mar- 
ket. But if you decide that the 
money you would entrust to Amer- 
ican business in the form of stock 
purchases isn’t bringing you a 
proper return, you'll stop invest- 
ing it. 
“American business then will be 
denied what should be its most 
important source of financing.” 





Buick Dealer Buys Every Customer a Drink— 


Ed James, of Ed James Buick Co., Inc., Los Angeles, really “serves” his customers. 
And when he sells a car, everyone goes out for a drink, including the customer—for 
a drink of coffee, that is. But not to any old place. The customer is treated to a 
kaffee klatch in the dealership'’s roof garden. ‘‘We want our customers to feel at home 
and recognize us as friends," says James. ‘We want them to know that as long as 
they drive the car they buy from us, we are here to serve them." Above, hostess 
Laveff Farrell pours a cup for James to toast customer E. Wood Tebbe. Earline Lovvorn 
and Irene Ferraro, staff members, lend their charm. 


Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 





CHECK YOUR FILTER 


WHEN YOU 


CHECK YOUR OIL P 
















Profitable Filter and Cartridge Sales COME QUICK 
When Dealers Display the WIX Merchandiser .. . 


WIX ACCESSORIES CORP'’N. 





a in ONE complete, sales-quick unit! Even 


for canned oil. Put this strong sellin 
work for you .. 


. it attracts attention and speeds up sales, 
service and profits. 


force to 


GASTONIA, N. C. 


CANADIAN FACTORY: WIX ACCESSORIES CORP. LTD., 25 CURITY AVE., TORONTO 13, ONT. 
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Dealer Strong Wins Hudson Award— 


Walter S. Milton, Hudson director of service, presents the Hudson Five-Star Service 
Award plaque to L. H. Strong (right), president of L. H. Strong Motor, Salt Lake City 
Hudson distributor. Center is L. R. Strong, business manager of the firm. It was the 
first Five-Star Award issued in the Rocky Mountain region. 


bottle! 


Krome: Kote 





@ STOPS RUST, PITTING, CORROSION, 
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George P. Millington jr. has been 
appointed Philadelphia district 
manager for Gould-National Bat- | 
teries, Inc., the firm’s industrial | 
sales vice-president, Maurice W. 
Heinritz, announced in Trenton, 
N. J. Millington formerly was spe- 
cification engineer in the Philadel- 
phia office. He joined Gould - Na- 
tional in 1946 as a salesman. 

* * * 





Chrysler’s Samson Retires; 
Smith Named Budget Chief 


Retirement of Duncan A, Sam- | 
son as budget director of Chrysler | 
Corp. after 37 years with Dodge 
and Chrysler was announced last 
week by H. L. Weckler, general 
manager of Chrysler. 


Succeeding Samson as Chrysler 
budget director will be Theodore B. 
Smith, budget director for DeSoto 
since January, 1946. 

Samson joined Dodge Brothers in 
1915, and planned and directed con- 
struction of Dodge properties. He 
was appointed Chrysler budget di- 
rector in February, 1946. Smith 
joined Plymouth in May, 1933, and 


Auto Personnel 


rose through the cost and auditing 
departments to become DeSoto 
budget director in August, 1943. 


Valentine Named Sales Aide 


With Ford International 


The appointment of Harold P. 
Valentine as assistant director 
for sales of Ford International is 
announced by C. E. Dalton, Ford 
International’s director of sales 
and distribution. 

Prior to joining Ford, Valen- 
tine had since 1945 been vice- 
president and export sales man- 
ager of Mack Truck in New York. 
Earlier, he had held positions 
with Packard and Chrysler. 


Bankers Commercial Opens 


Long Island Branch 


Bankers Commercial Corp., one 
of the oldest dealer finance com- 
panies in the U. S., has opened a 
branch at 5 Centre St., Hempstead, 
Long Island, N. Y. 

The office is equipped to buy and 
collect both wholesale and retail 





RUST-PROOFS 
CAR CHROME! 


Amazing New Scientific Formula 


DISCOLORATION 


@ PRESERVES CHROME AND ALL BRIGHT METAL FINISHES 
@ PROTECTS AGAINST ROAD SALTS, WATER, SMOG, SALT AIR 
@ DRIES CRYSTAL CLEAR—WILL NOT CHIP OR PEEL 
@ ONE APPLICATION LASTS INDEFINITELY 


Sell positive protection against the rust and corrosion caused by winter 
driving and winter road conditions! Sell your customers the best chrome 
protection they can buy—amazing, new Prexy Krome-Kote! Sell Krome-Kote 
and enjoy a bonus share of this fall’s profitable chrome coatings business. 


Order your stock today! 


Here’s Your Profit on a Dozen 
Over-the-Counter Sales! 


Retail Price ($1.00 a bottle)............. $12.00 
Dealer cost (40% discount)...........06. 


YOUR PROFIT........$4.80 








MATERIAL! 


Build a profit-making business with a complete 
Krome-Kote service! 

Streamers, Displays, Direct Mail Stuffers, etc.— 
included FREE with order! 
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JOBBERS— 










write for details! 





ALLEN PRODUCTS CORP., 20450 Sherwood Ave., Detroit 34, Mich. 


Name 
Address_ a —— 


tt iitatindieedicitiainsnittilianiniadiaianatianinaeiion 


My jobber is. ja = 





Please ship me 
self-seller display cartons. 
[_] Check enclosed [|] Please bill me 





Zone__ State . 


dozen bottles of Prexy Krome-Kote, packed in 


["] Also enclose free window 


% 
x 
& 














streamers, direct mail selling aids and point-of-purchase display material. 


| paper of the automobile dealers in 
the area, according to Frank A 
Relyea, branch manager 


>. * * 
Pierce Governor Puts Hakes 


In Sales Vice-Presidency 

Lionel B. Hakes has been ap- 
| pointed vice-president in charge of 
sales by Pierce Governor Co., An- 
derson, Ind. He previously had been 
zone manager for Nash-Kelvinator 
jin Cincinnati, Chicago and New 
York. 





* * 7 


Baker Truck Post Given 
| To Maranuk in Mich. 


Baker-Raulang Co. announces the 
addition of Walter S. Maranuk to 
its Detroit staff. Maranuk will 
serve as a vice-president of H. A. 
Stevenson, Inc., distributor of Baker 
trucks in Michigan. His back- 
ground of more than a decade in 
the material-handling industry in- 
cludes sales and engineering posi- 
tions with Yale & Towne. 

+ > = 


Bowers Post Filled 


Appointment of Philip Chollet as 
manager of the Chicago branch of 
Bowers Battery & Spark Plug Co., 
Reading, Pa., has been announced 
by C. P. Bowers, president. Chollet 
has had more than 20 years of ex- 
perience in marketing in the mid- 
west. He succeeds Joseph Polin, 
who has been transferred to Phila- 
delphia to head that branch. 


* * * 


Dirks Moves to Modern 


Norman Dirks has become tech- 
nical director for Modern Steel 
Treating Co., Chicago. He formerly 
was chief metallurgist for Perfec- 
tion Tool and Metal Heat Treating 
Co., Chicago. 

* 





* * 


Roberts Rejoins Hellwig 


Ross W. Roberts, first factory 
sales representative for Hellwig 
Products Co., Inc., Glendale, Calif., 
has returned to the firm. Besides 
his own sales work, he will help 
jobber salesmen and dealers with 
the Hellwig line of spring stabiliz- 
ers and overload springs. He plans 
to cover the east, south and mid- 


west. 
= * 


Battery Firm Shifts Two 


Gould - National Batteries, Inc., 
has picked Joseph W. Pallatt to 
manage its Trenton (N. J.) Indus- 
trial division plant, according to 
Albert H. Daggett, company presi- 
dent. N. P. Nelson, formerly of the 
company’s North Bergen (N. J.) 
plant, has been transferred into 
Pallatt’s previous post as manager 
of the Monroe (Mich.) plant. 


* * * 


Ballard to Pennzoil 


E. G. Ballard, formerly with the 
Curtis Publishing Co., Philadelphia, 
has been appointed lubricating 
sales manager of Pennzoil Co., Oil 
City, Pa., succeeding H. T. Harris, 
who resigned. 

= * * 


Fiberglas Picks Rowley 


Clifford L. Rowley has_ been 
named manager of the newly estab- 
lished Battery & Process Products 
division of Owens-Corning Fiber- 
glas Corp., Toledo, it is announced 
by Edward J. Detgen, sales man- 
ager of the company’s general prod- 
ucts division. Rowley has been with 
Owens-Corning since its organiza- 
tion in 1938. 


® * > 


Detroit Diesel Reps 


The Detroit diesel-engine division 
of General Motors has announced 
the appointment of Eugene K. Cook 
and William R. Bays to supervise 
distributor and dealer sales in two 
midwestern zones, with headquar- 
ters respectively in Detroit and 
Lincoln, Neb. 


Malley Gets Sales Area 


Ralph Malley has been appointed 
district representative for the Sol- 
der Seal line in the Pittsburgh area, 
it is announced by V. P. Bresan, 
general sales manager of Radiator 
Specialty Co., Charlotte, N. C. 


Surplus Bearings Offered 
By New Minneapolis Firm 


S. H. Friedman, until recently 
part owner of a surplus bearing 
firm in Minneapolis, has estab 
lished American Bearing Co. i 
that city. The firm, he says, wi! 
carry a complete line of new stand 
ard-brand ball and roller bearing: 

(Continued on Page 57, Col. 1) 
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rom surplus stocks, supplemented | secretary; D. M. Russell, treasurer, 
xy factory purchases. jand C, C. Gehrt, assistant treasur- 

A 20-page catalog, showing appli-|er. James A. Dreissen, Max Stieg 
‘ation data for the Ford, Chevro-|and DeWitt were named to the ex- 


| sales manager of the Los Angeles 
| branch. 


* * * 


| 
|Van Pelt New President 
| Of Leather Industries 


AUTOMOTIVE NEWS, OCTOBER 20, 1952_ 


Clayton E. Van Pelt, president of | 


Fred Reuping Leather Co., Fond du 


Lac, Wis., has been elected presi- | 
dent of the Leather Industries of | 


let, Plymouth and Willys Jeep, may 


be had by writing the company at | 


1705 Hawthorne Ave., Minneapolis 
3. S. T. Brenner International, Inc., 
Chicago, has been appointed exclu- 
sive export representative. 

2 * * 


Brock Appointed to Manage 


D. C. Ford Car Sales 


Appointment of L. C. Brock as 
manager of Washington (D. C.) 
Ford district car sales has been 
announced by Howard W. Cook, 
district sales manager. 

Brock, former Baltimore field 


manager, succeeds Joseph Sognier, | 


recently named southeastern re- 
gional car sales manager. Brock 
joined Ford in 1947 as a _ sales 
trainee. 

s od * 
Commercial Solvents Names 


Culbreth Traffic Manager 

O. L. Culbreth, Terre Haute, Ind., 
has been named general traffic 
manager of Commercial Solvents 
Corp., with headquarters at the 
company’s New York office, it is 
announced by M. C. Wheeler, vice- 
president of production and engi- 
neering. 

The marine division hereafter 
will be operated as a unit of the 
traffic department. R. F. Archer 
was appointed assistant to Cul- 
breth, and T. G. Preston has been 
named manager of the marine 
division. i 

* * 


| ecutive committee 
+ 7 7 
Cummins Boosts Foster 
C. B. Foster has been appointed 


sales manager of engines for Cum- 
mins Engine Co., of Columbus, Ind., 


it is announced by C. R. Boll, gen- | 
In his new| 
capacity, Foster will continue to be | 


eral sales manager. 
jin charge of all government con- 
| tract work. 

* * * 


| Bendix Gives MacLean 


‘Industrial Relations Post 


Appointment of J. Allan Mac- 
Lean as director of industrial rela- 
tions for the Bendix products divi- 
sion of Bendix Aviation Corp. at 
South Bend has been announced by 
|George E. Stoll, the division’s gen- 
|/eral manager. MacLean succeeds 
Millard E. Stone, who recently re- 
signed. MacLean formerly was as- 
|sistant manager of the aircraft 


| products section. 
| * * * 


Boyce, Lalley, Vayne Join 
Baltimore Leasing Firm 


America. He is a former president 
|of the Tanners Council of America 


* * * 
Gumout Appoints Pearce 


| To Major Sales Post 


The Gumout division of Pennsyl- 
vania Refining Co., Cleveland, has 
appointed S. A. Pearce to handle 

_ sales contacts 
with oil-company 
TBA departments 
and oil jobbers. 
The appointment 
is part of a na- 
tional program 
for the sale of 
Gumout, an “on- 
the -engine” car- 
buretor cleaner. 

Prior to joining 
Pennsylvania Re- 
fining in 1941, 
Pearce was a branch manager for 
Sherwood Petroleum Co. and as- 
sistant bulk- plant manager for 
|Shell Oil Co. He is a native of 
| Aurora, Ill., and a graduate of the 
University of Illinois. 

+ + * 


| AP Picks Canadian Rep 





~~ 


Goodrich Aide Presents Award to AAA— 


The American Automobile Assn. receives a plaque in recognition of 50 years of 
service in the interests of motorists and the automotive industry. The presentation was 
made at a reception for AAA's national headquarters staff by James J. Newman 
(right), vice-president of B. F. Goodrich Co. Receiving the award is Russell E. Singer, 
AAA executive vice-president. The award praised the ‘constant vitality” of AAA's 
educational programs over the past 50 years which have made ‘so great a contribu- 
tion to the welfare of the American motorist and to the general progress of automo- 
bile transportation ir. America." 


| 


S. A. Pearce 





sal C.1.T. Credit Corp.'s office at 80 
W. Bowery St., Akron, it is an- 
nounced by R. D. Gribben, vice- 
president in charge of the com- 
pany’s division office in Cleveland. 


home office, is the new field serv- 
ice engineer for Wisconsin, Minne- 
sota and the Dakotas. Jack Leslie, 
formerly field service engineer for 
the northern Pacific states, has 
been transferred back to California, 


Peterson, Howell and Heather, Stewart McLaren Co. of Canada, 
Baltimore auto fleet -management | Windsor, Ont., has been appointed 
and leasing firm, has announced| Canadian representative of the 
the addition of John G. Boyce, John | Miracle Power division of AP Parts 
|S. Lalley and Charles E. Vayne to|Corp., Toledo, it is announced by 
its staff. |H. Gail Kreis, AP sales manager. 

Boyce will serve as an assistant | McLaren will handle distribution of 
in the field of sales promotion. | AP’s automotive lubricants. 

Lalley will work in the client-rela- | * * «& 


tions department, and Vayne wit | seenen Aumounses Changes 


° ° assist in the purchase of new cars 
Hollingshead Picks Carolla | eo oients. 


To New Industrial Post * * @ 
William Carolla, former sales Laher Appoints Spake 


manager of R. M. Hollingshead; Laher Spring & Tire Corp., Oak- 
Corp.’s industrial division at Cam-| and, Calif., has named Gorman O. 





den, N. J. has been appointed|Spake as eastern division sales 
assistant manager of that division,|manager, with headquarters in 
it is announced by Fred H. Lee jr.,| Memphis. Spake has been with 


industrial division manager. 

The industrial division was re- 
cently reorganized and now incor- 
porates both the government and | 


Laher for five years, starting as 


|In Auto Sales Division 

| Sunnen Products Co., St. Louis, 
| announces several promotions and 
reassignments in its automotive- 
sales division. 

Randy Morgan is now district su- 
| pervisor for Wisconsin, Iowa, Ne- 
' braska, Minnesota and the Dako- 
tas. Herb Muench, formerly of the 











Arizona and Nevada. Earl Hopper 
is the new field service engineer for 
Oregon, Washington and Idaho. 


Jack Elkin, field service engineer, 
has been reassigned to his old ter- 
ritory of Virginia, West Virginia, 
North Carolina and eastern Tennes- 
see and Kentucky. Troy Fant is the 
new field service engineer for south- 
ern Michigan, northwestern Ohio 
and northeastern Indiana. Skeets 
Brooks is the new field service 
engineer for the St. Louis area, 
southern Illinois and Indiana and 
part of Kentucky. 


* * * 


C.L.T. Post to Duffy 


Thomas G. Duffy has been ap- 
pointed district manager of Univer- 


Duffy succeeds A. W. Stadler, who 
has been transferred to the com- 
pany’s Canton (O.) branch. 


* * * 


MEWA Joins Mail Group 


J. Howard, Reed, management 
and legislative counsel of the Motor 
and Equipment Wholesalers Assn., 
has been appointed the associa- 
tion’s representative to the National 
Committee on Parcel Post Size and 
Weight Limitations. In announcing 
Reed’s appointment, B. W. Ruark, 
MEWA general manager, said: 
“There is no doubt that the present 
size and weight limitations on 
parcel-post shipments work un- 
justified hardships on automotive 
wholesalers and their customers.” 


industrial sales divisions of Hol-| 
lingshead. 


* * * 


Everingham Takes Over 


William G. Evcringham has suc- 
ceeded T. Ray Johnson as manager 
of Chevrolet’s Saginaw (Mich.) 
service manufacturing plant. John- 
son, 65, has retired. Everingham 
had been serving as general super- 
intendent of production at Chev- 
rolet’s aviation engine division in 
Tonawanda, N. Y. 

* + 


* 


Vartin Ends Long Career 


In Rubber Development 


John I. Martin, manager of tire 
quality and associated plants of 
U. S. Rubber’s development divi- 
sion at Detroit, has retired after 
47 years in the Rubber industry. 

A native of Akron, he started 
in the tire industry in 1905 and 
played a part in its development 
through the years. He joined U. 
S. Rubber in December, 1930, and 
was connected with the develop- 
ment division throughout his ca- 
reer there. 

Two of his sons, Raymond G. 
and Donald J., hold positions with 
U. S. Rubber at Detroit. 

Martin was honored with a 


farewell dinner at Lochmoor 
Country Club. 
7” = * 


Gould Elevates Ball 


Donald L. Ball has been elected 
vice-president of American Con- 
tainer Corp. of St. Paul, subsidiary 
of Gould-National Batteries, Inc., it 
is announced by Hobart J. McKay, 
vice-president of Gould-National. 
Ball will be in charge of operations 
at the battery-container manufac- 
turing plants at Huntington, W. 
Va., and Rock Island, fll. He had 
been manager of the Rock Island 
plant since 1947. 


Olens Gain 2 Top Posts 


At Four Wheel Drive 


Walter A. Olen was elected chair- 
man and Robert A. Olen president 
of Four Wheel Drive Co., Clinton- 
ville, Wis., at the recent annual 
election held by the directors. 

Others elected were Donald De- 
Witt, vice-president; S. H. Sanford, 


| 


| 
| 
| 









SUP-R-GUY TOW CRANE 
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PERFECT COMBINATION WRECKER—PICKUP 
A FITS ALL SIZE TRUCKS 


1. PTO-ROD CONTROL 
2. WIDE HOISTING BRACKET 


es Direct attachment to frame 
: on = Same width as frame 
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DELIVERED PAINTED READY 
TO OPERATE 


saa hue CHEVROLET ets 
4. SIMPLE TO INSTALL 
5. EASY TO OPERATE 
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GUIBERT STEEL COMPANY 


P. O. BOX 1837 


PITTSBURGH 30, PA. PHONE SPalding 1-2345 
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National Average Figures 
Individual Sales 


By J. B. Van Tassel 

Dealer Business Counsel 
HAVE received many inquiries 
recently as to the soundness of 


using national averages for estab- 
lishing quotas in sales and the con- 
trol 


of costs and expenses for 
budget purposes 
by new-car deal- 
ers. 

In the past, I 
have repeatedly 
stated that I do 
not think nation- 
al average figures 
can be used as a 
basis by new-car 
dealers for a fair 
check on _per- 
formances of any 
kind in their 





4d. B. Van Tassel 


dealership. 

Take, for example, the servicing 
of cars nationally. Let us assume 
that the national average for pas- 
senger-car parts sold in this coun- 
try is $25 over a period of one year 
for each passenger car registered. 
(This $25 is strictly a hypothetical 
figure.) ; 

Now in the case of parts used in 
repairs in the various-sized cities, 
it would be my contention that 
more parts would be used per car 
registered in the rural areas than 
in the metropolitan areas. 

* * * 


Driving Habits Cited 
——— to 1952 figures of 
the Automobile Manufacturers 
Assn., 46 percent of the population 
in cities over 500,000 drove cars to 
get to work, 61 percent in cities 
from 100,000 to 500,000 drove, 68 
percent in cities from 25,000 to 
100,000 drove, 78 percent in cities 
10,000 to 25,000 drove, and 82 per- 
cent in cities under 10,000 popula- 


tion drove. 
In view of this large difference 


aioe red 
that 


Dealer Business Counsel 








Unsuitable for Deciding 
Quotas, Budgets 


between metropolitan areas and 
rural areas in this type of driv- 
ing alone, the $25 figure we use 
could not possibly be applicable 
to both the large and small cities. 
Also, the number of automobiles 
on farms is exceeded only slight- 
ly by the number of farms which 
have electricity, and the number 
of automobiles on farms far ex- 
ceeds the number of farms with 
telephones. 
So when you consider the large 
percentage of those who drive to 
their jobs in rural areas, and in ad- 





Trailer Homes 


Total 1,850,000 


CHICAGO.—A report issued here 
by the Trailer Coach Mfrs. Assn. 
disclosed that 1,850,000 mobile 
homes are being used in the U. S. 
and that the number is being in- 
creased by 175,000 a year. 

TCMA added that more than 
$200,000,000 worth of installment pa- 
per is outstanding and estimated 
that the figure may mount to $500,- 
000,000 by 1955. 


Jeffreys Veteran Honored 


By Va. Chevrolet Dealers 


A. A. Higgins, of Jeffreys Mo- 
tor Co., Inc., Chase City, Va., has 
been honored by the Virginia 
Chevrolet Dealers Assn. as its 
“Service Manager of the Month.” 

Higgins entered the automobile 
business 27 years ago as an ap- 
prentice at Jeffreys. In 1937 he 
left to work for the Chevrolet 
division in Detroit, and during 
World War II worked for New- 
port News Shipbuilding and Dry- 
dock Co. He became Jeffreys 
service manager in 1948. 


unit 


DOUBLES 
PROFITS 


Combination HYPRESSURE JENNY 
will bring more new customers into your 
shop, turn out work faster, and at greater 

fit than any other piece of automotive 
service equipment on the market. 


pro 


As a steam cleaner JENNY will make 


you $4.00 to $5.00 in 


ing a dirty car motor—a job you couldn’t 


do as well in an hour 


That’s more than doubling your profit. 
And you can do equally as well on jobs 


such as cleaning dirty 
side walls . 


. . thawing radiators... 
stripping mud and grease from springs 





20 minutes clean- 


by hand methods. your profits. 


wheels and white 






dition the rough workout that auto- 
|mobiles get on the farms, it just 
stands to reason that there is no 
such things as a national average 
figure on the sale of parts per car 
registered being applicable to both 
|metropolitan and_ rural 
| dealers. 


$25 national average figure we are 


politan and rural dealers. 
* * + 
Competition in Cities 

N A LARGE metropolitan area, 

the jobbers’ competition with 
new-car dealers for the sale of 
parts to the independent trade is 
terrific. In a rural area, the new- 
car dealers have some jobber com- 
petition from branch stores, but 
not anywhere near as much as the 
metropolitan new-car dealers. 

In the metropolitan area, the 
jobbers’ volume of parts to the 
independent trade is widespread 
in every neighborhood. These big 





metropolitan jobbers are well 
financed. They enjoy top facili- 
ties for handling a large volume 
of parts exclusively, adequate 
manpower both inside and out in 
the field, widespread availability 
and large discounts. 


By comparison, the parts business 


new-car | 


Here is another reason why this | 


using for an example on the sale of | 
| parts will not apply to both metro- 





in the average metropolitan new- | 


ear dealership is only a sideline. In 
the smaller cities, the new-car deal- 
er can sell most of the parts for 
the cars registered in his area by 
virtue of the fact he does not have 
this powerful competition from job- 
bers right in his own backyard. 


I know of cases where a group of 
rural new-car dealers has exceeded 
a national average quota of parts 
per car registered by 300 percent, 
while metropolitan dealers were 
doing a swell job when they made 
75 percent of the same national 
quota. 

(Any questions you may have 
regarding dealer business man- 
agement will gladly be answered 
by J. B. Van Tassel, care of 
Automotive News.) 


and chassis ... cleaning for painting or 
undercoating and on dozens of other 
services customers need and want. 


As a cooling system flusher Combination 
HY PRESSURE JENNY will bring you an 
average of $9.50 per job, including 
replacement parts such as 
belts, clamps, etc., and further boost 


hose, fan 


JENNY cuts shop overhead, too, by 
keeping your equipment, lifts, pits, floors, 
driveways, walls, etc., free of dirt and 
grease in one-tenth the time and labor 
required by hand-cleaning methods. 


For complete information WRITE TODAY for your FREE COPY of “1001 





WAYS TO EXTRA PROFITS WITH HYPRESSURE JENNY.” No obligation. 


HYPRESSURE JENNY DIVISION 


HOMESTEAD VALVE MANUFACTURING CO. 


P. ©. BOX 100 





CORAOPOLIS, PA. 
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White Motor Sponsors Radio Program— 


C. L. Bryan (seated), director of industrial relations of White Motor Co., Cleveland, 
signs a contract on behalf of the company for the ABC co-op program, ‘‘Game of 
the Week," over radio station WJW. Looking on are (from left): Hal Waddell, sales 
manager of the station; Johnson Kuyper and Lynn Davis, employment managers of 
White Motor; James Toedman, account executive of D'Arcy Advertising Agency, and 
Virgil Brinnon, sales promotion executive of WJW. 


Railroad’s Light Tax Bill 


HARRISBURG, Pa. — (UTPS) — 
The Pennsylvania Motor Truck 
Assn. says the Pennsylvania Rail- 
road got off with a tax bill last 
year of only $6,335,234 to the Key- 
stone State, where it operates 3,993 
miles of track; yet it paid $5,325,- 
432 in tax tribute to New Jersey, 
where its trackage is only 390 
miles. 

The data, said to have been com- 
piled from official state records, is 
contained in a 34-page “New Tax 
Manual,” issued under the associa- 
tion’s auspices. The manual indi- 
cates that the nation’s biggest rail- 
road seems to enjoy relative tax 
immunity in its namesake common- 
wealth. It charges that Pennsyl- 
vania and its communities are los- 
ing “untold millions annually in 
taxes from railroads.” 


Publication of the manual was 
provoked by steady railroad op- 
position to increased truck 
weights. The truckers’ case will 
arise again at the next session of 
the State Legislature, convening 
in January. 

PMTA nearly won its long fight 
for increased truck weights at the 
1951 session. Both branches of the 

Legislature passed a measure au- 
thorizing increased weights, but 
after an unprecedented public hear- 
ing Gov. John S. Fine vetoed the 
measure. 


In hitting back at the railroads, 
the PMTA has issued its tax man- 
ual, representing it as a _ public 
service to help Pennsylvania com- 
munities find solutions to their 
revenue-raising problems. 


Suggesting that “the method is 
very simple,” the pamphlet urges: 
“Make the Pennsylvania Railroad 
pay the taxes in Pennsylvania 
that it pays in other states.” 


Emphasizing that “Pennsylvania 
today faces the most desperate fi- 
nancial crisis of its history,” the 
pamphlet proposes this means as 
“a way to raise hundreds of mil- 
lions of dollars in new taxes in 
coming years, painlessly, from an 
existing, but neglected source.” 

“We believe that tremendous re- 
lief can be afforded local financial 
crises if the railroads are compelled 
to pay taxes like other businesses,” 
the manual states. 

It says, for example, that rail- 
roads operating in Pennsylvania 
are paying only a minute fraction 
of the real-estate taxes they are 
compelled to pay in surrounding 
states. 

In other comparative data on 
the Pennsy, the manual finds that 
the line paid $4,300,553 in taxes 
to New York State last year on 
only 464 miles of track. 

In many Pennsylvania communi- 
ties, the manual says, railroads pay 

only small taxes or none at all. 
The booklet urges its reader to 
make thorough investigation to de- 
termine how much their communi- 
ties are losing in taxes the railroads 
ought to pay but don’t. 

Contrary to erroneous impres- 
sions in some quarters, the manual 
emphasizes, “any community of 
Pennsylvania may tax all property 
of the Pennsylvania or any other 
railroad.” 

The manual outlines the proce- 
dures which local communities 
may follow to determine proper 


Angers Pa. Truckers 


real-estate taxation of railroad 
property, and adds: 

“Imposition of these taxes against 
the Pennsylvania Railroad would 
not alone eliminate the necessity 
for raising new Commonwealth 
taxes, but it would greatly reduce 
their burden on the average citi- 
zen.” 

The manual is being distributed 
to municipal officers throughout 
the state. 


Stock Plans Wins 
Boost from Head 
Of Westinghouse 


NEW YORK.—One of the great- 
est challenges facing Westinghouse 
Electric Corp. is the problem of 
establishing a real community of 
interest between management and 
labor, according to Gwilyn A. Price, 
president. 


Price believes that one of the 
most practical and effective ways 
of selling free enterprise to work- 
ers is his company’s employe stock 
purchase plan. 


Writing in the September issue 
of Exchange, published by the New 
York Stock Exchange, Price says: 

“If, by enlarging their under- 
standing of free enterprise, we can 
convince employes that the broad 
objectives of labor and manage- 
ment are the same, then we will 
have gone a long way toward in- 
dustrial harmony and a greater 
productive effort.” 

He said some 26,000 people, or 
one of every five Westinghouse 
workers, own a total of more than 
500,000 shares of the company’s 
stock. 


Denver Revenue Rises 


DENVER.— License fees collected 
by the Denver Motor Vehicle De- 
partment for the first eight months 
of this year amounted to $1,144,817, 
according to Maldon V. Adcock, 
supervisor. This was an increase of 
about 3.7 percent over the total of 
$1,104,133 recorded at the end of 
August, 1951. 


POSITIVE REAR DOOR 


SAFETY LOCKS 
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HANDLE 
INSTALL SAFETY 


OO0OR LOCK 







100% EFFECTIVE—Cannot Fail 
The perfect door lock for all Plym- 
outh, Dodge, DeSoto and Chrysler 
cars— All General Motors cars and 
Ford and Mercury. 

Quickly Installed or Removed. Re- 
places Inside Door Handle Rear 
Doors are Always Locked From In- = 
side, but can be opened from out- ; 
side as usual. No Mechanica! } 
Changes To Make. Handle can be 3 
replaced if desired. No Delicate ? 
Parts to Break and Cause Failure. 
Mounted on Attractive Display Card. 

IMMEDIATE DELIVERY 

If your jobber cannot furnish order 
direct. Write today for free catalog § 
of over 200 HOUS. service items. 
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Let me show you a new life . . . a successful life of 
selling. Learn how easy itis to make more money 
by following my simple technique. In the past 
19 years I have developed 105,000 selling word 
combinations which have been used by hundreds 
of famous corporations; Sears, Parker Pen, 
Cadillac, Remington Rand and many others. 

You, too, can learn the Wheeler Way to suc- 
cess. My Home Study Sales Training Course 
will teach you how to sell, how to make more 
money, easy money. Write TODAY for details. 


ELMER WHEELER SALES TRAINING INSTITUTE 


| Auto Markets os 


(Continued from Page 24) 


aled at 5,393 used units, as against | 
5,861 during August. 

New commercial cars were up, 
with September sales hitting 933, 
as compared with 748 for August. 
Total car sales for the year now 

stand at 93,317 new cars and 104,965 
used cars. 

By makes, September totals were: 
Chevrolet, 2,136; Ford, 3,137; Henry | 
J, 47; Plymouth, 845; Willys, 22; 
Buick, 681; Chrysler, 193; DeSoto, 
204; Dodge, 418; Hudson, 177; Kai- 
ser, 76; Mercury, 487; Nash, 265; 
Oldsmobile, 473; Pontiac, 644; Stu- 
debaker, 140; Cadillac, 376; Lincoln, 
90, and Packard, 112.—(Sam Samp- 
son.) | 


* * * 


Moberly, Mo. 


Cash flowing into farmers’ pock- | 
ets from soybeans, corn and other 
crops has stimulated new and used- 


car sales in the Moberly (Mo.)| 
area. 
Several dealers reported being 


able to sell all the new cars allotted 
to them but said they were getting 
only half as many cars as a year 
ago, when they were also selling 
their full quota. | 


Soybean growers had a good 
dry harvest—in contrast to last 
year’s bad wet season—with aver- 
ages of 30 bushels to the acre at 
$2.80 per bushel. This cash is re- 
flected in all business here. 

Used-car prices were reported 
slightly stronger, but inventories 
were decidedly lower than a year 
ago. Everything below ’51 was sell- 
ing briskly after a summer slump. 
Most buyers who could afford ’51 
models were said to be buying new 
cars instead. 

Service business also was _ re- 
ported strong. Collections were good 
and repossessions virtually un- 
known.—(L. H. Houck.) 


* x * 


Pittsburgh 


Used-car sales have improved in 
Pittsburgh, dealers say, but money 





Aluminum Output 
Soars to Postwar 


High for Month 


NEW YORK.—U. S. production | 
of primary aluminum set a post- | 
war record in August, Donald M. 
White, secretary of the Aluminum 
Assn., announced last week. 


The August output of 170,350,658 
pounds represented a gain of 12.5 | 
percent over the previous month, | 
when 156,735,591 pounds were pro- | 
duced. It was an increase of 15.5 | 
percent over the 147,630,992 pound | 
output of August, 1951. 

“The industry’s building program | 
continues to gain momentum,” 
White said, “although at the pres- 
ent time production is being cur- 
tailed because of power shortages.” 

Shipments of aluminum sheet 
and plate by member companies of 
the association’s sheet division to- | 
taled 91,094,081 pounds, slightly 
higher than the 85,049,202 pounds | 
shipped the previous month, and 
about on a par with August, 1951, 
shipments of 91,888,728 pounds. 


Shipments of permanent-mold 
rough castings (except pistons) by 
foundry division members held to 
about the same level as preceding 
months. The total for August was 
2,386,682 pounds, with a value of 
$1,369,882, compared with July ship- 
ments of 2,183,511 pounds, with a 
value of $1,216,008. Last year’s Au- 
gust shipments totaled 2,596,489 
pounds, with a value of $1,512,423. 


$10,000? - $20,000? 


| Can Show You How to 
DOUBLE 
YOUR INCOME 





Heme Study Division . AN-5S 
| Ave. —s 11, it. 


lover the market here, and some |It seems that more and more mo- 
|new-car buyers are waiting for ’53|torists want cars which will be 


said that he had been moving cars | #PPear and buyers were anxious to 
satisfactorily 
his custom, he said, never to hold |elbow room. 
a car more than seven days. His 
volume is not large, he said. 


|it was reported. 
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advertising in hopes that business | peeesetee eo eer 
will pick up.—(Leon Leffingwell.) 


Ottawa 


Ottawa dealers report an increas- 
still seems scarce. After-effects of|ing reluctance on the part of new- 
the steel strike continue to hover |car buyers to purchase wide cars. 


















easy to handle in dense traffic or 
even along highways when passing 
| heavy trucks or buses, and this is 
| helping to increase sales of the 
|smaller British cars. 


models. 


Dealers think that many buyers 
are holding off until after the 
election. Some businessmen here 
expect a temporary decline in 
business lasting up to six months This trend is in sharp contrast 
if the Republicans win. to several years ago when new 
However, one mill-area dealer | Streamlined, wider cars started to 


get such models both for looks and 





for some time. It’s 


Study Workings of K-F Transmission— 
Kaiser-Frazer service managers in northeastern Pennsylvania are instructed in the 
workings of the Hydra-Matic dual-range transmission during a four-day training ses- 


sion held at Cresko Motors Co., Kingston, Pa. Instructors were M. L. Moorehead (left) 
and Dealer Cresko. The course was sponsored by Kaiser-Frazer Sales Corp. 


However, motorists’ tastes are 
changing, dealers say, and buyers 
are showing a definite preference 
(M. L. 





Parts and accessory sales are up, | 


|for the smaller models. 
Dealers are doing quite a bit of | Schwartz.) 








nie 


Nau 


WASHMOBIL 


E 
Vy | 





Take it from 


Ralph Elisworth, Jr., 













Ford Dealer, who 






knows what this 





mechanical marvel 















can do. 






IGHT months ago— writes Mr. Ellsworth— we opened our new building with all 
modern service equipment including WASHMOBILE. 
Here are some results obtained by its use: 

@ Our wash rack has consistently operated at a profit, for the first time since 
we have been in business. 

e@ It peneant our traffic, which has resulted in a noticeable increase in service 
sales. 

@ It enabled us to triple our previous performance and at a great saving on 
water and detergent. 

@ It makes it possible to keep our promises on new car deliveries, which we 
feel is most important. 


We are mighty pleased with WASHMOBILE and can recommend its purchase to 
any Ford dealer who wants to improve his service and build customer good-will. 


Get this Must Shop Equipment—Write Us Today! 


























® Washmobile fits your present wash rack without struc- 
tural changes. ® Only 7’ 3” high and 9’ 3” wide, it moves 
on its own 21’ track. © The car stands still while Wash- 
mobile moves over it. © Fifty high pressure nozzles spray 
the car first with water, then with detergent, then with 
water. © Two high pressure water guns and two air guns 
clean wheels and under fenders. © Washmobile can be 
installed in a morning and turn out 20 cars the same 
afternoon. 









































Tell us more about WASHMOBILE, the Automatic Car Washer, 
FACTORY: 2350 W. 58TH STREET CHICAGO, ILLINOIS oe Gaps Gs Gree 
Regional Offices in: 
Newark, N. J. 
Washington, D. C. 

St. Paul, Minn. 
Kansas City, Mo. 
Mich. Birmingham, Ala. 
Denver, Colorado Quincy, Mass. 
Houston, Texas Omaha, Nebraska 
Amarillo, Texas Milwaukee, Wis. 














Name 
Louisville, Kentucky 
Salt Lake City, Utah 
Seattle, Wash. 
Miami, Florida 

No. Hollywood, Calif. 
Senta Barbara, Calif. 
Berkeley, Calif. 
Beverly Hills, Calif. 


New York City, N. Y. 
Altoona, Pa. 
Springfield, Ill. 
Chicago, Ill. 
Dearborn, 
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Used-Car Auction Prices 
Market Trend 


Wholesale prices of used cars continued downward last week, ac- 
cording to Automotive News’ index, with the overall average price 
dropping $12 for a new low this year—$1,182. 

All models were off except ’51s, which gained a mild $1, the index 
showed. 


The price of '52s again dropped the most, plunging $39 during the 
week. Other losses were '46s, $13; ’49s, $12; ’47s, $8; ’48s, $7, and ’50s, $3. 

Activity at the auction also cooled off a little more, the index indi- 
cated, with a two percentage point drop in the ratio of cars sold to 
those offered. At 10 representative auctions last week, 997 used cars 
were sold from 1,573 offerings (63 percent). At the same auctions a 
week earlier, 1,164 cars were sold from 1,802 offerings (65 percent). 


Prices marked with an * indicate a unit equipped with 
an automatic transmission or overdrive. 


ATLANTA GA sedan, $925, $855, $800, $790, $775. ‘47 
. . 


FM sedan, $905, $725 ‘46 SM _ sedan, 
(Dixie Motors Auto os Sale every $675. 
Tuesday. Prices are for Oct. 7.) CHRYSLER—’51 Windsor sedan, $1,905*. 
(Sold 112 units out of 165 offerings.) 49 Windsor sedan, $1,250°. 
BUICK—’52 Super Riviera, $2,775*. ‘50 DeSOTO—’49 Deluxe sedan, $1,125. 


RM sedan, $1,575°. "48 Super sedan, | rORD—'52 Victoria, $2,280; Custom (8) 
$800. °46 Special sedan, $600. ‘40 Super sedan, $1,975*, $1,900", $1,890*, $1,860, 


sedan, $150. $1,800. °51 Custom (8) sedan, $1,690, 
CADILLAC—’51 (62) sedan, $3,335*. $1,635, $1,625, $1,590, $1,585, $1,510. °50 
OHEVROLET—’52 SL Deluxe sedan, $1,- Custom (8) sedan, $1,415, $1,400, $1,345, 
910*, $1,770, $1,720. '51 Bel-Air, $1,-| $1,275, $1,255, $1,175. ‘49 Custom (8) 


775; conv., $1,635; %-ton pickup, $975, sedan, $1,000, $995, $900, $850, $775. °48 
$900, $890. °50 SL Deluxe sedan, $1,380, SD (8) sedan, $810, $800, $790, $785, 
$1,350, $1,275, $1,270, $1,150, $1,125. "49 $720. °47 SD (8) sedan, $600, $475. °46 
SL Deluxe sedan, $1,175, $1,170, $1,150, SD (8) sedan, $725. ; 

$1,125, $1,100, $1,050, $975. ‘48 SM HUDSON—’51 Commodore (8) sedan, $1,- 





| PLYMOUTH-—’50 Deluxe sedan, $1,000 "46 | 


| 
| 
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410. ‘48 Super (6) sedan, $835 

MERCURY—’'52 Monterey, $2,535*; sedan, 
$2,300*, $2,250*. °51 sedan, $1,715*. ‘50 
sedan, $1,350. '49 sedan, $1,070, $1,020, 
$850. °48 sedan, $800. 

OLDSMOBILE "52 (88) sedan, $2,075*. 
‘51 (88) sedan, $1,790*. ‘50 (SS) sedan, 
$1,625*, $1,575*, $1,375 














SD sedan, $450. 

PONTIAC—'52 Chieftain (8) sedan, $2,- 
100*. ‘51 Chieftain (8) sedan, $1,750*. 
"50 SL (8) sedan, $1,570, $1,700* ‘46 
SL (6) sedan, $670 

STU DEBAKER-—'49 Champion sedan $675 


N. PLAINFIELD, N. J. 


(Lebanon Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Oct. 8.) 
(Prices off—demand on clean ’50s and 
down. Dealers report a lull in retail 
sales. Sold 78 units out of 136 offer- 
ings.) | 
BUICK—’51 Special Riviera, $2,080". ‘50| 
RM Riviera, $1,650*; Super sedan, $1,- | 
550*, $1,400*. °49 RM sedan, $1,275*. | 
’°48 RM sedan, $890, $780; Super conv. 
$840. °47 Super sedan, $710 


CADILLAC—’52 (62) sedan, $3,350*. '49| (8) sedan, $1,500*; Custom (6) sedan, 


$1,182 $1,214 $1,220 





(62) sedan, $2,080*. ‘48 (62) sedan, | $1,340*. °50 Custom (8) conv., $1.240. 

$1,560*. ‘'47 (75) sedan, $960* ‘40| '49 Custom (6) sedan, $875, $700. ‘47 

7-passenger sedan, $200. SD (8) sedan, $595. °46 SD (8) sedan, 
CHEVROLET—'52 SL Deluxe sedan, $1,- | ,, 5450. 


, _ | HUDSON—’48 Super (6) sedan, $710. 
oes Sy s28; <. aut “sean, 2 #. KAISER—’51 Deluxe sedan, $1,300; Cus- 
han’ RO SL D " $]. 975+, | _ tom sedan, $1,125. 
ety giis0, i awn atin’ MERCURY—'51 sedan, $1,670. | °50 sedan, 
150, $1,120. '49 SL Deluxe sedan, $1,050, | $7,208, | 4 sedan, $1,140", $1,090, $1,- 
$990. °48 FL sedan, $775, $730. 46 FM » $1,010. 


conv., $600 NASH — '51 Rambler Country Club, .. 
+ “on * 380; station wagon, $1,350; hard-top, - 
a a a gg gy ge de 340. ‘49 Ambassador sedan, $800. $650. 
$1,570*. °49 NY sedan, $1,225*. 47 (600) sedan, $460. 
DODGE—’50 Coronet sedan, $1,380*. '46| OLDSMOBILE ’51 (98) sedan, $2,000*, 
Custom sedan, $620. | $1,945*. °47 (66) conv., $595. "46 (76) 


FORD—’'52 Victoria, $2,400*. ‘51 Custom! sedan, $340. 


AMAZING PURPLE OIL FIGHTS 


CAUSES OF STICKING VALVE LIFTERS 


































DO YOUR CUSTOMERS KNOW... 


...that all hydraulic valve lifters are manufactured with 
close clearances? The oil which passes through these hy- 
draulic assemblies must keep them clean and free from 
engine sludge, varnish or lacquer formations. Inferior oils 
allow these impurities to enter and build up within the valve 
lifters, then plungers stick and the ball check valves hold 
open. 





To reduce hydraulic valve troubles, it is vital that 
only the very best motor oil be used. That's why 
leading automobile manufacturers recommend a 
highly detergent, heavy-duty motor oil. The finest 
heavy-duty motor oil is ROYAL TRITON. 


Here’s why this amazing purple oil combats stick- 
ing hydraulic valve lifters: 


1. ROYAL TRITON contains special compounds and 
additives that retard the formation of lacquers and 
varnish. 


2. ROYAL TRITON’S greater detergent action pro- 
tects against sludge and other chemical impurities 
clogging valve lifters. Instead of being deposited 
on engine parts, sludge and gum stay suspended in 
the oil until drained. 


ROYAL TRITON’S combination of pure paraffin- 
base stocks and additives is found in no other motor 
oil! This heavy-duty motor oil gives the finest pro- 
tection for today’s precision-built engines. 


Inquire today about handling heavy-duty ROYAL 
TRITON motor oil in your automobile agency. Write 
your nearest Union Oil Company office: 


LOS ANGELES NEW YORK CHICAGO 
Union Oil Building 4904 RCA Building 1612 Bankers Building 


NEW ORLEANS, 917 National Bank of Commerce Building 
CINCINNATI, 2111 Carew Tower Building 


UNION OIL 
COMPANY 


OF CALIFORNIA 





Average Used-Car Prices 


(Compiled by Automotive News/ 


(The above figures are averages of used-car auction prices, all | 
makes and models, carried regularly in Automotive News.) 


Oct., 1952 Sept Aug 
Model (to date) 1952 1952 
1952 $2,275 $2,351 $2,385 
1951 1,657 1,716 1,697 
1950 1,331 1,352 1,383 | 
1949 1,043 1,085 1,084 | 
1948 783 800 802 |! 
1947 636 645 647 | 
1946 553 548 538 


Overall ! 
Average $1,182 $1,214 = $1,220 | 





PLYMOUTH—’52 Cranbrook sedan, $2,010 
‘48 SD sedan, $790. °47 Deluxe sedan 
$725. 


PONTIAC—’52 Chieftain (8) sedan, §$2,- 
300*; SL (8) sedan, $2,225*. '51 SL (6) 
sedan, $1,435. °49 Chieftain (8) sedan 
$1,340*, $1,160, $1,135. °48 SL (8) se- 


dan, $920*, $825*. °47 SL (6) sedan 
$680. 


FORT WAYNE, IND. 


(Carl Marker’s Auto Auction Sale every 
Tuesday. Prices are for sale of Oct. 7.) 

(Prices were off on all late models. 
with °’52s slipping the most. Sold 91 
units out of 143 offerings.) 

BUICK—’52 RM 4-dr., $2.650*, $2,725* 
51 Super 4-dr., $1,975*. °'50 Super 4-dr. 
$1,565; Special sedanet, $1,330. °49 RM 
4-dr., $1,120. '48 Super 4-dr., $805. °47 
Super sedanet, $715; conv., $490. ‘46 
Super 4-dr., $655. 

CHEVROLET—’52 SL Deluxe 4-dr., $1, 
905*. ’51 SL Deluxe 2-dr., $1,315, $1.- 
400; 4-dr., $1,415, $1,420. °50 SL Specia! 
2-dr., $1,100. °49 SL Deluxe 2-dr., $987 
club coupe, $935; FL Deluxe 2-dr., $1,- 
080. °’47 FL aerosedan, $690. 

CHRYSLER—’50 Windsor 4-dr., $1,500*. 

DeSOTO—’50 Custom 4-dr., $1,325*. 

FORD—’52 Mainline (6) 2-dr., $1,725: Vic- 
toria, $2,885*, $2.300*, $2,150. °51 Cus- 
tom (8) 2-dr., $1,445, $1,485. °’50 Cus- 
tom (6) 2-dr., $1,010; 4-dr., $1,055 
Custom (8) 4-dr., $1,230. °49 Custom 
oo $845. °46 Deluxe (8) 2-dr. 


KAISER—’51 4-dr., $1,195; Henry J (4) 
ubaowae = ae 4-dr., $595. 
; —'51 club coupe, $1,700. ' 

2-dr., $475. ™ s ‘ or 

NASH—’51 Statesman 4-dr., $1,265; Ram 
San conv., $1,000. '48 (600) club coupe 

OLDSMOBILE—’51 (98) Holiday, $2,190 
Super (88) 4-dr., $2,050*, $2.075*. °49 
(88) club coupe, $1,135. °47 (66) club 
coupe, $450. 

PACKARD—’49 4-dr., $1,030. 

—— = Cranbrook club coupe 

’ "48 § 4-dr. 765. ° sp 

4-dr., $600. oe 

PONTIAC—’52 SL (6) 4-dr., $2,265: (8) 
4-dr.. $2,305*. °'51 Catalina, $1.900*. ’50 
Catalina, $1,845*; Chieftain (8) 4-dr., 
$1,525*; 2-dr., $1,535*. °47 SL (8) 4-dr. 
$675. °46 SL (6) sedanet, $500. 

STUDEBAKER—’50 Commander (8) Star- 
liner, $1,130. "47 Champion 4-dr., $585 


DANVILLE, VA. 


(Danville Auto Auction. Sale every 

Wednesday. Prices are for sale of Oct. &.) 
(Considerable improvement in_ prices 

last week over previous week. Sold 42 

units out of 85 offerings.) 

BUICK—’50 Sunver 4-dr., $1,530. 

| _ cial 2-dr.. $800. 

CADILLAC—'47 (62) 4-dr.. $975*. 

| CHEVROLET—’52 SL Special 4-dr., $1,785 
‘50 Bel-Air, $1.550; FL Deluxe 2-dr., $1.- 
555*. '49 FL Deluxe 2-dr., $765. ‘47 FL 
aerosedan, $685. 

DODGE—'49 Coronet 4-dr.. $990. °47 Cus- 
tom 4-dr., $625. 

FORD—'52 Custom (8) 2-dr., $1.880*. °51 
Deluxe (8) 2-dr.. $1.415*. $1,200: Cus- 

| tom (8) 2-dr., $1,680*, $1,530, $1,485 

| $1,255. °49 Custom (8) 2-dr.. $1,060* 
$980, $850. °48 conv., $440. °47 SD (8) 
2-dr.. $720. $635. °46 SD (8) 2-dr.. $655 
"41 SD (8) 2-dr.. $225. 

KAISER—’51 Henry J (6), $770. 

| MERCURY—’49 4-dr.. $1,025. °'46 2-dr. 
$660, $640. $545. 

OLDSMOBILE—’51 (98) 2-dr., $1,905* 

PLYMOUTH—’50 SD club coupe, $1,185 
Deluxe club coupe, $1,195. '49 SD club 
coupe. $1,095. °46 Deluxe 2-dr.. $585. 

PONTIAC—’51 (8) conv., $1.685*. °47 SI 
(6) 2-dr., $660. 


MANHEIM, PA. 


(Manheim Auto Sales and Auction Co 
Sale every Friday. Prices are for sale of 
Oct. 3.) 

(Sold 122 units out of 198 offerings.) 
BUICK—’52 Super 4-dr., $2,670*, $2,650° 

2-dr.. $2,650*, $2,620*. ‘50 Super 4-dr 

$1,555*; Special 4-dr.. $1,250. °49 Super 
4-dr., $1,215. ‘48 RM 4-dr., $970. 
CADILLAC — ’52 Coupe deVille, $4,320* 
| (62) 4-dr.. $3,955*. °51 Coupe deVille 
| $3,575*; (62) 4-dr., $3,135*. °50 (75) 
4-dr., $2,700*. °49 (62) 4-dr.. $1,975* 
| 
| 
| 


"48 Spe 





CHEVROLET—’52 conv., $1,985*; SL De 
luxe 4-dr., $1,930*; 2-dr., $1,890. ‘5! 
SL Deluxe 4-dr., $1,490*. ‘50 SL Deluxe 
4-dr., $1,330; Bel-Air, $1,310*. ‘49 FI 
Sao 2-dr., $1,100. °48 SM 2-dr., $1,- 

5 


OHRYSLER—’52 NY 4-dr., $2,840%; Wind- 
sor 4-dr., $2,340*. ‘50 Windsor Town & 
Country, $1,890°; 4-dr., $1,650°. ‘49 
4-dr., $1,240°. 

DeSOTO—’52 Fire Dome (8) 4-dr., $2,500° 
’51 Custom 4-dr., $1,870°, $1,790°, ‘5° 
Custom 4-dr., $1,580°. 

DODGE—'51 Diplomat, $1,800*. ‘48 sta 
tion wagon, $400. 

FORD—’52 Custom (8) 4-dr., $2,095*; Vic 
toria, $2,055*; Custom (6) 2-dr., $1,775 
’51 Victoria, $1,830*%; Custom (8) 2-dr 
$1,325. °49 Custom (6) 4-dr., $995. ‘4 
2-dr., $590. 

KAISER—’52 Virginian, $1,770*. ’51 Henr’ 
J (6) 2-dr., $815. 

MERCURY—’51 2-dr., $1,860*, $1,780. ‘5: 
Monterey, $1,285*. ‘49 2-dr., $900. ‘4° 
4-dr., $440. 

NASH—’51 Rambler station wagon, $1,18! 
’50 Statesman 4-dr., $1,090*; Ramble 
conv., $950. '49 Ambassador 4-dr., $930° 

OLDSMOBILE—’52 Super (88) 2-dr., $2, 


(Continued on Page 61, Col. 1) 
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(Continued from Page 60) 


S50*; (88) 4-dr., $2,495* 49 (98) 2-dr 


$1,330*. 48 (98) 4-dr., $925*; (78) 
2-dr., $915* 47 (78) 2-dr $820*. 
PACKARD—’'50 Super 4-dr., $1,095*. ‘49 

4-dr., $915 
PLYMOUTH 52 Belvedere, $2,140; Cran- 
brook 4-dr $1,950 51 Belvedere, $1, 


725; Cranbrook 4-dr $1,425; Cambridge 
club coupe, $1,310 | 
PONTIAC 52 Catalina, $2,570*. '51 Cata- 
lina, $2,240*. °50 SL (6) 2-dr., $1,530; 


Chieftain (8) 2-dr., $1,420. ‘48 SL (8) 
4-dr., $1,060. 47 SL (8) 2-dr., $980. 
STUDEBAKER—’51 Champion 2-dr., $1,- 
295*, $1,225. "50 Land Cruiser 4-dr., 


$960. °49 Champion conv., $930 

WILLYS—’52 Aero Wing 2-dr., $1,550; 
Aero Lark 2-dr., $1,465*, $1,390 51 
sedan delivery, $820 


ALBANY, N. Y. 


(Tim Anspach Auto Auction. Sale every 
Monday. Prices are for sale of Oct. 6.) 


(Car prices took a shellacking this 
week, with '52 models again dropping 
from $100 to $150. The price decline on 
all models was the worst this year. Sold 
66 units out of 103 offerings.) 
BUICK—’52 Super Riviera sedan, $2,570*, 

$2,710*. °51 Special Riviera sedan, $1,- 
955*. °50 RM club coupe, $1,710*; sedan, 
$1,480*; Super sedan, $1,625*; Special 
sedan, $1,500*. ‘46 RM sedan, $550; 
Super sedan, $500. ‘41 Special sedan, 
$150. 

CADILLAC—’52 (62) conv., $4,450*. ‘50 
(62) sedan, $2,800*. ‘48 (62) sedan, 
$1,600*. °46 (61) sedan, $1,010". 

CHEVROLET—’52 SL Deluxe club coupe, 
$1,750. °51 SL Deluxe sedan, $1,560*, 
$1,485. °50 conv., $1,290; SL Deluxe 
sedan, $1,230; FL sedan, $1,315*. °49 
FL aerosedan, $1,110; FL Deluxe sedan, 
$1,000. °48 FL sedan, $850. °47 Special | 
Deluxe sedan, $650. | 

CHRYSLER—’50 Windsor sedan, $1,525* 
’49 Windsor conv., $950*. ‘46 Windsor 
sedan, $700*. 

DeSOTO—’52 Fire Dome (8) sedan, §$2.- 
450*. 

DODGE—’50 Meadowbrook sedan, $1,250*; 
Coronet club coupe, $1,320*. °49 Coronet | 
sedan, $920, 

FORD—’52 Custom (8) sedan, $1,810*; (8) 
%-ton pickup, $1,200. ‘51 Custom (8) 
sedan, $1,430*, $1,480*, $1,390. °50 Cus- 
tom (8) conv., $1,300*; Deluxe (8) se- 
dan, $1,150. 

HUDSON—’51 Hornet sedan, $1,825* 

LINCOLN—’49 club coupe, $760*. 

MERCURY — ’52 sedan, $2,110*, $2,335*. 
’51 sedan, $1,675. 

NASH—’51 Rambler sedan, $1,235*. °50 
Statesman sedan, $1,080*, $940. 

OLDSMOBILE — ’52 (98) sedan, $2,810*. 
"50 (76) sedan, $1,360; (98) sedan, $1,- 
570*. °49 (98) sedan, $1,000*; (76) | 
sedan, $1,040*. °47 (68) conv., $520*. 
°46 (76) sedan, $510. 

PLYMOUTH — ’51 Concord sedan, $1,300. 
‘49 SD club coupe, $1,080. ‘42 Deluxe 
club coupe, $280. 

PONTIAC—’52 Chieftain (8) sedan, §$2,- 
250*. °’51 Chieftain (6) sedan, $1,535. 
STUDEBAKER — ’'51 Commander sedan. 
$1,485", $1,450*. "50 Champion club 

coupe, $975*, $960*. 

WILLYS—’49 Jeepster, $510*. ‘48 Jeep- 
ster, $515*. 

MISCELLANEOUS—’49 GMC '!.-ton pick- 
up, $640. 


LOS ANGELES 

(Los Angeles Auto Auction. Sale every | 
Tuesday and Thursday. Prices are for) 
sales of Oct. 7-9.) 

(Demand slightly stronger than previ- 
ous week, Market a little more steady. 
Sold 227 units out of 431 offerings.) | 
BUICK—’52 RM estate wagon, $2,975*; 

Super Riviera 2-dr., $2,800*; 4-dr., $2,- 
625*. ’51 Super Riviera 2-dr., $2,200*; 
RM Riviera 4-dr., $2,145*. ‘50 Super | 
conv., $1,880*; RM Riviera 4-dr., $1,- | 
| 
| 
| 





745*, $1,540*; Super sedanet, $1,645*; | 
Special 4-dr., $1,425*. °49 Super se- 
danet, $1,360*; RM conv., $1,220*, $1,- 
150*, $1,130*; sedanet, $1,200*. ‘47 Su- 
per 4-dr., $835. 

CADILLAC—’52 (60) 4-dr., $5,000*. ‘51 
Coupe deVille, $3,935*; (62) club coupe, | 
$3,500*, $3,470*; 4-dr., $3,470*, $3,340U*. 
"50 Coupe deVille, $3,580*, $3,445*; (60) 
4-dr., $3,195*; (62) 4-dr., $2,960*, $2,- | 
905*, $2,885*. °49 (61) coupe, $2,260*. | 
"48 conv., $1,890*; (60) 4-dr., $1,850*. | 
$1,745*. °47 conv., $1,295*, 

CHEVROLET—’52 Bel-Air, $2,345*, $2,- | 
230*; conv., $2,165*. ‘51 Bel-Air, $1,- 
925; FL Deluxe 2-dr., $1,555, $1,500*; 
SL Deluxe 4-dr., $1,485; SL Special 2- 
dr., $1,440. ’50 Bel-Air, $1,500, $1,590*, 
$1,540*; SL Deluxe 2-dr., $1,495*; conv., | 
$1,370; FL Deluxe 4-dr., $1,370; SL 
Special 4-dr., $1,320. ‘49 FL Deluxe | 
4-dr., $1,200; sedan delivery, $895. ‘45 
FM 4-dr., $870; SM business coupe, $750. 
‘47 FL 2-dr., $810; FM 4-dr., $740; 
aerosedan, $655. 

CHRYSLER—’50 NY Newport, $1,970*. ‘49 
Royal club coupe, $1,350*%; NY 4-dr., 
$1,305°*. 

DeSOTO—'51 Deluxe 4-dr., $1,700*, §$1,- 
650*. '50 Custom club coupe, $1,46v~. 
DODGE—’52 Diplomat, $2,430*; Coronet 
club coupe, $1,950*. ‘51 Coronet 4-dr., 
$1,610*, $1,600. ‘50 Coronet station wag- 
on $1,290*. 49 Wayfarer 2-dr., $995. '47 

Custom 4-dr., $825. 

FORD—’52 (6) ranch wagon, $2,520*; (8) 
ranch wagon, $2,475; Victoria, $2,440", 
$2,385. °51 Victoria, 2 at $2,045*, $1,- 
710; country squire, $1,825; conv., $1,- 
795°, $1,750*, $1,650*°, $1,640*; Deluxe 
(8) 4-dr., $1,440; 2-dr., $1,400; Custom 
(8) 4-dr., $1,435. °50 Custom (8) club 
coupe, $1,335*; 2-dr., $1,265. ‘49 Cus- 
tom (8) 2-dr., $1,200*, $920; club coupe, 
$1,135, $1,100, $895. ‘48 conv., $830. 
'46 SD (6) club coupe, $575. 

HUDSON—’51 Hornet 4-dr., $1,905*, $1,- 
825°; Super (6) 4-dr., $1,535°. 

LINCOLN—’52 Capri 4-dr., $3,180*. ‘51 
club coupe, $2,125°, $2,075*. ‘50 club 
coupe, $1,500°, $1,485°. ‘49 club coupe, 
1,198°, 

MEROURY—'52 Monterey, $2,820*, §$2,- 
745°; 4-dr., $2,325°. '51 club coupe, §2,- 
050°; 4-dr., $2,035*, $1,995*, $1,990°, 
$1,980°. ‘50 Monterey, $1,650*°; 4-dr., 
$1,525*; club coupe, $1,495*. ‘49 conv., 
$1,325*, $1,145; club coupe, $1,295*, $1,- 
125°; station wagon, $1,210*. ‘47 4-dr., 
$695. '46 4-dr., $730. 

NASH—’52 Rambler country club, $1,805*. 
‘51 Rambler station wagon, $1,360: 








conv., $1,100; Statesman 2-dr., $1,195. 
"49 (600) 4-dr., $860* 
OLDSMOBILE—’'52 (98) Holiday, $3,360*; 





conyv., $3,575*, $3,505*. °51 (98) Holiday, 
$2,550*, $2,545* 4-dr $2,395*, $2,250° 
(88) 2-dr., $1,990* $1,950* 50 «¢88) 
Holiday, $1,970*; (98) 4-dr $1,725*, 
$1,650*; (88) club coupe, $1,610*; 4-dr., 
$1,510*. °49 (98) club sedan, $1,405*; 
(88) 4-dr $1,370*, $1,300* (9S) 4-dr 
$1,.335*, $1,230* 48 (98) 4-dr $985 

PACKARD—’'50 4-dr., $1,150* 48 4-dr 
$985". 


PONTIAC—'52 (8) conv., $2,600*; Chief- | 
tain (8) 4-dr., $2,465*, 2 at §$2,450*; 
2-dr., $2,250. °51 station wagon, $2,175*; | ™== 
Chieftain (8) 4-dr., $1,895*; club coupe, 











$1,575. '50 conv., $1,745*; Chieftain (8) ‘Old and New Show- 


4-dr., $1,470*. °49 conv., $1,445* 


STUDEBAKER—’52 Commander (8) Star- When Canton, O., recently celebrated its 50th anniversary, Bowlus Nash, Inc., was| GADILLAC—’52 (62) 4-dr.. $4,105". 51 
liner, $2,350*; Land Cruiser 4-dr., $2,-|@ prominent participant in the city's Golden Jubilee Motor Cavalcade. Shown is a (62) 4-dr., $3,255*. "49 (61) 4-dr., $2,- 


050*. '51 Commander (8) conv., $1,550*; 


‘-dr.. §$1,520*: 2-dr.. $1,440*. °50 Gham. | 1902 Rambler, along with its 1952 counterpart, which the dealership sponsored in CUE VROLET— 02 gi. Deluxe 2-4r., &1,- 
pion 2-dr., $1,170* | the city’s pageant. From left are Wilbur T. Schaffner, salesman for Bowlus Nash; Mrs. 755, $1,775, $1,860*; SL Special 2-dr.. 
. - L. Bowlus; Lester C. Zwick, dealership sales manager, and, seated in the 1902 Rambler, $1,600. °51 SL Deluxe sedan, $1,415. 

CHARLOTTE, N. C. Herman Rupple, salesman, and his wife. $1,385, $1,365, $1,355, $1,340, $1,325; SL 
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club coupe, $875. ‘47 SD (8) 2-dr., $850; 
Deluxe (6) 2-dr., $510 

KAISER—’'51 Traveler, $1,275. ‘48 4-dr. 
$350. 

NASH—'49 Ambassador 4-dr., $760*. 

OLDSMOBILE—'52 Super (88) Holiday, 
$2,800*. '51 (88) 2-dr., $2,110*. "50 (88) 
Holiday, $1,925*; 2-dr., $1,675*, $1,640*, 
$1,600*, $1,575*, $1,475. ’49 (98) 2-dr. 
$1,075*; (88) 4-dr., $1,300*, $1,260 

PACKARD--'49 4-dr., $825* 

PLYMOUTH—'52 Cranbrook 4-dr., $1,815 
'48 SD 4-dr., $815 

PONTIAC—’49 Chieftain (8) 2-dr., $1,275* 

STUDEBAKER—’51 Champion club coupe 
$1,220* 

WILLYS—’'52 Aeroace 2-dr., $1,340 


MASON CITY, IA. 


(Lapiner Auction Co. Sale every Wednes- 
day. Prices are for sale of Oct. 8.) 

(Prices down on late models. Consign- 

- : : ments down a little. Sold 119 units out 

of 151 offerings.) 

° BUICK—’52 Super Riviera 4-dr., $2,400*. 

Off in Pageant— ‘51 Super Riviera 2-dr., $1,900*, $1,- 

865*; 4-dr., $1,785*. '48 RM 4-dr., $820. 
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-_ os =e Special 2-dr., $1,280. ‘50 SL Deluxe, 





(E. M. Stafford, Inc. Sale every Wed- | a 









nay. Tes oe oe ae SS SS? $1,550, $1,475; 2-dr., $1,595, $1,560, $1,-| 215; Mainline (6) 2-dr., $1,740. '51 Vic-| $810; FM club coupe, $775. '47 SM 2-dr., 
(Sold 103 units out of 182 offerings.) 525, $1,500. '50 SL Deluxe 4-dr., $1,250,| toria, $1,850*, $1,735; Custom (8) 2-dr.,| $575. 

BUICK—'51 Special 4-dr., $1,750. '50 Spe-| $1,240; 2-dr., $1,250. '49 SL Deluxe 4-/ $1,650*, $1,625, $1,600, $1,570, $1,560, | CHRYSLER—’46 NY 4-dr., $585. 
cial 4-dr., $1,350*; 2-dr., $1,295. °49 Su- dr., $1,140, $1,090, $1,080, $1,065. '48| $1,555; Deluxe (8) 4-dr., $1,350; 2-dr.,| DODGE—’51 Coronet 4-dr., $1,425*. ‘47 
per 4-dr., $1,325*; 2-dr., $1,295". ‘48| FL 2-dr., $900, $890, $750; FM 4-dr.,| $1,380. '50 Custom (8) 4-dr., $1,375; Custom 4-dr., $545. "46 club coupe, $495 
Super 2-dr., $825. | $890. ‘47 FM 4-dr., $725; SM 2-dr.,| 2-dr., $1,400, $1,380, $1,360, $1,325, $1,- FORD—’52 Victoria, $2,350*; conv., $2,- 

CHEVROLET—'52 Bel-Air, $2,240*; SL $675. '46 SM club coupe, $500. | 310, $1,305, $1,300; Deluxe (8) 4-dr., 330° ; Custom (8) 2-dr., $1,925*, $1,895". 
Deluxe 4-dr., $1,950*; 2-dr., $1,965*, | DeSOTO—’'49 Custom club coupe, $1,070. | $1,190; 2-dr., $1,390. '49 Custom (8) 51 Custom (8) sedan, $1,415, $1,400, 
$1,800; club coupe, $1,805; SL Special 2- | DODGE—’52 Meadowbrook 4-dr., $2,050*.| 4-dr., $1,090, $1,000; 2-dr., $960, $850; $1,380, $1,325. '50 Custom (8) 2-dr., $1,- 
dr., $1,650. °51 SL Deluxe 4-dr., $1,575*, ' FORD—’52 Custom (8) 2-dr., $2,245*, $2,- Deluxe (8) 2-dr., $950, $750. 48 SD (8) (Continued on Page 62, Col. 1) 












, oe $1,185, $1,160, $1,140. '48 FL aerosedan, 








@ Selling WEED V-Bar chains early 
is easy if you set up the WEED display 
material and some bags of chains. 
You’ll have time to tell your regular 
customers about the WEED V- Bar 
features such as flaring reinforce- 
ments with 288 gripping points that 
double the bite on snow or ice. Their 
opposite right-left construction gives 
two-way grip and balanced traction. 
So, WEED V-Bar chains stop shorter 
and safer, start quicker and hold 
straighter. They give more than 
double the wear of regular tire chains. 


® WEED Zip-On Appliers make it 
easier to put on chains. Sell a pair 
of Zip-Ons with every pair of 
WEEDS. Tell your customers snug 
chains wear longer and to take up 
slack when it occurs. 


co AMERICAN CHAIN & CABLE 
Ag COMPANY, INC. 
York, Pa. + Bridgeport, Conn. 









Natural Rubber Tires*........- 


Winterized Tires. ..........188 ft. 


Mud-Snow Tires. ............201 ft. 





*For stopping or starting on ice or snow, synthetic rubber 
tires skid or spin 10% to 50% more than natural rubber 
(All figures in this panel are quoted from National Safety Council Tests) 


The Tire Chain that Doubles the Wear 
and Doubles the Bite on Ice or Snow... 


WEED W BARS 


E. E. Taylor, Eighteenth Street Parking Building, 


“lt's Easy to Sell 


Don’t S’kid Yourself : 
STOPPING ON GLARE ICE AT 20 M.P.H. Aga APPLIERS 


with Reinforced Tire Chains ~ 

















































18th and Dodge Street, Omaha, Nebraska, says: 


WEED Chains Early” 


WAM / do is get them out in front of customers and 
put up the WEED display material. | carry WEED V-Bar 
and WEED Regular, and | see that my regular 
customers have first choice of the WEED V-Bars. 
They're the biggest value. 1 talk WEED chains whenever 
/ talk anti-freeze and I've found this increases sales, 
WEED chains have always made money for me,4 


Flaring Reinforcements with Right-Left Construction 


GIVE DOUBLE GRIP and REDUCE SIDE-SKID 


F; 
ae v 








make it 

easier 
to put on 

chains 
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Used-Car Auction Prices 


(Continued from Page 61) 


stake, $555. '46 SM sedan, $355, $500; 
FM sedan, $400. 41 MD sedan, $200. 

CHRYSLER—’48 Windsor sedan, $795. 

DeSOTO—’51 Custom club coupe, $1,575 
"47 Deluxe sedan, $600. 

DODGE—’'52 Meadowbrook 4-dr., 
'49 Meadowbrook sedan, $950* 
tom sedan, $380, $460. 

FORD—’52 Victoria, $2,345*, 
Custom (8) sedan, $1,345. 
(8) sedan, $1,240, $1,210. 
(8) sedan, $810, $900; conv., 
SD (8) sedan, $605. '46 SD 
$395. '30 Model A conv., $250. 

HUDSON—’47 Super (6) sedan, $335. 

LINCOLN—'46 sedan, $285. 

MERCURY—'51 sedan, $1,515. 
$1,390. '49 sedan, $1,070. 
$525. 

NASH—’51 Statesman sedan, 
Ambassador sedan, $115. 

OLDSMOBILE—'51 (98) Holiday, $2,295", 
$2,200*. ‘50 (98) sedan, $1,565*; (88) 
Holiday, $1,780*. °'47 (76) sedan, $695. 
’41 (98) sedan, $140. 

PLYMOUTH—’50 business coupe, $980. '49 
SD club coupe, $1,005. ‘48 SD sedan, 
$745. ‘47 SD sedan, $580. 

PONTIAC—’50 station wagon, $1,425*. '49 
SL (8) sedan, $1,250*, $1,200*. °'48 SL 
(8) sedan, $910, $745. ‘47 SL (6) sedan, 
$570, $660. 

STUDEBAKER—'47 Land Cruiser sedan, 
$425. °42 Commander sedan, $125. 

MISCELLANEOUS—’48 International %- 
ton pickup, $335. '47 International \%-ton 
pickup, $435. 


225°. 
conv., 
tom 
2-dr., 
HUDSON—’50 PM 4-dr., $1,000. 
KAISER—’51 4-dr., $1,075. '48 Traveler, 
$545*; 4-dr., $375. 
LINCOLN—’52 Cosmopolitan $2,- 
$1,- 


965°. 
MERCURY—'51 2-dr., $1,815*; 

$1,320°. ‘50 
Statesman 4- 


"49 Custom (8) 
$900; station wagon, 
(6) club coupe, $545. 
$490. 


4-dr., $1,005; 
$900; Cus- 
'47 SD (8) 


$1,900* 
‘46 Cus- 
4-dr., 
$2,235*. ‘51 
‘50 Custom 
"49 Custom 
$785. °48 
(8) sedan, 


4-dr., 
735°. '50 2-dr., $1,365. 
NASH—’51 Statesman 2-dr., 
Ambassador 4-dr., $970*; 
dr., $955. 
OLDSMOBILE—’52 (98) 4-dr., $2,845*. ‘51 
(98) 4-dr., $2,035*; (88) 4-dr., $1,880*. 
‘49 (98) conv., $1,240*. ‘48 (66) club 
coupe, $785. '46 (76) 2-dr., $490. 
PLYMOUTH—’52 Savoy station wagon, 
$2,070; Cranbrook 4-dr., $1,755; club 
coupe, $1,680. ‘49 SD 4-dr., $895. 
PONTIAC—’52 Catalina (8), $2,590*; 
Chieftain (8) 2-dr., $2,265*, $2,150*. ‘51 
Chieftain (6) 4-dr., $1,545, $1,510, $1,- 
505. °49 SL (8) 2-dr., $1,150. '46 Chief- 
tain (6) 4-dr., $605. 
STUDEBAKER —’51 Land Cruiser, $1,300*. 


DYER, IND. 


(Dyer Auto Action. Sale every Friday. 

Prices are for sale of Oct. 10.) 

(Market still dropping on late model 
cars. 51s and ’52s are off at least $200 
in the last three weeks.) 

BUICK—’52 Special sedan, $2,230*. ‘51 
Special Riviera, $1,850; RM sedan, §$1,- 
800. '50 Special sedan, $1,300, $1,175, 
$1,465. "49 RM conv., $1,180. '47 Super 
sedan, $400, $475. '40 Super sedan, $155. 

CADILLAC—'51 (62) sedan, $3,200*. ‘50 
(62) sedan, $2,695*. 

OCHEVROLET—’52 SL Deluxe sedan, §$1,- 
850; Bel-Air, $1,955. '51 SL Deluxe se- 
dan, $1,395, $1,515; conv., $1,235; Bel- 
Air, $1,675. ‘50 SL Special sedan, §$1,- 
090; FL Deluxe sedan, $1,155. '48 aero- 
sedan, $770, $865; conv., $795; 1%-ton 


’50 sedan, 
‘46 sedan, 


$1,190. °41 


DENVER 


(Denver Auto Auction, Sale every Tues- 
day and Thursday. Prices are for sale of 
Oct. 7.) 

(Prices on the same level with last 
two weeks. Buying active in spots. Sold 
263 units out of 403 offerings.) 
BUICK—’52 RM sedan, $2,660*, $2,695*; 

Super sedan, $2,085*, $2,235*%, $2,300, 

$2,435*, $2,620*. '51 Super sedan, $1,- 


635*, $1,795*, $2,025*. '50 Super sedan, 
$1,200*, $1,275*, $1,600*, $1,610*, $1,- 
620*, $1,645*, $1,685; Special sedan, $1,- 
030, $1,060*, $1,075*, $1,200*. "49 RM 
sedan, $900*, $905*, $1,065*. ‘48 Super 
sedan, $810, $885. 

CADILLAC—’52 (60) sedan, $4,990*. ‘51 
(62) Coupe deVille, $3,870; (60) sedan, 
$3,350*, $3,505*, $3,600*. '50 (62) sedan, 
$2,845*, $2,950*, $2,955*, §2,975*, $3,- 
050°. ‘49 (62) sedan, $1,975*, $1,995*, 
$2,055°. 

| CHEVROLET—'52 Bel-Air, $2,165*, $2,345; 
SL Deluxe sedan, $1,840, $1,845; %-ton 
pickup, $1,600, $1,605; %-ton pickup, 
$1,400, $1,485. ‘51 SL Deluxe sedan, 
$1,310, $1,400, $1,455, $1,460, $1,475, $1,- 
515, $1,535, $1,600, $1,605. '50 Bel-Air, 
$1,560; FL Deluxe sedan, $1,250*, $1,- 
260, $1,265, $1,280, $1,295; %-ton pick- 
up, $840, $865. ‘49 FL Deluxe sedan, 
$955, $1,035, $1,120, $1,135. ‘48 FM 
sedan, $570, $595, $710, $730. 

CHRYSLER—’52 Saratoga sedan, $2,300*, 
$2,735*, $2,690*. '51 NY sedan, $2,065, 
$2,275*; Windsor sedan, $1,850*. ‘50 
Windsor sedan, $1,370*, $1,375*, $1,415*, 
2 at $1,435*, $1,440*%, $1,470*, $1,500*. 
’49 Windsor sedan, §$1,125*, $1,210°, 
$1,240*. 

DeSOTO 
$2,900* ; 


~52 Fire Dome (8) Sportsman, 

sedan, $2,445*; Custom sedan, 
$2,175*. °51 Custom Sportsman, $1,750*. 

DODGE—’52 %-ton pickup, $1,010. ‘50 
Meadowbrook sedan, $1,150, $1,275*. '49 
Coronet sedan, $1,115*. '46 Custom se- 
dan, $525. 

FORD—'52 Victoria, $2,200*, $2,295", 
$2,355", $2,375*, $2,500*; Custom (8) 
sedan, $1,910*, $1,930. '51 Victoria, $1,- 
670*, $1,760*, $1,850*, $1,995*; Custom 
(8) sedan, $1,275, $1,470*, $1,505, $1,- 
515*, $1,530*, $1,545*, $1,560, $1,595°. 
"50 Deluxe (8) sedan, $995*, $1,010*, 
$1,055*, $1,080*. °49 Deluxe (8) sedan, 
$810, $825, $840, $900, $905, $930", 
$960, $970. ‘47 SD (8) sedan, $500, 
$805. '46 SD (8) sedan, $405, $475. 

HUDSON—’51 Commodore (8) sedan, $1,- 
590*. '49 Commodore (8) sedan, $680*, 
$900*. 

LINCOLN—'52 Capri sedan, $3,210*. °51 
Cosmopolitan sedan, $1,960. °50 sedan, 
$1,165*, $1,500*. "49 sedan, $1,035*. 

MERCURY—’52 sedan, $2,400*, $2,410*, 
$2,565*. '51 sedan, $1,815*, $1,820*. '50 
sedan, $1,400*. '47 sedan, $720. 

NASH —’'51 Ambassador sedan, $1,490*; 


GUIDE 


(R) 


“Full Time” Hydraulic Steering 


With a HYDRAGUIDE equipped vehicle you think of steering, or 


your reactions tell you to steer, and you guide. There is no conscious 


effort, though the all-important road feel is still there. 

Exclusive proportional valving does it. That makes the hydraulic 
power take 4/5—80% of the load at any speed—at all times. HYDRA- 
GUIDE is FULL-TIME power steering. No uncertain waiting for power 
to build up or take hold. HYDRAGUIDE works all the time for your 
comfort and safety. HY DRAGUIDE prevents swerving from blowouts, 
obstructions, ete., and is fully self-righting after turns. 

There is no thrill like driving a car equipped with HY DRAGUIDE. 
It is the greatest modern contribution to comfort driving. 

You will like it in your car—your customers will like it in theirs. 

HYDRAGUIDE in buses, trucks and other heavy vehicles makes an 


even greater contribution to driving comfort and safety. 


»» SPEERING 


9 


BECOMES 
“GUIDING” 
For Comfort 


Driving 


GEMMER MANUFACTURING COMPANY Detroit 11, Mich. 








we a 


‘Fire Dome’ Butts— 


Archie F. Butts, of A. B. C. Motors (De- 
Soto-Plymouth), Minneapolis, decided that 
his middle initial should stand for ‘Fire 
Dome." At any rate, that's a bright red 
shirt he’s wearing and the lettering reads: 
“Archie Fire Dome 8 Butts.” 


Rambler country club, $1,290*. '49 (600) 

sedan, $810*. 
OLDSMOBILE—’52 

$2,795", $3,015*, 


(98) sedan, $2,840*, 
$3,050*, $3,225*, $3,- 
240°, $3,275*; Super (88) sedan, $2,390*, 
$2,570*. ‘51 (88) sedan, $1,895*, 2 at 
$2,000*, $2,150*. '50 (98) sedan, $1,335*, 
$1,435*, $1,465*, $1,510*, $1,600*, $1,- 
610*. '49 (88) sedan, $1,055*, $1,150*, 
$1,210*, $1,230*, $1,255", $1,270*, $1,- 
440°. '47 (98) sedan, $515*. °46 (78) 
sedan, $450*, $510*, $560*. 


PLYMOUTH—’52 Suburban, $2,095; Cam- 
bridge sedan, $1,790*. '51 Belvedere, $1,- 
635. '50 Suburban, $1,450. 


PONTIAC—’52 station wagon, $2,600*, $2,- 
640°; Chieftain (8) sedan, $1,730*, $1,- 
750*, $1,755*, $2,140*, $2,310*, $2,325*. 
"51 Catalina, $2,095*; Chieftain (8) se- 
dan, $1,700*, $1,780*, $1,825*. '50 SL 
(8) sedan, $1,335*, $1,455*, $1,470*. '49 
Chieftain (8) sedan, $975, $1,110*, §$1,- 
155*, $1,170*. 


STUDEBAKER—’52 Commander (8) Land 
Cruiser, $2,075*. °51 Commander (8) 
Land Cruiser, $1,410*. '47 Commander 
sedan, $625*. 


WILLYS—’52 pickup, $1,760; Jeep, $1,- 
570. '51 station wagon, $1,205, $1,255; 
Jeep, $930. °'50 station wagon, $880, 
$970. °49 Jeep, $570, $600, $620, $655, 
$695. '47 Jeep, $400, $430, $510, $530. 


EBENSBURG, PA. 


(Ebensburg Auto Auction. Sale every 
Thursday. Prices are for sale of Oct. 9.) 


(Prices continuing slowly downward. 
Sold 92 units out of 114 offerings.) 


BUICK—’51 Super 4-dr., $1,980*, $1,875*; 
Special 4-dr., $1,765*, $1,675*. °50 Super 
2-dr., $1,500*; Special 4-dr., $1,300*; 


Auto Thefis Climb 
20 Pct. in 1951; 
Stull Mounting 


WASHINGTON.—More than 196,- 
000 automobiles were stolen in the 
U. S. last year—a total of 20 per- 
cent greater than that of 1950, 
when 170,000 cars were seized by 
thieves—according to the 1951 
crime report of the FBI. 

The stolen machines represent a 
total vehicle registration greater 
than that of Cincinnati, New Or- 
leans or Minneapolis, the FBI esti- 
mates. 

Even so, car lifting for the first 
half of 1952 showed a gain of 8.8 
percent. The FBI reports that the 
stolen-car loss for January to June, 
1952, totaled 107,120 as against 98,- 
420 for the similar period of 1951. 

The property value of cars stolen 
throughout the country for the past 
18 months aggregates $190 million, 
the FBI says. 


Mich. Prods Trade 


On Finance Law 


LANSING.—Michigan dealers and 
firms who finance installment-plan 
car selling have been warned by 
Maurice Eveland, State banking 
commissioner, that they must carry 
State licenses. 

Though 3,813 licenses have been 
issued since a new State licensing 
law went into effect March 31, 
Eveland said he believes many 
dealers have failed to register be- 
cause they do not understand the 
new law. 

Eveland said his staff has been 
increased to detect violators of the 
new statute, which provides penal- 
ties of up to three years in prison 
or a $5,000 fine, or both. It is in- 
tended to protect the public against 
excessive rates of interest. 





2-dr., 2 at $1,350*. °49 RM 4-dr., §$1,- 
105*; sedanet, $1,200*; Super conv. $1,- 
140*; Super sedanet, $1,140. ‘48 Super 
station wagon, $740. ‘41 Special 4-dr., 
$360. 

CADILLAC—’52 (62) club coupe, 

CHEVROLET—'52 SL Deluxe 4-dr., $1,800, 
$1,765*. °51 SL Deluxe 2-dr., $1,540*, 
$1,510*; FL Deluxe 2-dr., $1,485, $1,470, 
$1,360. ‘50 SL Deluxe conv., $1,150*; 
4-dr., $1,325. '49 SL Deluxe 4-dr., $955; 
club coupe, $935, $850. ‘48 FL 2-dr., 
760; FM 2-dr., $800 '47 FL 4-dr., 
$580; 2-dr., $710; SM 2-dr., $745, $670 
FM 2-dr., $610. '46 FM club coupe, $625 
‘42 SD 4-dr., $265. ‘41 SD club coupe 
$300; MD club coupe, $150 


DeSOTO—'51 Custom 4-dr., $1,600. ‘49 
Custom 4-dr., $1,110. °48 Custom club 
coupe, $800. '47 Custom 4-dr., $700. 


DODGE—’50 Meadowbrook 4-dr., $1,150. 
'49 Coronet 4-dr., $925. '48 club coupe, 
$910*. °46 %-ton pickup, $295. 

FORD—’52 Custom (8) 4-dr., $1,960*. °51 
Custom (8) Victoria, $1,675*; Custom 
(8) 2-dr., $1,450; Deluxe (6) 2-dr., $1,- 
310. °50 Custom (8) 2-dr., $1,180, $1,- 
105; Custom (6) 2-dr., $1,080; Deluxe 
(6) 2-dr., $1,090. '49 Deluxe (8) 2-dr., 
$860; SD (8) 2-dr., $675. ‘40 SD (8) 
2-dr., $110. 

HUDSON—’51 PM 4-dr., $1,435*. 


LINCOLN—'51 2-dr., $1,775*. ‘49 2-dr., 
$900. 

NASH—’52 Rambler conv., $1,690*. ‘51 
Rambler country club, $1,285. '49 Am- 
bassador 2-dr., $790*; (600) 4-dr., $725, 
$540; 2-dr., $570. 

OLDSMOBILE—’50 (98) 2-dr., $1,360*. °49 
(98) 4-dr., $1,075*, $1,010*. ‘46 (66) 
sedanet, $555. 

PACKARD—’51 (200) 4-dr., $1,775*. 

PLYMOUTH—’52 Cranbrook 4-dr., $1,820. 
'49 Deluxe 4-dr., $850. °48 SD 2-dr., 
$860, $850, $800. '47 SD 4-dr., $550. '46 
SD 4-dr., $540; Special Deluxe club 
coupe, $610, $475. 

PONTIAC—’50 SL (6) 2-dr., $1,155. 
Chieftain (8) 2-dr., $800. °46 SL 
sedanet, $600. '39 sedan, $150. 

STUDEBAKER—’52 Commander Starliner, 
$1,900*. '51 Land Cruiser, $1,395*, $1,- 
225*; Champion 2-dr., $1,200*. 


$4,260. 


"48 
(8) 


All-Metal 
PARTS BINS 


@ SLIDING SHELVES 
@ SNAP-IN DIVIDERS 
@ SHIPPED READY TO USE 


Bin assembly H-29 shown above, 
$62.72, F.0.B. Cleveland 


IMMEDIATE 
DELIVERY 


All Styles — All Models 


IOP 1s 


METAL PRODUCTS, INC. 


1806 ROCKWELL AVE. 
CLEVELAND 14, OHIO 


Leading automobile dealers all over the 
United States recognize the value of dealer 
identification. Their preference for Ben- 
matt license plate frames, service mono- 
grams and other personal identification, 
exceeds by far that of all other manu- 
facturers combined. 


The Benmatt 
Organization Inc. 


3447 East 15th Street 
LOS ANGELES 23, CALIFORNIA 
Phone ANgelus 3-6751 








) 
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a —Ford’s example of re- 
ducing car prices in the United 
Kingdom has been followed by 
many other auto manufacturers. 
Reductions have been confined to 
models in the higher price brackets, 
where sales resistance is now keen. 


Prices for smaller models remain 
high (in some cases almost as much 
as the bigger cars), and waiting 
lists in the eight-horsepower and 
10-horsepower classes stretch back 
at least four years. There are no 
prospects that production in the 
U.K. will bring this list down for 
some time, so the need to reduce 
prices is not present with the 
smaller car. 

Armstrong Siddeley has_ re- 
duced its models by $500. Austin 
has dropped its Sheerline sedan 
price to $6,000 and its Princess 
model to $7,500. All Reliant trucks 
have been slashed by 10 percent, 
and many makes of tractors have 
been reduced. 

Car production in Britain dropped 
to 228,000 units in the first half of 
this year, and the rate has fallen 
still further since then. Standard 
Motor Co. started short work- 
weeks because of a falling market 
in cars. 

* = = 


Racing Trust Quitting 
RITISH RACING MOTORS 
TRUST has decided to sell 
British Racing Motors, Ltd. Since 
1947 it has tried to capture the 
racing car Grand Prix with its 


Auto News from Britain 


Other Makers Now Following Ford Example, 
Cutting Upper-Bracket Prices 








B.R.M. car. It took nearly three 
years to produce the first B.R.M., | 


Chrysler Hails 


22 Percent Gain 
In Plant Safety | 


DETROIT.—Chrysler Corp. man- 
ufacturing plants were 22 percent 
safer during the first six months 
of this year for all of 1951, Carl J. 
Snyder, operating manager of 
Chrysler Corp., reports. 

He said the corporation record 
of only 3.9 lost time accidents per 
million man-hours of work during 
the first half of this year was sub- 
stantially better than the 1951 acci- 
dent rate of the entire automotive 
industry (4.49) and for all industry 
(9.06), as compiled by the National | 
Safety Council. 

Besides paring the number of ac- | 
cidents, Chrysler plants also showed 
a notable reduction of 38.82 percent 
in accident severity rate, compared 
to the rate for last year. 

In recognition of its safety record 
during 1951, the Chrysler Highland 
Park plant has received an award 
of merit from the National Safety | 
Council. The Highland Park plant 
won this award by achieving a 1951 
safety record of only 3.5 lost-time 
accidents per million man-hours 
worked, compared to an automo- | 
tive industry average of 5.9 acci- | 
dents per million man-hours during 
1948 through 1950. 





Factory Reps Pick 
U.S. Liaison Unit 


CHICAGO.—The Chicago chapter 
of the Manufacturers’ Agents Na- 
tional Assn. has formed a perma- 
nent committee composed of A. E. 
Boyd and Howard Gibson, to con- 
tinue its efforts to acquaint Gov- 
ernment procurement agencies with 
the advantages of dealing with 
legitimate manufacturers’ agents. 


James J. O’Sullivan, president of 
the Chicago chapter, stated that 
the association had been active for 
years in combatting the harmful 
effect that the “influence-peddler” 
scandals have had on legitimate 
agents, and that the new committee 
would continue the association’s 
educational work. 


Governmental agency spokesmen 
have assured the Manufacturers’ 
Agents National Assn. that it is 
the Government’s official policy to 
buy through legitimate agents on 
the same basis as through salaried 
salesmen. Through the efforts of 
MANA, this matter has been 
brought to the attention of Con- 
gress to prevent misunderstanding 
of the Government’s buying policy. 





and the car disappointed almost 


every time it took the track. 

The crack Italian racing cars 
seemed to have little trouble 
keeping ahead, when the B.R.M. 
did not retire through mechanical 
trouble. The trust was formed 
by British car and accessory 
firms to produce the “wonder 
racing car.” 

The decision to sell or shut down 
has been caused by lack of financial 
support and because European race 
organizers have dropped the Grand 
Prix formula. The B.R.M. will be 
unable to race in most major races 
next year. Although offered for 
sale by the trust, there are two 
conditions—the buyer must be Brit- 
ish, and the cars can no longer 
bear the title B.R.M. 


* * * 


Report from Cooke’s Tour 


ACK from the British Motor 
Show in Toronto, Roger Gresh- 
am Cooke, director of the Society 
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Lebanon (Pa.}) Chevrolet Firm Bows— 


63 


ance trip across Europe and Africa, 
with the idea of testing the Rover 
for African and Middle East mar- 
kets. The two vehicles are now 
being shown at the Paris Salon. 
The re-designed Rover 75 will also 


Sibe shown at the London Motor 





*|Show, the main change being a 


different radiator grille, minus the 
“Cyclops eye” headlamp in the 
center. 

At the Commercial Motor Show 
in London, Austin is showing 
three new trucks based on types 





now being produced for the Army 
under the defense program. 
The new models are: A one-ton, 
four-wheel-drive military truck and 
a %4-ton, four-wheel-drive personnel 


Meade Chevrolet, Inc., has officially opened its new building at Cumberland and|C@rrier, both built to military spe- 


25th Sts., Lebanon, Pa. The structure contains approximately 20,000 square feet of 
space, most of it used by the service, body and paint shops. The dealership maintains 
a 16,500-square-foot used-car lot adjacent to the building. A feature of the new build- 
ing is a modernistic tower with an electric clock using the letters in “Super Service" 


instead of numerals. An all-glass circular showroom extends out from the rest of 


the building. 


of Motor Manufacturers and Trad- 
ers, said that the 21 exhibitors in 
the U.K. car section of the Cana- 
dian National Exhibition had done 





a good job—but he predicted that 








GRIZZLY 


You Sell 


Bonded Relines - 
With Biggov Profits! 


Selling bonded relines will be an important, highly 
profitable business when you work closely with-.your 
Grizzly Distributor! For he has the experience and the 
proper linings and equipment to give you complete, 
dependable bonding service. He can supply you with a 
full range of “Saftibond” linings—the first with fac- 
tory-applied bonding agent . . . the lining that insures 
cleaner, better results at least cost. He can provide fast 
service from a shoe exchange well-stocked with “‘Safti- 
bond-ed”’ shoes (as well as riveted shoes). He will de- ; 
liver each set of Grizzly lining or shoes in special car- - 
tons clearly labeled for error-proof installation. In 
fact, he’s ready to answer any questions you have on 
bonding—so call your Grizzly Distributor today! 
Grizzly Manufacturing Company, Paulding, Ohio. 









i 
BEAR IN MIND gat ... ASK FOR 


BRAKE LINING 


GRIZZLY SYNCRO-SET®, SILVERTIP® AND SAFTIBOND® 


BRAKE LININGS 
BRAKE BLOCKS + GRIZZLY HYDRAULIC BRAKE FLUID. 







PRECISION BUILT HEAVY DUTY 


British car firms would do well to 
get and hold 10 to 15 percent of 
the Canadian car market. 

A Rover 75 and Landrover have 
returned from a 20,000-mile endur- 









cifications for covering rough 
ground; and the Austin “Champ,” 
a civilian version of the personnel 
carrier, for use as a tractor or 
farm work. All the new trucks are 
for overseas markets only. 

Union leaders of 8,000 vehicle 
body builders in the Midlands have 
been told not to allow overtime 
work until unemployed men have 
been taken back into the auto in- 
dustry. Many have been dismissed 
from car firms in recent months. 
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BRAKE SHOES 
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DETROIT.—The motor transpor- 
tation business stands on three legs 

‘the vehicle, the fuel and the 
highway”—in the opinion of B. E. 
Hutchinson, finance vice-president 
of Chrysler Corp. 

Addressing the 25th manufac- 
turing-group meeting of Socony- 
Vacuum Oil Co. here, Hutchinson 
indicated that the auto industry 
is getting increasingly concerned 
about the condition of that third 
leg—the highway. 

He suggested that industry might 
be neglecting “the most important 
single economic factor affecting the 





Riley Co., Jefferson City, 


Loses to Check Artist 


Riley Chevrolet Co., Jefferson 
City, Mo., reports that it has been 
victimized by a check artist who 
used the name “William Estill.” 


Estill bought a car from Riley’s 
with a check that was returned by 
the bank. Police in Kansas City 
located the car a few nights later 
in a garage. While they waited for 
Estill, the suspect escaped with the 
car during the night. 





Highway Neglect Cited 


Hutchinson Views Roads as Vital Leg of Tripod 
Supporting Transport Business 


|}are growing and they will continue 


|future of the motor transport in- | 


| dustry.” 


“The concentration of people in 
| metropolitan areas,” said Hutchin- 


ison, “demands drastic revision of | 


highway goals and standards. Mod- 
|ern express highways, traffic in- 
| terchanges, new bridges are urgent- 
lly needed to an extent unforesee- 
able a decade ago.” 

| There is conclusive evidence, he 
said, that the auto industry’s des- 
tiny is subject to influences out- 


side factories and beyond the scope | 


of petroleum programs. 


“A by-product of the traffic ac- 
cident program,” said Hutchin- 
son, “is the cost of automobile 
insurance, which is a deterrent to 
car ownership—certainly in the 
$5,000-or-less income group, which 
does 38 percent of the nation’s 
car buying.” 

Hutchinson declared that a ma- 
jority of the cures offered for traf- 


fic ills over the past 15 years have | 


been “legislative restrictions which, 


if adopted, would have headed the | 


nation right back to the horse- 
and-buggy days.” 
The nation’s highway problems 


——w- 


New Passenger Car Registrations, Six 
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executives, who gathered to honor Albert 
| Oldsmobile), assistant to the works mana 


transferring to Oldsmobile in 1909. Othe 
| Wolfram (seated, left), general manager, 2 


Church, assistant comptroller, 37 years. 








|to grow, Hutchinson believes. 
“The amount of time, effort and 


|we arrive at our proper destina- 
tion,” he told his audience, “is 
something less than adequate. We 











money being spent to assure that | 





States for September, 1952-1951 





Olds Executives Pay Tribute to Brandel— 


Centuries of service to General Motors are represented in this group of Oldsmobile 


H. Brandel (holding model of curved-dash 
ger, upon his retirement from Oldsmobile 


| recently. Brandel served GM 46 years, starting with Cadillac as a trimmer in 1906 and 


r veteran Oldsmobile executives are J. F. 
4 years; R. E. Griffin (seated, right), execu- 


| tive assistant to the general manager, 36 years; F. W. Haeger (standing, left), machin- 
ing supervisor, production engineering, 35 years; C. A. Brandel, parts warehouse 
supervisor, 37 years; L. J. Smith, works manager's staff, 35 years; V. G. Yallup, experi- 
mental superintendent, 37 years; T. C. Downey, works manager, 36 years; W. M. 
Wilcox jr., general superintendent, production material control, 37 years, and L. C. 


| are barely holding even, and that’s 
| not good enough.” 

“We should always keep in 
mind,” he concluded, “that above 
and beyond the immediate tacti- 
cal problems in the fields of re- 








search, production and market- 
ing, which are our everyday re- 
sponsibilities, there are long-term 
| strategic factors which impinge 
| on our industry’s ultimate des- 
tiny. 

“They may not be as clear-cut 
|and definable, but their ultimate 
| importance is very far-reaching in- 
deed.” 


New-Grade Oils 
Being Offered 
In Cold Areas 


DETROIT.—New SAE 5W grade 
|engine oils will be marketed from 
| petroleum bulk plants and gasoline 
stations in the northern half of the 
U. S. this fall and winter, auto 
makers report. 


These oils are said to have oper- 
ating characteristics comparable 
with good-grade 10W oils, and to 
be well suited for low-temperature 
starting because of their good flow 
characteristics. 


The new 5W oils will be identified 
as “For Service MS,” in accordance 
with a new nomenclature system 
adopted by the American Petroleum 
Institute. 

Factories are recommending that 
the new-grade oils be used during 
periods when atmospheric tempera- 

|tures drop to minus 10 degrees F., 
lor lower. 
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The following advertised delivered prices PLYMOUTH—Concord — 2-dr. sed., $1,- 
gested by tho factories under authority C e aa : C 7781; Savoy Suburban, $2,301.88, Oany 
177.81; Savoy Su ' , 301.88. - 
of the Office of Price Stabilization. These Tt | p N bridge—4-dr. sed., $1,837.34; cl. cpe., $1,- 
Prices imclude federal excise taxes and urren el in rices on ew ars 799.18. Cranbrook—4-dr. sed., $1,928.50; 
plus dealer de- cl. cpe., $1,897.86; Belvedere, $2,231.21: 


ALLSTATE — Four—2-dr. sed., $1,395. 
Six—2-dr. sed., $1,657. (Sold only by Sears 
stores. ) 

AUSTIN—Somerset — 4-dr. sed., $1,795; 
stat. wag., $1,895; conv., $1,945; A-40 
sports conv., $2,295; A-90 sports sed., $3,- 
395. (Delivered at U. 8. ports.) 

BUICK—Special — 4-dr. sed., $2. 
(Deluxe, $2,255.32); 2-dr. Deluxe sed., 
$2,196.88; cl. cpe., $2,114.65; Riviera, $2,- 
295.43; conv., $2,634.17. Super—4-dr. sed., 
$2,563.17; Riviera, $2,477.56; conv., $2,- 
868.59; stat. wag., $3,295.73. Roadmaster 
—4-dr. sed., $3,200.36; Riviera, $3,306.05; 
conv., $3,452.56; stat. wag., $3,976.73. 
(Dynaflow standard on Roadmaster, op- 
tional at $192.50 on Special and Super. GM 
at $198.90 on 


- sed., §$3,- 
666.26; cl. cpe., $3,571.33; Coup de Ville, 
$3,994.57; conv., $4,143.72. Series 60 Spe- 
clal—4-dr. sed., $4,304.88. Series 75—8- 
pass. sed., $5,407.54; lim., $5,620.93. 
(Hydra-Matie standard on Series 62 and 60, 
optional at $198.36 on Series 75. GM power 
steering optional at $198.43 on all models.) 

OHEVROLET—Styleline Special — 4-dr. 
sed., $1,670.43; 2-dr. sed., $1,613.62; cl. 
cpe., $1,620.26; bus. cpe., $1,629.55. Style- 
lime Deluxe — 4-dr. sed., $1,761.21; 2-dr. 
sed., $1,707.32; cl. cpe., $1,726.26; Bel-Air, 
$2,006.05; conv., $2,128; stat. wag., §2,- 
297.12. WFileetline Deluxe—2-dr. sed., $1,- 
707.32. (Powerglide optional at $178.35 on 
Deluxe models.) 


CHRYSLER—Windsor — 4-dr. sed., §2,- 
517.98 (8-pass.. $3.361.71); cl. cpe., §$2,- 
495.06; Town & Country wag., $3.220.15. 


Windsor Deluxe—4-dr. sed., $2,746.60: 
Newport, $3,106.85; conv., $3,230.09. Sara- 
toga—1-dr. sed., $3,240.09 (8-pass., $4,- 
196.60); cl. cpe., $3,212.12; Town & Coun- 
try wag., $3,950.21. New Yorker—4-dr. 
sed., $3,555.21; Newport, $3,994.14; conv., 


$4,117.61. Imperial—4-dr. sed., $3,864.49; 
cl. cpe., $3,851.25; Newport, $4,249.17. 
Crown Imperial—S-pass. sed., $6,921.52; 
lim., $7,044.49. (Fluid-Matic optional at 


$131.81 on Windsor, standard on other 
series. Fluid Torque standard on Crown 
Imperial, optional at $166.51 on other 
eights, at 124.70 on Windsor Deluxe and 
at $256.51 with Fluid-Matic on Windsor. 
Power steering standard on Crown Impe- 
rial, optional at $198.90 on other special- 
transmission models. ) 
DeSOTO—Deluxe—4-dr. sed., $2,352.52; 
cl. cpe., $2,339.41; 8-pass. sed., $3,162.24; 
carry-all sed., $2,591.85. Custom—4-dr. 
sed., $2,572.43; cl. cpe., $2,551.23; Sports- 
man, $2,910.07; 8-pass. sed., $3,382.14; 
suburban, $3,753.57; conv., $3,015.99; stat. 
wag., $3.209.39. Fire Dome 8—4-dr. sed., 
$2,759.79; cl. cpe.. $2,738.14; Sportsman, 
$3,097.83; 8-pass. sed., $3,567.27; conv., 
$3,203.04; stat. wag., $3,397.11. (Tip-Toe 
Shift with Fluid Drive standard on Cus- 
tom, optional at $131.97 on Deluxe and 
Fire Dome 8. Tip-Toe Shift with Fluid 


Torque Drive optional at $256.67 on Fire | 


Dome 8. Power steering optional at $198.90 
on all models.) 

DODGE—Wayfarer—2-dr. sed., $2,051.03; 
bus. cpe., $1,903.18. Meadowbrook—4-dr. 
sed., $2,181.03. Coromet—4-dr. sed., $2,- 
273.58; cl. cpe., $2,257.48; Diplomat, §$2,- 
619.58; conv., $2,715.29; 8-pass. sed., $3,- 
081; stat. wag., $2,925.10. (Gyro-Matic 
optional at $102.61 on all models.) 

FORD—Malinline €—4-dr. sed.. $1,689.47: 


2-dr. sed., $1,640.59; bus. cpe., $1,536.33; 
stat. wag., $2.018.40. Mainline 8—4-dr. 
sed., $1,766.09; 2-dr. sed., $1,716.20; bus. 
epe., $1,612.53; stat. wag., $2,094.07. Cus- 
tomline 8—4-dr. sed., $1,857.85; 2-dr. sed., 
$1,808.95; cl. cpe., $1,818.50; country sed., 
$2,264.74. Crestline 8—Victoria, $2,119.73; 


conv., $2,229.42; stat. wag., $2,401.24. 
(Ford-O-Matic optional at $184 on all 
models. ) 

FORD OF BRITAIN—Prefect 4-dr. sed.. 
$1,344; Anglia 2-dr. sed., $1,183; Consul 
4-dr. sed., $1,693; Zephyr six 4-dr. sed., 
$1,890. (Delivered at U. S. ports.) 


HENRY J—Corsair Four—2-dr. sed., $1,- 


499. Corsair Deluxe Six—2-dr. sed., $1,- 
686.18. 

HUDSON—Pacemaker Six — i-dr. sed., 
$2,310.87; 2-dr. sed., $2,264.13; cl. cpe., 


$2,310.87; bus. cpe., $2,115.72. Wasp Six— 
4-dr. sed., $2,465.84; 2-dr. sed., $2,413.28; 
cl, cpe., $2,465.84; Hollywood, $2,811.58; 
conv., $3,047.50. Commodore Six — 4-dr. 
sed., $2,673.59; cl. cpe., $2,646.69; Holly- 
wood, $2,999.86; conv., $3,246.77. Hornet 
Six and Commodore Eight—4-dr. sed., $2,- 
768.86; cl. cpe., $2,741.99; Hollywood, §$3,- 
095.15; conv., $3,342.05. (Hydra-Matic op- 
tional at $175.71 on all models.) 

JAGUAR—XKE-120—Super Sports, $4,039; 
hardtop, $4,065. Mark VII—-4-dr., $4,170. 
(Delivered at U. 8. ports.) 


KAISER—Deluxe—4-dr. sed., $2,512.79; 
2-dr. sed., $2,459; bus. cpe., $2,271; 4-dr. 
Traveler, $2,618.55; 2-dr. Traveler, $2,- 
565.67. Manhattan—4-dr. sed., $2,649.63; 
2-dr. sed., $2,596.76; cl. cpe., $2,617.91; 
4-dr. Traveler, $2,755.36; 2-dr. Traveler, 
$2,702.50. (Hydra-Matie optional at $178.55 
on all models.) 


LINCOLN—Cosmopvlitan-—+-dr. sed., $3,- 
517; cl. cpe., $3,621.50. Capri—4-dr. sed. 
$3,660.50; spt. cpe., $3,865.50; conv., $4,- 
025. (Hydra-Matic standard on all models.) 

MERCURY—Custom—4-dr. sed., $2,248. - 
50; 2-dr. sed., $2,191; spt. cpe., $2,313; 6- 
pass. stat. wag., $2,775 (8-pass., $2,823.50). 
Monterey—4-dr. sed., $2,330; spt. cpe.. $2,- 
449; conv., $2,605.50. (Merc-O-Matie op- 
tional at $189.81 on all models.) 

MORRIS and MG—Minor — 4-dr. sed., 
$1,595; 2-dr. sed., $1,445; conv., $1,475. 
MG-TD conv.—standard, $2,115; Mark II 
Deluxe, $2,360. 

NASH—Rambler Super—suburban, 
002.60. Rambler Custom—Country 
sed., $2,094.35; conv., stat. wag., §$2,- 
118.90. Statesman Super—4-dr. sed., §$2,- 
178.35; 2-dr. sed., $2,143.55. Statesman 
Custom—4-dr. sed., $2,331.70; 2-dr. sed., 
$2,309.50. Ambassador Super—4-dr. sed., 
$2,557.20; 2-dr. sed., $2,520.75. Ambassa- 
dor Custom—4-dr. sed., $2,716.45; 2-dr. 
sed., $2,695. (Hydra-Matic optional at 
$178.85 on Statesman and Ambassador. ) 

OLDSMOBILE—Deluxe 88 — 4-dr. sed., 
$2,327.09; 2-dr. sed., $2,261.62. Super 88 
—4-dr. sed., $2,461.71; 2-dr. sed., §$2,- 
395.25; cl. cpe., $2,344.92; Holiday, $2,- 
673.39; conv., $2,852.59. Classic 98—4-dr. 
sed., $2,785.82; Holiday, $3,021.75; conv., 
$3,228.84. (Hydra-Matic optional at $178.35 
and GM power steering at $198.90 on all 
models. ) 

PACKARD—200—4-dr. sed., $2,548; 2-dr. 
sed., $2,494. 200 Deluxe—4-dr. sed., $2,- 
695; 2-dr. sed., $2,641. 250—Mayfair, $3,- 
318; conv., $3,476. 300—4-dr. sed., $3,116. 
Patrician 400-—4-dr. sed., $3,797. (Ultra- 
matic standard on Patrician 400, optional 
at $189 on other models. Power steering 
optional at $195 on all models.) 


$2,- 
club 


conv., $2,343.83. 

PONTIAC—Chieftain 6—4-dr. sed., $2,- 
014.64; 2-dr. sed., $1,956.36; stat. wag.. 
$2,615.09. Chieftain 8—4-dr. sed., $2,089.62. 
2-dr. sed., $2,031.45; stat. wag., $2,772.46. 
Chieftain 6 Deluxe—4-dr. sed., $2,118.53: 
2-dr. sed., $2,060.28; conv., $2,444.21; Cat- 
alina, $2,304.30 (super deluxe, $2,370.43); 
stat. wag., $2,689. Chieftain 8 Deluxe—4- 
dr. sed., $2,193.51; 2-dr. sed., $2,136.32; 
conv., $2,517.66; Catalina, $2,379.99 (super 
deluxe, $2,446); stat. wag., $2,772.46. (Hy- 
dra-Matic optional at $178.35 on all models. ) 

ROOTES—Hiliman Minx—4-dr. sed., $1,- 
533; conv., $1,840; stat. wag., $1,938. 
Hillman Minx Deluxe—4-dr. sed., $1.645. 
conv., $1,890. Humber — Hawk sed., §2.- 
295; Super Snipe sed., $3,369; Pullman & 
Imp. lim., $5,110. Sunbeam-Talbot—sed.. 
$2,685; conv., $2,911. Rover 75—sed., $2. 
697. (Delivered at U. 8S. ports.) 

STUDEBAKER—Champion Custom — 4- 
dr. sed., $1,768.70; 2-dr. sed., $1,734.90: 
cl. cpe., $1,762.99. Champion Deluxe—4-dr. 
sed., $1,861.70; 2-dr. sed., $1,827.91; cl. 
cpe., $1,856. Champion Regal—4-dr. sed.. 
$1,946.48; 2-dr. sed., $1,912.70; 
$1,940.78; Starliner, $2,220.35; conv., $2,- 
272.84. Commande: 


s r -dr. sed., $2,- 
120.82; 2-dr. sed., $2,085.60; cl. cpe., 
$2,114.86. Commander State—4-dr. sed., 
$2,207.62; 2-dr. sed., $2,172.41; cl. epe., 
$2,201.67; Starliner, $2,487.52; conv., §2,- 
547.92, Land Cruiser—4-dr. sed., $2,364.91. 
(Automatic optional at $231.24 on Cham- 
pion and $243.08 on Commander and Land 
Cruiser. ) 
WILLYS-OVERLAND—Aero—Lark 2-dr. 
sed., $1,740.67; Wing 2-dr. sed., $1,989.33; 
Ace 2-dr. sed., $2,074.34; Eagle, $2,155.04. 
Four—stat. wag., $1,862.22 (four-wheel 


drive, $2,304.03). Six—etat. wag., $1,948. 75, 
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Tips on Welding 
Repair of door handles, radi- 
ator grilles, bumpers and orna- 
ments can result in appreciable 
savings in the reconditioning of 
used-vehicles, according to Eu- 
tectic Welding Alloys Corp. 
For example (top photo), the 
welding of a zinc die cast orna- 
ment is said to be easy by em- 
ploying a EutecRod 196, a corro- 
sion-resistant alloy claimed to 
provide a perfect color match. 
The same possibilities are said 
to prevail for such items as 
bumpers. On the type of job, 
pictured below, use of an Eu- 
tecTrode 68 is recommended. 


Safety Payoff 


Auto Insurance Rate Cut 


For Missourians 

DECATUR, Ill.—Motorists in 99 
of Missouri’s 114 counties are find- 
ing that safe driving pays off. 
While auto insurance rates are 
mounting in most parts of the 
country, companies are cutting 
rates for these Missourians. 

The reason, according to B. C. 
Dahlmann, vice-president of Amer- 
ican Farmers Mutual Insurance Co., 
is that auto insurance rates in gen- 
eral are based upon the number of 
insured cars in a given area, how 
many accidents they produce and 
how much it costs to pay for the 
accidents. 

Dahlimann says accidents in the 
Missouri counties have declined 
while accidents and costs in other 
areas have been rising. 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you? 


THE LARGEST 
CIRCULATION in Buffalo is the 
Sunday Courier-Express, reaching 
77% of all families in the Metro- 
politan area—2 out of 3 in the great 
Western New York 8-County 
Market. And the Morning Courier- 
Express offers you the most econ- 
omical coverage of Western New 
York’s top buying families—those 
with the most money to spend. 


_ COLOR for ADDED POWER 


Full ROP color weekdays gives 
your message still greater impact 
in this powerful newspaper. 


BUFFALO 
COURIER-EXPRESS 


Western New York’s 
Only Morning and Sunday Newspaper 


REPRESENTATIVES: 
SCOLARO, MEEKER & SCOTT 
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Auto News from Australia 


Oil Firms Gain in Drive for One-Brand Outlets; 
Buyer Resistance Cuts Car Wait 


YDNEY.— (UTPS) — One - brand 

service stations have apparently 
come to stay in Australia, despite 
strong opposition from the Service 
Station Owners Assn. 

Oil companies are busy repaint- 
ing stations signed up for a specific 
brand, and keeping real estate 
agents busy finding suitable sites 
on which to erect new stations. 

The fight by the service station 
owners was apparently doomed to 
failure. Money talks, and when 
an owner proved hard to con- 
vince, he was soon tempted by 
cash offers and agreements to 
spend substantial sums on his sta- 
tion to bring it in line with mod- 
ern trends. 

Various payments are reported to 
have been made, but I have only 
one accurate figure which I know 
has been paid by a company to in- 
duce a man to sign up with them. 
He was paid $6,750, with the com- 
pany to provide certain essential 
equipment on lease after installing 
and providing maintenance. 

In other cases the company has 
bought the whole station for cash, 
then leased it to the former pro- 


Used-Car Notes 


Rhode Island U. C. Dealers 


Reelect Stiegel President 


PROVIDENCE, R. IL—(UTPS)— 
Sheldon H. Stiegel has been reelect- 
ed president of the Rhode Island 
Independent Automobile Dealers 
Assn. 

Other officers include Alfred Cer- 
rone, vice-president; Irving Solo- 
mon, secretary-treasurer; Herbert 
A. Rioff, executive secretary-treas- 
urer, and Henry Tougas, managing 
director. New directors are Irving 
Planter, Thomas Michaels and 
Philip Pokras. 

* 7 fo 


Used-Car Dealer Is Slain 


In Indianapolis Holdup 

INDIANAPOLIS. — Edward H. 
LaGrave, 30, used-car dealer, was 
shot to death in his office the night 
of Sept. 25. Bandits who stole his 
$2,000 ring missed $3,500 in a 
money belt. 

LaGrave had just telephoned his 
wife and told her, “I have a sur- 
prise for you.” 

Police, who found a sales con- 
tract on his desk and his uncapped 
fountain pen under his chair, said 
he might have been buying her a 
ear for her birthday. 

* + 


Farrar Loses $1,400 
KANSAS CITY.—Farrar’s Used 
Car Co., 4736 Prospect, was the 
victim of thieves who used tools 
from the shop to force a steel 
cabinet from which they. obtained 
$1,400 in cash. i 

* * 


Quick Turnover Brings 
U. C. Dealer $10 Fine 


prietor on a weekly rental. Sales 
have been reported as high as $80,- 
000—big money for a service sta- 
tion in Australia. 

| * + * 


| Vehicle Sales Figures 


OR the six months ended June 
30, 89,730 new motor vehicles 
| were registered, of which 33,571 


Cushioned Landings 


TOLEDO. — Advance airbases 
handling jet aircraft will have a 
“carpeted” air strip for landings 
and takeoffs, according to plans 
being formulated by the Marine 
Corps. The corps has placed an 
order with Textileather Corp. for 
specially processed duck material 
which is to be placed beneath steel 
or aluminum landing mats to hold 
down dust. Conventional aircraft 
using the combat landing strips 
were not affected by dust but it 
has become a problem with the 
jets. 


LOUISVILLE.—Although the| 


county prosecutor agreed that the 
practice was a local custom, used- 
car dealer William Priddy has had 
to pay a $10 fine for failing to 
register a car he sold to Emery L. 
Dowe, of Louisville. 

Priddy’s counsel argued the 
dealer was a victim of circum- 
stances, unable to get a bill of sale 
on the car before Dowe bought it. 

“You’re not supposed to sell a 
car before you have title to it,” 
said Prosecutor Sal Pinto. “I know 
it’s a custom, but somebody gets 
hurt every day by it. And it’s usu- 
ally the innocent original owner 
who's left holding the bag.” 

* 


McCoy to Manage Lot 


ST. PETERSBURG, Fla.—A. H. 
McCoy has assumed management 
of his used-car lot here, it is an- 
nounced. McCoy operated the busi- 
ness during 1947 and 1948, then 


leased it out until recently. 
* * + 


Hoffman Changes Address 


PHILADELPHIA. — The address 
of Stanley W. Hoffman, executive 
secretary of the Philadelphia Used 
Car Dealers Assn., now is 1023 
Lafayette Bldg., Fifth and Chestnut 
Sts., Philadelphia 6. The former ad- 
dress was 312 S. Broad St. 


Model 94 includes Eco Tireflator and 
Air Hose Reel with copper connect- 
ing tube. Model 95, remote Tireflator 





were in New South Wales. For the 
year ended the same date, sales 
tax on new vehicles was $67,750,000. 


At the end of 1951, delivery de- 
lays for new autos ranged from six 
months, for highest-priced types, 
to three years, for more popular 
makes. 

Early in 1952, buyer resistance 
became evident, and now it is 
possible to get immediate delivery 
of almost any car except Ameri- 
can makes, whose import is 
strictly limited, and the Aussie 
Holden. 

With the Holden, the three-year 
wait has been cut to six months 
or less. Holden production has been 
stepped up from the original target 
of 20,000 to 25,000 a year. 


* * * 


Humber Price Cut 


HE first announcement of a 
price drop for new autos has 
come from distributors of the Hum- 
ber Snipe, who have cut the price 
of new models $450, with a cor- 
responding sales-tax drop of $50. 
Full price of the Snipe, including 
tax, is now 1,778 pounds, compared 
with 1,998 pounds before the cut. 
It is expected that there will be 
cuts in other makes in coming 
months. 
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Aerocar Looks Up 


10 More Flying Autos 


To Be Produced 

LONGVIEW, Wash. — The Aero- 
car—the car that flies — plans to 
build 10 production models, four 
of them right away, Preston 
Varney, draftsman - vice president, 
has announced. 

At the.same time, Moulton B. 
Taylor, the manufacturer, an- 
nounced that the Aerocar has com- 
piled 215 flight hours in the air and 
8,000 road miles on the ground 
since it first went into flight test 
two years ago. 

Within 50 years, Taylor says, all 
autos will fly. “That statement is 
no more ridiculous than if you told 
your grandfather 50 years ago that 
all wagons would travel without 
horses.” 


Stratton Aids Charity 


R. R. Stratton, head of a Mercury 
dealership bearing his name, has 
been named to direct the Commu- 
nity Chest drive in East Cleveland, 
O. Stratton also is president of the 
East Cleveland Kiwanis Club. 


Car owner's 
manuals 
stress 


COU ANE 


Tee 


Car Manufacturers repeatedly stress the great 
importance of maintaining accurate tire pressures — 

it is up to dealers to supply this service with 

every lube job — you owe it to your customers, 

Yet surveys consistently show the inadequacy of 
ordinary hand and hose-end gages used in many shops. 


Eco Tireflators put absolutely accurate, dependable, 
automatic tire inflation in your shop. Remote control 
Tireflators offer overhead reel convenience for the 
lube room or any indoor department. And all 

Eco models meet Grade A testing specifications 

of the American Standards Asociation. 


Remember, the first step in proper wheel alignment 


in a few seconds. 


unit also available for converting 
any existing air reel into a precision 
inflating device. Other ECO Tire- 
flators include wall and post mount- 


ing Model 97, and Pedestal Model 
98, ECO ISLANDERS contain air and 
water reels along with ECO TIRE- 


FLATOR. 


go 


JOHN Woop COMPANY 


is “‘Balanced Inflation" — and only Eco can give 
identical pressure in all tires, automatically, 


Write for details 


BENNETT PUMP DIVISION 


Muskegon, Michigan 


Foreign Sales Office: 
John Wood International Corporation, 29 Broadway, N.Y., N.Y. 





66 


AUTOMOTIVE NEWS, OCTOBER 20, 1952 





New Chief Rallies Truckers... . 


Carey Warns ATA 
Of Competitors’ Aims 


EW YORK.—“A great many 

people in the trucking industry 
feel that the time has come for us 
to stop turning the other cheek,” 
stated Walter F. Carey, new presi- 
dent of the American Trucking 
Assns., at the close of the organiza- 
tion’s 19th annual convention, held 
in the Hotel Waldorf-Astoria. 

The trucking industry’s reluc- 
tance to reply in kind to assaults 
upon it has been “interpreted as a 
weakness” in some quarters, Carey 
said. 

“The people directing this at- 
tack are out to destroy us because 
we are getting in their way,” he 
declared. “To them, we are in- 
truders in a province which they 
consider to be theirs by divine 
right. They are steeped in the 
doctrine that might makes right 
—and apparently they believe 








that any means are justified by 
the end.” 

Carey, president of Automobile 
Carriers, Inc., Flint, and immediate 
past president of the Michigan 
Trucking Assn., made no direct 
reference to the many conflicts be- 
tween the trucking and railroad 
industries over transportation regu- 
lations and other matters. However, 
he did say he would “be very re- 
ceptive to any sincere move to 
settle competitive interests in- 
volved.” 

* * a 

A= drew up a resolution aimed 

at strengthening the principle 
of private operation of all trans- 
port services as against Govern- 
ment ownership of common car- 
riers, which ATA feels might lead 
to socialization of communications, 
public services and other elements 
of the economy. 


It was resolved that the ATA 


Expandable house... 
that grows with the family! 


The young married couple starts out with 


the four-room version, 568 square feet. 


With new arrivals, another bedroom and a 
living room with a fireplace can be added, 1,347 
square feet .. . Stage three adds extra bedrooms 


and converted bath, 1,659 square feet. 


The plans for the expandable home were 
published in a leading home service magazine— 
SuccEssFUL FARMING. The basic plan incorporates 
the central rear hall, workroom on first floor, and 
driveway entrance from the yard...three features 
standard in SF homes. (August 
Plan $2208, including working drawings for all 
three stages, costs $2.50—if you’re interested.) 

SuccessFUL FARMING is the source of ideas on 
better living for the nation’s best farm families 
building new homes, remodeling, redecorating, 
adding new furniture and furnishings. .. keeping 
pace with risen farm living standards, which 


1952 


would urge its members and 
allied industries to support the 
Transportation Assn. of America 
by continued participation in its 
economic - research projects; by 
development of it’s educational 
program through the enterprise 
councils and regional forums; by 
membership drives and by con- 
tributions to its research fund. 

A copy of the resolution has been 
sent to all members of the ATA, to 
the national organizations repre- 
senting other forms of transporta- 
tion, and to the trade groups of 
allied industries. 

Besides Carey, officers elected at 
the ATA convention were: First 
vice-president, Jack Cole, president 
of Jack Cole Co., Inc., Birmingham, 
Ala.; second vice-president, Carroll 
J. Roush, president of Roadway 
Express, Akron; third vice-presi- 
dent, A. E. Cudlipp, vice-president 
of Lufkin Foundry & Machine Co., 
Lufkin, Tex., and fourth vice-presi- 
dent, Neil J. Curry, executive vice- 
president of California Cartage Co., 
Los Angeles. 

* + * 
Warts F. MULLADY, presi- 
dent of Decatur Cartage Co., 
Chicago, and retiring ATA presi- 
dent, was elevated to chairman of 
the board of directors. Chester G. 
Moore, Chicago board chairman of 


\ 


issue. 


today par those of the best metropolitan suburbs! 


Twelve years of record incomes have made the 
SF audience the best class market in the U.S. 
...prime prospects for quality merchandise. 
SuccESsFUL FARMING concentrates nearly a 
million of its 1,200,000 circulation in the fifteen 
agricultural Heartstates, with the best land, largest 
investment, highest incomes. The SF subscriber’s 
average annual income easily exceeds 
the national farm average by 50%. 








U. S. Rubber Is Host at ATA Parley— 


Relaxing and talking things over with Jim Berry (center), sales manager of U. S 
Truck Tires, is this group of newspapermen. A hotel suite was maintained for truckers 
and friends attending the American Trucking Assns. convention in New York. From 
left are Floyd Freel, Los Angeles Mirror; Slim Barnard, Los Angeles Examiner; Berry; 
Jack Weed, Automotive News, and Bob Dunegan, Los Angeles Times. 


the Central Motor Freight Assn. of 
Illinois, and George V. Eastes, 
president of Lee & Eastes, Seattle, 
were re-elected secretary and 
treasurer of ATA, respectively. 
Walter F. Mullady, past presi- 
dent of ATA, told the convention 
that the trucking industry would 






White area is the original house 
Solid Green indicates first addition 
Green tint indicates second addition 





With high readership and influence based ona 
half century of service, SF gives deep penetration 
of a market mostly missed by general media .. . 
is needed by automotive advertisers to balance 
their national effort! For full facts on today’s 
best sales opportunity, call the nearest SF office. 

MEREDITH PUBLISHING CoMPANY, Des Moines, 
New York, Chicago, Cleveland, Detroit, Atlanta, 
San Francisco, Los Angeles. 


probably exceed last year’s record 
for the total number of vehicles 
in operation by more than 300,000 
vehicles and that wages and total 
employment would also top last 
year’s record figures. 

In 1951, Mullady said, the truck- 
ing industry gave direct employ- 
ment to 6,009,000 persons — second 
only to agriculture as an employer 
—and had a total payroll of $21,- 
031,500,000. It now operates more 
than 9,000,000 vehicles as against 
8,623,090 in 1951. 

Government statistics, compiled 
by ATA’s research department. 
show that the trucking industry’s 
business currently is on the up- 
swing, following reversals during 
the first two quarters of this year 
when consumer buying was down 
and the steel strike was affecting 
all industry adversely, Mullady 
said. 

* * * 

“TIN 1951,” Mullady continued, “the 

trucking industry established 
new records in tonnage hauled, 
equipment operated, investment in 
new equipment, employment and 
payroll figures, and intercity ton- 
miles of freight service. Tonnage 
for example, was 15 percent above 
1950, which in turn was 25 percent 
above 1949, 

“Reversals during the first two 
quarters of this year probably 
will prevent establishment of an- 
other record in tonnage. Third- 
quarter tonnage however, has 
been about the same as that for 
1951, and fourth-quarter tonnage 
is expected to exceed last year’s 
fourth quarter. 

“Intercity ton-miles of freight 
Service also probably will match 
the 137 billion ton-miles of 1951, 


which compares with 126 billion in 
1950. 


“Approximately $3 billion is ex- 
pected to be invested in new trucks. 
tractors, and trailers before the 


year’s end, a total very close to the 
(Continued on Page 70, Col. 1) 













































INSTALL 








PARTS & ASSEMBLIES 
And Re-Use Original Assemblies 


National parts enable you to extend 
the life of expensive drive-line assem 
blies. Install National parts to restore 
original quiet, efficient operating con- 
dition. Save buying a new drive-shafi 
drive-shaft housing, transmission case 
and ring gear and pinion assembly. 


As Advertised in Saturday Eve. Post 


Sold 
Write ‘or Wire fer’ Detatle=Dewt. ai 


NATIONAL MACHINE WORKS, |! 












SAVE COSTLY 
Drive-Line Repairs 
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Nation's Top Truck Drivers! (left to right). A. D. Pomahatch of St. Paul, Minn., driver for Merchants Motor 


Freight of that city, 2nd in the tractor-single-axle semitrailer division . 


M. N. Strickland of Atlanta, 


driver for Great Southern Trucking Co. of Atlanta, Ga., Ist in the same division . . . and F. P. Stark of Kansas 
City, Kansas, driver for Pacific Intermountain Express of Oakland, Cal., 3rd in the tractor tandem-axle 


semitrailer class. All drove Dodge trucks. 


NATIONAL TRUCK ROADEO WINNERS 
CHOOSE DODGE Yob-Rattid TRUCKS! 


Winners in the National Truck Roadeo at New York, 
these men have been acclaimed America’s best truck 
drivers. Wheeling Dodge trucks over the tough 
course in record time, these champions exhibited top 
truck handling skill . and demonstrated the 
maneuverability, easy steering, superior visibility, 
and over-all handling ease of Dodge trucks. 


These Champions Chose Dodge! Each of 
these champion drivers was free to drive any make 


of truck he wished . . . and each of them chose Dodge 
“‘Job-Rated”’ trucks! They knew, as do so many truck 
drivers and owners, that Dodge trucks have what it 
takes when the chips are down! You can depend on 
Dodge trucks for winning performance, in special 
events like the Roadeo and in the day-by-day, year- 
by-year, business of hauling goods at a profit. 


There’s a Dodge truck to fit your job... '%-ton 
through 4-ton. See your Dodge dealer today! 


ONCE AGAIN, DODGE TRUCKS ARE THE CHOICE OF CHAMPIONS ! 


DODGE “ee” TRUCKS 
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Coming Events= 


Dealer Conventions 


Oct. 19-2i—Florida Automobile Dealers 
Assn., Sans Souci hotel, Miami Beach, 
Oct. 26-28—Automobile Dealers of Ala 
bama, Buena Vista hotel, Biloxi, Miss 
Oct. 26-28—Tennessee Automotive Assn. 
Noll hotel, Nashville. 

Oct. 27-29— Automotive Trade Assn. of 
Virginia, John Marshall hotel, Richmond 

Nov. 16-17—Texas Used-Car Dealers Assn. 
Buccaneer hotel, Galveston. 

Nov, 19-20—Oklahoma Automobile Deal 
ers Assn., Skirvin hotel, Oklahoma City. 

Dec. 1-2—Idaho Automobile Dealers Assn. 
Boise. 

Dec. 3—Oregon Automohile Dealers Assn., 
Columbia Athletic Club, Portland. 

Dec. 4—Utah Automobile Dealers Assn., 
Newhouse hotel, Salt Lake City. 

Dec. 8-10—Ohio Automobile Dealers Assn., 
Statler hotel, Cleveland. 

Feb. 14-18, 1953— National Automobile 
Dealers Assn., San Francisco. 





March 9-10, 1953 — Canadian Automotive 
Wholesalers & Mfgrs. Assn., King Ed- 
ward hotel, Toronto. 

* * - 


Dealer Auto Shows 

Jan. 31- Feb. 7, 1953—50th anniversary 
show, Buffalo Automobile Dealers Assn., 
Masten Armory, Buffalo. 

Feb. 7-13, '953 — Milwaukee County Auto 
Dealers’ Assn., Auditorium Bldg., Mil- 
waukee. 

Feb. 28-March 7, 1953 — Johnstown Auto- 
mobile Dealers Assn., Cambria County 
War Memorial, Johnstown, Pa. 

March 14-22, 1953 — Chicago Automobile 
show, International Amphitheater, Chi 


cago. 
* * * 


Aftermarket Shows 


March 26-29, 1953—Southwest Automotive 
may. Automobile bldg., Fair Park, 
allas. 


CANFIELD 
FOLDING WRECKERS WILL 
HANDLE 90% OF ALL TOW- 
ING JOBS AT LOWER COST! 


Your % or 1 ton pick-up 

has a second job — as 
a money-making, money-sav- 
ing wrecker. A low-cost Can- 
field Folding Wrecker on any 
pick-up with 4 speed trans- 
mission will handle any pas- 
senger car or light truck— 
90% of all towing jobs. 


Your CANFIELD FOLDING 
WRECKER (3-ton capacity) 
stows away, leaving your 
truck bed clear. In 30 sec- 
onds you can raise and rig 
the boom for quick, low-cost 
towing operations. Side at 
rear controls simplify opera- 
tion. 


on 


4 


—— ES 


It’s on the truck, 
but the bed is clear. 


In 30 soubndle it’s 
rigged and ready! 


WRITE OR ‘PHONE TODAY for detailed facts and prices. 


‘ 


6033 East McNichols Road, Detroit 12, Michigan 


if: lephone 


could areas? 


you'll gain 


TWinbrook 


3-0400 


MORE SPACE-WASTE LESS TIME 


Save valuable 
space, and give your 
records the proper 
storage with Safe-T- 
Stak—all steel files. 
No shelf to build— 
Safe-T-Stak lock 
together side to side, 
bottom to top—as 
high and wide as you 
need. Use coupon 
for complete facts. 


SIESTA 


ALL STEEL FILES 


— 
DIEBOLD, Incorporated, 
DIEBOLD, INCORPORATED | 051 Mulberry Road, Canton, Ohio 


Serving Business for over ( 
94 Years 

Microfilm * Rotary, Vertical and Visible ( 

Filing Equipment ¢ Safes, Chests and 

Vault Doors * Bank Vault Equipment 

* Burglor Alarms + Factory Branches 

and Dealers in all principal cities 


) Have your File Analyst call for | 
a survey, without obligation. 

) Send me a quotation on 
files in these sizes— 


j NAME 
| company 
| avpress 


General 


Oct. 20-24—National Safety Council, na 
tional exposition, Conrad Hilton hotel, 
Chicago. 

Oct. 22-Nov. !—International Motor Ex- 
hibition, Earls Court, London, England. 


Oct. 27-29 — National Lubricating Grease 
Institute, Edgewater Beach Hotel, Chi 
cago. 

Nov. 6-7 — American Finance Conference 
convention, Palmer House, Chicago. 


Nov. 10-13—American Petroleum Institute 
annual meeting, Conrad Hilton hotel 
and Palmer House, Chicago. 


Dec. 10-13—Automotive Service Industries 
show, Municipal Auditorium, Atlantic 
City, N. J. 

Jan. 30- Feb. 8, 1953—Los ‘-_ ~~. Inter- 
national Automobile Show, Pan Pacific 
auditorium, Los Angeles. 


Feb. 2-5, 1953— Automotive Accessory 
Manufacturers of America Exposition, 
Grand Central Palace, New York City. 


Feb. 26- March |, 1953 — Pacific Automo- 
tive Show, Civic auditorium, San Fran- 
cisco. 

+ * * 


Engineering 


Oct. 22-24—Society of Automotive Engi- 
neers, national transportation meeting, 
Hotel William Penn, Pittsburgh. 


Nov. 3-4— Society of Automotive Engi- 
neers, Chase hotel, St. Louis. 


Nov. 6-7— Society of Automotive Engi- 
neers, Mayo hotel, Tulsa, Okla. 


Nov. 30- Dec, 5— Society of Automotive 
Engineers, Statler hotel, New York City. 


100-Y ear Story 
Of Studebaker 


Told in Pictures 


SOUTH BEND.—The _ develop- 
ment of highway transportation in 
America during the past hundred 
years is shown vividly in a pic- 
torial book issued last week by 
Studebaker, now celebrating its 
centennial. 


The book, “100 Years on the 
Road,” tells the story of the cen- 
tury that has embraced the heyday 
of the horse-drawn vehicle with 
the first half-century of the motor 
car as seen by the only present-day 
auto maker to have spanned both 
eras. Studebaker is now celebrat- 
ing its centennial. 


More than 350 illustrations por- 
tray a story “perfectly typical of 
America and American opportu- 
nity”—the growth of an enterprise 
from a tiny South Bend black- 
smith shop founded in 1852 by the 
Studebaker brothers with capital 
of $68, to its present standing as 
the world’s largest independent 
auto producer. 


With photos both graphic and 
nostalgic selected from the more 
than 25,000 in the company’s files, 
the book shows how Studebaker 
became the world’s largest wagon 
and carriage manufacturer, and 
how it was the only one of 5,000 
wagon and carriage-building firms 
to make a_ successful transition 
into the automobile field. Also 
shown is its progress through the 
early days of electrics, touring cars 
and the famous “Big Six” to its 
role as the postwar, “new-look” 
style leader. 


Wanted: Sand 
Critical Rutile Imported 


From Australia 


WASHINGTON. — A reddish 
brown sand, three quarters of 
which comes from Australia, is rat- 
ed among this country’s most criti- 
cal minerals by William A. White 
sr., director of the National Pro- 
duction Authority’s Miscellaneous 
Metals and Minerals division. 

Rutile, of which this country 
needs 19,000 to 27,000 tons a year, is 
used in making welding rod coat- 
ings, ferro-alloys, aluminum alloys, 
ceramic colors, fiber glass, metallic 
titanium and chemicals, White said. 
It contains titanium oxide. The na- 
tive supply comes mostly from 
Florida beach sands. 

Ships, jet engines and heavy 
tanks are principal military con- 
sumers of rutile, White said. He 
reported some progress in develon- 
ing domestic substitutes, chiefly 
tanarc, made from slag, and brook- 
ite, most of which comes from 
Arkansas. 

Industry sources say brookite can 
be substituted for rutile in many 
cases, and tanarc can be used to 
stretch rutile in welding rod coat- 


ings. 


M. eyers Chevrolet Co. 


Meyers Chevrolet Co., Bridgeport, 
Tex., has been incorporated with 
capital stock of $10,000. Incorpora- 
tors are Howard F. Meyers, Aaron 
N. Hull and N. P. Hines. 





Texas Truckers 


Ask 10 Percent 
Intrastate Hike 


AUSTIN, Tex.—A plea by Texas 
truckers for a 10 percent increase 
in intrastate freight rates has been 
presented to the state railroad com- 
mission by F. H. Lynch, of Dallas. 


A boost from $1.40 to $1.64 on any 
shipment by common carrier was 
asked. The common carriers also 
proposed that other rates generally 
be raised 10 percent, but listed nu- 
merous exceptions aimed at keep- 
ing their charges on a competitive 
basis with private t:uckers. Excep- 
tions included building materials, 
paper, cotton, food, fruits and vege- 
tables, and other commodities. 

Spokesmen for some shippers ex- 
pressed fear that the truckers 
would lose money on some of the 
excepted commodities and make it 


Ql: 


PRODL 


| up through “unjustified” increases 
|on others. 
| In seeking the increases, the 
truckers said general increases in 
operating costs prevent them from 
showing a profit, and that they 
were unable to meet competitive 
wages at present hauling rates. 
The Texas railroad commission 
earlier this year approved a 6 per- 
cent increase in intrastate railroad 
freight rates, and is now consid- 
ering an application to make this 
raise 15 percent to conform with 
action taken by the Interstate Com- 
merce Commission on rates be- 
tween states. _ 


Studebaker Outlet Moves 

A. D. Motor Co. (Studebaker), 
Pittsburgh, has moved from 2150 
W. Liberty Ave. to 2310 W. Lib- 
erty Ave. Frontage of the new 
used-car lot now is 200 feet, com- 
pared with 80 feet at the former 
location. 
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Is positioning a car in your service department a problem? 
Does your service department have only one entrance? 
Does handling cars cost you money? 


Then let Macton solve your problem with a turntable. We manufacture every type 
turntable starting with a portable unit for $495.00. There's a Macton Turntable !o 
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way of Gray, Lewiston-Auburn and 
Gardiner. 
o * * 


Kansas Studying Tolls 

A FINAL report on the question 
i of whether Kansas should cre- 
ate a turnpike authority, em- 
powered to finance and construct 
toll roads, will be submitted to the 
State Legislative Council in No- 
vember by its committee on roads 
and highways. 

Florida’s State Road Board au- 
thorized two further engineering 
studies of the proposed $275,000,000 
toll superhighway from Jackson- 
ville to Miami, with a spur to the 
Tampa area. One of the new stud- 
ies will be concerned solely with 
traffic and earnings, while the 
other is to determine preliminary 
engineering features. 

The Florida board also estab- 
lished within the State Road De- 
partment an entirely new division 
to handle toll-road and bridge proj- 
ects. 


North Carolina’s State Turn- 
pike Authority may start con- 
struction of a new toll superhigh- 
way within the next year. The 
authority announced a planning 
schedule under which its first 
toll-road bonds, amounting to 
about $200,000,000, would be put 
on the market early next spring 
and actual construction would 
start by next fall. 

Two engineering firms were re- 
tained by the North Carolina au- 
thority to conduct cost and feasi- 
bility surveys. The authority seeks 
data first on a proposed turnpike 
running from the Gastonia area 
through the Charlotte area and 
west of Winston-Salem to the 
North Carolina line near Mt. Airy. 
The engineering firms later will 
survey a second possible route, 
which would connect with the Pied- 
mont route and extend through the 
Greensboro area to the Raleigh- 
Durham area. 

ok z * 


Maryland Looks Ahead 

ONSTRUCTION as a toll road of 

the projected Maryland dual 
highway linking Queenstown and 
the Delaware border was proposed 
by State Senator Edward Turner, 
of Queen Annes. The possibility of 
a Maryland toll-highway system 
has been suggested by Gov. Theo- 
dore R. McKeldin jr. and is being 
considered by his Advisory Council 
on Highway Construction. 

Plans to appoint a commission to 
study Rhode Island highway financ- 
ing, with particular reference to 
possible use of toll roads, were an- 
nounced by Gov. Dennis J. Roberts. 


After studying public reaction 


ALL ROADS 
lead to the 





o ae 


~ = 


HOTEL FOR 
Detroit 


Automotive men in Detroit have 
for years followed the easy rovte 
to The Fort Shelby. 


Personal service, attractive ac- 
commodations, moderate prices, 
and convenient location have 
made this renowned hotel popu- 
lar with men in the industry. 900 
comfortable rooms (some with TV), | 
two fine restaurants, Tiger Room 
Bar and Cocktail Lounge. 


Selection of Attractive Rooms for 
Private Parties 


| 
AN ALBERT PICK HOTEL | 


Glow we Fi by, y | 


J. E. FRAWLEY, MANAGING DIRECTOR 
JERRY MOORE, GENERAL MANAGER 





to a proposal for a special elec- 
tion in January on a $102,000,000 
Oklahoma highway bond issue, 
Gov. Johnston Murray announced 
his opposition to the plan. He 
said he didn’t believe that it was 
favored by a majority of the 
people or that it would be the 
best approach to the State’s high- 
way financing. 

As a result, the bond plan was 
dropped by its sponsors, leaving 
the highway financing issue up to 
the 1953 Legislature. 

Sweeping changes in North Da- 
kota’s highway program, including 
proposals for increasing gasoline 
taxes, shifting responsibility for 
more roads to the counties from 
the State and improving admini- 
stration at all levels, have been 
recommended by engineering and 
financial experts who studied the 


State’s highway system for 14 
months. 
* * * 
Counties Seek Funds 
HE Indiana Assn. of County 
Commissioners propose State 
legislation which would increase 


State-collected taxes levied against 
highway users so that counties may 
be allocated a higher share of such 
funds. An alternative plan would 
permit counties to use property 
taxes levied on motor vehicles for 
county road improvements. 

The association suggested rais- 
ing the gasoline tax by 2 cents a 
gallon and imposing higher truck 
taxes based on weight and mileage. 

A two-cent increase in the State 
gasoline tax is advocated by the 
Wisconsin County Boards Assn. 


Reenactment of the one-cent 
“emergency” gasoline tax in Ok- 
lahoma, which is allocated to 
counties, was recommended by 
the State Legislative Council’s 
revenue and taxation committee. 
Tennessee cities predict success 
for their campaign to obtain the 
enactment of legislation next year 
providing for allocation to cities of 
the receipts from 1 cent of the 
State’s seven-cent gasoline tax. 
Tightening up on _ gasoline-tax 
refunds will be proposed next year 
in Montana as a means of obtain- 
ing an estimated $1,500,000 a year 
in additional highway revenue. 

* + * 


Arkansas Eyes Cutback 


prer= for consideration by 
the 1953 Arkansas Legislature 
was a bill which would empower 
the State Highway Commission, 
with permission of the Federal Bu- 
reau of Public Roads, to remove 
from the State highway system any 
roads having a traffic count of less 
than 350 vehicles daily. 

More than 4,000 miles of State 
roads are estimated to have a traf- 
fic count of less than 399 vehicles 
daily. Only the Legislature now has 
the power to remove mileage from 
the Arkansas system and, for po- 
litical reasons, such authority is 
not exercised. 

Development of a basis for the 
drafting of a proposed model law 

on motor-vehicle license reciproc- 
ity will be sought by the Ameri- 
can Assn. of Motor Vehicle Ad- 
ministrators at its national 
reciprocity workshop, to be held 
Nov. 12-14 in Chicago. 

Georgia’s attorney general, Eu- 
gene Cook, recently authorized the 
State Revenue Department to put 
into effect, by administrative ac- 
tion, an automobile title regulation 
intended to halt fraudulent issu- 
ance of Georgia automobile 
licenses. Cook ruled that the de- 
partment could require applicants 
for Georgia license tags to prove 
ownership of the vehicle and state 
their intention to use the car in 


Georgia. 
* * oe 


Traffic in Registrations 

|= Georgia action followed dis- 
closures of widespread traffic in 

Georgia registrations. 

Those transactions were said to 
include block purchases of Georgia 
licenses by out-of-state legitimate 
jealers anxious to obtain registra- 
tion certificates quicker than can 
be done in some neighboring states. 
This, it was said, was in addition to 
outright counterfeiting of the rev- 





AUTOMOTIVE NEWS, OCTOBER 20, 1952 


enue department’s validation 
stamps. 


Meanwhile, Tennessee automo- 
bile dealers received promises 
from State officials of an early 
simplification and streamlining of 
regulations governing the admin- 
istration of that State’s motor- 
vehicle title law. 

As a result of the engineering 
study made of North Dakota’s 
highway system, the 1953 Legisla- 
ture will be asked to increase allow- 
able sizes and weights of trucks to 
the limits advocated by the Amer- 
ican Assn. of State Highway 
Officials. 


New York’s State Department of | violators. 5 
Public Works is building a network} and municipal 


N. M. Sets Drive 
Against Trucks 
Without Permits 


SANTA FE, N. M.—Chairman In- 
gram Pickett of the New Mexico 
state corporation commission has 
announced plans for an allout one- 
day drive against state trucking 
law violators sometime during 
October. 

He said state police, during an 
unannounced 24-hour period, would 
|help set up roadblocks and check 
Sheriffs, their deputies 
police chiefs are 


of weighing stations to prevent|also being asked to cooperate, he 
truck overloading and violation of | added. 


the State’s new weight-mileage tax 


Several months ago the commis- 


law. Twenty stations are scheduled | sion ruled that each truck hauling 


to be functioning before Nov. 1. 

Nebraska will have 12 truck- 
weighing stations in operation by 
next May. Construction of the sta- 
tions was authorized by the 1951 
Legislature. 


Off the Press 
Fruehauf Salesmen Get 
New Magazine 

NEW YORK.—Fruehauf Trailer 
Co. is publishing a new eight-page 
magazine for its sales force, the 
Fruehauf Forwarder. 

“It’s interesting to note,” writes 
Roy Fruehauf, company president, 
“that this first issue of the For- 
warder keynotes the idea of com- 
paring the value. Because selling 
wasn’t any different when I was 
in the field all the time, back in 
the ’30s, than it is today. Then, as 
now, comparison was the key to 
success in selling Fruehaufs.” 

The magazine, published by All- 
man Co., Fruehauf’s advertising 
agency, is edited by Walt Gibson, 
of the agency. 


7 


in New Mexico must carry a photo- 
static copy of its permit, so en- 
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| forcement officers could tell where 
the truck was allowed to operate, 
and what it was allowed to haul. 

Pickett said the rule was aimed 
at eliminating “bootleg” hauling, 
thus bringing more mileage taxes 
to the state. 


Horgan A ppointed Chairman 
In N. Y. Drive to Aid Blind 


Civic and military honors have 
been bestowed on Ralph T. Hor- 
gan, president of the dealership 
bearing his name at 1842 Broad- 
way, New York. 

The New York Assn. for the 
Blind selected Horgan as chair- 
man of the automobile dealers’ 
committee of its Lighthouse 
drive. The New York dealers’ 
share of the $2,500,000 goal was 
set at $15,000 by Horgan. 

Also, Horgan was promoted to 
lieutenant colonel in the Marine 
Corps Reserve. 


ANNOUNCING SIX NEW MANUALS ON 


AU 


TOMOTIVE 


SALESMANSHIP 


By W. K. BRAASCH 


Dean of Automotive Sales Trainers 


AL 


IFETIME OF EXPERIENCE 


AT A FRACTION OF ITS REAL VALUE. 
BETTER BUY THESE SIX MANUALS TODAY! 


W. K. BRAASCH 


FOR THE FIRST TIME, WE ARE OFFERING A COMPLETE AND DETAILED COURSE 
IN AUTOMOTIVE SALES TRAINING. OUR SIX NEW MANUALS CONTAIN ALL 
OF THE FIELD-TESTED SALES PRINCIPLES WHICH WE HAVE USED SUCCESS- 


FULLY IN TRAINING OVER 50,000 A 
No. 
No. 
No. 
No. 
No, 
No. 


2—The Automotive Selling Process. 


4—Personality—the Key to Leaders 


1—The Eight Automotive Success Fundamentals. 
3—Eighty Ways to Find New Prospects. 


5—The Technique of Used Car Salesmanship. 
6—Developing and Testing Your Sales Talk. 


UTOMOBILE SALESMEN. 
PRICE 


$1.50 EACH 


Postpaid 


hip. 


sure to specify which Manuals are wanted, or buy all $iX for 


Be 
W. K. BRAASCH, 332 s. MICHIGAN AVENUE 


CHICAGO 4, ILLINOIS 
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New Chief Rallies Truckers .. . 





Carey Warns ATA 
Of Competitors’ Aims 


(Continued from Page 66) 


investment of  $3,300,000,000 
year.” 
* * * 
ONE defending champion and 
three new challengers were 


crowned as the nation’s best truck 
drivers at the 12th National Truck 
Roadeo, held in connection with 
the convention. 

The successful 1951 champion 
was Alexander Adamski, Chicago, 
in the tractor - with - tamden - axle 
semitrailer class. An employe of 
George F. Alger Co., Detroit, 
Adamski drove a White tractor 
and a Trailmobile semitrailer. 


The roadeo is designed to pro- 
mote highway safety, and begins 
with written tests covering safety 
rules, first aid, fire fighting, safe 





Trophy for Boutell— 


William H. Boutell (right) receives the 
National Trailmobile Trophy for outstand- 
ing preparations for safety and service on 
the highways from Walter F. Carey, in- 
coming president of the American Truck- 


ing Assns. Presentation of the trophy, 
which is awarded annually by ATA was 
made during ATA's 19th convention. Bou- 
tell is vice-president of F. J. Boutell Drive- 
away, Flint, which has twice won the 
award. 

es 


driving techniques and a knowl- 
edge of the trucking industry. 

Perry H. Reid, Winston - Salem, 
N. C., driver for Pilot Freight Car- 
riers, Inc., dethroned James E. 
Tucker, of Great Southern Truck- 
ing Co., for the straight-truck class 
trophy. Both Reid and Tucker 
drove Fords. 

In the tractor - with - single - axle 
semi division, Morgan N. Strick- 
land, Atlanta, driver for Great 
Southern Trucking Co., ousted Al- 
bert D. Pomahatch, of Merchants 


Advertisement 


4 K. Fleming, 


last | Motor Freight Co., St. Paul, Minn. 


Both Strickland and Pomahatch, 
who placed second, drove a Dodge 
tractor with a Fruehauf semi- 


trailer. 
o + * 


HE truck and full-trailer class 

winner was Harry Naylor, Sig- 
nal Trucking Co., Ltd., Los An- 
geles. Second place went to Andy 
D. Desin, Denver-Chicago Trucking 
Co., Denver. Both men drove a 
Mack-Fruehauf combination in a 
class limited to first and second- 
place winners because of the 
smaller number competing. 

Willis Brown, driver for Central 
Transfer Co. of Peoria, IIl., placed 
third in the straight-truck class, 
and Wilbur A. Rutherford, Vallejo, 
Calif., placed fourth. 

William J. Metsch, Chicago, 
placed third in the tractor-with- 
single-axle semi class, and Joseph 
Council Bluffs, Ia., 
placed fourth. 

Malvern H. Morgan, Hender- 
sonville, N. C., placed second in 
the tractor - with - tandem - axle 
semi class, and third place was 
won by Frank P. Stark, Kansas 
City, Kans. Fourth - place scorer 
was William A. Tinsley, Charles- 
ton, W. Va. 

The Roadeo is sponsored by the 
ATA to increase interest of the 
motoring public as well as pro- 
fessional truck drivers in safety 
and courtesy on the highways. En- 
trants must win a state champion- 
ship, and show accident-free 
records for the preceding 12 
months. 

The best records of this sort were 
set up by Tinsley, with 16 years’ 
experience in driving without an 

accident, and Pomahatch, with 
800,000 miles. 





Brand New Pegaso— 


The Spanish automotive firm, Pegaso, 
exhibited its newest convertible at the 
39th auto show in Paris. The gleaming 
sports car packs an eight-cylinder engine 
with a maximum speed said to be 110 
miles per hour.—{UP photo.) 


Country-Side Unit Gives Dealers 
Local Support They Want 


It’s a well-known fact that well 
over half the nation’s car dealers 
and independent repair shops are 
located in places of less than 10,000 
population. 

There’s a good reason why. 


More than half the nation’s con- 
sumers live in this Country-Side 
Market—in trade centers of less 
than 10,000 people, in crossroads 
villages, down country lanes or on 
farms. Car ownership is much 
more prevalent—and much more 
essential—in Country-Side America 
than it is in the City-Side. Nearly 
60 percent of Country-Side families, 
for instance, own cars. This com- 
pares with 40 percent in the case 
of families living in the City-Side 
Market. 


More than half the parts and 
service sales—a $6 billion annual 
business—is done by dealers located 
in the Country-Side Market. 


The tremendous importance of 
automotive equipment to Country- 
Side families, both farm and non- 
farm, makes the Country-Side Mar- 
ket the biggest automotive market 
in America. Helping the automo- 
tive industry to better reach and 


sell the Country-Side Market is 
the business of Farm Journal and 
Pathfinder, the two most important 
publications in this market. They 
have developed an extremely pow- 
erful approach for influencing 
America’s best automotive custom- 
ers—the Country-Side Unit, a 4-mil- 
lion package buy at a package price. 

Like the people of the Country- 
Side Market, farm and non-farm, 
Farm Journal and Pathfinder be- 


long side by side. Farm Journal is| 


America’s largest, most successful 
farm magazine. Pathfinder is the 
only dual-appeal magazine which 
specializes in the non-farm inter- 
ests of this great market. Together 
they form an unbeatable combina- 
tion for influencing and selling 
4,000,000 families in America’s best 
automotive market. 

Automotive advertising in. the 
Country-Side Unit is the most mer- 
chandisable of any national adver- 
tising, because it covers the best 
customers and prospects of the 
majority of America’s automotive 
shops and car dealers with the 
intensity of a local newspaper, giv- 
ing dealers the local support they 
want. 








Scenes from Paris Auto Exhibition 





More Luggage Space— 


The French Citroen offers a larger lug- 
gage compartment in 
Contrary to rumors, Citroen 
time-tested front-wheel drive. 


retains 


. * ° 





Latest Bugatti Makes Its Bow— 


This new sports car, manufactured by the Franco-italian auto company, Bugatti, was 
its new models.| displayed at the recent Paris Automobile Salon. The Deluxe convertible has a 95-horse- 
its| power engine. Before World War II, Bugatti was famous for its racing cars. Note 


position of spare wheel.—{UP photo.) 


* * * 


Paris Show Foreshadows Problem for Roads. . . 





Europe’s Trucks Grow Bigger 


By George L. Glaser 
Special to Automotive News 
ARIS.—French and German 
manufacturers dominated the 
truck and bus show held this 
month in conjunction with the 39th 
Paris Automobile Salon. 


No radically new types of com- 
mercial vehicles were exhibited, 
but a trend toward larger trucks 
and buses—a problem for 
Europe’s narrow roads — was evi- 
dent. 

One concession that French truck 
designers apparently make to 
their country’s tight streets is the 
three-wheeled tractor for trailers. 
FAR displayed a new model cost- 
ing about $6,500. It is equipped with 
an air-cooled Hercules diesel, pro- 
duced by Hispano-Suiza, The en- 
gine divides the driver’s cab, which 
means that he can get out on his 
side only. 

* 7” 7” 
ONE of the Felbacq trailers for 
very heavy loads has a plat- 
form which can be lowered hy- 
draulically, and the front wheels 
can be swung in an arc of nearly 
90 degrees to negotiate sharp turns. 


The German truck-building in- 
dustry, although realizing that it 
would be unable to sell many 
units in France, used the Paris 
exposition as a show window for 
world markets, 

Krupp Suedwerke, of Essen, 
showed its new engine - braking 
system. In order to enable heavy 
trucks and buses to travel long 


* > > 


distances over 
higher speeds and with increased 
safety, Krupp has redesigned its 
two-cycle diesel engines so that 
they operate as braking com- 
pressors whereby the downstroke 
of the pistons creates a vacuum 





French Unveil Gas Turbine Engine— 


hilly terrain at;on the trucks, by a small hand- 
crank. 

Indicative of the trend toward 
bigness, Krupp displayed an 
enormous bus chassis. To save on 
length, the driver is seated at the 
left of the engine while the radi- 


A French-designed gas turbine-driven automobile, said to be the first on the 
European continent, was displayed at the Paris auto show. The Socema GS engine 
delivers 100 horsepower and can speed the coupe up to 120 miles per hour, the 
maker says. Although being tested in this streamlined coupe, the engine is designed 


for trucking use.—{UP photo.) 


* * * 


which is utilized for the braking 
effort. 
7 * * 

Te ACHIEVE this braking power, 

the camshaft timing can be 
changed while the engine is run- 
ning. On the Krupp buses, this task 
is performed by an electric motor; 


International Traffic Jam at Paris Auto Show— 


Visitors to the 39th annual automobile show in Paris created a traffic jam of humans equal to any found on the highway 
as they circulated through the Grand Palais to view autos from 101 manufacturers throughout the world. Nations represented >y 
cars included France, the United States, Britain, Germany, Italy, Spain and Czechoslovakia.—{UP photo.) 


* * * 


ator is placed at the right of the 
engine. This chassis has a tor- 
sion-bar stabilizer in the rear, 
similar to a passenger car but 
very much heavier, of course. 
On the small Hanomag diesel bus 

from Hanover, the height of the 

(See PARIS, Page 71, Col. 3) 
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portance, as well as on local price ; production of critical materials in 


and compliance problems. 
? * * 


Vew Parts-Pricing Plan 


OFS has introduced a new plan | activities in the Far East. GSA|/ 


for manufacturers of assembled 
items to use in computing ceiling- 
price increases for repair and re- 
placement parts which they manu- 
facture for use in their finished 
articles. 

Up te now, manufacturers who 
were covered by the general man- 
ufacturers’ regulation—CPR 22— 
had to use provisions of the gen- 
eral ceiling-price regulation to 
compute ceiling-price increases. 

The new method will permit 
these manufacturers to compute 
ceilings for their repair parts in 
the same way they figure ceilings 
for finished articles. Thus, they 
will be able to bring ceilings for 
parts and assembled articles in line 
with one another. 

. * * 


Aluminum May Go Up 


ANUFACTURERS of aluminum 

sheet, bar and other mill prod- 

ucts have asked OPS for an addi- 

tional 3 percent increase in their 

ceiling prices. They got a 5 percent 
boost about two months ago. 


DMPA Fills Asia Post 


DMINISTRATOR JESS LAR- 

SON of the Defense Materials 
Procurement Agency has appointed 
retired Rear-Adm. Paul Mather to 
direct DMPA’s office in Singapore. 
DMPA has the central responsibil- 
ity for assisting in boosting the 





the U. S. and abroad. 


It is contemplated that Adm. 
Mather also will take charge of 
General Services Administration 


purchases materials for the na- 
tional stockpile. 

* * ? 
Antimony Mining Off 
a= mine production of 

antimony totaled 159 tons in 

July, a decrease of 48 percent as 
compared with June, according to 
the Bureau of Mines. Smelter pro- 
duction, it was said, remained vir- 
tually unchanged at 1,067 tons. 

as * * 


ESA Counsel Appointed 


AYMOND W. KARST, of St. 

Louis, has been appointed gen- 
eral counsel of the Economic Sta- 
bilization Agency, headed by Roger 
L. Putnam. 


Spaulding Gives Third Ford 
For Driver-Training Use 


Spaulding Automobile Co., Aber- 
deen (S. D.) Ford dealer, recently 
presented its third Ford to Aber- 
deen Central High School for the 
school’s driver-education program. 
Richard Hodgson, sales manager, 
turned over the car keys to school 
representatives. 

P. T. Spaulding, secretary-man- 
ager of the company, says he be- 
lieves that participation in the 
driver-training program is one of 
the most worthwhile community 
projects he has seen in 43 years as 
a Ford dealer. 
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Scotchlite Ads 





Finest Advertising Em- 
blems Made. Permanent, At- 


tractive, Legible, Chrome Plated, Individual 
and Distinctive Designs made by Douglas Crafts- 
men. Write for Free Sample Without Obligation. 
Some Sales Territories Open for Top Salesmen. 





Rear Deck Plates 


DOUGLAS CO. 


SOUTH 
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restore the NEW 


Try this new use for RuGLYDE to clean rubber and 
look — not a painted look. Gives 





superior results with less time . . . less effort .. . less 
cost than ordinary rubber dressings and paints. 
Simply rub on — wipe off! Order RuGLYDE from 
your jobber in one and five gallon cans, 


American Grease Stick Co., Muskegon, Michigan 








Land Big Ones— 


M. C. Gale (center), president of Mon- 
arch Buick Co., New York, a member of 
the U. S. team in the ninth International 
Tuna Cup match at Wedgeport, N. S., con- 
gratulates his teammate, W. K. Carpenter, 
of Wilmington, Del., who nad just landed 
a 670-pound tuna. On the following day, 
Gale, serving on the U. S. team for the 
second year, boated a 540-pounder to 
help his team finish in second place. 
Cuba won the international classic. 


Paris 


(Continued from Page 70) 
roof over the aisle has been in- 
creased so that passengers now 
may walk upright. 

And, finally, among other exhibits 
of note, Borgward, of Bremen, in- 
troduced a new 1%-ton truck. It has 
a small high-speed, 1.8-liter diesel 
engine with four cylinders. 

* * +. 


_ diesel engine certainly seems 
to reign supreme in the truck 
and bus field in Europe, and it is 
a rare event to see a unit—such as 
the Panhard air-cooled, 12-cylinder 
pancake job for underfloor installa- 
tion—operating in a gasoline-en- 
gine manner with carburetors, etc. 

I now would like to add a few 
odds and ends to my earlier re- 
port on passenger-car exhibits at 
the Paris salon. 


When the Ford people in France 
advertise their new Vedette 53 as 
having a “climatized” engine, they 
refer to a new shutter in front of 
the radiator core which is con- 
trolled by a thermostate. The heat 
exchanger unit for heating the pas- 
senger compartment is installed in 
one of the two water outlets which 
lead from the engine to the radi- 
ator. 

aa * * 


React calls the first buyers 
of a new model its “pilot cus- 
tomers.” When mass production 
of the new Fregate began, the 
French firm assured every pur- 
chaser that he would be entitled 
to have later improvements incor- 
porated in his car if he would 
report regularly on its operation. 


ZF, the German transmission 
firm, which can always be relied 
on for new ideas, had a fully syn- 
chronized, four-forward-speed job 
on display at the Paris salon. It 
was developed for a German car 
manufacturer in the higher-price 
bracket who so far has not intro- 
duced his first postwar model. 


This maker reportedly has in- 
vested close to $7 million for tests 
of the new car and for tooling. 


In this unit, the synchronizer for 
the first and fourth speeds is on 
the main shaft, and the synchro- 
nizer for the second and third 
speeds is on a counter-gear ar- 
rangement which was new to me. 
The counter gears run in ball 
bearings. Two levers do the shift- 
ing, one selecting the shifter rail 
and the other moving the synchro- 
nizing parts. 


* * * 


NE hand lever, mounted under- 

neath the steering wheel, actu- 
ates both shifter levers on the 
transmission. From the driver’s 
standpoint, the unit operates very 
easily. 

A noteworthy development in 
Paris is the great influx of late- 
model Cadillacs. It seems that 
every foreign embassy must have 
@ number of these cars in order 
to maintain its self-respect. In 
French movies, too, the Cadillac 
is used as a symbol of wealth. 


Parts, Shop Chiefs 
Arrange Exhibits 


For Ore. Session 


ORTLAND, Ore.—The sixth an- 

nual convention of the Western 
Parts and Service Managers Assn. 
will be held Nov. 6-8 in the Multno- 
mah Hotel here. 

There will be exhibits in the 
convention hall, and the parts 
and service departments of Port- 
land automobile businesses will 
be open to inspection by dele- 
gates. 

Business sessions will feature 
speeches on the selling of serv- 


;jices and the training of service 


salesmen, plus discussions on effi- 
cient operation of parts and serv- 
ice departments. 

Kenneth Mutch, of Wentworth & 
Irwin, Inc. (Nash), is general 
chairman of the convention com- 
mittees. 

* * * 
OR the first time, the association 
will hold sight-seeing tours and 
a style show for the wives of dele- 
gates. 

President of the association is 
Tony Falsetta, service manager of 
Titus Motor Co., Tacoma, Wash. 
Secretary is Claude Mooney, parts 
manager of A. B. Smith Chevrolet 
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Co., Portland, who also is presi- 
dent of the Portland Parts and 
Service Managers Club. 

The association has grown to 
a membership of 325 and includes 
parts and service managers’ 
clubs in Portland; Seattle, Ever- 
ett, Vancouver, Yakima, Spokane, 
Tacoma and Olympia, Wash., and 
Vancouver, B. ©. 

Convention chairmen, all from 
Portland, include: Transportation, 
Bob LeBlond, Fields Chevrolet Co.; 
ladies’ activities, Pat Mullen, Fran- 
cis Motor Car Co. (Ford); housing 
and hotel arrangements, Walter 
Kluge, Logan Oldsmobile Co.; fi- 
nance, John Othus, Alexander Mo- 
tors (DeSoto), and Harold Adkins, 
Frank Chevrolet Co.; program, Bill 
Nunnencamp, Fields Chevrolet Co., 
and Mooney; publicity, Adkins; en- 
tertainment, Mullen. 


‘Silver’ for Brown 
Party Marks 25th Year 


For Nash Dealer 


Floyd Brown, San _ Bernardino 
(Calif.) Nash dealer, was honored 
with a testimonial dinner on the 
occasion of his 25th anniversary 
with Nash. 

Many prominent residents of San 
Bernardino attended the dinner, 
held by Nash to honor the former 
cowboy who made good in the auto 
business. 
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And represented nationally by these well-known firms 


who serve jobbers in the automotive field with the best and 
most successful products in the industry: 
B. M. ASCH, 17 W. 60th St., New York 23, N. Y. 


HArrY C. Capy, 3530 Harr 


iet Ave., Minneapolis 8, Minn. 


WALT FEATHERSTON, 2506 E. Earll Drive, Phoenix, Arizona 


RICHARD K. FLANAGAN CO., 1 
EARLE B. HARVEY & ASSOC., 8 


100 E. Pike St., Seattle 22, Wash. 
7 Harvard Ave., Boston 34, Mass. 


H. O. HOLLAND, 2110 Elmwood Ave., Rochester 18, N. Y. 
FRITZ KELLER COMPANY, 3317 Winthrop, Fort Worth, Texas 
Jor KELLER, P. O. Box 5644, Indianapolis, Indiana 
GENE LEMKE SALES COo., 484 Fordham Pkwy., Bay Village, Ohio 
FRANK Libby Co., 1717 Wyandotte St., Kansas City, Mo. 
MCEWEN CHERRY CO., 1203 Church St., Nashville, Tenn. 
JACK NOBLE, 1266 York St., San Francisco, Calif. 

E. C. PLEASANTS, 1863 Wazee St., Denver, Colorado 
SMITH & SCULLY, 152 W. Pico Blvd., Los Angeles 15, Calif. 
H. L. STRASBURGER, 553 Putnam Road, Merion Sta., Penna. 
BILL WALDECK Co., 506 S. Wabash Ave., Chicago 5, Il. 


_ KARL WINTER Co., 61 E. 7th 


South St., Salt Lake City 2, Utah 


Gyro Skid-Controls are distributed only through jobbers 
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LIMITED OFFER! 


ch — $4.00 per dozen en 
$5¢ Check Is Enclosed With Order 
40c EACH, C.O.D. 


Orders Shipped Prepaid in Lots of 12 or More 


@ Cadmium Rustproof Springs 
@ Heavy-Duty Bronze Ends 
@ Spring Ends Double Looped 


Guaranteed 


BELL AUTO SUPPLY 


6601 Bergeniine Ave. 


Phone—Union 6-0203 


West New York, N. J. 


ATTRACTIVE OFFER FOR JOBBERS 
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Harrow Marks 30 Years 
Jerry Harrow recently celebrated 
the 30th anniversary of his Chev- 
rolet dealership in Deltaville, Va. 
“My employes and I have been 


working together for so long that 
it seems like a family all working 
for the same purpose, each one fill- 
ing his place in the business,” he 
said. 


designed for your 


Customers’ Specific Needs! 
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MAN BODY COMPAN 


ST. LOUIS 10, MO. 


A Powerful New Sales Approach to 
America’s Biggest Automotive Market 


More than 19 million families, over 
half the people in America, live in 
the Country-Side Market—the Main 
Street towns and surrounding 
farms. To these families, cars are 
business tools rather than pleasure 
vehicles. That’s one of the reasons 
why the Country-Side Market is 
America’s biggest automotive 
market. 


Country-Side families, both farm 
and non-farm, are bound closely 
together by common interests and 
environment. Their children attend 
the same schools. They meet and 
worship in the same churches. In 
business each is the best customer 
of the other. 


Two publications—Farm Journal 
and Pathfinder—are vitally impor- 
tant in the Country-Side Market. 
They cover this market as no one 
else can, for they serve Country- 
Side families editorially as no one 
else does. 


Farm Journal, the largest, most 
successful farm magazine in Amer- 
ica, helps automotive advertisers 
reach and sell the farm families 
of the Country-Side Market. 


Pathfinder is the only dual-ap- 
peal magazine which majors in the 
non-farm side of the Country-Side 
Market. It helps you meet the 


non-farm interests of Country-Side 
families. 

Like the people of the Country- 
Side Market, farm and non-farm, 
Pathfinder and Farm Journal are 
inseparable in their interests. Now 
automotive advertisers can buy 
them that way—a 4-million pack- 
age buy at a package price—the 
Country-Side Unit. 

Forty-four percent of the fam- 
ilies in America live in the Coun- 
try-Side Market, but they own 56 
percent of the nation’s cars. That 
puts them in the preferred cus- 
tomer class. 

Dealers, of course, have known 
that fact for a long time. That’s 
why more than half America’s new- 
car dealers and independent repair 
shops are located here, where they 
can take full advantage of this 
business. 

Prosperous business it is, too. 
Dealers located in the Country-Side 
Market report service - business 
booming. These dealers, for in- 
stance, sell 66 percent of the tires 
sold, 60 percent of the batteries, 
make 58 percent of the oil changes. 

The Country-Side Unit is a 
powerful sales approach for auto- 
motive advertisers—it reaches and 
influences 4 million of the best cus- 
tomers in America’s biggest auto- 
motive market. 
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An institutional ad campaign has been started by Studebaker in connection with its 
100th anniversary. Insertions in nine national weekly and monthly publications are 
scheduled. 










Affecti 





By George Deery 
Associate Editor | 


There’s a generous representa- | 


tion of automotive firms in the list 
of companies that advertise in busi- 
ness papers, as compiled by Asso- 
ciated Business Publications. 

General Motors is third in the 
list of 489 advertisers that spent 
an estimated total of $74,061,817. 

GM is credited with $1,112,500, 
while Bendix Aviation was fifth 
with $915,900. 

U. S. Rubber took 10th spot with 
$648,900. The Goodrich expenditure 
is placed at $462,900 (19th), fol- 
lowed closely by Timken Roller 
Bearing (21st) with $453,800, 

Texas Co. is the first of the oil 
corporations to appear. It landed 
in 23rd place. Its outlay was $424,- 
000. International Harvester’s $380,- 
200 placed it 27th and Sinclair Re- 
fining’s total of $361,000 made it 
31st. 

Electric Auto-Lite occupied the 
36th slot with $325,000. Goodyear 
Tire & Rubber ranked 39th with 
$319,700. An expenditure of $298,- 
000 by Chrysler ranked it 47th. 
Socony-Vacuum was No. 50 with 
$283,000, and Fruehauf Trailer 
placed 59th with $253,000. 

Gulf Oil (64th) laid $223,600 on 
the barrelhead; Standard Oil of In- 
diana (74th), $203,000; Standard Oil 
of New Jersey (79th), $200,000, and 
Mack (96th), $179,100. 

Ford was the first to show up 
in the second hundred advertisers 
in business papers, with an ap- 
propriation of $172,300. Others 
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were Borg-Warner (113th), $160,- 
000; Sun Oil (115th), $158,300; 
Shell Oil (120th), $155,000, which 
was tied by Hastings Mfg.; Gar 
Wood (125th), $150,000; Cities 
Service (146th), $141,400, and Day- 
ton Rubber (198th), $118,100, 
which was tied by Gates Rubber. 


Snap-On Tools and Houdaille- 
Hershey tied for 213th with $110,- 
000. Heil (22ist) had $108,000; 
Standard Oil of California (225th), 
$107,000; Champion Spark Plug 
(227th), $106,100; Ramsey Corp. 
(231st), $104,200; Tidewater Asso- 
ciated Oil (235th), $102,900; Phillips 
Petroleum (237th), $102,000, and 
Sealed Power Corp. (241st), $100,- 
400 ‘ 


Timken - Detroit Axle (248rd) 


spent $100,000; Union Oil (268th), 
$97,100; Nash-Kelvinator (280th), 
$92,100; McQuay-Norris (283rd), 


$90,100; Cummins Engine (292nd), 
$89,000, and Commercial Credit 
(295th), $85,000. 


In the 400-group were Perfect 
Circle (318th), $80,000; Arvin Indus- 
tries (334th), $75,000; Ethyl Corp. 
(357th), $70,000; Firestone Tire & 
Rubber (367th), $70,000; Dana Corp. 
(382nd), $65,000, and General Tire 
& Rubber (394th), $64,600. 


In addition there were Bowser, 
Inc., and Four-Wheel-Drive (414th), 
$60,000; Reo (434th), $58,000; Puro- 
lator (437th), $57,000; Monroe Auto 
Equipment (445th), $55,000, and the 
deep-freeze division of Motor Prod- 
ucts and Young Radiator (469th), 
$50,000. 

& a os 


Studebaker Story 


Studebaker has launched a na- 
tional institutional ad and publicity 
campaign as one of the facets of 
its centennial observance. 

Key to the campaign, according 
to Kenneth B. Elliott, executive 
vice-president, is a series of three 
double-page spreads, in full color, 
to appear in October, November 
and December in nine national 
weeklies and monthlies. 

The first of the ads is developed 
on the theme of America’s for- 
ward march and the accompany- 
ing Studebaker progress during 
this century of national develop- 
ment, Studebaker’s contributions 
to the transportation industry 
“from wagon wheels to automo- 
biles” is the subject of the second 
ad. Starting with a portrayal of 
one of the 100 military wagons 
Studebaker produced in 1857, the 
ad’s 14 panels proceed through 
the era of the horseless carriage 
and the first gasoline - powered 
cars. 

The third ad of the series centers 
on “100 years of America on the 
move” and ties together 14 Amer- 
ican milestones with continuing 
Studebaker progress. November 
and December magazines will carry 
this final ad. 

Nine weekly and monthly maga- 
zines are scheduled to carry the 
campaign. They are Collier’s, Coun- 
try Gentleman, Farm Journal, Life, 
Look, Newsweek, Pathfinder, Sat- 
urday Evening Post and Time. 

A special passenger-car mailing 
piece entitled “It All Began with 
Wagon Wheels” will be directed by 
dealers to customers and prospects. 








The mailer combines Studebaker 
history with a selling story on the 
company’s current Starliner cars 
An 82-page picture history of the 
company is also being made avail- 
able to dealers for local promotion 
* > ¢ 

It’s a Sin 

The sin of advertising, according 
to John W. McPherrin, publisher ot 
the American Magazine, is that ad 
men have not kept up sales power 
“while we have developed advertis- 


}}ing power.” 


He told the Adcraft Club of 
Detroit that the “sin” has not 
been apparent in the last 10 years 
because the seller’s market has 
made it possible “for almost any 
salesman to look mighty good.” 
The excess-profits tax had the 

same effect, he said, adding that 
“since Pearl Harbor and before, 
the challenge to automotive sales- 
men has not been great. 

“And during this period of easy 
sales, we kept on telling salesmen 
and dealers that the advertising 
program was so powerful that they 
didn’t have to do anything. 

“Many of them believed us be- 
cause it wasn’t hard to get big vol- 
ume. If they seem to leave the 
whole selling job up to the manu- 





facturer’s advertising program, 
whose fault is it? I think it is our 
fault—you and I as advertising 
people.” 


GM Oficial Calls 
Human Equation 
Vital to Engineers 


DETROIT.—Human relations are 
as important in engineering as in 
any other profession, the Michigan 
section of the American Institute of 
Electrical Engineers was advised 
by Kenneth A. Meade, director of 
educational relations activities for 
General Motors, 

He said: “My first observation is 
that engineers are certainly human. 
They are just as human as doctors, 
dentists, lawyers or members of any 
other profession. But, because of 
the nature of their activities deal- 
ing mainly with physical materials, 
laws and concepts, I am afraid en- 
gineers often forget or minimize 
the importance of the human rela- 
tions aspect of their work. 

“To be successful, the engineer 
must be able to deal with the hu- 
man relations problems in almost 
every’ assignment and situation he 
faces. Very few engineers who are 
released from their jobs are dis- 
charged because of lack of ability 
or poor basic education. Such fail- 
ures are usually caused by some 
breakdown or deficiency in per- 
sonality. 

“The successful engineer has in- 
itiative and willingness to work. 
After he has been given an oppor- 
tunity to learn something about the 
company, its products and the way 
it does things, he should not need 
to be given detailed directions on 
every assignment handed him. 

One of the important parts of 
every engineer’s job, Meade assert- 
ed, is to put across ideas to other 
people. 

“Sometimes,” he added, “the en- 
gineer may work for a supervisor 
who has little knowledge of engi- 
neering laws and mathematical for- 
mulas and technical expressions. In 
this case, the engineer must be able 
to translate his technical ideas into 
layman’s language. 

“An engineer should have an alert 
and open mind, imagination and 
creative ability. These are obvious 
qualifications for such fields of 
work as research, product develop- 
ment and design, where the em- 
ploye is engaged in developing new 
ideas.” 


K-F Hires 2,295 
At Willow Run 


WILLOW RUN.—Reflecting ac- 
celerated production at Willow Run, 
Kaiser-Frazer last month added 
2,295 men and women to its pay- 
roll. 

This brings the Willow Run em- 
ployment total to an alltime K-F 
peak of 19,188 and the company’s 
Michigan total to 22,276, including 
1,872 at its Detroit engine plant and 
1,136 at the Dowagiac plant. 

Approximately two-thirds of the 
Willow Run plant is devoted to 
manufacturing Kaiser and Henry J 
automobiles, the remainder being 
used for production of cargo-per- 
sonnel and assault-transport air- 
planes for the Air Force. 


i Nit A Td —d?vY Vis 





>oWrm FLO oh ® 2 wet bs o 


























Discussing Plans for Jaguar Sales in West— 


Jaguar dealers from the 22 western states met in Beverly Hills, Calif., recently to discuss the British company's sales record 
with William Lyons, chairman of Jaguar Cars, Ltd., Coventry, England; F. R. W. England, Jaguar general service manager, and 
Charles H. Hornburg jr., importer-distributor for Jaguar west of the Mississippi. Lyons and England were on an extended trip of 
the U. S. to gather information on American demand for imported cars. The Jaguar is one of Britain's largest dollar earners 
among automobiles, with more than 50 percent of production sold in this country. 


Hot Topic in Illinois Areas... 


Factory Loading Stirs Dealers 


By L. H. Houck 
Staff Correspondent 
JEFFERSON CITY, Mo.—Dealer- 
factory relations in central and 
southern [Illinois evidently offer 
room for improvement and, while 
the pot is not boiling so merrily 
as in northeastern Missouri, Kansas 
and Nebraska, it nevertheless is a 
hot topic. 

Virtually all dealers interviewed 
reported that orders for the most 
popular and readily saleable mod- 
els required inclusion of some 
slow-selling car model or truck. 

Factory loading of accessories 
seems to be the hottest topic, with 
many dealers stating that requiring 
buyers to take all the accessories 
loaded on the car is creating a bad 
taste in the mouth of the customer. 


To offset this, one dealer report- 
ed that he had been removing ra- 
dios which sell for $106 when not 
wanted by the customer, with the 
hope that some cars would come 
through without radios, which 
would give him a chance to sell 
the ones removed. 

But none came, and he has more 
than 20 new radios, representing a 
retail value of more than $2,000, 
which he cannot move. 

On more recent sales, he has 
required the customer to buy the 
car as loaded, and there has been 

considerable resistance and dis- 
satisfaction, he reported. 

Other dealers, who have truck 
lines, were particularly dissatisfied 

with the factory allocation of truck 
types. One dealer reported that he 
was required to take a certain 
short wheelbase model truck, which 
his records show sells only once 
in four years in his territory, and 
that his only hope of selling it is 
to find some dealer in an area that 
uses this type of vehicle and trade 
it for a longer wheelbase which 
sells well in his territory. 

This represents an investment of 








. To White House?— 


President William Howard Taft rode in 
+c 1912 Rambler limousine during his in- 
| augural parade, so Republican vice-presi- 
' dential candidate Richard Nixon and his 


- tried out their luck in Detroit last 











_week by posing in a 1902 Rambler. 





about $2,000 which is frozen in his 
inventory until he can make a 
swap somewhere. 

Another complaint in cars is 


Hudson Sales Post 


Goes to Thomas 


DETROIT.—Appointment of C. D. 
Thomas as merchandising manager 
of Hudson is announced by George 
R. Browder, di- 
rector of adver- 
tising and mer- 
chandising. 

A native of 
Cornwall, Eng- 
land, Thomas en- 
tered the automo- 
bile business in 
1929 with Ford. 
He later served 
; in sales - promo- 

tion posts with 
G. 5. Seem Jam Handy and 
Apex Electrical Mfg. Co., and most 
recently was sales-promotion man- 
ager for Packard. 

During World War II, Thomas 
served as a training officer in the 
Naval Air Technical Training Com- 
mand and as visual-aids utilization 
officer with the Bureau of Aero- 
nautics. 
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the factory practice of shipping 
the dealer what it wants him to 
have in both style and color. This 
results in extra selling expense, 
one dealer reported, because the 
dealer has to get on the telephone 
and swap an unwanted car to 
some other dealer in a radius of 
200 miles to get a model wanted 
by a willing buyer. 

Dealers admitted that factory 
loading had done much to educate 
the customer in buying a car with 
all the latest gadgets, but pointed 
out that this took place during a 
lush period when everybody seemed 
to have money to spend. That 
period has passed, dealers point 
out, and the reaction against forced 
sale of unwanted items is begin- 
ning to work against the dealer 
who is unable to get relief from 
his factory. 

One dealer said: “How are you 
going to get a customer to buy a 
car with a $100 radio when you 
wouldn’t want to pay that much 
for a radio for your own car? I 
don’t want one in my own Car. 
Yet I’ve got to convince a customer, 
who may have trouble scraping up 
the down and the monthly pay- 
ments, that he should lay out an- 
other hundred bucks and tell him 
I can’t take the radio out.” 


Factory ‘Abuses’ Lashed 
At Pa. Dealer Parley 


(Continued from Page 1) 


campaigns and other advertising 

programs. 

In his report, Bloom said that 
“while 40 percent of the dealers in 
Pennsylvania have fared pretty well 
this year financially, the steel 
strike notwithstanding, there is a 
great deal of unrest regarding their 
treatment at the hands of their re- 
spective manufacturers, who, since 
Pearl Harbor, have been crying to 
high heaven about this business be- 
ing a partnership relation between 
the dealer and the manufacturer.” 

* od * 


HE SAID that during the past 
year “many dealers feel that 
they have been treated more like 
step-children coerced into saying 
‘yes’ to many programs and poli- 
cies where the right answer should 
have been ‘no.’” 


Oscar M. Mohn (Buick), Lan- 
caster, was elected president of 
PAA. New vice-presidents named 
were J. V. Booth (Chevrolet), 
McKeesport; John B. White 
(Ford), Philadelphia; James Ladd 
(Dodge), Lebanon; C. V. Lee 
(Chevrolet), Uniontown, and W. 
M. McCune (Ford), Kittanning. 
C. E. Snyder (Hudson), York, be- 
came secretary, and A, W. Gold- 
en (Pontiac-Cadillac), Reading, 
was chosen treasurer. 

Elected directors for three-year 
terms were White, R. R. Hauser 
(Chevrolet), Bethlehem; E. D. Bald- 
win (Buick), Downingto 


Marberger (Dodge), Norristown; 
John P. Mooney (Chevrolet), Mc- 
Keesport; Earl Stoyer (Cadillac- 
Oldsmobile), Schuylkill Haven; E. 
A. Sahli (Chevrolet), Beaver Falls; 
Paul Ruch (Dodge), Clearfield, and 
Guy Woodward (Dodge), Washing- 
ton. 

Another resolution asked “that 
the current practice of Federal aid 
for highways to the states be dis- 
continued and the proceeds of the 
current 2-cents-per-gallon Federal 
taxes on gasoline revert to states 
to be utilized for highway con- 
struction and reconstruction.” 

* * a” 

TRESSING that increased traf- 

fic on highways makes it im- 
perative that more and better high- 
ways and bridges be provided, and 
citing the increased cost of such 
improvements, the resolution de- 
clared: 

“The Federal Government in- 
vaded the field of gasoline taxa- 
tion as an emergency action in 
time of economic stress but has 
continued the practice and very 

recently increased the rate of 
such taxation. The amount of 
Federal aid for highways appro- 
priated by Congress and allocated 
to the respective states is consid- 
erably less than the amount of 
gasoline taxes collected by the 
Federal Government.” 

Urging improvement of Pennsyl- 
vania’s 41,000-mile highway system, 


wn; E. P.|another resolution requested the 


Blough (Buick), Johnstown; R. W.! State Legislature at its 1953 session 








to enact enabling legislation so 
that the Pennsylvania Highway De- 
partment may develop and proceed 
with its construction program for 
the 1953-55 biennium with a mini- 
mum of delay. 

Complete and immediate aboli- 
tion of price and wage controls was 
recommended in another resolution 
because “the average automobile 
repair shop finds itself in a very 
unfair position in today’s labor 
markct for trained personnel be- 
cause of restrictions imposed by 
wage and price stabilization regula- 
tions,” and because new cars are 
being sold at considerably less than 
ceiling price, as have used cars, for 
many months. 

* e + 

Ai*#° adopted was a resolution 

asking for amendment of the 
Pennsylvania Motor Vehicle Code 
“in such a manner as to require 
the pedestrian to assume his right- 
ful responsibility upon the streets 
and highways.” This action fol- 
lowed a report by C. E. Snyder, of 
York, chairman of the PAA safety 
committee, which revealed that 35 
percent or more highway-accident 
deaths in Pennsylvania were pe- 
destrian deaths. 

Gov. John S. Fine, in a speech 
at the convention, asked for leg- 
islation to penalize pedestrians as 
well as drivers who disobey traf- 
fic laws. This was one of three 
suggestions made by the governor 
to decrease the national traffic- 
accident death rate. 

Addressing the same session, Guy 
B. Arthur jr., of Toccoa, Ga., told 
the 1,500 delegates that “dealers 
must awaken to the fact that 
changes take place in the thinking 
and behavior of employes.” 

“Dealers cannot handle people as 
they did in 1940 any more than they 
can sell cars as they did in those 
days,” he said. “Employes expect 
and will get better treatment from 
their employers.” 

+ * + 
SAXTON LLOYD, president of 
¢ NADA, emphasized the impor- 
tance of automobile retailing to the 
economy of every community in the 
state and the nation. 

He said that he has asked every 
state dealer association to mobilize 
its members in a nationwide effort 
to stimulate state and local action 
leading to the solution of growing 
highway and parking problems. 

“This need exists everywhere, in 
small towns, medium-sized cities 
and in metropolitan areas,” Lloyd 
said. “No activity could possibly 
serve the interests of the motoring 
public and the automobile industry 
itself more magnificently.” 
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Indiana Reviews 
Ceiling on Loan 


Rebates to Dealers 


INDIANAPOLIS. — The Indiana 
Supreme Court has taken under 
advisement an appeal from a lower 
court decision which held unconsti- 
tutional a 1935 state law authoriz- 
ing regulation of the amount of 
“rebates” or “benefits” a finance 
company may pay a retailer for 
directing installment sales con- 
tracts its way. 

Being questioned in the case is 
a section of the 17-year-old Re- 
tail Installment Sales Act em- 
powering the State Department 

of Financial Institutions to set 

maximums on “benefits” a fi- 
nance company may pay a deal- 
er when it buys a time contract. 

The issue came before the State 
Supreme Court on an appeal by 
State Atty. Gen. J. Emmett McMa- 
namon from a ruling in September, 
1951, by Special Judge Harry T. 
Ice in Marion County Superior 
Court that the state controls were 
unconstitutional. 


A suit to test the statute was 
brought before the lower court by 
Paul L. Holt, a Columbus automo- 
bile dealer. He has been supported 
in the case by the Universal C.LT. 
Credit Corp. 

In the oral arguments before the 
high state court, Deputy State Atty. 
Gen. Thomas L. Webber reiterated 
on the state’s contention that fail- 
ure to uphold the statute would 
cause installment buying rates to 
soar to the public’s detriment and 
give large finance companies mo- 
nopolistic leeway. 

Alan W. Boyd of Indianapolis, 
appearing as attorney for Holt, 
attacked the act as a price-fixing 
measure, denied that monopoly 
or fraud have resulted in states 
without such rebate controls, and 
declared that the State Depart- 
ment of Financial Institutions has 
other powers to fix maximum 
finance charges. 

John K. Ruckelshaus of Indianap- 
olis, lawyer for the Indiana Assn. of 
Installment Credit Companies, 

joined Webber in the oral argu- 
ments defending the 1935 statute. 





Peairs Expanding 
Peairs Brothers (Buick), estab- 
lished in Bellflower, Calif., in 
May, 1946, has just completed a 
remodeling job. 









Here's Why 


POINT No. 4 OF A SERIES 


Only the 
COLUMBUS Shock Absorber 


employs single tube construction 


This design exposes the entire outer 


surface to the air and permits use of a piston 


having 230% larger area. Result: 


greater holding power at low internal 


working pressures and low 
operating temperatures; longer life 
of working parts; no fluid loss. 


The 50% heavier wall thickness assures 
a rugged, rattle-proof, long-life unit. 


NOW is the time to line up with 

COLUMBUS, “The Best Shock Absorber in 
the World.” Backed by extensive 
national advertising. 





COLUMBUS 
is the Best Shock Absorber 













GUARANTEED 
1 YEAR 
OR 15,000 
MILES 
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MANUFACTURED BY HECKETHORN MFG. & SUPPLY CO. LITTLETON, COLORADO 
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More Power for Kaiser 6 


AUTOMOTIVE NEWS, OCTOBER 20, 1952 


K-F 1953 Models Bow 
With Lower Prices 


_ price reductions averaging 
$15.70, the 1953 Kaiser and 
Henry J models were unveiled at 
dealership showrooms last Friday. 
Horsepower of the six-cylinder 
Kaiser engine has been stepped up 
from 115 to 120 and the new torque 
rating is said to be 200 foot pounds 
at 1,800 revolutions per minute. 


Price cuts on all the new |plus dealer delivery and handling 


models—except the Henry J de- 


2 


Line Offers Seven 





"53 


Upholstery Styles— 


2-Dr. Sedan ...... 2,459.00 2,483.55 

Business Coupe 2,271.00 2,295.56 

4-Dr. Traveler.. 2,618.55 2,643.11 

2-Dr. Traveler.. 2,565.67 2,590.21 
Henry J Corsair 

2-Dr. Sedan ...... $1,499.00 $1,517.49 

Del. 2-Dr. Sed. 1,686.18 1,663.66 


The prices include Federal excise 
taxes and factory handling charges, 


charges, according to K-F. They do 


Seven colorful upholstery styles are offered in the 1953 Kaiser Deluxe and six in 
the Manhattan, according to Kaiser-Frazer. Washable, fade-resistant vinyls are used 
for headlinings on door panels, seats and crash pad. 


* *® * 


luxe two-door sedan—range from 
$4.04 on the Manhattan series to 
$24.56 on the Kaiser Deluxe. The 
Henry J Deluxe has been in- 
creased $22.52 from its current 
price of $1,663.66 to $1,686.18. 

While the basic body styling on 
the Kaiser Deluxe and Manhattan 
models remains unchanged, new 
emphasis has been given to the 
sweeping front-to-rear body lines 
with the addition of chrome mold- 
ings. below the side and rear 
windows and on the rear fenders. 
New chrome headlight bezels and 
a broad hood ornament also high- 
spot the 1953 models. 

a2 a 


NGINE performance of the new 
car, according to the company, 


* cd * 


not include transportation charges, 
state and local taxes, or optional 
equipment. 
* * * 
OR the 1953 Kaisers, the com- 
pany again will offer Hydra- 


Matic transmission as_ optional 
equipment. The price, $178.55, is 
unchanged. 


The 1953 Kaisers retain the safety 
features of previous models, includ- 
ing the instrument-panel crash pad, 
which K-F says has been improved 
by additional padding, and the pop- 
out safety windshield. 

Mechanically, K-F says, the 
1953 cars offer new waterproof 
ignition cables with molded rub- 
ber spark plugs, redesigned air- 
plane-type shock absorbers with 





Redesigned Interior Stresses Safety— 


A black-face instrument cluster and fully padded dash panel are new interior fea- 


tures of the 1953 Kaiser Deluxe. Other 


refinements are illuminated cigar-lighter 


receptacles, lighted ignition-key switches and courtesy lights operated automatically 
by door pillar switches. The new models retain the popout safety windshield. 


* * * 


has been enhanced by a new mani- 
fold, muffler and exhaust assembly 
which is said to improve the flow 
of the fuel-air mixture to the com- 
bustion chambers. “This also mini- 
mizes back pressure in the 
elimination of exhaust gases and 
provides smoother and more power- 
ful acceleration,” states the com- 
pany. 

Here are the advertised delivered 
prices on the 1953 Kaiser and 
Henry J models compared with 
1952: 


Kaiser Manhattan Series 


1953 1952 
4-Dr. Sedan ...... $2,649.63 $2,653.66 
2-Dr. Sedan ...... 2,596.76 2,600.80 
Club Coupe ...... 2,617.91 2,621.94 
4-Dr. Traveler.. 2,755.36 2,759.40 
2-Dr. Traveler... 2,702.50 2,706.54 

Kaiser Deluxe 
4-Dr. Sedan ...... $2,512.79 $2,537.35 


* * * 


improved valving action, and 
permanent silicone lubrication of 
all door locks. 


Ten body colors are offered in 
the Deluxe line and 14 monotone 
and two-tone colors in the Man- 
hattan models. The Deluxe features 
seven upholstery color combina- 
tions, and the Manhattans are 
finished in six upholstery styles, 
with washable, fade-resistant vinyls 
used for headlinings on door panels, 
seats and crash pad, says the com- 
pany. 


* * * 


MONG other interior changes 
are illuminated cigar - lighter 
receptacles, lighted ignition-key 
switches, and courtesy lights oper- 
ated automatically by pillar 
switches on all doors. 


Dual lights which illuminate the 
trunk compartment when the lid is 


raised are another new electrical 
feature, included on all models. 


Outside trunk hinges have been 
|replaced by concealed counterbal- 
anced hinges which are said to 
allow the lid to be positioned se- 
curely at any point from closed to 
fully opened. 


ASI to Display 
Stanley Steamer, 


‘A-Bomb’ at Show 


ATLANTIC CITY.—A_ working 
diagram of the 1917 Stanley Steam- 
er will be displayed next to an 
atomic demonstration at the 26th 
annual Automotive Service Indus- 
tries show in Atlantic City Dec. 
10-13. 


The atomic age exhibit will in- 
clude a model atomic pile and 50 
radiological monitoring instru- 
ments. The Stanley Seamer exhibit, 
in color, will be a part of the “Old 
Timers” display which will include 
a 1902 self-generating acetylene 
head lamp and a 1913 klaxon com- 
bination bulb and electric horn. 


The atomic display will include a 
schematic model of the A-powered 
submarine, showing power generat- 
ing and transmitting methods, a 
model showing the hydrogen bomb 
under manufacture, and a scale 
model of the U235 uranium plant at 
Oak Ridge, Tenn. 


Rinshed-Mason 
Shifts Reagh 


DETROIT.—Frederick G. Weed, 
president of Rinshed-Mason Co., 
manufacturer of automotive and 
industry lacquers, enamels and oth- 
er finished products, has named 





R. J. Reagh C. J. Riedy 


Ronald J. Reagh as sales represen- 
tative. Reagh will contact manu- 
facturers in northeastern Michigan. 


Previously, Reagh was director of 
industrial relations at R-M, and 
will be succeeded in that post by 
Cyril J. Riedy, who had recently 
been assistant director of the de- 
partment of coordination and place- 
ment at the University of Detroit. 


e 
Quiz 
(Continued from Page 1) 


siderably lengthened time in which 
to answer. 

The new form was in the mails 
last week and was expected to 
be in the hands of all the listed 
dealers by today (Oct. 20). 

Replies must be returned to 
Washington within 30 days of re- 
ceipt of the questionnaire. 

About 100 names were added to 
the original list of 1,435 dealers 
selected for questioning. It was said 
at OPS that this was done to pro- 
vide greater geographical distribu- 
tion of the survey, and also to make 
up for the loss from the original 
list of a number of dealers who for 
one reason or another were no 
longer in business. 

* * * 

T IS understood that there was 

some disposition at OPS to dis- 
continue the case in view of the 
revised CPR 83, but that under the 
law, as written into the Defense 
Production Act, this could not be 
done. 

At Automotive News press 
time, NADA General Counsel 
James Moore had not completed 
an analysis of the new form, but 
he did feel, he said, that if the 
interrogation could not be 
stopped altogether, the associa- 
tion’s efforts had succeeded in 
making it much easier for the 
dealers. 

In transmitting the new ques- 
tionnaire, OPS stated that those 
dealers who already have answered 
the original question sheet will not 
be obliged to answer the new one. 
Also, dealers who have made a 
good start on the original, and wish 
to continue, may go ahead with it 
instead of the new form. 





U.S. Sales: 





*Including foreign makes. 
total includes 83,434 LaSalles. 






By Bernie Thomas 
Associate Editor 

= handling independent 

makes of new cars have been 
accounting for 4.3 percent more of 
total U.S. domestic sales in post- 
war than they did in the six sales 
years prior to World War II. 

In a five-million-car market, 
which is the minimum envisioned 
by the industry for 1953, that 
could be 215,000 more cars with 
an estimated wholesale value of 
$318,000,000. 

A study of sales performances, 
as indicated by registration, data, 
shows that in postwar Big-Three 
cars have been accounting for only 
85.4 percent of total U.S. sales, as 
against an average of 89.7 percent 
for the years 1937 through 1941. 

” * * 


F COURSE, unusual factors 

have influenced the market in 
postwar years, including backlog of 
demand caused by the war, govern- 
mental restrictions and quotas, and 
introduction of new cars by the 
independents. 

Broken down for the first eight 
months of 1952, the statistics show 
that the independents have made 
even greater sales inroads. During 
that period the Big-Three makes 
have been accounting for only 85 
percent of sales, as compared with 
15 percent for the independents. 

The most notable market pene- 
tration performances in postwar 
have been recorded by Ford 
Motor, Kaiser-Frazer, Nash and 
Studebaker. 

Ford is accounting for 2.7 percent 
more domestic sales in postwar 
than it did in prewar, while Chrys- 
ler Corp.’s postwar share is off 3.3 
percent from what it was prior to 
1942. For the entire postwar period, 
statistics show that Ford has been 
accounting for 21.8 percent of total 
sales, as against 21.1 for Chrysler. 

* * * 
[PN PREWAR, Chrysler led Ford 
by 24.4 percent to 20.4, and has 
crawled back in front for the first 
eight months of 1952 with a 22.6 
percent rating, as against Ford’s 
21.3 percent. 

Starting from scratch, K-F 
through August of this year had 
accounted for 2.3 percent of all 
postwar sales. However, since 
Jan. 1, 1952, K-F’s share has 
slipped to 1.9 percent. 

Nash has a postwar average of 
3.1 percent, as against only 1.9 per- 
cent prewar, and has been doing 
even better this year. At the end 
of August, Nash was responsible 
for 3.6 percent of total U.S. car 
sales. Introduction of the Rambler 
series helped Nash. 

Studebaker has been accounting 
for 4 percent of all U.S. car sales 
since the end of the war and still 
is, as compared with a 2.7 percent 
rating in prewar. 

* 


* * 
FrorD is the only Big-Three firm 
to show any increase in postwar 






















How Car Makers Fared .. . 


+1952 Registration through August. 


Independents Gaining 


Study Shows Postwar Rise of 4.3% in Share 
Of U. S. New-Car Market 








Prewar vs. Postwar 


Gain 
Total Pct. of Total Pet. of or 
Sales Prewar Sales Postwar Loss 
1937-41 Total 1946-524 Total Pet. 
CHRYSLER CORP. . 3,708,625 24.4 5,766,916 21.1 —3.3 | 
Chrysler 444,906 2.9 776,124 2.38 —O0.1 | 
DeSoto . 324,578 2.1 602,513 2.2 +01 | 
Dodge .... seve 949,545 6.3 1,602,744 5.9 —0.4 | 
a 1,989,596 13.1 2,785,535 10.2 —2.9 | 
FORD MOTOR CO. .. 3,092,842 20.4 5,968,508 218 +1.4 | 
OEE. cnssvvveorsevcecneenve 2,755,885 18.2 4,621,370 169 —1.3 | 
Lincoln. ..............00. . 101,946 0.7 183,311 0.7 0.0 
BORE .cacesessrsesrsssesss 806000 235,011 1.5 1,163,827 4.2 +2.7 
GENERAL MOTORS 6,811,805 449 11,652,516 425 —2.4 
Buick. ................... ove . 1,194,807 7.9 2,119,463 4.7 —0.2 
Cadillac 200,604 1.3 473,593 17 = +0.4 
Chevrolet .............. . 3,565,086 23.5 5,734,968 20.9 —2.6 
Oldsmobile .................. 858,735 5.7 1,505,377 55 —0.2 
Pontiac .....................-+-- , 992,573 6.5 1,819,115 6.7 +0.2 
TOTAL BIG THREE ..........13,613,272 89.7 23,387,940 854 —4.3 
KAISER-FRAZER. ............ sé. Besssnesevensons ‘ 618,127 23 +23 
SIND seeeicessccaronersinsivvreee reese, eeemuialaat _ 69,061 0.2 +0.2 
HUDSON ........... 347,011 2.3 689,349 2.5 +0.2 
TMI. sascsssosrsvesesinssevsenees 287,109 1.9 839,052 3.1 +12 
PACKARD ou... 350,078 2.3 447,357 16 —0.7 
STUDEBAKER. ................. 412,830 2.7 1,085,389 40 +13 
WILLYS-OVERLAND 122,684 0.8 162,150 06 —0.2 
MISCELLANEOUS ................. 42,728 0.3 96,724 0.3 0.0 
TOTAL INDEPENDENTS 1,562,440 = 10.3 4,007,209 146 +43 
TOTALS. . ......cssccecsssseesesssee 15,175,712 100% 27,395,149 100% 


Cadillac's prewar 


market penetration. Its gain of 1.4 
percent compares with losses of 3.3 
percent for Chrysler and 2.4 per- 
cent for General Motors. 

Significantly, the industry’s three 
largest selling makes of cars— 
Chevrolet, Ford and Plymouth-— 
have all been accounting for lesser 
shares of postwar sales than they 
did in prewar. 

In the years 1937-1941, Chev- 
rolet accounted for 23.5 percent 
of all sales. Its postwar average 
has been 20.9 percent, but its 
average for the first eight months 
of 1952 is down to 19.9 percent. 
In the six prewar years, Ford 

accounted for 18.2 percent of all 
sales. Its postwar average has been 
16.9 percent, and for the first eight 
months of this year has dropped off 
to 16.3 percent. 
. * * 
i THE years 1937-1941, Plymouth 
scored for 13.1 percent of all 
sales. Its postwar average is down 
to 10.2 percent, but has been rid- 
ing along on a 10.9 percent rating 
so far this year. 

The independents who have lost 
market penetration in comparison 
with their prewar performances are 
Packard, 0.7 percent, and Willys, 
0.2 percent. Willys did not have a 
passenger car until this year. 

Market penetration losses are 
scattered throughout the Big Three 
makes as follows: 


Chrysler division, 0.1 percent; 
Dodge, 0.4 percent; Plymouth, 2.9 
percent; Ford, 1.3 percent; Buick, 
0.2 percent; Chevrolet, 2.6 per- 
cent, and Oldsmobile, 0.2 percent. 


These Big Three makes show 
postwar market penetration gains 
—DeSoto, 0.1 percent; Mercury, 2.7 
percent; Cadillac, 0.4 percent, and 
Pontiac, 0.2 percent. 





How Makers Fare... 


1952 Car Sales 


Eight Months, 1952 











Pet. 
CHRYSLER CORP. ... 608,907 22.6 
EE Soc bald e-0 «406 80,155 3.0 
Sn kids enenes 61,696 2.3 
DEE cissieccssccscs Ie ee 
Pl WD csc crncess SORES 168 
FORD MOTO 573,535 21.3 
ME beassciocsccsce Se Bae 
ED ina ae:6a:00:0 17,969 0.7 
ir ree 115,745 4.3 
GENERAL MOTORS .. 1,107,866 41.1 
EE Weccvicsesece. EE ~~ an 
ES ao aviiwrs ns 57,471 2.1 
GINS noe ceeae. 536,042 19.9 
Oldsmobile ......... 141,332 5.2 
Wemttes .........-... SS Cs 
Total Big Three..... 2,290,308 85.0 
KAISER-FRAZER .... 50,128 1.9 
SS 2,394 0.1 
HUDSON 55,051 2.0 
See 95,834 3.6 
PACKARD ... 47,279 =1.7 
STUDEBAKER 108,892 4.0 
ES saina s 0'5's:0:0-0 26,462 1.0 
MISCELLANEOUTS .... 19,649 0.7 
Total Independents .. 405,689 15.0 
WE wthnad anon ane 2,695,997 








Dodge, K-F Cut Tags on Many 53 Models... . 





Hold-Price-Line Trend Unfolds 


(Continued from Page 1) 


manufacturing efficiency, use of 
substitute materials and rearrange- 
ment of plant layouts. 

Specifically, W. C. Newberg, 
Dodge president, last week credited 
his company’s success in holding 
the price line to: 

Technological improvements in 
crankshaft forging, assembly line 
automation, more efficient body 
construction, use of plastic in- 
stead of zinc castings for some 
trim and hardware parts and 
many cost-savings innovations in 
engine assembly. Dodge, from 
now on, will build all its own 
bodies. a eo 


NTEWBERG said Dodge was able 
+‘ to establish a reversing price 
trend, despite the fact that the cost 
of tooling and engineering on the 
new models was several times 
greater than in 1949. 

He did not comment on the 
success of suppliers in getting 
their costs down this year. How- 
ever, it is common knowledge 
that parts makers have been told 
all year that the industry’s future 
was dependent on getting costs 
down. 

Neither did he comment on the 
fact that some of Dodge’s 1953 
models are as much as 300 pounds 
lighter than corresponding 1952 
models. 

“Make or buy” has been the 
theme of many an auto Officials’ 
meeting over the past months. In 
some cases, parts once obtained 


SAE Parley to Air 
Devices for Truck 


Wheel Control 


PITTSBURGH. — The _ develop- 
ment of electrical sensing devices 
which prevent truck skidding and 
jackknifing by assuring individual 
wheel control will be reported at 
the Society of Automotive Engi- 
neers’ national transportation 
meeting to be held here Oct. 22-24. 

The meeting is sponsored by the 
SAE transportation and mainte- 
nance and truck and bus activi- 
ties committee, with the coopera- 
tion of SAE’s Pittsburgh section. 
General chairman is S. G. Page, of 
Equitable Auto Co., Pittsburgh. 

Technical papers to be presented 
at daily sessions will be: “Fleet 
Management: a Job Evaluation,” 
by T. L. Preble, of Tide Water As- 
sociated Oil Co.; “Lighter Trucks 
for Heavy Hauling,” by C. L. Bur- 
ton and E. P. White, of Aluminum 
Co. of America; “Total Control 
with Power Hydraulics,” by R. H. 
Fritzges, of Mack Manufacturing 


rp. 

Also, “Rolling Wheels Gather No 
Skids,” by A. C. Gunsaulus, of 
Goodyear Aircraft Corp.; “Weight 
Reduction of Power-Driven High- 
way Vehicles,” by J. N. Bauman, of 
White Motor Co., and “Experimen- 
tal Bench Testing Techniques for 
Truck and Bus Components,” by 
Gil F. Roddewig, of General Mo- 
tors. 


from suppliers have been brought 
home for manufacture. 


In other instances, the reverse is 
true, depending on the results of 


analysis. 

* * 

. the victory against 
inflation will be a permanent 

one, industry observers believe, is 

wholly dependent on what quanti- 

ties of materials the Government 

allows auto makers to use for pro- 

duction next year. 


There is no doubt but what 
Dodge’s 1953 prices have been 
based on anticipated volume. New- 
berg said last week that Dodge 
plans immediate output at 25 per- 
cent higher than pre-steel strike 
levels. 


The auto industry’s united in- 
sistence upon getting more steel, 
copper and aluminum for next 
year’s output is expected to ex- 
plode in Washington Oct. 27-28. 

On those dates, the National Pro- 
duction Authority has scheduled 
meetings of the truck and passen- 
ger car industry advisory com- 
mittees. 


searching costs 
* 


* * * 


NE NPA official commented 
that he expects a “humdinger” 
of a meeting on both days. 

NPA is aware of auto industry 
opinion that both steel and alum- 
inum will be in plentiful supply 
next year and thereafter. The 
situation on copper is said to be 
such that foreign supplies of that 
metal are going begging for cus- 
tomers. 

Officials at NPA’s Motor Vehicles 
Division are said to be inclined to 
agree with the auto industry’s con- 
tention that some steel plants, un- 
less more CMP tickets for steel are 
issued, face the prospect of closing 
down for lack of business early in 
1953. 


One report, bandied around at 
NPA, has it that Weirton Steel’s 
Detroit-area plant will soon be in a 
position to supply auto makers 
with large tonnages of flat rolled 
steel. 

* * cad 
“you get the CMP tickets, and 
we'll let you have all the flat 
rolled tonnage you need,” is said to 
be Weirton’s advice to auto com- 
panies. 


“Unless more steel tickets are 
issued for next year, large unem- 
ployment in auto plants is inevita- 
ble,” in one NPA official’s opinion. 


The authorized level of produc- 
tion for the first quarter of 1953 
is 1,250,000 cars and 315,000 
trucks. Those quotas, however, 
are not fully supported by ma- 
terial allotments. 


It is considered certain that the 
industry, at forthcoming Washing- 
ton meetings, will demand that 
second-quarter production be main- 
tained at the same or a greater 
level than that set for the first 
three months. 

Meanwhile, there is considerable 
talk at NPA about open-ending 
the Controlled Material Plan on 
various materials; that is, estab- 


lishing priorities for portions of 





Completes 30 Years with Goodyear— 


J. M. Linforth (left), vice-president in charge of manufacturers sales of Goodyear 
Tire & Rubber Co., Akron, is presented with a service pin by P. W. Litchfield, Good- 
year board chairman, on completion of 30 years with the company. Linforth joined 
Goodyear in 1922 as a salesman in the Baltimore territory, and in 1924 organized 


the firm's highway transportation department. He was appointed vice-president of 
Goodyear Tire & Rubber Co.. Inc., in 1936 and vice-president of the parent organiza- 


tion in 1940, at which time he was placed in charge of Government sales and aero- 
nautics and original-equipment tire business. 





materials needed for defense out- 
put, and letting industry scramble 
for the rest for civilian output. 

Henry Fowler, head of the Of- 
fice of Defense Mobilization, said 
recently that there was no chance 
of abandoning CMP until July 1, 
1953. 

However, many NPA people are 
in disagreement with Fowler, and 
think that the end of CMP will 
come sooner than that. 


What happens on auto produc- 
tion controls, of course, will have 
a definite bearing on 1953 prices. 


Kyes Sees Need 
Of New Economy 


To Fight Reds 


KANSAS CITY.—To make a suc- 
cessful fight against Communism, 
America must have a rebirth of 
individual enter- 
prise, freedom 
and courage 
which will foster 
a dynamic new 
national economy, 
Roger M. Kyes, 
general manager 
of the GMC truck 
and coach divi- 
sion, said here 
last week. 


Speaking before 
a chamber of commerce audience 
that included guests from the Fu- 
ture Farmers of America conven- 
tion here, Kyes painted a bleak 
picture of what was happening to 
America’s national pocketbook, 
with resultant perils to its exist- 
ence as a capitalistic nation. 


This country has failed to repel 
the invasion of false prophets at 
home, he said, adding: 

“They led us to believe that ours 
was a mature economy, there were 
no new frontiers, opportunity was 
gone, and the only hope for an 
individual was as a ward of the 
state. Unfortunately, too many of 
us accepted this philosophy of de- 
spair.” 

Kyes said there had been an 
overstatement of income from 
American industry because allow- 
able deductions for depreciation 
had been inadequate to replace 
plant and equipment when they 
wore out. Depreciation, he said, is 
based on original cost while the 
cost of replacement has skyrock- 
eted. 

“At present prices,” Kyes de- 
clared, “American industry needs 
additional equipment in the amount 
of between 75 and 100 billion dol- 
lars to bring our per capita pro- 
ductive capacity, as represented by 
corporate organizations, up to the 
1930 level, to say nothing of bring- 
ing it to a 1952 level.” 


L-M Group Led 
By Benson Ford 
On Sales Tour 


DETROIT. — Benson Ford, gen- 
eral manager of Lincoln-Mercury, 
and top executives of the Lincoln- 
Mercury sales department will be 
back in Detroit Thursday (Oct. 23) 
for the third in a series of sales 
meetings with dealers across the 
country. 


Roger M. Kyes 


The first meeting was held in| 


Chicago last week and the second 
in Los Angeles. The final meetings 
will be held in Miami Oct. 27 and 
New York Oct. 30. More than 5,000 
dealers are scheduled to take part. 


Besides Ford, the group includes 
Walker A. Williams, vice-president 
in charge of sales; Richard E. 
Krafve, assistant general manager; 
Joseph E. Bavne, general sales 
manager, and Robert F. G. Cope- 
land, advertising and sales promo- 
tion manager. 


The Los Angeles meeting was 
held in a unique setting when War- 
ner Bros. turned over three stages 
and other movie-studio facilities to 
a meeting of 1,500 Lincoln-Mercury 
dealers and salesmen from 11 Pa- 
cific and Rocky Mountain states. 
Hollywood stars entertained the 
dealers. 
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At Truck-Trailer Group Parley— 





The Truck-Trailer Mfrs. Assn. directors recently held their fall meeting in Cincinnati. 
On hand to discuss the condition of the industry were: (seated from left) R. C. Tway 
jr., treasurer TTMA, vice-president Kentucky Mfg., Louisville; T. C. Brown, western vice- 
president TTMA, Brown Trailers, Spokane; W. E. Grace, TTMA president, president 
Hobbs Mfg., Ft. Worth, Tex.; S. E. Biggs, TTMA Eastern vice-president, vice-president 
in charge of production, Trailmobile, Inc., Cincinnati, and John B. Hulse, Washington, 


managing director, TTMA. 


Standing, from left: Ralph Veenema, TTMA director, president, Veenema & Wiegers, 


Paterson, N. J.; N. A. Carter sr., 


TTMA director, 


vice-president Fruehauf-Carter, 


Memphis; P. M. Heinmiller, TTMA director, Utility Trailer, Los Angeles; H. C. Wolf, 
TTMA director, secretary-treasurer, Gramm Trailer, Lima, O.; C. W. Alexandria, TTMA 
director, sales manager, Lufkin Foundry & Machine, Lufkin, Tex.; David Homan, TTMA 
director, director of sales, Homan & Co., Cincinnati; Harrison Rogers, TTMA director, 
vice-president, Rogers Brothers, Albion, Pa.; E. J. Lucas, Washington, representative of 
National Production Authority; Christopher Hammond jr., TTMA director, vice-president, 


The Steel Products Co., Savannah, Ga. 





Obituaries 


Chevrolet 72-Car Club’s 


First Chief, E. H. Hull 


PHILADELPHIA.—E. H. Hull, a 
vice-president of Willard Chevrolet, 
known for his record as a sales- 
man in the early days of Chevro- 
let’s 72-Car Club, died of a heart 
attack Oct. 5. 


Mr. Hull gained prominence in 
1925 as the first president of Chev- 
rolet’s 72-Car Club, an honor he 
duplicated the following year. 
When the 72-Car Club developed 
into the present Chevrolet 100-Car 
Club, Mr. Hull retained his mem- 
bership throughout the succeeding 
years. 

cd * +. 


Paul H. Geyser 

MERCER, Wis.—Paul H. Geyser, 68, a 
pioneer figure in the automotive and taxi- 
cab industry, died Oct. 12 at his summer 
home here. Mr. Geyser was a vice-presi- 
dent of Yellow Coach Mfg. Co. until 1928, 
when it was absorbed by General Motors. 
He was a GM executive and head of Ter- 
minal Taxicab Co., of New York, until his 
retirement in 1936. 

* * * 


Claude B. Nichols 
DALLAS.—(UTPS)—Claude B. Nichols, 
63, regional sales manager for Chrysler 
Corp., with headquarters in Dallas, died in 
a local hospital Oct. 7 after a brief illness. 
* * 


Ernest J. Kelly 

FLINT.—Ernest J. Kelly, retired works 
engineer for the AC Spark Plug division 
of General Motors, died Oct. 14. Mr. Kelly 
had been with Buick and AC for more than 
40 years, and AC’s current plant-expansion 
program was started under his planning. 

* * * 


William C. Ireland 

DETROIT.—William C. Ireland, 55, as- 
sistant to the president of Bundy Tubing 
Co., died Oct. 12 at his nearby Metamora 
estate. Mr. Ireland joined Bundy in 1942 
as general manager and was promoted to 
assistant to the president last August. 

* 7 * 


Norman A. Purdy 

DETROIT.—Norman A. Purdy, 53, man- 
ager of the quality inspection division of 
Chrysler Corp., died Oct. 14 while being 
taken to Saratoga Hospital following a 
heart attack at his home. A superintendent 
of Chrysler’s Detroit tank arsenal during 
World War II, Mr. Purdy had served as 
manager on the quality inspection staff 
since July, 1946. He had been in the auto- 
mobile business since 1918, when he took 


At Nash Style Salon in Dallas— 


a job on the motor assembly line at Pack- 
ard. 
* * * 


Ben H. Dukes 

LAKELAND, Fla.—Ben H. Dukes, 67, 
used car dealer here, died Oct. 8, Mr. 
Dukes apparently suffered a heart attack 
while driving, and his car swerved into a 
house. He died while being taken to a 
hospital. 

. * * 


George. J. Mitchell 
FORT WORTH, Tex.—(UTPS)—George 
J. Mitchell, 69, operator of a_ used-car 
business here, died at his home Oct. 4 
following a short illness. 


Leo Kulka 

DETROIT.—Funeral services were held 
Oct. 17 for Leo Kulka, 55, assistant chief 
body engineer of Chrysler Corp.’s engineer- 
ing division, who died Oct. 14. Mr. Kulka 
joined the Zeder-Skelton-Breer Engineering 
Co., forerunner of the corporation’s pres- 
ent engineering division, in April, 1923, 
and played a prominent role in designing 
the first Chrysler car. 


Joseph J. Mosher 

ALBANY.—Joseph J. Mosher, 60, vice- 
president and secretary of Mosher Brothers. 
Inc., used-car concern, died of a heart 
attack Oct. 6 at his home. Mr. Mosher 
formerly was proprietor of dealerships for 
Pontiac and Hudson. 

~ * e 


Robert W. Grubb 
CHATHAM, Va.—Robert Walker Grubb, 
44, who founded the Grubb & Terry, Inc., 
dealership here, died recently at his home 
here. - 
* © ° 


John B. Alsop 
RICHMOND, Va.—John B. Alsop, 74, 
former automobile dealer and member of 
the board of aldermen, died Oct. 7. 
> * . 


n N. Reed 

MEMPHIS.—Lyman N. Reed, 44, parts 
and service manager for Hudson Sales 
Corp. here for the last five years, died 
Oct. 6. Prior to joining Hudson Sales, he 
was associated with a Hudson firm on 
Union. 

* s & 


Llewellyn J. Bergere 


MANHATTAN BEACH, Calif.—Llewellyn 
J. Bergere, 88, retired publisher of motor 


magazines, died Oct. 4 at his home here. 
Mr. Bergere, who published Motor West 
until 1937, was a lifelong enthusiast of 


the bicycle, motorcycle and automobile. 
* ~ * 


George L. Flanders 
LEBANON, N. H.—(UTPS)—George L. 
Flanders, 77, a former resident of Lebanon 
and one of the founders of Flanders & 
Patch Auto Co., died recently in Bartow, 


Fla., where he had lived for 14 years. 








H. C. Doss (left), Nash sales vice-president, acts as host to prominent Texans at a 
preview of the Nash style salon at the Southwestern Automobile Show, held at the 
Texas State Fair in Dallas. Shown with Doss are Connie Wray Hopping, “Miss Texas 
of 1953,"" and R. L. Thornton, president of the fair. The Nash salon featured American 
women's fashions and new continental trends in American car styling, as reflected in 
Pinin Farina's design of the Nash Golden Airflyte line. 
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But NADA Renews Warning. . . 
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IAM’s Dealer Drive 
Slowed to a Crawl 


(Continued from Page 2) 


invariable rules to add to the first 
six: 

7. Keep calm. Don’t race your 
motor! 

8. Do not threaten, 
make promises. 

9. Consult an attorney experi- 
enced in labor relations. 

e e > 

N THE meantime, recheck griev- 

ances, check with fellow dealers 
and contact local and state asso- 
ciation managers, NADA advises, 
and “give your employes the facts 
of life.” 

Mechanics are not the only em- 
ployes subject to unionization, it is 
noted. Salesmen, garage help, of- 
fice help and parts department 
help are all objects of union drives. 

This, too, is borne out by study 
of NLRB reports. These show: 

Employes of Houston Motors, 


coerce or 


Inc. (Oldsmobile), New York 
City, rejected the UAW-CIO, 17 
to 4. 


Lincoln-Mercury division em- 
ployes of Fred Jones, Inc. (Ford- 
Lincoln-Mercury), Oklahoma City, 
turned down the IAM-AFL, 49 to 
5. 
The vote at Bristol —— 
Mercury Sales, Bristol, Va., was 
10 to nothing against the IAM. 
In every case, mechanics were 
only one of several classes ballot- 
ing. 

Two votes at Frank Buick Co., 
Lake Charles, La., resulted in a 
split decision and pointed up the 





broad field for unionization. The 
IAM and the Louisiana Auto 
Workers Assn. contested for rep- 
resentation rights in two bargain- 
ing units that, between them, cov- 
ered every conceivable class of em- 
ploye outside the office and sales 
floor. 
* * e 
oo IAM won a decisive victory 
in a unit consisting of body 
men and helpers, car washers and 
polishers, undercoating and lubri- 
cating, parts salesmen, _ service 
salesmen and janitor. The vote was 
10 for IAM, 0 for LAWA, 1 for nei- 
ther. 
The vote in the other unit, cov- 


Booklet Explains 


Dynamometer Use 


EL MONTE, Calif.—Use of the 
dynamometer in modern fleet main- 
tenance is discussed by automotive 
authorities in a booklet, “Finding 
Horses and Putting Them to 
Work,” issued by Clayton Mfg. Co. 

Included in the booklet are pa- 
pers from a symposium conducted 
recently in San Francisco by the 
Society of Automotive Engineers. 
The authors are E. L, Cline, of 
Clayton Mfg. Co.; K. E. Rush, serv- 
ice manager of Cummins Service 
and Sales Co.; A. L. Springer, man- 
ager of transportation and proper- 
ties for Pacific Inter-mountain Ex- 
press, and others. 


AMALIE... the @L2aae oil 





AMALIE ... offers 30,000-mile new car guarantee 
AMALIE ... has Liquid-Phase refining 

AMALIE ... ideal heavy duty oil for hydraulic valve lifters 
AMALIE ... helps make steady customers out of new ones 





AMALIE Divisi 


L. Sennebern Sons, inc., New York 10, N.Y. 


FACTORY: NUTLEY. W.J. 


REFINERIES: PETROLIA AND FRANKLIN. PA. « 
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Member Pennsyivenia Grade Crude Oil Association, Permit Ne, 38 


ering mechanics and mechanics 
helpers, showed eight out of 13 in 
favor of unionization, but split 
down the middle on which way to 
jump. The result, 4 for IAM, 4 for 
LAWA, 5 for neither, left neither 
union with a majority or even a 
plurality, and thus resulted in a 
technical defeat for both. NLRB 
overruled an IAM protest on the 
outcome. 

The IAM has withdrawn peti- 
tions for elections at the Cen- 
tral Chevrolet Co. and Jim Fuoco 
Nash Motors Co., both in Grand 
Junction, Colo. Another with- 
drawal has been approved for 
the CIO’s Confederacion General 
de Trabajadores de Puerto Rico, 
which had sought to organize 
Puerto Rico Auto Corp. (Plym- 
outh), San Juan. 

However, the IAM drive con- 
tinues. 

The union was defeated in elec- 
tions at H and © Motors and Holi- 
man and Creason Motors (Chrys- 
ler), both in Malvern, Ark., but 
NLRB upheld its appeal and new 
elections have been ordered. 

> + * 

N ADDITION, elections have 

been ordered for employes of 
Ramsey Motor Co. (Ford), in Mal- 
vern, and O’Connor Motors, Inc. 
(DeSoto), Cleveland. The AFL 
Teamsters will contest the O’Con- 
nor election with IAM. 

In Portland, Ore., Circuit 
Judge Eugene K. Oppenheimer 
restrained picketing of Earl Ri- 
ley Packard Co. until the AFL 
Automobile Employes’ Council 
makes sufficient demands upon 
the firm to constitute a labor dis- 
pute. 

So far, the judge’s oral opinion 
stated, “proper labor organizations” 
had not presented the company 
with legal demands sufficient to in- 
dicate that a bonafide labor dis- 
pute existed. Riley had charged 
that the picketing started because 
of aid he supposedly rendered to 
another dealer whose dealership 
was struck. 

Donald S. Richardson, attorney 
for the union council, said an ap- 
peal to the state supreme court 
was probable, although the deci- 
sion did not forbid picketing at any 
time a dispute could be shown. 

* * * 


Miners ‘Strike’ to Speed 


WSB Pay Boost OK 


DETROIT. — Several thousand 
angry coal miners, mostly in south- 
ern Illinois, “took a walk” last 
week to enforce their demands for 
speedy approval of their recently- 
negotiated wage boosts by the 


Sales 


(Continued from Page 1) 


is opposite to that of last year, 
when a “seasonal slide” had set in. 

The bank said that sales dur- 
ing the third quarter of this year 
were considerably down, but that 
if the present trend keeps up, 
fourth-quarter gains may well 
offset third-quarter losses, and 
that the year would end with a 
smaller loss than is expected. 

Akron (Summit County), O., re- 

ported 367 new cars sold in the 
week ended Oct. 9. For the week 
previous, sales were recorded at 
298. 

* * * 
EPTEMBER sales for Wayne 
County, Mich., rose to 10,551 

cars, according to a report from 
the Detroit Auto Dealers Assn. 
This figure compares with 7,294 
cars sold in August. 

In San Antonio, Tex., Septem- 
ber sales were increased to 1,035 
units, it is reported, as com- 
pared with 689 for August. While 
this figure is somewhat short of 
September last year, it was the 
first time in five months that 
sales were up over the previous 
month. 

A late report from St. Louis 
pointed out that “dealers are back 
in business” there, in that compe- 
tition is stiff and the cleanup prob- 
lem on ’52s will trim the profit pos- 
sibilities for the balance of the 
year. 

New-car shipments are report- 
ed to be at the highest point this 
year in St. Louis, with many of 

the cars going straight to the 
warehouses. Immediate delivery 
is possible in nearly all lines, it 
is reported. 

Discounting and long trading is 
being carried on, St. Louis dealers 
say, but at present, there is enough 
business to keep everyone in op- 
eration. 


Mississippi Assn. Elects Box— 








Victor M. Box (left), of Corinth, new president of the Mississippi Automobile Dealers 
Assn., is congratulated by George Lemon Sugg, convention manager, following his 
election at the Biloxi convention. C. H. Hawkins (center), of Kosciusko, was named vice- 


president of the central district.—{Walter 


Wage Stabilization Board. 

WSB Chairman Archibald Cox 
indicated the board, especially its 
industry members, was in no 
mood to be hurried. Cox pointed 
out that “no one stands to lose 
while the board takes time to ex- 
plore the facts thoroughly.” 
Board practice is to make raises 
retroactive to the date of agree- 
ment, in this case Oct. 1. 
Meanwhile, Borg-Warner’s Inger- 

soll Products division signed a new 
contract with United Farm Equip- 
ment and Metal Workers union. 
Subject to approval by union mem- 
bers, the two-year agreement in- 
cluded wage increases ranging 
from 7% to 14 cents an hour, a 
modified union shop and modified 
grievance procedures. Monetary 
clauses can be reopened in a year. 
Other B-W units are still closed by 
a continuing strike. 

WSB approval was granted for 
a 10-cent hourly wage boost for 
59,000 CIO United Rubber Worker 
employes in 19 plants of United 
States Rubber Co. and 10 Goodyear 
Rubber Co. installations. 

The boost, retroactive to August, 
follows the 13-cent hourly increase 


‘won by rubber workers last fall. 


WSSB is considering a similar wage 
increase agreed to by Goodrich Tire 
and Rubber Co. 

Detroit employes of Yale Rub- 
ber Mfg. Co., meanwhile, in a 
company-petitioned NLRB elec- 
tion, rejected the AFL United 
Auto Workers as_ bargaining 
agent. The vote was 81 for the 
UAW-AFL, and 201 for no union. 
Talks between Firestone and the 

URW-CIO were resumed in Cleve- 
land last week. Two locals out of 
eight turned down the 10-cent in- 
crease accepted by union bargain- 
ers Aug. 24. 

Elections held during the week 
but not yet certified by NLRB in- 
cluded one in Grand Rapids for 
1,100 employes of the engineering 
department, Fisher Body division, 


VOTE NOV.4' 
The CHAMBER of COMMERCE ; 


tN OU OPERATION WITH THE 


AUTO DEALERS og ARLINGTON | 


OFFERS TO Ati 


FREE TRANSPORTATION » 


mre ros QPEL 16 ve rus 
AR5:-0070 








Dealers Prod Voters— 


Arlington (Mass.) dealers have joined 


NADA in pushing the get-out-the-vote 
campaign for the presidential election 
next month. This sign, pledging the 100 
percent cooperation of local dealers, was 
set up in the heart of Arlington. The local 
drive was organized by Robert E. Longpre, 
Pontiac dealer and chairman of the public 
relations committee of the city's Chamber 
of Commerce. 


Wright photo.) 


General Motors, choosing between 
the UAW-CIO and no union. An- 
other, at Chrysler’s Plymouth plant 
in Detroit, involved 425 office 
workers balloting on a choice be- 
tween UAW-CIO and no union. 


International Harvester Co., 
where a major strike continues 
in several plants, figured in 
NLRB reports during the week. 
Outside truck drivers at Har- 
vester’s McCormick works in 
Chicago, the board said, have 
chosen the Chicago Truck Driv- 
ers, Chauffeurs and Helpers Un- 
ion of Chicago and Vicinity, over 
the United Farm Equipment and 
Metal Workers by a 5 to 3 mar- 
gin. 

Employes of Harvester’s Louis- 
ville plant will vote for the Farm 
Equipment union, AFL Black- 
smiths union, or neither. Produc- 
tion and maintenance employes at 
the firm’s Canton, Ill. plant will 
decide between the UAW-CIO, 
Farm Equipment Workers, or nei- 
ther. A petition of the AFL Black- 
smiths for participation in the elec- 

tion was denied by the NLRB. 


Conn. Dealer’s Salesmen 


Reject Union, 14 to 4 


HARTFORD, Conn.—Salesmen at 
O’Meara Motors, Inc., “New Eng- 
land’s Largest Ford Dealer,” have 
decisively rejected, by a 14-to-4 
vote, an organization attempt by 
Local 559 of the Teamsters Union 
(AFL). The National Labor Rela- 
tions Board has certified the re- 
sult of an election held Sept. 15 
under its supervision. After the an- 
nouncement of the result, the union 
failed to exercise its right to appeal 
within the required period. 

The new-car salesmen at O’Meara 
Motors, Inc., went out on strike in 
June. The premises were picketed 
by the AFL. After 10 days a major- 
ity of the salesmen returned to 
work. Negotiations established a 
date for an election. 

Martin J. O’Meara, president of 
O'Meara, said that all his sales- 


_}men returned to work after the 


election. This was the first attempt 
on the part of the Teamsters union 
to organize automobile salesmen in 


-|Connecticut. The union’s efforts to 


organize mechanics at O’Meara’s 
was also unsuccessful. 


Pre-Preview 
Plymouth Gives Workers 


A Look at the °53 


DETROIT.—The men and women 
who build the 1953 Plymouth are 
being given a “pre-preview” of the 
finished product this year, it was 
announced last week by John P. 
Mansfield, Plymouth president. 

Many of the 11,097 workers and 
1,357 salaried employes have never 
seen the finished product in the 
past before the public announce- 
ment. 

“We are taking this step,” Mans- 
field said, “because we feel it is 
important to let our craftsmen s¢ 
the final result of their labors.” 

In addition, the Plymouth er- 
ployes were allowed to take thei: 
families unescorted to their work- 
ing posts in the factory to see ex- 
actly how their work was done. 

All body types of the '53 Plyn:- 
outh were represented in the e*- 
hibition for employes. 
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Car, Truck Output Estimates 
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By Automotive News 
PASSENGER CARS 


(U. S. PRODUCTION ONLY) 


Week Week Jan, 1 dan. 1 
Ended Same Ended October, to to 

Oct. 18, Week, Oct. 11, 1952, Oct. 20, Oct. 18 

1952 1951 1952* to Date 1951* 1952* 
CHRYSLER .. . 15,102 =. 20,168 8,836 30,682 1,038,362 685,460 
Chrysler 3,088 3,396 1,508 5,504 189,358 86,489 
DeSoto 1,422 2,220 480 1,902 100,482 70,479 
Dodge ..... 4,712 5,881 4,211 10,427 273,294 182,744 
Plymouth .............. .. 5,880 8,671 2,637 12,849 525,228 345,748 
,  ———— . 27,754 20,212 28,286 78,857 991,138 742,035 
Titian sevecssorestnectcioive . 22,661 15,204 22,610 59,659 765,747 576,137 
Lincoln 209 567 633 1,421 23,811 26,400 
Mercury ........ sesceseee 45884 4,441 5,048 12,777 201,580 139,498 
GENERAL MOTORS .. 48,382 38,058 48,233 126,157 1,916,035 1,432,156 
REE icstusnsisssicontusdesven 7,708 6,705 7,688 20,105 344,613 257,215 
III curses csasomevsbvin 2,374 1,909 2,376 6,165 87,536 79,989 
Chevrolet. ....... .. 25,592 18,477 25,577 66,688 947,982 693,129 
Oldsmobile _.................. 5,746 5,154 5,699 14,920 243,639 182,146 
rer 6,962 5,813 6,893 18,279 292,265 219,677 
KAISER-FRAZER 1,788 1,000 1,715 4,535 88,990 55,713 
SED siviocseieervexessereves, Wades im“é  t«~#éi twee tee ioe 
2 euideliuivisvvsainerrs 1,788 1,000 1,715 4,535 88,990 55,713 
SEITE deicdicevscestvvsscecens: aoveuunnes iia «== ae 4,301 1,593 
o,f 937 1,580 1,603 3,480 85,796 64,489 
ore 4,512 2,542 4,450 11,681 135,701 113,498 
IED assesienssessovees 898 1,664 1,528 3,235 61,797 46,564 
STUDEBAKER. ........... 4,260 3,338 4,086 11,538 191,025 122,574 
WILLYS-OVERLAND? 1, 420 1,264 4,024 22,496 43,375 
Total Cars, U. S. ........105,296 89,548 100,001 269,189 4,535,641 3,307,457 

tIncludes station wagons, *Revised. 


COMMERCIAL CARS 


(U. S. PRODUCTION ONLY) 





Week Week dan, 1 Jan. 1 
Ended Same Ended October, to to 

Oct. 18, Week, Oct. 11, 1952, Oct. 20, Oct. 18, 

1952 1951 1952* to Date 1951* 1952* 
CHEVROLET .............. 8,337 6,448 8,166 21,2438 — ~~. 

| cee — 

119 146 393 6,407 6,391 
4 60 156 3,762 2,413 
3,018 4,184 10,988 136,671 129,123 
51 27 81 2,155 1,327 
4,683 6,454 17,089 273,967 171,188 
2,261 2,842 7,667 105,258 90,397 
INTERNATIONAL ...... 2,554 2,985 2,509 6,536 135,713 103,992 
MACK sdlaiaiaiasaiemeh 221 206 201 563 11,936 8,219 
MINIT | hadinibeiasbasssenccnceserssvessee 358 364 354 907 11,558 13,881 
STUDEBAKER 1,310 1,257 1,318 3,405 41,822 45,692 
NIE iuncenincsiisinsasexsivense 230 388 231 593 13,098 9,819 
WILLYS-OVERLAND.. 2,609 2,156 2,500 5,837 77,456 83,184 
MISCELLANEOUS ....... 331 331 226 849 18,277 11,830 
Total Trucks, U.S. ... 29,662 24,358 29,218 176,257 1,201,312 923,342 


Total Cars, Trucks 
U. Ss. 
Total Cars, Trucks 

ES eae " 
Grand Total 

Cars and Trucks 


8,489 


6,326 


134,958 113,906 129,219 345,446 5,736,953 4,230,799 


8,266 21,582 338,608 318,738 


U. S. and Canada ......143,447 120,282 137,485 367,028 6,075,561 4,549,587 
*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Nash, etc. 
N.B.: 


All U. S. totals include cars and trucks for military orders. 





Auto Production Heading 
For New °52 Peak 


(Continued from Page 1) 


be back to normal before the end 


of this month. 
s m « 


pus as Chrysler plans 
overtime schedules throughout 
the country, it seems certain that 
the slack created at Hudson and 
Packard will be more than taken 
up. 
* anctinn 1952-high production 
performance could _ well be 
achieved this week. If not, the 
following week should certainly 
bring it. 

It all depends on Chrysler Corp., 
where car output totaled an esti- 
mated 15,102 last week. However, 
Chrysler’s immediate goal is 2,400 
cars a day at Plymouth, 1,500 at 
Dodge, 800 at Chrysler division and 
at least 600 at DeSoto, for a total 
output of 5,100 cars daily. 

Such volume, on six-day sched- 
ules, would yield 30,600 cars a week, 
in comparison with the slightly 
more than 15,000 built by Chrysler 
plants last week. 

7 * * 
MEANWHILE, in the continuing 
race for second place car-pro- 
duction honors in the industry, 
Ford Motor has drawn further 
ahead of Chrysler Corp. 

At last week’s end, AUTOMOTIVE 
News tabulations showed that so 
far in 1952, Ford Motor has built 
742,035 cars, as against 685,460 for 
Chrysler. 

Those figures were brought to 
the attention of a Chrysler official 
last week. His comment was: 

“We'll catch them yet.” 

However, Ford continues to pro- 


duce cars on schedules strength- 
ened by overtime and Saturday ac- 
tivity, and Chrysler apparently 
won’t be able to start bridging the 
gap between it and Ford for at 
least another two weeks. 

x * - 


(Cyctosen still stacks up as the 
best output month of 1952, but 
car makers may fall slightly short 
of the 490,000 cars that were pro- 
grammed. It looks like about 479,- 
000 cars now, as compared with 
450,000 built in September. 

October’s truck production goal 
of 132,000 units is still safe, how- 
ever. It seems certain that at least 
1,150,000 trucks will be built in 
U. S. plants this year. 

Total 1952 car _ production 
should be around 4,350,000, giving 
the industry a year’s volume of 
5,500,000 cars and trucks, or about 

1,200,000 fewer vehicles than were 
built in all of last year. 

At present weekly production is 
running well ahead of 1951 levels, 
and it will probably continue to do 
so through the rest of 1952. The 
reason is that most factories are 
being permitted to build now the 
vehicles they couldn’t build during 
the steel strike. 


Dealers in 2 Indiana Cities 


Provide Cars for Voters 
Between 20 and 30 South Bend 
and Mishawaka (Ind.) new-car 
dealers will provide autos for 
transporting voters to the polls 
on election day in November. 











Downing Hits OPS Waste .. . 





manufacturers could readily go 
back to the pleasant conditions of 
a booming market of six million 
or even 6.7 million cars a year.” 


However, Nourse told the dele- 
gates, the flow of new cars 
depends not merely on the pro- 
ductive capacity of our factories 
but also on the absorptive power 
of the market. 


“There can be little question,” he 
said, “that, at present production 
rates of five million or less, new-car 
sales are bumping against con- 
sumer resistance at the figures to 
which prices have now been ad- 
vanced.” 


As an important limitation on 
new-car sales beyond the replace- 
ment basis, Nourse pointed to the 
ability of highways, street and 
parking facilities to handle further 
increases in total auto registrations. 

“For the short-run future,” 
Nourse said, “the statisticians who 
estimate the new-car market as 
closer to five million cars than to 
six million or even more seem to 
me to have much the best of the 
argument.” 

Nourse said that a continuation 
of a prosperous automobile 
market within a prosperous econ- 
omy will be brought about only 
by giving private enterprise a full 
chance and also using public 
enterprise vigorously in its proper 
sphere. 

In this respect, many of the dele- 
gates complained that the Federal 
Government devotes too much of 





NUCDA Stepping Up 
Fight on Controls 


(Continued from Page 2) 


its time to interference with private 
enterprise, and too little of its time 
to one of its proper public spheres, 
that of building roads. 

Nourse asserted: 

“Giving private enterprise a 
chance to restore and maintain a 
healthy competitive market calls 
for the ending of wage,. price and 
materials controls.” 


In Downing’s criticism of OPS, 
he pointed out that that agency 
is sending men all over the 
country to see if dealers are tag- 
ging their cars and to check 
customers to see if they paid 
more than the ceiling price. 

“That,” said Downing, “is down- 
right silliness. We’d love to get ceil- 
ing prices or even near ceiling for 
our cars. We have to take a good 
deal less.” 

Downing said that the associa- 





Auto Stocks 


Oct. Oct. 1952 

15 8 High Low 
Chrysler 81% 8% 86 68% 
Crosley 1% 1% 38% 1% 
GM 59% 60% 61% 50 
Hudson 15% 15% 16% 12% 
K-F 4% 4% 7 3% 
Nash 20% 20% 21% 17% 
Packard 4% 4% 5% 4% 
Stude. 36% 373% 39% 31% 
Willys 9% 10% 10% 8% 
Average 25.87 26.26 


Compiled from reports of trading on the 
N. Y. Curb and N. Y. Stock Exchange. 
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tion also plans to continue efforts 
to get an amendment to the Dyer 
Act, which would make it unlawful 
to sell a car across state lines with- 
out revealing liens on the car. A 
uniform title law is another project 
NUCDA will continue to push. 

NUCDA’s membership is now 
1,600, or 70 percent above that of 
a year ago. 


Overceiling Sale 
Of °50 Cadillae 


Brings Sentence 


WASHINGTON. U. S. District 
Judge James M. Carter last week 
fined an auto-firm sales manager 
$1,000 and gave him a six-month 
suspended sentence on a charge of 
Selling a 1950 Cadillac for $845 
above ceiling price. 

Convicted was Albert Rontell, 
sales manager of Norman Frank, 
Inc., doing business as Jack Farm- 


er’s Autos, Los Angeles. His firm 
was fined $2,500. 
According to charges, Rontell 


sold the Cadillac to Burt E. Taylor, 
of Santa Ana, Calif., on March 9, 
1951, requesting a check for the 
ceiling price of the car, but requir- 
ing the $845 in cash for which Tay- 
lor was given a bill of sale for a 
truck on the premises. 

However, OPS said, Taylor at the 
same time was required to sign a 
bill of sale assigning the truck back 
to the corporation. The so-called 
sale of the truck was merely a 
subterfuge to obtain an overceiling 
price on the passenger car, OPS 
said. 


Hudson Pays in Stock 
DETROIT. — Hudson last week 
declared a dividend payable in 
stock on a basis of one share for 
each 20 held, payable Dec. 15 to 

stockholders of record Nov. 20. 








Fremont. Ohio « Passaic. WJ. « Long Beach. Calif 


the most popular 
Seat Covers 


in America 


ld HOWARD ZINK CORPORATION 
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All the Sales Aids You Can Use! 


Full-color ads 
like this appear 


month after month 


in the POST 
and HOLIDAY 


to make it easy 
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| seat covers : 


The safe side is the curb side. With Howard \ 


Zink seat covers on your car you'll always 


make your entrances 


because it’s so easy to slide across the seat. You just glide— 


there’s no pull or drag on your clothes, 


and exits via the curb side, 


“<< 


The wonderful smoothness of Howard Zink seat covers is 


a constant delight to millions of motorists. And now the 


Mt Bt ts 


your dealer 


new 1952 designs are waiting for you at 


—exciting stripes, plaids, checks in 


long-lived plastic fabrics topped with smart 
Quilted Bolta-Flex trims. Go see them! 


THE HOWARD ZINK CORPORATION 
Fremont, Oto - Passaic, NJ. - Long Beach, Calif. . Charleston, Miss, 


as -- 
ee foword lek 





Like this stripe? I's a smouth, 
smooth plastic—in three 


different color combinations. 


SEAT COVERS 


WORLD'S LARGEST MANUFACTURER OF AUTOMOBILE SEAT COVERS 
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U.S. Tax Agents 
Reported Checking 


Missouri Dealers 


(Continued from Page 3) 


bureau no longer carry a stigma 
of shame. “Dry runs” by agents 
have become so common that those 
who are not visited are exceptions. 
This writer interviewed the 
vice-president of a large bank 
with some $60,000,000 in resources 
about agents checking bank 
records. He said income tax 
agents were always checking sev- 
eral accounts in the bank and 
now and then checked some of 
the bank officials so that no one 
thought anything about it. 


He said some customers had 
come to the bank for advice and 
were told that if their records were 
in order they had nothing to fear 
and that, regardless of extravagant 
and illfounded charges made by 
investigators, to remain calm and 
inform the agent that the burden 
of proof was on the government. 

> * * 


HIS bank official said the favor- 

ite trick question of an agent, 
when checking a businessman, was 
to ask him how much it cost him 
to live—with the hope that the 
businessman would give a large 
figure. If he did, the agent would 
then run down his personal return, 
his business return and then show 
him that he had to have some 
money from some_ unaccounted 
source in order to pay his own esti- 
mate of his living expenses. 


One dealer said that there had 
been a current fable in automo- 
tive circles all over the country 
that most dealers had three sets 
of books—one for themselves, 
one for the finance company and 
factory, and one for the income 
tax bureau. Whoever started this 
story, the dealer said, contributed 
to getting the income tax boys 
swooping down on auto dealers. 


One investigated dealer said his 
system really paid off for him. He 
has his books audited and tax lia- 
bility made out by a firm which 
specializes in this work and with 
headquarters in another city. He 
referred the income tax investi- 
gator to this firm and the agent 
withdrew at once with the com- 
ment that he had never found any- 
thing wrong with the books 
handled by this particular firm. 


BARNIT CRIME TL MBL 


LCT aN heats (es 


AUTOMOTIVE NEWS 


HELP WANTED 


AUTOMOTIVE SERVICE MANAGER ca- 
pable of earning over $12,000 a year for 
one of ‘‘Big Three’’ metropolitan dealer- 
ships on a guaranty plus incentive bonus 
plan. Must be capable executive with 
mechanical knowledge, able to manage 
large shop. The man we seek is probably 
employed now and wants this opportu- 
nity. Replies strictly confidential. Box 
1951, c/o Automotive News, Detroit 26. 


AUTOMOTIVE NEWS, OCTOBER 20, 1952 


CLASSIFIED WANT AD DEPARTMENT 


tT TTT: me estimated 156,000 readers engaged in all branches of the automotive industry from Maine to 


California. Low Rates: 


TWENTY CENTS (20c) PER 


WORD for each 


insertion. Cash 


Wanted Ads accepted at half-rates to encourage this classification for the benefit of our employing 


readers. 


address at regular rates, but if signed “Box No. ....... 


One Dollar ($1) 
same day received. Display Ads: 


per insertion for address and extra service as replies are forwarded, 
$11.20 per inch, per insertion. 


Count initials and groups of numbers as one word. Ads may be signed with your full name and 
, in care of Automotive News, Detroit 26, Mich."' add 


unopened, the 


WANT AD DEPT., AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 


iH ELP WA \NTED 


SALESMAN: Chrysler- Plymouth and In- 
ternational truck dealer in small city 
near Garrison Dam area, Must have ex- 
ceptional ability to sell new and used 
cars and trucks, Thirty to forty years of 
age preferred. Unlimited opportunity for 
the right man. Must be capable to take 
charge. Sober. Full support by owner. 
Send qualifications, references, personal 
history with photo. Over 100 new units 
last year. New building, the largest and 
best equipped small city garage in entire 
northwest. Hoffmann Motor Sales, Wash- 
burn, N. D. 


SALESMEN. Wonderful 
ambitious men _ selling ‘‘Precision-Fit’’ 
seat covers to new car dealers. Known, 
advertised for over 30 years. Fabric seat 
covers offer steady income, very liberal 
commission. For information, write giv- 
ing territory desired, qualifications, etc. 
Fabric Mig. Co., Inc., Box 1259, New- 
ark, N. J. 


opportunity for 


SALESMEN 


New Car Dealer Following 


Must know parts buyers by first name to rep- 
resent one of the larger distributors of body 
hardware and parts, expanding into new ter- 
ritories. Sure-fire sales program. Salary $100, 
commission, car expense and bonus, Salesman 
with following must earn $10,000 a year or 
better. Territories now open: Ohio-Indiana- 
INinois - Michigan - Virginia - N. Car. - New 
York State. 


National Automotive Parts, Inc. 
310 W. Cumberland St. Philadelphia 33, Pa. 


SALESMEN AND REGIONAL JOBBERS 
needed for Peck’s Title Book, bible of 
auto financing laws and _ regulations. 
Merely take orders and we ship direct 
postpaid. Commissions $5 to $6.50 on $15 
price: Only sample book needed. Send 
details, no postcards please. Continental 
Sales, 323-A Atlas Bldg., Salt Lake City. 


WANTED—Executive salesman with pilot 
and administrative ability to represent 
one of the biggest transportation equip- 
ment manufacturers in the United States. 
Box 1931, c/o Automotive News, De- 
troit 26. 

PARTS MANAGER for 300 car GM deal- 
ership in Alaska, handling Pontiac, Cad- 
illac, Olds and GMC trucks, Good salary, 
permanent position. Must furnish excel- 
lent references. Wells Alaska Motors, 
Inc., Box 870 Fairbanks, Alaska. 


SERVICE MANAGER - 
Metropolitan Studebaker dealership, mid- 
south city approximately quarter million, de- 
livering normally 500 new cars per year, needs 
service manager of proven ability with pres- 
ent or recent Studebaker experience to take 
full charge of service department. Good sal- 
ary and bonus arrangement for man who can 
do the job. Write in confidence complete 
history, giving age, qualifications and when 
available to 

1957, c/o Automotive News, Detroit 26 
TWO BODY AND FENDER MEN to take 
complete charge of metal department. 
50-50 basis. Established new car dealer. 
Landay Nash, 812-36 S. Paca St., Balti- 
more, Maryland. 


AUTOMOBILE SALES MANAGER 


For one of Detroit's large established dealer- 
ships handling independent line. Must be a 
leader and aggressive. Age 30 to 45. Should 
be familiar with Detroit's market. Reply 


Box 1959 


c/o Automotive News Detroit 26 


EXCESS SHOP EQUIPMENT? 


Why not sell that extra equipment now 
standing idle in your shop? 


An advertisement in this section is the 


answer! 


AUTOMOTIVE NEWS 


DISTRICT MANAGER 


Man 30 to 40 with sound sales back- 
ground sought for responsible field 
position with leading auto manufactur- 
er. Attractive salary plus traveling ex- 
penses. Car is furnished. The position 
requires selling experience plus execu- 


tive ability. 


Box 1969, c/o Automotive News, Detroit 26 





POSITION WANTED 


MANAGER-SALES MANAGER or assis- 
tant to owner. Age 37, married, 16 years’ 
prewar and postwar experience. Desires 
permanent opportunity in new and used 
car sales. Familiar in all phases of 
dealer operation. Capable of assuming 
full charge. Prefer Chrysler-Plymouth 
sales in town of 50,009 or less. Inter- 
ested in Wisconsin, Illinois, Indiana, 
Michigan and Ohio. Salary commensurate 
with proven ability. Can furnish excellent 
references as to character and ability. 
Box 1960, c/o Automotive News, De- 
troit 26. 


CHEVROLET PARTS 
years’ experience, familiar with all 
phases of factory and medium dealer 
parts operations. Record club member. 
Best of references, Presently employed. 
Prefer Illinois, Missouri or Iowa _ loca- 
tion. Box 1963, c/o Automotive News, 
Detroit 26. 

SALES MANAGER—Hard hitting, aggres- 
sive, exceptional background of success- 
ful sales production both prewar and 
postwar. Excellent health, good appear- 
ance. Capable of organizing and train- 
ing sales force to obtain volume profit- 
able business. Buy, sell, appraise. Ex- 
ceptional closer, character and ability 
references. Box 1961, c/o Automotive 
News, Detroit 26. 

AUTOMOBILE SALESMAN, 29 years old, 
single, with 14 years’ experience in 
automotive field. Broad technical, sales 
and public relations experience in Europe 
and U.S.A. Thoroughly familiar with all 
phases of dealership operation. Proven 
sales record. Seek field position with 
car or truck manufacturer, with possi- 
bility of advancement. Presently em- 
ployed with medium dealership. Box 
1962, c/o Automotive News, Detroit 26. 


SALES MANAGER, 23 years’ experience. 
familiar with all phases of automobile 
merchandising. Capable of taking over 
complete operation, appraising and re- 
conditioning used cars and hiring and 
training salesmen to sell new and used 
cars and trucks at a profit in any mar- 
ket. Box 1936, c/o Automotive News, De- 
troit 26. 


GENERAL or SALES MANAGER, age 35, 
experienced in Detroit and Chicago mar- 
ket passenger cars and trucks. Best ref- 
erences, available immediately. Will lo- 
cate anywhere. Box 1965, c/o Automotive 
News, Detroit 26. 


SERVICE MANAGER. Over twenty years’ 
automotive experience with GM dealers 
in service, technical, mechanical and pub- 
lic relations. Service manager and fac- 
tory representative experience. Married, 
41 years of age, excellent references. 
Southern states preferred. Box 1935, c/o 
Automotive News, Detroit 26. 


CHEVROLET PARTS MANAGER. Now 
employed. Would like to relocate in west 
or southwest with progressive dealership. 
13 years’ experience as parts manager 
of medium and large Chevrolet dealer- 
ships. Age 31, married. Best of refer- 
ences. Box 1964, c/o Automotive News, 
Detroit 26. 

MANAGER OR SALES MANAGER. Twen- 
ty-five years experience as salesman and 
manager in light, medium and heavy 
duty trucks. Successful and profitable 
sales record. Highest type references. 
Box 1952, c/o Automotive News, De- 
troit 26. 

AVAILABLE JANUARY ist — Represent 
you or handle interest in Philadelphia 
area. 32 years’ experience, wide acquaint- 
ance in service, parts, sales field. Low 
pressure, $12,000, active, 50 year man 
wants permanent connection. Box 1953, 
c/o Automotive News, Detroit 26. 


DEALERSHIPS AVAILABLE 


DEALERSHIP AVAILABLE, handling 
Nash, located on Puget Sound in county 
of approximately 70,000 to 80,000 people, 
only Nash dealership in county. Very 
satisfactory facilities with long term 
lease, versatile business consisting of new 
and used car sales, service, wrecker serv- 
ice, I.C.C. permit, storage, parking facil- 
ities, large gas and oil sales. Complete 
overhead can be carried without new car 
sales, Nearest metropolitan area located 
100 miles from this city, confining most 
of county’s business to this city. Fur- 
ther particulars write Box 1954, c/o 
Automotive News, Detroit 26. 

100 UNIT DIRECT dealership, handling 
DeSoto-Plymouth, southern Texas. Rich 
farming oil community. 60,000 popula- 
tion trade area. Best location. Extra 
large showroom and service department. 
Car lot. No real estate involved. $40,000, 
you walk in and I walk out. st be 
seen to appreciate value and #j0tation. 
Must meet factory approval. Write Box 
1942, c/o Automotive News, Detroit 26 


WHEN BUYING or SELLING 
an 
AUTOMOBILE DEALERSHIP 


Consult a Specialist 


LEO J. KLEM 
411 Curtis Bidg. Detroit 2, Mich. 


MANAGER, 13 


in advance. Position 2 
eee 


DEALERSHIPS AVAILABLE 


LARGE DEALERSHIP available handling 
GM, Upstate N. Y. metropolitan area, lo- 
cated in center of automobile row. Fa- 
cilities completely modern in every re- 
spect, 44M square feet under cover. Used 
car lot 28M square feet. Excellent lease 
available. Seventeen years at this loca- 
tion. 1951 volume over two million dol- 
lars. A major deal with earning history 
above average. Situation demands im- 
mediate action. Sale subject to factory 
approval. Box 1955, c/o Automotive 
News, Detroit 26. 

FOR SALE. Leading independent dealer- 
ship in Texas. Very close to city of half- 
million in city of 12,000. Thirty miles of 
finest recreation area in south. Fishing, 
hunting year-round. Low overhead, excel- 
lent lease. Should pay out in six to eight 
months. Box 1940, c/o Automotive News, 
Detroit 26. 


BIG THREE DIRECT dealership. Located 
live west Tennessee city. Excellent build- 
ing and facilities. Well trained staff. 
Parts and equipment at inventory. Own- 
er has other interests. Replies kept 
strictly confidential. Box 1944, c/o Au- 
tomotive News, Detroit 26. 


DEALERSHIP, handling Dodge-Plymouth, 
with 270 car contract in an Iowa town 
of 45,000 population. Must sell on ac- 
count of death of partner. Very nice 
lease on new building. $48,500 cash. Box 
1956, c/o Automotive News, Detroit 26. 


BIG “3” AGENCY—Central Pennsylvania. 
Netting $24,000 annually. Sales $320,000, 
assets $20,000 plus lease on approved 
building. State Business Brokers, Dau- 
phin Bldg., Harrisburg, Pa. 





AUTO AGENCY—NYC 
Leading Independent Dealership 


In Long Island. Volume over $1,000,000 an- 
nually. Excellent net profit. No real estate to 
buy. Advantageous lease. Must sell due to 
other interests. $50,000 will carry. Will stand 
any investigation. 

Write Box No. A41 


221 West 57th St., N. Y. C. 


IF YOU WANT TO BUY or sell a Chrysler 
Corp., General Motors or Ford deal, we 
can get you quick action. Complete, con- 
fidential service, including financing. 
Business Investments, 825 Circle Tower, 
Atlantic 3141, Indianapolis 4, Ind. 


INCORPORATED DEALERSHIP handling 
the highest class of the independent 
lines. Gross $650,000 or better a year. 
Established for years. Fully equipped 
shop and used car lot. Steam heated 
shop and showroom. Must qualify with 
factory. Located best town in N. Y. 
state, 200 miles N. Y. C. Reason for 
selling, illness. Box 1967, c/o Automotive 
News, Detroit 26. 


DEALERSHIP, handling Oldsmobile, exclu- 
sive. Averaging 100 new cars retail. Good 
building and equipment, low rent, as- 
signable lease. County seat city, central 
Illinois. Long established. Will sell cor- 
poration. Box 1968, c/o Automotive 
News, Detroit 26. 


AUTO AGENCIES 


Large, medium and small "Big Three" auto 
agencies located throughout the United 
States. Write for brochure. 


DAVID JARET CO. 
Established Over 29 Years 


150 Montague Street Brooklyn 2, N. Y. 
ULster 2-5600 


DEALERSHIP, handling DeSoto-Plymouth, 
in thriving industrial and farming terri- 
tory in southern Ohio, This is an asso- 
ciate dealership but can be turned into 
direct. An unusual opportunity. Other 
interests force sale. Box 1966, c/o Auto- 
motive News, Detroit 26. 

“BIG 3'' 500 car dealership. Excellent 
California location. Ultra-modern facili- 
ties. Price $250,000 complete. Maslen, 
Bar Building, White Plains, N. Y. 


DEALERSHIP WANTED 


GM or FORD 
200 OR MORE UNITS 


Partnership deal wanted — Buy in on retiring 
partner. Take active management. Am present 
owner of small dealership and want to ex- 
pand. Have $200,000 cash and factory ap- 
proval assured. 


Box 1930, c/o Automotive News, Detroit 26 


AUTO PARTS 


DEALERSHIP WANTED 


BIG THREE DEALERSHIP wanted withi 
50 miles New York City. Hammond, 5 
Riverside Dr., New York City. WAtkin 
4-6754. 

FORD—200-500 units. Cash. Ready to dea 
now. Strictly confidential. Box 1939, ec 
Automotive News, Detroit 26. 


BUSINESS 0 or PORTUNITIES 








DAYTONA BEACH, FLORIDA 


Ocean front motor court, beautiful two bed 
room, two bath owners apartment. 1951 gross 
income—$35,262. Court will pay all expenses 
interest and principal on mortgage and clear 
in cash over 25% on your down payment of 


""" HARRY G. ELMORE, Realtor 
Motel and Hotel Broker 
942 Edgewood Ave. Jacksonville, Fla 


DEALER SERVICES 


INVENTORY SERVICE 
Parts Accessories 

Large and Small Dealerships 
inventories taken, price extended and sum- 
marized within 24 hours. Expert partsmen 
do all the work. Accurate, unbiased and 
confidential. Inventories accepted by all 
accountants and by the government. 


ALLIED INVENTORY CO., INC. 
1831 E. 79th St. Chicago, Illinois 
ESsex 5-8300 


INVENTORY SERVICE 

Parts and Accessories Depts. 
Full-time experts. No pickup, part-time heip; 
confidential and unbiased, Certified reports. 
Also special buy-sell service. Experienced 
organization—in business since 1939, Free 
booklet on Parts Department operation sent 
on request. Call or write for service details. 


Automotive inventory Service Co. 
10040 Freeland Detroit 27, Mich. WE 3-6449 


INVENTORY SERVICE. Parts and acces- 
sories. Top type personnel, 
procedures, up-to-date records. 
year breakdown for Ford, Chevrolet, 
L-M and MoPar dealers. Fast service 
eastern half U.S.A. Talbot's Inventory 
Service, 124 S. Woodward, Birmingham, 
Mich. Midwest 4-5355 or 4-8460. 


SHOPPING SERVICE 
We locate genuine parts for all makes of 
cars and trucks (fenders, bumpers, grilles, 
etc.). Parts are billed and shipped same day 
from authorized dealers, at garage prices. 
Our fee 5% from invoice, no results, no 
charge. We also delete your overstock. 
DISPATCHERS PARTS SERVICE 
5050 Joy Rd. Detroit 4, Mich. 
TExas 4-7450 


CARS FOR SALE 


Ben Fishel 
Auto Auction 
SALE EVERY TUESDAY 
Rain or Shine 
DEALERS ONLY 
Hube Elliott and Hugh James 


Auctioneer 


TONEY LEVILL, MANAGER 
Phones 222-223 


2nd and Ohio Cairo, Illinois 


KEN SCHAEFER'S 
The Only Indiana 
AUTO AUCTION 
in Continuous Operation Since 1943 
EVERY THURSDAY 


Dealers Meet at the Cross-Roads of America 
INDIANAPOLIS, INDIANA 


Art Grandi, Auctioneer 
CORNER CAPITAL’ AND MORRIS STS. 
Market 8541 — Belmont 0151 
IN THE HEART OF INDIANAPOLIS 


ATTENTION! 
USED CAR BUYERS 


We currently have for sale a nice selection 
of low mileage 1950 and 195! Chevrolets, 
Fords and Plymouths in coupes, two and four 
door sedans. 


These cars can be seen at— 


ROBINSON AUTO RENTAL, INC. 


Please note change of address 
229 S. HANSON ST., PHILADELPHIA 39, PA 
1. E. Spatig, Used Car Manager 
Phone: Granite 2-3013 


PROMOTION 


MANAGER WANTED 


Here is an opportunity for a young man with enthusiasm and imagination to 
build a fine position with one of America's largest producers of automotive 
parts and accessories, as head of promotion and merchandising activities. Some 


knowledge of the parts business and 


methods of distribution are necessary 


but the chief requisites are creative and organizing abilities. If you have done 
promotional work for an automobile or truck company or for a distributor or 
jobber in this field, you may be just the man we want. Write, giving full de- 


tails of experience. 
Address Box 1958, 


c/o Automotive News, 


Detroit 26 





CARS FOR SALE 


—AUTO— 
AUCTION 


—AT—__ 


CARS FOR SALE 





AUTO AUCTION 
TIM ANSPACH 


"Midway", Stop 20 
Albany-Schenectady Road 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ...12 NOON 


Member of N.U.C.D.A. and N.A.A.P.A. 





HORSEHEADS, NEW YORK 


EVERY FRIDAY 
KS 


CARS WANTED 


Buick 
straight 


Mercurys, with 


heater, 


Specials 
drive. 
—AT— Write Box 1947, 

Detroit 26. 
LATE MODEL 

ler product, 

40 S. Clinton, Chicago 6, IIl. 


PARTS FOR SALE 


c/o 


BUSINESS coupe, 


DANVILLE, PENNA. 


EVERY WEDNESDAY 





FOR SALE. 


ers. Used Ford truck cabs, 


You will always find real action at 
both these auctions. 





R. D. WEST, PROP. a , 
Jos. E. Johnson Tex Rickard BUICK 
Auctioneers WHOLESALE 
PARTS 





ONE OF THE EAST'S 
LARGEST INVENTORIES 


Same Day Service on Mail Orders or 
Phone Calis — All Shipments C.O.D. 


Phone Parts Department 
Circle 5-5910 
521 W. 57th St. 


MONARCH BUICK CO., INC. 
""Buick's Largest Dealership" 
NEW YORK 19, NEW YORK 


ATTENTION DEALERS!! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 
Excellent Bodies - Good Motors - Heaters 
Upholstery Like New 
BUY NOW AT LOW PRICES 


1949 - 1950 
Plymouths — Fords — Chevrolets 


THE R. A. AGENCY 


54TH & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 


Morris Freedman, Mgr. 
SARATOGA 17-2300 SHERWOOD 7-1700 


FORD 
WHOLESALE 
PARTS 


“WORLD'S LARGEST DEALERS” 
“WORLD'S LOWEST PRICES" 








WHOLESALE 
1952 CARS, PICKUPS, 
TRUCKS 


(LIKE NEW) 


All popular makes—all body styles—all 
sizes. For sale exclusively to dealers at 
prices that guarantee you bigger profits. 
Try us—see for yourself why so many 
dealers make us their buying headquar- 
ters. 


Same Day Service 


HULL-DOBBS, INC. 


Fort Wayne, Ind. 


DEALERS’ AUTO CO. 


3626 N. Cicero Ave. Chicago, Ill. 
Phone: Kildare 5-674! 


HYDRAULIC WINDOW 
AND TOP PARTS 











NEED FIVE TO FIFTY Fords, Chevrolets, 
radio, 
These cars will 
not be resold above OPS ceiling prices. 
Automotive News, 


Chrys- 
large trunk. Tow Bar Sales, 


New model T-A-B Ford fend- 
1948-1951, 
complete with instruments and seats— 
$150. The Motor Service Co., Grantsville, 


Transportation Paid on COD Shipments 














Ph. E-5341 








Motor and pump assemblies; switches; 
frames; top valves; seat, window and top 
cylinders. Catalog on request. 


MAYFLOWER SALES CO., INC. 
1053 Bedford Ave. 
Phone MAin 2-8785 


IT'S HERE AT LAST! 


GRAND CENTRAL AUTOMOBILE AUCTION COMPANY 


Commerce and Industria! Bivd. 
DALLAS, TEXAS 
RA 5959 


Held Every Thursday ...11 A. M. 


The largest and finest auction of its kind in the coun- 
try. See over 1,000 automobiles at one location. 


For Reservation, Call or Wire 


SIB BROWN | 4 9%? 


DEALERS ONLY 


MR. NEW CAR DEALER 


Do You Have 1952 Model Cleanup Trouble? 
Are You Tired of Seeing the Same “Old Faces’ on Your Used Car Lot? 
Do You Want a Nice Bundle of Cash in the Bank? 
Then Try the Remedy So Many Dealers Use— 


SELL 
AND 


YOUR USED 
1952. DEMOS 


R. S. HENRY 
WRITE—WIRE—CALL 


R. S. HENRY 


CARS 
TO 


New Brighton, Pa. Phone 6230 





Brooklyn 16, N. Y. 


PARTS FOR SALE 


SEALED PROPOSALS for the purchase of 
new, unused excess materials being 
offered for sale by Panama Canal Com- 
pany will be received by superintendent 
of storehouses, Panama Canal Company, 
Balboa, C, Z., until 10:30 A.M. Novem- 
ber 14th on circular No. 24, part I; No- 
vember 18th on circular No. 24, part II 
(refrigeration equipment parts; plumbing 
supplies); November 21st on circular No. 


25, part I (Chevrolet parts); November 
25th on circular No. 25, port II, (Dia- 
mond T, Dodge. Plymouth parts); No- 


vember 28th on circular No. 25, part III 
(Ford, autocar parts:; December 2nd on 
circular No. 25, part IV truck 
parts, Gar Wood load packing truck 
parts, carburetors Blanks and informa- 
tion relative to these offerings may be 
obtained from Panama Canal Company. 
24 State St.. New York N. Y. 


PONTIAC PARTS. Fast service on grilles, 
fenders, doors, panels for Pontiac and 
GM cars, 1937-1952. Prompt shipment on 
any part. Stacy Trent Pontiac, 224-236 
West Hanover St., Trenton, N. J. Phone 
4-5194. 


(Intl 





Genuine Oldsmobile Parts 
Largest Olds parts wholesalers in the middle 
west, Shipments made promptly. 


GREBE OLDS 
3400 S. Kingshighway 


Flanders 0800 St. Louis 9, Mo. 








PRECISION REBUILT 


HYDRA-MATIC 
TRANSMISSIONS 


DYNAMOMETER TESTED 


Performance guaranteed equivalent to o 
new unit. 
Complete stock Hydra-Matics for all cars 
OLDS and PONTIAC 1940-1948 — $99.50 
exchange. 

Catalog sent on request. 
SHIPPED ANYWHERE — SAME DAY 
Write—Phone—Wire 
Ace Automotive Products 


5416 N. Broadway ueeee 40, Illinois 
Phone: Longbeach 1-1773 


SPECIAL! 8QH4235 AXLES .. . $19.95 
WIRE — WRITE or PHONE — ME 4460 


NORWOOD AUTO SALES 


Ford Dealer Since 1923 


5050 Montgomery Road Norwood, Ohio 
BODY PARTS OUR SPECIALTY 





TIRES FOR SALE 


FOR SALE. New Goodyear 4:75x19 pas- 
senger tires—$7.95 each, tubes $1 each; 
4:75x20 tubes $1 each. While they last. 
Pollard Motor Co., 210 N. York, Elm- 
hurst, Ill. 


TRUCKS WANTED 





USED JEEPS WANTED 


We Pay Top Prices in New 
York and New England 


Write or Phone Gaspee 1-4848 


ALBRIGHT MOTORS 
119 Snow St. Providence 3, R. |. 





WANTED. Used Dodge power wagons. Any 
dealer who desires to wholesale a quan- 
tity at a reasonable price, write Bleck 
Motor Co., 5122 S. E. McLaughlin Blvd., 
Portland, Ore. 


BUSES FORK SALE 


NEW SCHOOL BUSES—Dodge, Reo, GMC 
International Harvester, Ford, Chevrolet 
Studebaker, White. Immediate delivery 
in sizes 48, 54, 60 and 66 passengers 
Late model used buses. 1950 GMO, 1948 
Chevrolet, 1947 Ford, Pony Cruiser (25- 
passenger), Yellow Cruiser (29-passen- 
ger). National Bus Sales Co., Inc., 101 
} ey St., Philadelphia 4, Pa. BAring 


SCHOOL BUSES 
NEW 





5 Ford F-6 48 
2 GMC 457 54 
2 Dodge JS212 54 
1 Dia. T 520 54 
2 Reo E121 54 


Immediate Delivery 


Transit Sales and Service, Inc. 
fF. T. Mee, Jr. 


Danbury, Conn. Tel. 8-5645 





BUSES WANTED 
WANTED—NEW SCHOOL BUSES, 48 or 
54 passenger. Advise fully of your of- 
ferings. Box 1970, c/o Automotive News, 
Detroit 26. 
SHOP EQUIPMENT WANTED 
WANTED. Portabie crankshaft grinder in 
good condition. Markus Motor Service 
Inc., Lowell, Mass. 
WANTED—W45 650 Holmes crane. Burns 
and Burns, Plainwell, Mich. 
NEW LINES WANTED 
MANUFACTURERS REPRESENTATIVE 
wants items from manufacturer to sel) 
automotive dealers. Box 1934, c/o Auto- 
motive News, Detroit 26, 
ANTIQUE CARS FOR SALE 
1925 CHRYSLER 70 coupe, rumble seat. 
Good top, tires, motor. Cheap. Lee West, 
Greenfield, Ohio. 
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Meets 1.C.C. Strength Requirements 


LIBERAL QUANTITY DISCOUNTS 


PILOT DISTRIBUTING CO. 








DARK GREEN, 1949 FORD, CLUB COUPE. 
Green seat covers, Alabama license tag 
28C 2961, motor number 98HA 614314. 


Phone 7-8154 


79 


MISCELLANEOUS 


ENGINE REBUILDING — Crankshaft 
grinding and metalizing. John P. Hugher 
Motor Co., Inc., 800 Commerce §&t., 
Lynchburg, Virginia. 

FOR PKESTIGE, use embossed business 
cards. 1,000 postpaid—$3.85. Write now 
for free samples. Business Cards, Box 
8066, Albuquerque, N. M. 


MISCELLA NEOUS 


8 out of 10 
DEALERS PREFER 


THE ENTIRELY NEW 
MOTO-MATIC 


TOW e GUIDE 


WITH 4 NTOUR GRIP 
m counters |JONLY .. °51* stim 
BUMPER COUPLERS a 
Meets 1.C.C. Strength Requirements 


CABLES 
NO ADAPTORS NECESSARY . «6 


COMPLETE with 
Guide Cables and 


BRAKE HOOK-UP 
Meets ALL 1.C.C. Requirements! 


$19.50 
TRI-KING 3-Point Hook-Up 


Intra-State Tow Bar .... $42.50 


(Folding "'V" Type) 





AS NEAR AS YOUR PHONE 


Automatic Braking 


WITH BRAKE HOOK-UP 





FACTORY 
NET PRICE 


Federal Tax 
Included 


$44* 


QUICK-TOW, Bumper- 
to-Bumper Tow Bar 


TO AUTOMOTIVE JOBBERS 
AND DISTRIBUTORS 


Factory Sales Division 
ALL MAKES TOWING 
EQUIPMENT 
FOR AUTOMOBILES AND TRUCKS 


—SPECIAL— 
Protecte Covers (Tailor Made) .... $6.95 


Carrying Bags 
SAFETY CHAINS, set of 2, only .... $2.56 


WE STOCK ALL TYPE PARTS 


FOR IMMEDIATE DELIVERY 
All Prices Include 8% Fed. Excise Tax 
e e e 


TOW BAR SALES CO. 


Exclusive Factory Distributors 


AN 3-8888 ; JMO sams 
DE 2-0700 Nite {pO 3-8373 


40 So. Clinton St., Chicago 6, Ii. 


BATTLE CREEK 9, MICH. 


$100 REWARD 


information leading to recovery of 


Steel City Oldsmobile 
Co., Inc. 





Birmingham, Alabamo 


AUTOMOTIVE NEWS 
WANT ADS GET RESULTS 








MORE MILES PER DAY THE "RED ARROW" WAY 
RED ARROW TOWBAR 
WILLIAMS AUTOMATIC BRAKE 


*® Quick Attachment — PRICES — 

(Ne wrenches) TOWBAR only ....--ccccoesessoesneeee $45.94 
*& Rugged Construction TOWBAR (with cables) ........ 51.22 
*® Proven Dependability ee oe Automatic esti 

i rake cables ........ wocccecccece ° 
oe Confidence b (Prices include Federal Tax) 

Most Popular *Williams Automatic 
* Most Copied ee 18.42 


*® Proven Safety *Can be attached to Any 
* Nationally Used RED ARROW Towbar in service 


THE ORIGINAL "VEE-TYPE" TOWBAR 


Proved with use — Improved with experience 


This is YOUR Towbar—incorporating features most requested through Field Surveys 
Complies with 1.C.C. Requirements — Vehicles to 5,000 pounds. 


IF YOUR JOBBER CANNOT SUPPLY YOU WITH THE RED ARROW 
WRITE US FOR INFORMATION ON YOUR NEAREST DEALER. 


WOOD - WILLIAMS - COPP MFG. CO. 


5239 W. Michigan Ave. Ypsilanti, Michigar 


Phone 3240 








Send Automotive News to Address Below 
for One Year $8 [_] or Two Years $14 [] 
for which check is attached [_] or send bill [_] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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J| CASH 


ANNUALLY ACCUMULATED BY 


AVERAGE CARLIFE GUARANTY "72" DEALER 


CASH ACEUMULATION REVEALED 
BY SURVEY AMONG CARLIFE DEALERS 


A spot chetk was made among 55 of the thousands of large, small and medium-sized 
CARLIFEjfranchised dealers from every section of America. These reports reveal 
their own;,CARLIFE GUARANTY “72” success stories, in actual figures for the 
amazing ayerage of $3,545.51 cash accumulation per year, per dealer. This amount 
representsMirect CARLIFE income only and does not include the additional profit 
that CARLIFE produces through increased service business. Incredible . . . phe- 
nomenal, you say! Nevertheless, here is the sensational truth, showing conclusively 
what kind ‘of money-making power is packed in a single dealer’s package of CAR- 
‘LIFE GUARANTY “72”. 
and revolutionary in its application, but, so simple and easy to make work for any 
dealership that it becomes a must NOW for every dealer! 
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Practically every dealer’s financial picture is affected when new car | | 


sales and shipments are reduced. That’s when it is wonderfully re- 
assuring to have CARLIFE GUARANTY “72” for two important 
reasons. (1) for the substantial cash reserve that has been accumulated 
for you to use in time of emergency. (2) because CARLIFE assures 
you of a continuous flow of profitable service business, CARLIFE is 
more than an “Ace in the hole”... it works equally well whether new 
cars are plentiful or scarce. It costs you nothing to find out what 
CARLIFE will do for you. Mail the coupon today. 


Records Prove Carlife Guaranty “72” 
Dealers Have Best Agencies— 


CARLIFE GUARANTY “72” Dealers are outstandingly success- 
ful, not just because they have this sensational money-making plan, but, 
because they are always on the alert to adopt new merchandising ideas. 
They recognize that their CARLIFE franchise is an important asset and 
CARLIFE GUARANTY “72” puts new life into their dealerships and a 
brand new hum in all departments. Business just picks up as a natural 
result. CARLIFE GUARANTY “72” is the original, the only 100% 
workable Dealers’ plan that was designed by a dealer like yourself for 
all dealers’ benefits. They take advantage of every opportunity it gives 
them to improve their operations. 


Extra Earnings for 


Your Salesmen 


CARLIFE GUARANTY “72” 
scores with new car salesmen and 
provides that extra cash incentive 
they want. Customers who have 
CARLIFE are better satisfied and 
happier, because their cars are al- 
ways maintained in top-running 
condition. This enhances the trade- 
in value of their cars and means 
easier repeat sales for you. CAR- 
LIFE gives your salesmen a “plus 
feature” to sell, it helps build their 
morale. 


—_——— 


=> 
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SERVICE MANAGERS 
APPROVE CARLIFE 
GUARANTY “72” 


The biggest booster for CAR- 
LIFE GUARANTY “72” is a Serv- 
ice Manager. This is because CAR- 
LIFE GUARANTY “72” keeps the 
shop busy with 72% of CARLIFE 
new car customers coming back for 
service regularly. Now, you can 
eliminate “peaks” and “valleys” in 
your Service Department with the 
confident knowledge you have a 
definite number of pre-sold cus- 
tomers who belong to you. How 
many of your new car customers 
never return for lubricati6n and oil 
changes after the new car warranty 
expires? CARLIFE keeps ’em com- 
ing back because it continues to 
provide this new car protection. 


NO SECRET 


Successful Formula 
Works for All Dealers 


CARLIFE cusinait 4 “72” is 
so practical, it acts like magic. It’s 
the most effective vitamin pill you 
can inject into your organization 
today. It goes to work at once— 
pays for itself inside of 2 weeks to 
30 days and never stops building 
for more sales — higher profits — 
and cash reserves. 


A powerful sales stimulant, CAR- 
LIFE GUARANTY “72” sells new 
cars, because it guarantees your 
customers “no major repair bills 
for 25,000 miles or 2 years, which- 
ever comes first.” 


CARLIFE GUARANTY “72” is 
not an oil promotion or follow-up 
scheme. The money you collect be- 
longs to you! CARLIFE has been 
growing and growing since 1936. 


Mail This Coupon 
Today for 


FREE 
INFORMATION 


Name of Dealership. 
Name 

Make of Car 
Address 
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The CARLIFE GUARANTY 
16501 Wyoming, Detroit 21, Michigan 
Telephone Diamond 1-2388 


Tell us, without cost or obligation, how CARLIFE GUARANTY “72” 
can help us accumulate cash and improve our operation. 


Kee 


CARLIFE GUARANTY “72” is thoroughly practical 


Carlife Is Calling You 


This message is meant for you as 
well as “the other fellow.” Perhaps 
you’ve thought of asking about 
CARLIFE, but, you just didn’t! 
That’s past history. Every day that 
you wait costs you money! That’s 
a fact proved by the average of 
$3,545.51 cash accumulated by 
each of 55 CARLIFE dealers! 
That’s important money! Isnt’ it? 
Your figures might be larger or 
smaller, but you are losing a prof- 
itable plus source of income every 
day you operate without CAR- 
LIFE! You can’t afford to delay 
any longer- 


State___ a 
AN- 10-20-52 
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